











a a. 
There are 2 kinds of dealers 


NE kind carries a few numbers 
of a lot of nondescript lines— 
and loses sales and profits every day. 





The successful stationer concen- 
trates on MultiKopy and Star Brand 
—nationally advertised and asked 
for from Boston to Bombay. 


Send for your free copy of “The 
Webster Way,” which points the 
way to Better Business Methods. 


F. S. WEBSTER COMPANY, Incorporated 
338 Congress Street, Boston, Mass. 








New York — San Francisco — Pittsburgh — Chicago — Philadelphia 
MultiKopy 
your letters 
fi or f 7 On ae ane cam ee a om at on ee on ew oe om os 
permanency F. S. Webster Company, Incorporated is 
| 338 Congress Street, Boston, Mass. | 








| Gentlemen: Kindly tell me about the Webster Way and | 
| the Definite Selling Plan. | 








| Name 
l 





| Street 
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{ OFFICE APPLIANCES 
is anews and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


4, SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year, $2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 





Appliances 





Published on the First Day 
of Every Month by 


THE OFFICE APPLIANCE Co. 


417 S. Dearborn St., 


EVAN JOHNSON, President 
OH 


Chicago 
Cc. F. MALHOIT, Treasurer 


N A. GILBERT, Secretary 


J 
C. H. EVERLY, V. President 


D. C. MILLER, V. President 





H.W. MARTIN, Assoc.Ed. OTTO KNEY, Asst. Ed. 


J. A. PALMER, Cir. Mgr. 


B. C. WALLSTEN, Mgr. Copy Dept. 


G.C. WHEELER, Manager Service Bureau 





C. H. EVERLY, Eastern Mgr. 


D. N. BRIGGS, Asst. Mer. 


1701 Pershing Square Building, New York 


Phone Ashland 8319 








by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


‘| No person, firm or cor- 
poration, either directly or 
indirectly connected with 
the industry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


{| CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


{ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


{| “Office Appliances” is reg- 
istered in the United States 
Patent Office, Washington, 
Ds 


{ COPYRIGHT. Contents 
covered by Copyright, 1926, 
by The Office Appliance 
Company. 
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ASSOCIATION CLASSIFIED Medart Extends Distribution.... 95 
National Association News 101 Accounting Machines 198 Reeves Made Burroughs Man- 
(See also Meetings—Dinners Adding Machines -. 198 ager at Fali River............ 94 
Conventions.) GOMOD ooo ncc csc cccccncce 213 Annual Election of The Wahl 
DEPARTMENTS Furniture ...... 193 COMPANY 5. seve aeeees ees seee 94 
| 17 House Organs................ 214 Ingersoll-Redipoint Pencil Con- 
Weddings ...... MRA WO SiS ie epee ated et: 190 solidated with Brown & Bige- 
.  itteewal 141 Other Machines............... 201 BEE - o's ats «+ kaaidenh ttn oie nae 05 
Excuse Us. Please!........... ae Patents ...... ce Again Sikes Week at Hand..... 106 
eR ere 43 Pens and Pencils. se hetincan & 189 Three Win Underwood Medals. .106 
Meetings—Dinners Conventions 47 Ribbons and Carbons . 206 Horne Desk & Fixture Company 
Mintings—The Page of Progress 12 Stamps—Stencils—Seals ...... 205 Makes Important Purchase...121 
New Machines and Devices..... 26 Stationery kw : f . 209 Armitt Goes with Orthwine....121 
News and Miscellany............ 39 Typewriters 194 Freeman Takes New Place with 
So fl ORS ror 31 99 CT” nents do Khon 122 
Out of the Mail Bag is [224] Parker Pen Company Outgrows 
Passed Away “ae ; : 145 Chicago Quarters............. 1 
II 66 5:0.6550'5.5k5s cadena 74 Brundage Speaks to Dry Goods 
Snap Shots and Sketches....... 38 MERCHANDISING on ET ee ah 126 
Who Makes Them............... 23 ee National School Supply Asso- 
FEATURES What Is Salesmanship?—Writ ciation Met at Louisville..... 137 
Trade Names and Trade Marks ten Expressly for Office Ap- Southern Girls Outspeed North- 
Defined — Written Expressly pliances by H. C. Yeager..... 14 Ofm ABGOGS. 06560506 ebcbcwel 141 
for Office Appliances by Wal- Specialty Machines in the Of- Typewriter Breaks Into Print. ..152 
GPO TABVOOEE. coc cccakednncke 11 fice Equipment Store—An In- Mitchell Nominated for District 
The Expense of Doing Business terview with John R. Bourne, Governor of Rotarians........ 159 
—Being an Introductory Re- Rochester, N.* Y., Including Office Appliance Men Take Up 
sumé from Various Sources Suggestions by. Cc. W. Hunt, Florida Real Estate.......... 164 
on a Subject which Lies Close Jr., San Francisco, Calif 152 Storck on Trip Through West. .171 
to the Heart of Commercial MISCELLANEOUS Western Typewriter Sales Takes 
_ Success ae ey 3 Brief Notes from Cleveland. 65 — “Elsie” Agency in Den- 
Co-operative Foreign Credit In- National Cash Denies Monopoly 4g  . VO@F_sesgsbcossoeestanbecesenees 
surance—An Interesting Sug- a ee ae bos aie ane 68 Sprouli Now Burroughs Acting 
gestion by William H. Beards- taphael in General Office Ma- Advertising Manager.......... 178 
PA ye OT ere eee 15 chinery Business 68 Territorial Changes by Macey 
The Equipment of a Small Of- Bureau of Standards on Carbon TEBVORIOD: 006.000 ca teeeensus ce 182 
; fice—By R. E. Simpson 29 Paper Weights...... 73 Fire at Chicago Didn’t Interrupt 
F R¢ INTISPIECE Wales Vice President Gives Lib- EO AR oe 182 
a New Madison Square Gar- erally 100 POLE. «ocr. sock csccies 73 supplies and Equipment Cost of 
mT OR ay eee das ae Appointments to Sheaffer Trav- & Utility ...ccescrccsoceserce 185 
FU RNITU RE—OFFICE “(RRR Soca Sai area 80 “S-M’"’ Office Staff in Smocks...186 
Salesmen’s Collection Contest— “-ene Trays’ Succeed Burroughs Get-together for Op- 
An Account by Elmer T. Ters oe P heikiaa’s aie an erators at San Francisco...... 186 
of the Campaign by the Direct Mail Meeting at Los An- Learning to Typewrite......... 221 
Northwestern Furniture Com- geles in April. ea cette | .. 86 Promotions in Burroughs Ser- 
RTOs ot 3sehee keen 20 The Season's Calendar Offerings 89 vice Organization ............ 221 
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Acme Card a. a 163 
Acme Staple Co........... 85 
Adams, Henry T., Mfg. Co.167 
PT ME. cocncceaaeeees 229 
pe, eee 235 
BN Cn caceecscnecceceass 228 
Addressograph Co....... 62, 3 
Adjustable Table Co....... 216 
Advance Paper Box Co....203 
eee. GS Bsn GB Gian ccces 210 
Ajax Time Stamp Co...... 220 
Se I nc cceee cca 204 
i Er deccebiscceséace's 222 
Alma Furniture Co........ 123 
American Clip Co.......... 166 
American Electric Co......216 
American Embossing Co...219 


American Lead Pencil Co.. 73 
American Manifold Prod- 
Bao eee 202 


American Mfg. Concern... .146 
American Numbering Ma- 
chine Co 7 
American Pad & Paper Co.229 
American Seal & Stamp Co.205 
American Writing Machine 


i (hbabtebasaweedds$a00c0 89 
Ames Safety Envelope Co. .211 
Ames Supply Co............ 94 
Art Metal Constr. Co...78, 9 
ce cencusnecds 228 
Ault & Wiborg Co., The...114 
Auto. File & Index Co..... 193 
Auto Machry. Co.....ccce- 172 
Auto Pencil Sharp. Co....208 
Azora Rubber Co.......... 224 

B 
Bachrach Specialty Co -211 
Pe Mn, Gn ccddcctsccudd 119 
PD WO Gocco dcecibacs 225 
Beaumel, D. W., & Co..... 228 
Bentley & Gerwig Furni- 

SE I od ea ons obo 0 ones 233 
Bentson Mfg. Co., The..... — 
oT  peeraee 15 


Bettcher Stpe. & Mfg. Co. “107 
Boomerang Chair Pad Co. .223 


Boorum & Pease Co....... 84 
Boston Index Card Co..... 110 
Bridgeport Pen Co., The...223 
Bristow, Stanley ection 225 
British Stationer........... 160 
Brown, L. L., Paper Co...229 


Browne- Morse Co.153, 4, 5, 6 
Bushaye Ribbon & Carbon 
RS aE Pe: 65 
maa Paper Fastener Co. .215 
mygrongne Adding Machine 
6.b0600066 shee bec enous 238 


Bushnell, Alvah, Co........ 195 
Bushnell Mfg. Co.......... 228 
c 
Cee De Gs cic cicecnéed 200 
Canton Art Metal Co., The. 64 
Carpenter, E. W.., Mfg. Co. 4 

ge  *E Sarre 
Chicago Binder & File Co. nt 
Chicago Eyeshield Co...... 228 


ar. at Mirror & Art Glass 


dise eb cinestasiaheceeeds 229 
Clarotype Co., The........ 199 
Clemetsen Co., The........ 161 
Coles Copyholder oe 105 


as Ribbon & Carbon 
Sn Seee eet en ds aed obedient 
Columbia Steel Equip Co. 92 
Colytt Laboratories........ "198 
Commercial Furn. Co..112, 3 
Compo Corp. & Sales Co... 99 


Conrades = SE 150 
Cs Se Aes Ec cecccee .199 
Cook, H. C., Co ee 197 
Cooper Carbon Coated Pa- 

Sere 182 
Cordley & Hayes.......... 77 
Corona Typewriter Co..... 151 
Corry-Jamestown Mfg. 

DE sccdhannss 46008 00-00 216 
Crocker Chair Co........... 7 
Crown Ribbon & Carbon 

See eee 215 
Crownolo Mfg. Co......... 223 
fy. errr 221 

D 
ce ks eee 229 
Davenport-Taylor Mfg. Co.186 
Defiance Sales Corp........ 212 
Demountable Typewr. Co.. 86 
peeee, Fe, @ Co., Te... .134 
oS Se 3p Serer 109 
Dictaphone Sales Corp..... 137 
Diemer, John F., Co....... 201 
eee ED Oy Bea GOaccece 170 
Dixon, Jos., Crucible Co....170 
Downey, The C. L., Co....226 





IN Advertisements 





advertisers and 


and customers, 





E 
Eagle Envelope Co........ 159 
Eaton, Crane & Pike Co...125 
Economy Seat Co.......... 212 
Eggens-Hambler Co........ 228 
nee GIG. “Bis cconscacees 236 
Englewood Desk Co....... 199 


me srbrook Steel Pen ame. 
Cc 96, 


eee ee ee ee 


Bureka Blotter Bath Co...218 


Evansville Desk Co........ 186 
Eveready Mfg. Co......... 222 
F 
Waemet, Bis Wess <acscvsveccs 223 
Faber, Eberhard........... 131 
Wastes BE. CO... ccccccces 209 

Featherweight Eyeshade 

Ch. ceuurdesndsedccoressss 229 
DER cncceeesesvaviccsceces 228 
Fowler-Manson-Sherman ..212 
Fox, Geo. E., & Co....... 120 
Furnas Furniture Co...... 209 

G 

Gaydoul Gold Pen Co...... 229 
General Eclipse Co......... 214 
General Fireproofing Co. 82, 3 
General Pencil Co......... 141 
General Typewriter Exch... 95 
Ct Ci cctetdnmeddeees aes -228 
Globe-Wernicke Co........ 147 
Goes Lithographing Co..... 191 
Golding Press Division... .208 
Graff-Underwood Co....... 80 


Gunlocke, W. H., Chair Co.202 


Gunn Furniture Co., The. .192 
Guth, H. L., Associates. ..197 
H 
Baten, BSG Wa sccccecs 224 
Hampshire Paper Co...... 219 
Hellesoe, Hans H.......... 227 
Heyer Duplicator Co...... 206 
Heywood-Wakefield ....... 213 
DO Bi-cetddnesecceces 159 
PP, Ss onde bee e006 0% 226 
Beeoesser Dee Ce... .cccccce 93 
Horn, W. C., Bro. & Co...225 
Hotchkiss Sales Co......... 182 

Hunt, C. Howard, Pen Co. 
ebechdedeie Weshesh ae’ 215, 220 
1 
ste al School Supply Co....177 
+ oo ee Se, SE vneseces 219 
KF Ee 76 
Imperial Methods Co...... 188 


Imperial Steel Cabinet Co. .192 


Improved Boehner Binder 
Dh  chéadeveddudsems oabwea 224 
ee Se OL: ee 204 
Invincible Metal Furniture 
St ee re aoe 176 
Ireland & Matthews....... 126 
Irving-Pitt Mfg. Co....... 148 
a ye a. ee 99 
J 
Jamestown Metal Desk Co. 60 
Jasper Novelty Works. .138 
Jersey City Ptg. Co....... 177 
Joslin, A. D., Mfg. Co..... 185 
K 
CS ca kdvewels cos wate 203 
Kohlhaas Co., The......... 231 
Krantz, Edward, Products 
Sy shabuboerecdddoe bes - + 208 


These advertisements present the prod- 
ucts of the leading manufacturers in each 
division of the industry. 
ground for honest differences of opinion 
the publishers obviously cannot under- 
take to guarantee transactions between 
customers. 


however, offer their service in resolving 
any disagreements between advertisers 


; ‘s, which result from rela- 
tions established through the journal. 





Because of the 


They do, 








L 
Lanston Monotype Machine 
Dk ‘wVanedteduDsbecwede eee 1 
Leopold Desk Co.......... 140 
Lincoln Rubber Key Co...150 
ey ee a ee 224 
Luther Ink & Stamp Pad 
CE Secdeesecnssecevaecsdte 200 
Lyon Metallic Mfg. Co.....234 
M 
2 Ck. Ts sak eeeowae 143 
Manifold Supplies Co....... 57 
OE Ee 
Mark-Mor-An-Dum ....... 226 
McGill Metal Products Co. .225 
Medearis Moulding Co..... 223 
Meilicke Systems........... 226 
Meilink Steel Safe Co..... 122 
Pee, SAO, CPeicarcors 205 
Metal Office Furniture Co. 121 
Meyer & Wenthe.......... 215 
Milwaukee Chair Co....... 187 
Mittag & Volger, Inc...... 55 
RE - (SIN i 5 a ake wine 0 232 
Monroe Cale. Mach. Co.... 88 
Moore Push Pin Co........ 224 
Morden Mfg. Corp......... 220 
Morschhauser, W. A.......201 
Beeeeem Bee. CO. .ccccccces 229 
rn Clb. .cacesneaas 75 
ene 220 
Mun-Kee Products Corp.. .208 
Munson Supply Co......... 195 
Mutschler Bros. Co........ 68 
Pee ME GO c cccscasece 102 
N 


National Blank Book Co...104 
National Business Show Co.100 
National Desk Co.......... 217 


National Fiberstok Enve- 
De Sk cevaee des maddaees 9s 

National Vulcanized Fibre 
SER a ere. 172 

Neidich Process Co........ 188 

Noesting Pin Ticket Co....211 

° 
Office Specialty Co......... 168 
Se Sere 233 


Old Town Rib. & Car. Co..179 
Oliver Typewriter Co......227 


Orpin Desk Co.......... - 207 
Oxford Filing Supply Co...124 
P 

Pacific Carbon & Ribbon 
i ee eee ee 130 

Parker Pen Co......... 135, 6 

Peerless Car. & Rib. Co...210 


Peerless Key Co., Inc.. .. 58 
Peerless Wire Goods Co....178 
i, ") > Sea 185 
Peters-Morse Mfg. Corp...149 
Phillips Rib. & Car. Co...184 
Pierce, S. K., & Son, Co...193 
Plew & Motter Dept....... 190 
ry cpcee ec kkaae 184 
ie Bie OD. ocsecues .227 
Portable Adding Mac hine 
en GON tncbendn ccnawaes 194 
Premier Metal Products Co.230 


Q 
Quality Park Envelope Co. 196 
Quigley 


Furniture Co..... 213 


R 
Rand Co., Division......... 127 
Ravenswood Office Special- 
ee Sa 
Regal Typewriter Co...... 189 
Reliable Tw. & Add. Mach. 
gl are 
Remington Tw. Co. 59, 157, 175 
Republic Box Co..........207 
Reynolds Env. Sealer Co. .226 
Roberts Numbering Ma- 
ke 173, 4 
Roberts, Weldon, Rubber 
a a 229 
Rockwell-Barnes Co.......23 
PEE NS a sees sien ees 189 
Royal Typewriter Co...... 106 
Meme -BEROP CO. oc cc ccccess 198 
a a a es rere 144 
Ss 
Marmot GB CO. wc ccccccsss 170 
I Tree. GIs cccccceces 199 
Sanymetal Products Co., 
| POS ere 217 
Schwab Safe Co., The.....237 
Scripto Mfg. Co. ls a ia os .228 


Sengbusch Self-Closing Ink- 
stand Co. 
Service Products Mfg. Co. .228 


Shallcross Co., The.......228 
Shaw-Walker Co........... 32 
Sheaffer, W. A., Pen Co...103 
Sheppard, The C. E., Co..145 
Shipman-Ward Mfg. Co...180 
a ee ews < .225 
Eee 33 
Simonson, R A., & Co....227 
Smead Mfg. Co., The... 212 2 


Smith, L. C., & Corona 


Typewriters, Inc......... 151 
Smith Premier Tw. Co... 165 
Smith Tw. Sales Corp..... 129 
Smokador Mfg. Co......... 227 
IES on veces b-05 229 
Solidhed Tack Co......... 227 
Speed Key Mfg. Co........223 
Spencerian Pen Co........ 69 


Standard Mail Mach. Co...171 
Stationers’ Loose Leaf Co. .187 


Steel Equipment Corp...... 87 
me. SO Smee CO... .c0 191 
_. * BB Se eee 196 
Strayer Coin Bag Co......229 
Superior Furniture Co.....216 
DE Set AG pedd 60 6s0000% 164 
T 
Tell City Desk Co..... “eae 
Terrell’s Equipment Co....128 
Thompson Time Stamp Co.225 
-. &, 2&8 Sey 190 
- fg i ee 169 
Toledo Metal Furniture Co.142 
Co ae 
Triner Scale & Mfg. Co....211 
i 2 4 ar 232 
Turner & Harrison Pen Co.225 
Typewriter Emporium ....180 
U 


Ulrich Planfiling Equip Co.226 
Underwood Typewriter Co 


Ve etenedune 61, 66 Back Cover 
Union Ribbon & Carbon Co.200 
U. S. Envelope Co......... 183 
U. S. Lace Paper Works ..168 
SR Be 2 eee 17 
U. S. Tw. Ribbon Mfg. Co.194 
Universal Fixture Corp....171 
Universal Index Tab. Co...200 

Vv 
Vacuo Static Carbon Co...218 
Van Dorn Iron Works 

RE a ree — 3 
Van ‘Valkenburg, L. m- Co.224 
Victor Adding Mach. . 90, 1 

Ww 
Wabash Cabinet Co........ 72 
Wagemaker Co....... er 
Webster, F. S, Co...... 2, 206 
Weigel, E. O., & Sons.....226 
wow se 4. «ccd, 6 T,__8 
Western Furniture Co.....204 
Weston, Byron Co......... 162 
Wholesale Typewriter Co..179 
Wiggins, John B., Co.....225 


Winnebago Furn. Mfg. Co.203 
Woodstock Typewriter Co. .239 


Workman Mfg. Co......... 190 
Y 

Yankee Paper & Spec. Co.207 

Fawman @ Erbe .....s0. 67 
z 

Zion Institutions & 


Indus- 
181 


tries 











Ge 
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Adding Machines. 


Addac Co....... 660066 0000000Re 


Add-Index Corp. ........+++. 235 
Burroughs Adding Machine Co.238 


Lanston Monotype Mach. Co. 181 
Monroe Cale. Machine Co. 88 
Peters-Morse Mfg. Corp. ....149 
Portable Adding Machine Co. .194 
Reliable Tw. & A. M. Corp 203 
BWeGe Oo.,. TMS cccvovcsevtscnes 169 
Victor Adding Mac hine Co. 90, 1 
Adding & Cal. Machines, Used. 
Reliable tw. & A. M. Corp. 203 


Adding Machine Rolls & Paper. 
92 


Roc kwell-Barnes Co. ......+.-2! 
S. Lace Paper Works...... 168 
Yankee Paper & Spec. Co. ..207 
Adding Typewriters. 
Burroughs Adding Mach. Co. 238 
Remington Typewriter Co. ° 
onanen densesns esas 59, 157, 175 
Underwood Typewriter Co. 
osdecesnend 61, 66, Back Cover 
Addressing Machines, 
Addressograph Co. ........ 62, 3 
Elliott Co., The..... Ceccevese 236 
Adhesives. 
(See Inks, Adhesives, etc.) 


Arch and Clipboards. 
American Mfg. Concern ....1+4 
Globe-Wernicke Co., The ....1 
Rockwell-Barnes Co. ........2% 
ie. Se eer 1 ‘ 
Yawman & Erbe Mfg. Co. -. 6 
Bankers’ Note Cases, 
Giobe-Wernicke Co., The ....147 
Van Dorn Iron Work Co, ..70, 1 
Billing Machines, 
Burroughs Adding Mach, Co. 238 
Remington Typewriter Co. - 


£008 60 seeanek anee 59, 157, 175 
Underwood Typewriter Co. 
nearey ...61, 66, Back Cover 
Binders, Catalog and Periodical. 
Adams, Henry T. Mfg. Co. 167 
American Clip CO, woceccsese 166 
Blank Books. 
Boorum & Pease Co. ........ 84 
National Blank Book Co .104 
Rockwell-Barnes Co. ..... 2.28 


Zion Institutions & Industries 181 
Blanks for Bonds and Stocks, 


Goes Lithographing Co. ...... 191 
ea eee 
Board Cutters, Paper & Card. 
Golding Press Division........ 208 
Ideal School Supply Co. ..... 177 
Bond Boxes. 
BOE HOG OO. siccsscdacccsess 228 
Corry-Jamestown Mfg. Corp. 216 
General Fireproofing Co. ..82, 3 
Globe-Wernicke Co., The ....147 
Meta! Office Furniture Co. 121 
Steel Equipment Corp. ...... 87 
Book Cases. 
Globe-Wernicke Co., The 147 
Gunn Furniture Co............ 192 
Oe” & . ee rrr a err 148 
Van Dorn Iron Works Co., 70, 1 
Weis Mfg. Co. ...... 115, 6, 7, 8 
Yawman & Erbe Mfg. Co. .. 67 
Book Ends. 
Ryan, J. F., & Co. 144 
Bookholders. 
American Clip Co. .......... 166 
American Electric Co. ........ 216 
Book Rings. 
Adams, Henry T., Mfg. Co. ..167 
Carpenter, E. W., Mfg. Co...227 
Morden Mfg. Corp., The... .220 
Bookkeeping Machines. 
Burroughs Adding Mach. Co. 238 
Remington Typewriter Co. ... 
reer ett 59, 157, 175 
Underwood Typewriter Co. 
...61, 66, Back Cover 
Business Shows. 
National Business Show Co...100 
Busses. 
Auto File & Index Co. ..... 193 


General Fireproofing Co. . .82, 
Toledo Metal Furn. Co. ...... 142 
Calculating Devices. 
Meilicke Svstems.... .226 
Calculating Machines, 
Burroughs Adding Mach. Co.238 
Monroe Cale. Mach. Co...... R8 
Morschhauser, W. A......... 201 
Calendar Pads and Stands, 
Defiance Sales Corn......... 212 
Jersey City Prtg. Co....... 177 
Carbon Papers, 
(See Ribbons and Carbons.) 
Card Cases. 
Improved Boehner Binder Co. .224 
Wiggins, The John B., Co. ..225 
Chair Irons. 
Bettcher Stp. & Mfe. Co....107 
Chair Pads and Cushions. 
Boomerang Chair Pad Co....292 
Beonomy Seat Co.....scccccee 212 
_ eS SS eee 120 
a ee eee 99 
.. 2 _ Serer 184 
Chairs. 
Conrades Mfg. Co........... 1m 
a Sx. Bon dsaeenead 199 
Crocker Chair Co...... — 
wenee... Bis Die. Ds kik cwus 134 
Gunlocke, W. H., Chair Co. ..202 
Heywood-Wakefield .......... 213 
Milwaukee Chair Co....... 187 
Pierce, 8. K., & GSom....cces 198 
SOD Gino 06 ccttessecatsoness 133 
Superior Furniture Co........ 216 





Ke Classifications 





. lines 


municate 
through 








For the benefit of the subscribers the 
advertised are here classified. 
Many of the requirements of 
modern business office are represented. 
Should subscribers be interested in any 
article of office equipment not listed 
here, they are cordially invited to com- 

with 
which the 


be promptly and cheerfully furnished 
with no obligation to you. 





Toledo Metal Furniture Co...142 
Van Dorn Iron Works Co., 
BOS. 6500000600 00acenagen 70, 

Check Protectors and Writers. 
, rePrrrerrrey roy 228 
Todd CO., TRE. .ccccccccccees 169 

Check Sorters. : , 
Kohlhaas Co., The.......+.++ 231 

Checks, Stamped Metal. ‘ate 
American Seal & Stamp Co...20% 
Meyer & Wenthe.........+++. 215 

Clips, Paper. 

(See Paper Clips.) 

Coin Bags and Wrappers. ae 
Downey, C. L., Co., The.....226 
Strayer Coin Bag Co......-. 229 

Columnar Pads, ; 
American Pad & Paper Co. .229 

Copyholders, os 
American Clip Co......+e+++. 166 
American Electric Co........216 


Coles Convholder Co.. ‘ 
Premier Metal Products| Co. os 


Copying Devices. 


Eureka B. BR. Co....+.--eee: 218 
Yawman & Erbe Mfg. Co..... 67 
tumers. 

ar Metal Construction Co. 78, 9 
Conrades Mfg. Co.....-++e+-- 50 
Furnas Furniture Co........- 209 
Globe-Wernicke Co., The.....- 147 


Premier Metal Products Co. .230 
Sanymetal Products Co....... 217 
Cuspidors, at 
Cordley & Hayes ....+eeee0. 77 
Faries Mfg. Co.....c.cseccees 209 
Ireland & Matthews Mfg. Co.126 
Cutters, Paper and Card 
Golding Press Division....... 208 
Ideal School Supply Co...... 177 


Dating Stamps. 
American Numbering Machine 


. errr Trier 74 
American Seal & Stamp Co...205 
Melind, Louis, Co.........+.- 205 
Meyer & Wenthe.........++- 215 

Desk Calendars. 
Defiance Sales Corp.......++- 212 
Desk Lamps. 
AlaGdin Meg. CO.ccccccees . 204 
Pacies. Mie. O60. cccccsccsess 209 
Desk Pads, Blotter. 
Boorum & Pease Co........+- R4 
Fox, Geo. B., & CO..cccccecs 120 
ee SS yr rere 
Tevim, A. H., OO. ccccccessses 99 
eee SE ere 170 
Desk Pads, Glass, 
Chicago Mirror & Art Glass 

GO  6édsan vache kae0nesdsaees 221 
Dom, Gem. Bi. B@ GOovcscseces 120 
Peiew BER. Gade ccs cavctacces 184 
Ravenswood Office Spec. Co...230 
Satmberse G& Coe. .ccccccccccces 170 

Desk Pads, Linoleum, 
Fox, Geo. B., & CO. .cccceedO 
io gD PPro 184 
Wawemaker CoO......sscccees 101 
Desk-Pending Letters Holder. 
American Clip Co....ceseesees 166 
Desk Trays. 
American Electric Co......... 216 
edt, Gee. Wis & Gis cc adacéais 120 
General Fireproofing Co....82, 3 
Imperial Methods Co......... 188 
oe a errr es 143 
Yawman & Erbe Mfe. Co..... 67 
Desk Work Distributors. 
Fox, Geo. B., & CO.....ccec; 120 
Horn, W. C., Bros. & Co. 225 
Irving-Pitt hg. “ae 148 
Office Specialty Co........... 168 
Sainberg & C0......seeeeeees 170 
Desks, 
Alma Furniture Co........... 123 
Art Metal Construction Co.78, 9 
Auto File & Index Co....... 193 
Rentley & Gerwig Furn, Co...233 
Prowne-Morse Co....153, 4, 5, 6 
CRBOCIOND Deo o.c 0.00 00s ce cease 161 
Commercial Furniture Co..112, 3 


the 


the 


service bureau, 
information will 








Corry-Jamestown Mfg. om. .216 
Cutler Desk Co......+.+- -221 
Dietz, The J. F., Co..... e 
Englewood Desk fo age 
Evansville Desk Co.......... 
General Fireproofing Co.... 3 
Gunn Furniture Co., The....192 
Hoosier Desk CO.......see0. 93 
Imperial Desk Co........ ovos oe 
Invincible Met. Furn. Co....176 
Jamestown Metal Desk Co.... 60 
Jasper Novelty Works........ 138 
Leopold Desk Co.........+6- 140 
Macey ©0., TRO... cccccccccces 148 
Metal Office Furn. Co.......121 
Myrtle Desk Co.........se00% 102 
National Desk Co.........++- 217 
—S - FF. eee eS, 
Quigley Furniture Co........ 213 
Shaw-Walker Co.......+e+- - 182 
Steel Equipment Corp...... <a 
Tell City Desk Od. ..ccccceses 214 


Van Dorn Iron Works Co. see. 1 
Wagemaker Co..........- 101 
Western Furniture Co....... "204 
Winnebago Furn. Mfg. 
Yawman & Erbe Mfg. Co.... 67 

Dictation Machines. 
Dictaphone Sales 

Directory Boards. 
Davenport-Taylor Mfg. Co...1%6 

Display Fixtures, 

Universal Fixture Corp....... 171 

Duplicating Machines & Grate. 
Cameme TRE GS. .ccccsecce .200 


Dick, 4. Bi. Biscsavce er 
Heyer Duplicator CO. cccrcccde 
Rotospeed Co., The......... 189 
Envelope Sealers. 
i aRerrrrrer yer 236 
Reynolds Envelope Sealer Co. .226 
Standard Mailing Machines 
GR, csanccessonsesesacnen oekta 
Envelopes, 
Ames Safety pareene | Co.. .o 
Rusbnell, Alvah, Co.........1f 195 
Diemer, John F., GP. ccacesace 201 
Easle Envelope C0........6- 159 
Nat’! Fiberstok Env. Co...... os 
Quility Park Envelope Co....196 
Smead Mfg. Co., The...... 212 
8. Envelope Co...........18 
Envelopes, Celluloid. 
BERTEIIO 3 OOsccccccccccecceses 228 
Erasers. 
Faber, Eberhard..........++- 131 
Tak-Out MEs. CO. cccccceccses 204 
Se Se RR ee 233 
Roberts, Weldon, Rubber Co.229 
Rush Eraser Co........ cosesdee 
Expense Books, Salesmen’s, 
Beach Publishing Co........ 225 
Eyelets & Eyelet Paper Fasteners. 
PROG. BEEG. GD. oscncsescvsne 119 
Ee Bees GORDs cc ccccoceneeed 219 
Eyeshades. 
Chicago Eyeshield Co........ 228 
Featherweight Eyeshade Co. .229 
File Boxes. Metal, 
Rockwell-Barnes Co.......... 231 
Filing Cabinets, Cloth Covered. 
Advance Paper Box Co...... 203 
Diemer, John F., Co........ 201 
ee, are 159 
Imperial Methods Co......... 188 
meee. Ge. BhO.occenceoes --143 
SS Serre 170 
Filing Cabinets, Metal, 
Art Metal Constr. Co...... 78, 9 
Art Steel Co. eee 
Auto File & Index ib. cnneee 193 
Se. SE es 204 
mene Bie. GS. .200scc cesses 158 
Browne-Morse Co....153, 4, 5, 6. 
Canton Art Metal Co........ 64 


Columbia Steel Equipment Co. 92 
Corry-Jamestown Mfg. Corp.. 

General Fireproofing Co....82, 
Globe-Wernicke Co........... 147 
Imperial Steel Cabinet Co... 
Invincible Metal Furn Co...176 


Macey Co., The.....cceesse148 
Metal Office Furn. Co 1 
Premier Metal Products Co..230 
Shaw-Walker cccccosoenccoRen 
Steel Equipment Corp...++.. 87 
Terrell’s Equipment Co.. 35° ‘dae 
Ulrich Planfiling — S .226 
Van Dorn Iron Works Co.. .70, 1 
Yawman & Erbe Mfg. Co.... 67 
Filing Cabinets, Wood. 

Auto File & Index Co.......193 
Boston Index Card Co.......110 
Browne-Morse Co....158, 4, 5, 6. 
Globe-Wernicke Co., e@....147 
Imperial Methods Co........188 
Macey Co., The. ..cccccccccseel4S 
Shaw-Walker GBs cvccoceseoce 

Ulrich Planfiling Equip. Co. of 
Wagemaker Co..........ss00% 

Weis Mfg. Co.... a A % 
Yawman & Erbe Mite. So soe 


Filing Supplies. 

Aigner, G. J., & Co.. 
American Clip Co........... 

American Mfg. Ooncern......146 
Boston Index Card Co.......110 
Browne-Morse Co.....153, 4, 5, 6 
Daco Guide Co.......++000++ +229 
General Fireproofing Co....82, 3 


erveee2lO 
66 


Globe-Wernicke Co., The....147 
Imperial Methods becdovecodee 
Invincible Met. Furn, Co.....176 
Macey Co., The.........+++.148 


Oxford Filing Supply Co.....124 
Rockwell-Barnes Co...... 


Shaw-Walker Wibicktooedekescee 
Simonson, R. vcsossee 


as " 
Smead Mfg. Co., The.......212 
Steel Equipment Corp........ 87 
Ulrich Pianfiling Equip. Co. .226 
Wabash Cabinet Co 
Weis Mfg. Co...... 
Yawman & Erbe ite? 

Fountain Pens. 
Beaumel, D. W., & Co......228 
Carter’s Ink Co., The.......139 


115, 
Co.... 67 


Eggens-Hambler eet $340 0005000E 

Parker Pen 00. ....00ccess 135, 6 

Sheaffer, W. ri "Pen Go. -- 108 
Gold Pens, 

Gaydoul Gold Pen Co.......229 

Weigel, E. O., & Sons.......226 
Gold Stamping. 

Aigner, G. J., & Co..........218 
Gummed Cloth 


Aigner, G. J., & Oo.... 
Gummed Cloth Patches, 
Crownolo Mfg. 
Index Card Sienals. 
Co 


Cook, H. C., 


coe 218 
. 2234 


eeeee 


eeeee 





Moore Push-Pin Co.. se 
Yawman & Erbe Mfg. Co..000 @ 


Index Tabs, 
Aigner, G. J., é Tee 
Sy Ce - 197 
Rand Co., Division......... --127 


Universal Index Tab Co... 
Ink Eradicators, 

Eee BEE, Od.cccecerscds 
Inks, Adhesives, Etc, 


Canode Ink Co..... o00.qscecetee 

Carter’s Ink Co., The.........189 

General Eclipse Co...........214 

Sanford Mfg. Co.............199 
Inkstands, 

Bachrach Specialty Co........211 

General Eclipse Co..........214 


Sengbusch S-C Inkstand Co.. 81 
Inkwell 7 
Irvin, A. congas tance 1D 
Labels, Law ‘Books, ‘and Number, 
Aigner, G. J., POLE 
Leads for Mechanioal “Pencils, 
Amer. Lead Pencil Co........ 78 
Dauber, 4. Wi. F86.0%. 
Scripto Mfg. Co.....0.+0+++.228 
Letter Distributors, 
Bristow, Stanley R.......... 
Imperial Methods eepeeeen | 
Kohlihaas Co., The..........281 
Lettering & Show Card Pens, 
Bridgeport Pen Co.........+-228 
Linoleum Desk Tops. 
Fox, Geo. E., & Co 
Polar Mfg. seevese 
Wagemaker Co.. 
Lists. 
Potk, RB. In, & WDecesosecci Ml 
Lockers, 
Lyon Metallic Mfg. Co......234 
Terrell’s Equipment Co......128 
3 Dorn Iron Works me 
PAL Pe occescescasetes & 
Loose ‘rest, Books and Systems, 
Boorum & Pease Co.......+.. 
Chicago Binder & File Co....219 
Irving-Pitt Mfg. eoecceses 
National Blank Book Co.....104 
Plew & Motter...........+..190 
Sheppard, C. E., ocesceccokae 
Stationers, L. L., Co.........187 
Trussell Mfg. Cincosescveseeetae 
Workman Mfg badceecsnaenee 
Loose Leaf ' Envelopes, Celluloid. 
Markilo Co.......-00- 
Map Tacks. 
Graff-Underwood Co..........-80 
Moore Push-Pin Co...........224 
Matched Office Suites. 13. 8 
143 


seeeee 





eee ewes 


Commercial Furniture Co. . 

Macey Oo., Dib ceedsccecses 
Memorandum Devices. 

Fox, Geo. E., & CO....+.2++-120 

Mark-Mor-An-Dum .... . .226 


eeeee 











Gr 
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Moisteners. 
Sengbusch S-C Inkstand Co 


Numbering Machines. 


American Number. Mach. Co.. 
Pe Cs [Gib kedacchéccaese 
Roberts Numbering Mach. Co. 
peewbdsehoeecese 173 
Oil, Office Machine. 


SY Wis ohn 660-040 6cen a 
Defiance Sales Corp 
Morton Mfg. Co.... 


Pads, Figuring (Ruled | or - Plain). 


American Pad & Paper Co...2: 


Boorum & Pease Co.. S4 
Paper. 
Brown, L. L., Paper Co 229 
Eaton, Crane & Pike Co......125 
Hampshire Paper Co.... 219 
Weston, Byron Co... 162 
Paper Clamps. 
American Clip Co............ 166 
Esterbrook Steel Pen Co...96, 7 
Neoesting Pin Ticket Co...... 211 
Van Valkenburg, L. D....... 224 
Paper Clips. 
American Clip Co... 166 
a pc svecaaee 197 
Graff- U nderwood Co 80 
Hoge i iesskudtavesccall 
{| « “iP SRPRR GEESE: 219 
Noesting Pin Ticket Co... 211 
tS YY a eeeseemse: 2333 
; Rockwell-Barnes Co......... 231 
Tip-Top Mfg. Co......... .190 
Paper Fastening Machines. 
Acme Staple Co......... 85 
Bump Paper Fastener Co... ..215 
Compo Corp. & Sales Co...... Hd) 


Deflance Sales Corp 
Eveready Mfg. Co.... 





IDL Mfg. Corp... 
vem, 4. W.. Oe........ 
Rockwell-Barnes Co..... 23 
Paste. 
(See Inks, Adhesives, Etc.) 
tents. 
Siggers. E. G...... 225 
Pen and Pencil Clips. 
Defiance Sales Een 212 
aa wens: Tstcens eremsede 22h 
an Valkenbur i Miiancs 22 
Pen 5: - . ” 
oge f Fe 226 
Pencil Sharpeners, "°°" *" sa 
Auto. Pencil Sharpener Co.. .208 
Graff-Underwood Co........__ 80 
Hunt, C. Howard, Pen ¢ ‘0 
idttxasweed cccecces RS, 280 
Pencils, Cedar. 
Amer, Lead Pencil Co... 7 
Dixon, Jos., Crucible Co..... 170 
Faber, Eberhard.............. 131 
General Pencil Co.........__ 141 
U. 8. Pencil in oie Kad nos ee 
Pencils, _, iead. Magazine 
Hoge Mfg. Co....... ee 
Sheaffer: aw A., Pen Co....108 
Seripte Mfg. Co.............. 228 
Pens, Lettering & Show Card. 
ridgeport Pen Co..... 223 
<a aad 
Esterbrook Steel Pen Mfg. 
rea 96. 7 
Hunt, ©€ Howard, Pen (Co. 
titdelvetesbeduecdceses 215, 220 
—— e +7 a __ 3 Serres 60 
urner arriso 2 225 
Picture ae, ison Pen Co. .225 
oore Push. P y 22 
Pine. yg RSE 24 
Jeflance Sales Corp..... 212 
Pin Tickets. re - 
Noesting Pin Ticket Co.. 2 
Platens, writer. ¥ 
Amer. Writing Machine Co St) 
Ames Supply Co.......... m4 
Bushnell Mfg. Co.......... 228 
Postal Scales, aes 
Pelouze Mfg. Co.... 185 
FN a i 224 
riner Scale & Mfc. Co 2 
Publications. ogres a 
British Stationer. 169 
MN on cig oc anccee . 232 
ts aR ia 164 
Punches. 


Boorum & Pease Co..... or 
Chicago Binder & File Co... . 
Defiance Sales © orp 





McGill Metal Products Co. 225 
h Pins. = 
Moore Push-Pin Co. . 224 
Ribbons and Carbons. 
. Saas 
Amer. Manif. Products Corp. 2¢ 2 
Ault & Wiborg Co........... 14 
Buckeye Ribbon & Carbon Co. 65 
Carter's Ink Co. — .139 
ae Rib. & Car. Mfg. 
eRe Te eer Teer 11 
Cooper Carbon Coated Paper 
Cet adhwbhe aomeecicd 8 
Crown Ribbon & Carbon Ce. .215 
eS ~Seveer 
Manifold Supplies _ NPG R AT 
Mittag & Volger......... a) 
Neidich Process Co........... 8 
Old Town Rib. & Carbon Co.179 


Pacific Carbon & Ribbon Co... .1: 
Peerless Carbon & Ribbon Co.2 


Phillips Ribbon & Carbon ©. i 
Remington Tw. Co..59, 15 

Rockwell-Barnes (Co 
SBaiieress Co 





Se Gc ce wannvced 196 

Union Ribbon & Carbon Co.. .200 

U. 8. Typewr. Rib. Mfg. Co.. 194 

Vacuo Static Carbon Co..... 218 

WG, We Wie WO e ccc ccces 2, 206 
Ribbons, Re-Inked. 

Cooper Carbon Coated Paper 

Cm aéncee ime eb eoeeeeevete 182 

Rubber Bands. 

Faber, Bberhard.............. 131 
Rubber Stamps. 

American Seal & Stamp Co. . .205 

Medearis Moulding Co........ 223 

a eae 205 

Meyer & Wenthe............ 215 
Rubber Stamps, Labeled. 

American Seal & Stamp Co. ..205 

Medearis Moulding Co....... 223 
Rulers. 

American Mfg. Concern...... 146 
Safety Deposit xes. 

General Fireproofing Co....82, 3 

Invincible Met. Furn. Co..... 176 


fes. 

Art Metal Construction Co.78, 9% 
General Fireproofing Co...82, 3 
Globe-Wernicke Co., The.... 
Macey Co., 


The 
Meilink Steel Safe Co.........122 


Metal Office Furn. Co......... y 
BY GEE Gn ccctcccccsece 
Schwab Safe Co., The....... 2 
Steel Equipment Corp........ 
Van Dorn Iron Works Co... .70, 
Yawman & Erbe Mfg. Co.... 67 





Scrapbooks. 
Adams, Henry T., ats. Co. . .167 
Pe ie. Ee Oe. Bcc cose 225 


& Bre 
Seals, Notary and Corparatien. 
American Seal & Stamp Co.. .205 


Melind, Louis, _ saebacunanen 205 

Meyer & Weathe............. 215 
Second-Hand Office Machinery. 

Chicago Safe & Mdse. Co... .229 

Reliable Tw. & A. M. Corp... .208 
Shelf Boxes. 

Diemer, John F., & Co....... 201 

ES eee 159 
Shelving. 

ee nk. ow heoon 158 

General Fireproofing Co...82, 3 


Terrell’s Equipment Co......128 
Van Dorn Iron Works Co...70. 1 


Sien Markers. 

Hellesoe, Hans H............227 
Signs. 

American Seal & Stamp Co. . .205 

Davenport-Taylor Mfg. Co....186 
Smoking Stands. 

Smokador Mfg. (o........... 227 
Sorting a = 

II bss nsw a ewe< ce ti 231 
Stamp Affixers 

Multipost Co Seen enawenniu ds 220 


Standard Mailing Machines Co.171 
Stamp Pads. 
American Seal & Stamp Co. ..205 


Luther Ink & Stamp Pad Co. .200 
Meyer & Wenthe............ 215 
Mun-Kee Products Corn...... 208 
Peerless Car. & Rib. Co..... 210 
Stamp Racks. 
J i as ag 226 
Stands for Office Machines. 
Adjustable Table (Co......... 216 
Fowler-Manson-Sherman .....212 
Premier Metal Products Co. .230 
Stapling Machines. 
Meme BEGwee OO. . 2... cc cccecs a) 
Compo Corn. & Sales Co...... 99 
Defiance Sales Corp.......... 212 
Eveready Mfe. Co............ 222 
Hotchkiss Sales Co.......... 182 
Se ® BS Saas 99 
Stationery, Fmbossed, Fngraved. 
American Embossing Co...... 219 
Kihe Brothers ......:.......S8 
Wiggins, John B.. Co........225 
Stationery Cabinets. 
General Fireproofing Co....82, 3 
Imperial Methods Co........ 188 
= SS eee 148 
Terrell’s Equipment (Co...... 128 
Van Dorn Iron Works (Co. 
RA) See ae 70, 1 
Stencils. 
American Seal & Stamp Co... 205 
Meyer & Wenthe............ 215 
Stenographers’ Note Books. 
Boorum & Pease Co.......... S4 
Rockwell-Barnes (Co.......... 23 
Stools. 
Conrades Mfe. Co........ ..150 
Crocker Chair Co............207 
Milwaukee Chair Co.......... 187 
Toledo Metal Furn. Co... 142 
Storage Boxes. 
Strayer Coin Bae Co.. 229 
String and Cord Cutters. 
OE Se RAP Sa ae 228 


Swinging Tyrewriter Stands. 
American Writing Mach, Co.. 89 


We's Mfg. Co...... 115, 6, 7, 8 
Tables. 

Corry-Jamestown Mfg. Corp. ..216 

Furnas Furniture Co.......... 209 


General Fireproofing Co....82, 3 


Guth, H. L., Associates. 197 
Mutschler Bros. Co........... 68 
Premier Metal Products Co. ..230 
St. Johns Table Co .......... 1 


19 

Van Dorn Iron Works Co..70, 1 
Tablets. 

Pockwell-Barnes (Co.......... 231 


ars. 
Noesting Pin Ticket Co..... 211 








> For March, 1926. 

Telephone Accessories. Fox, Geo. E., & Co 120 
American Electric Co... 216 Krantz, Edw., Prod. Co . .208 
Ss ee eae 119 Typewriter Parts and Tools. 
Colytt Laboratories........... 198 Ames Supply Co... o4 

Thumb Tacks. Typewriters, New. 

We Os eens edide ee American Writing Mach. Co.. 89 
Moore Push-Pin Co. ae" Corona Typewriter Co 151 
Noesting Pin Ticket oa... Demountable Tw, Co . 86 
Bete TOSSES Ge. os cccc ccc eRe Oliver Typewriter Co nae nae 

Time Stamps & Recorders. Reliable Tw. & Am. Corp... .203 
Ajax Time Stamp Co...... ..220 Remington satel riter Co.. 
American Seal & Stamp Co...20% www ecnececees 59, 157, 175 
Joslin, A. D., Mfg. Co........185 Royal Typew riter Co.. 106 
Melind, Louis, Co...... 205 Smith, L. C., & Corona Tws 
Thompson Time Stamp Co.. .225 Pee ec 

Transfer Cases. Smith-Premier Tw. Co. 165 
Pn EE Me nce ce eseceetcaee 228 Underwood Typewriter Co.... 
i f CF Sener _- #£éi. Stsesaees.o8 61, 66, Back Cover 
General Fireproofing Co....S82, % Woodstock Typewriter Co....239 
Metal Office Furn. Co........ 121 Typewriters, Rebuilt. 

Republic Box Co............ 207 American Writing Mach. Co.. 89 
Steel Equip. Corp............ 87 General Typewriter Exchange. 95 
Van Dorn Iron Works Co...70, 1 Regal Typewriter Co........189 
Weis Mfg. Co...... 115, 6, 7, 8 Reliabie Tw. & A. M. Corp. .203 
Yawman & Erbe Mfg. Co..... 67 Shipman-Ward Mfg. Co.......180 

Times Boards. Smith Tw. Sales Corp........129 
Golding Press Division....... 208 Typewriter Emporium........ 180 
Ideal School Supply Co....... 177 Wholesale Typewriter Co.....179 

Type, Rubber. Ventilators, Office. 

American Seal & Stamp Co. . .205 Chicago Mirror & Art Glass 

ee ——“‘“‘t«i«~C RN en mine cn 221 
Ames Supply Co............. 4 Visible Index Systems. 

Typewriter Cabinets. Acme Card System Co 163 
Toledo Metal Furniture Co...142 Globe-Wernicke Co. .147 

Typewriter Cleaning Brushes. Rand Co. Division. 27 
BE, MONE WE cn ccccecescce 22 Wardrobes. 

Morton Mfg. Co.... .-.220 Furnas Furniture Co 209 

Typewriter Cleaning Material. Terrell’s Equipment Co 128 
. . “ “=e 199 Waste Baskets. 

Service Products Mfg. Co.....228 Cordley & Hayes... 77 
Webster, F. 8... Co........ 2, 206 General Fireproofing Co 82, 3 

Typewriter Cushion Keys. Invincible Met. Furn. Co .176 
Adams Press......... occ cee De GE, MMccccccecs 148 
Lincoln Rubber Key aa 1m Metal Office Furn. Co.. 121 
Munson Supply Co............ 195 Nat’l Vulcanized Fibre Co....172 
Bwermees Hee OO... .ccciccve — Peerless Wire Goods Co.. .178 
Speed Key Mfg. Co...........223 Shaw-Walker Co....... ocokae 


Water Coo'ers. 
Automatic Machry. Co.. 
Cordle,s & Haves 


Typewriter Cushion Knobs & o. 
Ames Supply Co......... 
Azora DE Gis a akédeneoees ‘904 











. WANTS and 
Seo FOR SALE 


SITUATIONS WANTED. 

















SITUATION W ANTED—With manufacturer selling trade ac- 
counts. Seventeen years’ experience as salesman and sales- 
manager in Middle West, South, and Pacific Coast territories. 


Address Z-72, care Office Appliances, Chicago 





ex- 
Em- 
care 


TYPEWRITER REPAIRMAN desires change. Nine years 
perience on all makes and qualified on adding mac ee. 
ployed and can furnish A-1 references. Address L-: 
Office Appliances, Chicago. 

SITUATION WANTED: Young man, 28, married, experienced 
both inside and outside selling of office supplies and appliances 
Familiar with nationally known lines. Now employed but de- 
sirous of making change where greater opportunity is offered. 
Address B-122, care Office Appliances, Chicago. 








married, 
Florida. 
supplies 
ean fur- 


TYPEWRITER REPAIRMAN thirty-three years old, 
wants position with good branch office or exchange in 
Twelve years’ experience, all makes. Can sell office 
and solicit repair work. Have complete set tools and 
nish car. Address A-31, Office Appliances, Chicago 


AN EXPERIENCED Carbon Paper and Typewriter Chemist will 
be open about March or April Ist to entertain a proposition 
from any reliable Manufacturer who may require the services 
of a man with several years’ experience in development and 
research work. Fully qualified in all departments. Would con- 














sider organizing a new Corporation with the right parties. Ref- 
erence furnished and required. Reply V-32, care Office Appli- 
ances, Chicago. heii 
MECHANICS WANTED. 
FIRST CLASS Typewriter Mechanic on all machines, steady job 
and good conditions; state price and experience in first letter. 
Also good Cash Register Mechanic, steady work. State experi- 
ence and price in first letter. Address H-38, care Office Appli- 


ances. 








MANAGER WANTED. 
MANAGER for office furniture department in largest and fast- 
est growing Texas city. Must have proven ability and clean 
record, and be a producer’ First year; salary $3,000 and bonus. 
Exceptional opening for right man. Box J-35, care Office Appli- 
ances, Chicago. 


BRANCH STORE MANAGER AND 
established stationery business in city of 500,000—salary and 
share of profits; knowledge of loose leaf, filing devices, office 
appliances. Give references, experience, age, salary expected, 
and general information. Address K-30, care Office Appliances, 
Chicago. 








SALESMEN: Branch of old 








ASST. SALES MANAGER WANTED. 


WANTED: An assistant, not over 40, in the domestic sales de- 
partment of a responsible and well established eastern corpora- 
tion, manufacturing typewriter ribbons and carbon papers sold 
upon a quality basis. To be considered, applicant must have 
had successful sales experience, be a good correspondent and 
possess unusual qualities of ability, character and energy. State 
fully age, whether married or single, church affiliation, salary 
required and positions held during the past ten years, naming 
responsibilities of each and causes for changes made. Address 
D-34, care Office Appliances, Chicago. 








(Wants and For Sale continued on page following.) 
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WANTS AND FOR SALE, CONTINUED FROM PRECEDING PAGE. 





SALESMEN WANTED. 


WANTED—Salesman to carry line of well made medium priced 
office chairs on commission. Address W-29, care Office Appli- 
ances, Chicago. 

SALESMEN 
(one-piece 
Envelope Co., 


Savadres 
Kage 








Local and traveling to sell the new 
window envelope) Wonderful repeaters. 
1322 Wabash Ave., Chicago 


WANTED MEN WHO CAN SELL—Capable high pressure ex- 
perienced specialty salesmen for United States and Canada to 
become State Managers representing manufacturers of newly 
patented device of proven value and salability. Must have car 
and travel. Those having real knowledge of merchandising 
and experience in sales organization have wonderful opportu- 
nity for future independence. Write in confidence giving full 
details and territory preferred. Sales Manager, Dept. A, 137 
Federal St., Boston, Mass., 4th Floor. 








WANTED—Carbon Paper salesman with established trade by 
progressive manufacturer to act as field Sales Manager. Won- 
derful opportunity Box X-120, care Office Appliances, Chicago. 








WANTED—Good live stationery and allied trade salesmen for 
the New York and Chicago district. Only experienced men 
with good references considered. Address E-178, care Office 
Appliances, Chicago. 

A PROFITABLE SIDE LINE for salesmen covering Middle and 
North West States. A guaranteed high grade line of Fountain 
Pens, ete selling at moderate prices. Liberal commission. 
References required. Address X-121 care Office Appliances, 1701 
Pershing Square Bldg... New York. 





HIGH GRADE resident salesman to sell steel office equipment 
to dealers and steel factory equipment to users on commission 
in the following cities: Baltimore, Buffalo, Cincinnati, Kansas 
City, San Francisco and Los Angeles. Address F-35, care Office 
Appliances, Chicago. 








WANTED—Experienced man for commercial stationery and 
office equipment store in Portland, Oregon Must be thoroughly 
versed in sale of filing equipment, loose-leaf devices and office 
furniture Good opportunity for right party. State age, experi- 
ence, salary expected, and give references. Address F-36, care 
Oftice Appliances, Chicago. 








\ NEW PAPER FASTENING MACHINE! 

A NEW OPPORTUNITY. 
SELL NEVA-CLOG Stapling Pliers direct to offices and factories 
in your town Sells on sight because of exclusive features. 
Guaranteed for five years. Exclusive territory, full protection 
on repeat orders. Three sales a day mean $4,500 yearly profit 
to vou. Write or wire, NEVA-CLOG Products, Inc., Dept. O, 
Bridgeport, Conn. 








OFFICE AND DIRECTORS’ TABLES, most complete medium 
and high grade line, exclusive designs in oak, mahogany and 
walnut Will interest only high class commission men who call 
on the office furniture trade. Give full particulars about your- 
self, lines now carried and territory covered. Address K-21, 
care Office Appliances, Chicago. 





EATON BROTHERS CO. can use the services of two high 
grade salesmen thoroughly experienced in selling stationery, 
office supplies, furniture and filing equipment A splendid op- 
portunity is offered. Give age, experience, education and names 
of former employers. which will be held in strict confidence. 
Write to 331 Washington St., Buffalo, N. Y. 








LARGE, WELL RATED FIRM wants representatives to sell 
direct to consumers. combination order blank and envelope, 
loose leaf devices, special printing. Restricted territories, full 
or part time References required teplies will be held confi- 
dential. This is not a get rich quick proposition but an oppor- 
tunity for earnest men to add from one hundred to two hundred 
dollars per month to their incomes Address C-33, care Office 
Appliances, Chicago 


7 LINES WANTED. _ Rat ee 
RELIABLE and well established Manufacturer's Representa- 
tive who sees the stationery trade regularly in the central 
states can handle another line very nicely. Address L-+36, care 
Office Appliances, Chicago. 











aw FOR SALE. 


ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 S Dearborn, Chicago. 


ONE ELLIOTT-FISHER Bookkeeping machine, Series No. 64- 
36005 in excellent condition. Reason for sale—excess equipment 
in factory. Price $500. Frederick G. Allen, 78 Genesee St., 
Auburn, N. Y 

FOR SALE—American patents on two useful office devices sell- 
ing rapidly abroad. One is ‘Presto’ blotter pad, a device of the 
rocker type; the other a perpetual calendar pad which besides 
the calendar feature has ample room for notes and memos. 
Both articles are well adapted for office use and for the cor- 
respondence desk at home. Paul Van Moe, H. E. C., 23 Place de 
l’Hotel, de-Ville-Rouen, France. 


ADDRESSING machines, multigraphs, duplicators, letter fold- 
ers, envelope sealers, mailometers, check writers, dictating ma- 
chines, multicolor presses—at about half the manufacturer's 
price. Pruitt Company, 117 North Market, Chicago. 
ELLIOTT-FISHER machines bought, sold and rebuilt. 
Warsh Co., Plankington Arcade, Milwaukee, Wis. 


AGENTS WANTED. 

WE HAVE a few openings for exclusive general — in valu- 
able territory to sell the most popular line of mailing machines 
on the market. Universally advertised and distributed. Liberal 
commission. Write stating full qualifications in first letter. 
Standard Mailing Machines Co., Revere Blvd., Everett, Mass. 

















Teeter- 











99% MAILING LISTS. 
ACCURATE—RELIA BLE—GUARANTEED. The kind that 
produce business. Compiled for every possible business or indi- 
vidual. Standard charge $5.00 per thousand names. Lists of 
every kind of any business or individuals compiled for your 
individual needs anywhere in the United States or Canada. 
Catalogue and further information without charge. National 
Mailing List Company, 20G William Street, Newark, New Jersey. 


eset io)’ BUSINESS OPPORTUNITIES WANTED. 
WANTED—Small, paying stationery store located on main 
street in town of from 50,000 to 100,000 Must be reasonable. 
Address Y-34, care Office Appliances, Chicago. 


; _ BUSINESS OPPORTUNITIES. 

FOR SALE—$5000.00 will purchase old established Typewriter 
business paying TEN PER CENT PER MONTH NET, located 
in the richest field and best town in FLORIDA. W. E. WHYTE, 
LAKELAND, FLORIDA. 

ADDING MACHINE ENGINEER, with foundation designs for a 
new line of adding machine appliances, desires association with 
reliable business man or firm for the purpose of developing and 
marketing his designs Address G-57, care Office Appliances, 


Chicago 


















































Copies of any one of the patents referred 
to here can be obtained by sending twen- 








1,562,292. Pencil holder. Hamilton D. 
Coleman, Biloxi, Miss. 

1,562,326. Fountain pen clip. Charles 
Hardy, New York, N. Y. (assignor to 


Ameco Products, Inc., New ZOER,. Dee Reve 
a corporation of New York). 

1,567,052. Tying device for typewritin 
machines. William F. Helmond, Hartford, 
Conn. (assignor to Underwood Typewriter 








ty-five cents in stamps to E. G. Siggers. 
patent lawyer, Suite 33, N. U. Building, 
Washington, D. C., and mentioning Office 
Anppliances. 

1.561.590. Fountain pen. Andreas Bie 
nenstein, Toledo, Ohio (assignor to The 
Conklin Pen Manufacturing Company, To 
ledo, Ohio, a corporation of Ohio) 


The SERVICE BUREAU of 

Office Appliances is for the 

Exclusive Use of Subscrib- 
ers and Advertisers 


Company, New York, N. Y., a corporation 
of Delaware). 

1,567,059. Fountain pen. Stormont 
Josselyn, Atlantic, Mass. (assignor to 
George Zain, Brookline, Mass.). 

1,567,226. Typewriting machine. Edwin 
E. Barney, New Rochelle, N. Y. (assignor 
to Remington Typewriter Company, Ilion, 
N 


Ratna Pencil. Maurice LD. Brody . x r oh ’ Y., a corporation of New York). 
Chicago, Il n the execution o s various commis- cen © hy . 
561,932. Typewriting machine. William sions this bureau calls upon practically we Ga zveews ———, Goseme 
A. Kelly, Jersey City, N. J. (assignor to every member of the staff. It answers ‘U ane os Tw a , po assignor 
Underwood Typewriter Company. New by personal letters all inquiries upon Y. kN. Y. JHCWr d rx at ew 
York. N. Y.. a corporation of Delaware) matters germane to the field, it fur- ork, WN. -- & corporation o elaware). 
1,561,949. Typewriting machine. Jesse nishes Special reports upon articles of 1,567,303. Typewriting machine. Jesse 
\. B. Smith, Stamford, Conn. (assignor office equipment, supplies names of manu- A. B. Smith, Stamford, Conn. (assignor 
to the Underwood Typewriter Company. oe ye s. tomy ——— mes puts to Underwood Typewriter Company, New 
New York, N. Y., a corporation of Dela man and job together, prepares advertis- York, Y., a corporation of Delaware). 
ing copy, furnishes lists of desirable pots 
ware) : ; agents and dealers in nearly every 1,567,368. Carriage brake for typewrit- 
1.562.081 Loose leaf binder. James ¢ country, aids foreign dealers in secur- ers. Otto A. Hokanson, Woodstock, III. 


Webster Groves, Mo 
Dawson, Webster 


Dawson, 
to Elma N 


(assignor ing U. 8S. A. 
Groves, 


lines, and in many other 
ways performs useful service, all with- 


(assignor to Woodstock Typewriter Com- 
pany, Woodstock, IIL, a corporation of Il- 


Mo.) out — oe — 7. land linois). 
1,562,109. Check protector. Otto Mal have made, and are making, good use re7 yevice ‘ 
cher, Chicago, Ill. (assignor to Caspar of this bureau; manufactvrers in every 4 net aes ee . Sor peeing. De 


Staub, Jr., 
1,562,267 


Chicago, fll 


Chicago. TIl.). 
Fountain pen. John C. Wahl, 
(assignor to The Wahl Com 


of the service. 








section of the field have had evidence 


papers to be filed. James A. Keene, Lon- 


don, England. 











1,567,392. Telegraph 





pany, Wilmington, Del., a corporation of 
Delaware) 


typewriter. — Ed- 


ward A. Kleinschmidt, Brooklyn, N. 
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No. 1,567,368.—Carriage brake for typewriter; patented De-— 
cember 29, 1925, by Otto A. Hokanson of Woodstock, Ill., as- 
oner to the Woodstock Typewriter Company of the same 
place. 

No. 1,569,546.—Typewriter carriage for extra wide sheets; 
patented January 12, 1926, by Waiter Kahle of Erfurt, Germany, 
assignor to A. E. G. Deutsche Werke Aktien-Geselischaft of 
Berlin, Germany. 


(assignor by mesne assignments to Mork- 





(assignor to Remington Typewriter Com- 


@-oL 


patented January 12, 1926, by 


No. 1,569,783.—Fountain pen; 
assignor to the Eagle 


Eric G. Pearson of New York, N. Y., 
Pencil Company of the same place. 

No. 1,569,891.—Invention relating to releasing feed rolls from 
platen of typewriting machines; patented January 19, 1926, by 
Jesse A. B. Smith of Stamford, Conn., assignor to Underwood 
Typewriter Company of New York. 

No. 1,567,527.—Fountain pen; patented December 29, 1925, by 
John P. Lynn and Hugo A. Funk of Chicago, Ill. 


1,567,828. Stencil holder or carrier for 


rum-Kleinschmidt Corporation, Chicago, pany, Ilion, N. Y., a corporation of New use with typewriting machines. Louis M. 
Ill., a corporation of Delaware). York). Barman, London, England (assignor to 

1,567,527. Fountain pen. John P. Lynn 1,567,593. Support for typewriting ma- Roneo, Ltd., London, England, a British 
and Hugo A. Funk, Chicago, Il. chines. Eugen Hirsch, Berlin, Germany. company). 

1,567,558. Typewriting machine. John 1,567,613. Bank a John Patton, Jr., 1,567,872. Typewriting mahine. Jesse 
Waldheim, Elizabeth, N. J. (assignor to Charleston, W. A. B. Smith, Stamford, Conn. (assignor 
Underwood Typewriter Company, New 1,567,738. Pe nell. " Lee G. Knight, Oma- to Underwood Typewriter Company, New 
York, N. Y., a corporation uf Delaware). ha, Nebr. York, N. Y., a corporation of Delaware). 

1,567,564. Calculating device. Jean 1,567,823. Fountain pen. John C. Wahl, 1,567,880. Typewriting machine. John 
Bergman, Wannsee-Berlin, Germany. Chicago, lll. (assignor to The Wahl Com- Waldheim, Elizabeth, N. J. (assignor to 

1,567,590. Typewriting and like machine. pany, Chicago, Ill, a corporation of Del- Underwood Typewriter Company, New 


Frede rick A. Hart, New Britain, Conn. aware). 


York, N. Y., a corporation of Delaware). 











exports of the following commodities 
appear in this issue of Office hs ange on the pages noted: 
Metal Office Furniture, 217; Ribbons, Carbons and Filing Sup- 
plies, 219. Adding machines will be reported in April. 


Statistics on December 


Typewriter Exports 


United States exports of typewriters by countries during December, 
1925. In exports under this classification where the machine is driven by 
an electric motor, the value of the motor is included with the machine. 
By the Division of Statistics, Department of Commerce: 





Standard, New Portable, New Used & Rebuilt Parts of 
Countries. No. Dollars No. Dollars No. Dollars Lbs. Dollars 
Bmateta ...c% 270$ 2,120 51$ 1,800 324$ 9,713 2$ 1,088 
Azores, Ma- 

Pn 0606s 1 92 or amis oge ose aes ess 
Belgium .... 444 29,845 280 9,745 156 6,164 210 295 
Bulgaria .... 4 280 10 360 eee aon eee eee 
C2’vakia .... 533 35,965 5 180 29 1,010 51 205 
Denmark .... 23 1,483 20 675 36 880 200 1,648 
Esthonia .... 45 3,188 3 90 é0e er ane 
Finland .... 73 5,214 57 2,045 30 1,065 of) “3h } 
France ..... 2.970 204.986 622 19,430 87014, 2,011 11,466 
Germany ... 806 52,857 351 12,800 104 . 1,896 16,560 
Greece ...... 69 8,950 rr wee 10 Z gece eee 
Hungary ... 65 3,699 200 9,000 163 4,801 
Irish Fr. 8t. sind sme ane aad 1 20 sis aad 
a? éneceee 251 12,496 241 8,610 240 5,522 887 374 
Latvia as 44 2.868 nem ord nat aaa sae 
Lithuania .. iva ' 5 180 
Malta, Gozo, 

Cypress .... a 4 126 9 375 ; eee 
Netherlands . 170 12, 417 116 4,150 S4 2,248 414 811 
Norway ..... 51 2,853 20 750 13 415 82 253 
Poland and 

Danzig . 129 10,274 wT ees ove nas 32 100 
Portugal .... aia “- don re 124 389 
Rumania ... 159 10,469 5 180 50 1, 513 one aa 
Rus. in Eu.. 1,421 132,507 ape whe 390 615 
Spain ....... 324 22,765 210 7,420 114 4, 416 75 381 
Sweden ..... 539 32,642 116 4,200 12 950 193 1,355 
Switzerland.. 213 13,753 252 9,776 49 1,858 1,084 1,056 
Turkey in Eu. 55 4,100 19 674 ane en 20 294 
United King. 4,797 836,572 1,776 65,419 477 10,807 6,261 23,972 
Yugo and 

Albania ... 36 2.363 27 972 19 461 ae 
Canada .... 1,040 69,309 366 ©=610,627 2 650 31, 46 22,666 
Pr. Honduras 1 112 eat ae ee 24 
Costa Rica. 8 201 51 1,976 eee eee nen ae 
Guatemala .. 105 6,469 5 150 ace ma 
Honduras ... 23 1,981 15 540 2 80 ‘ ; 
Nicaragua .. 20 1,725 16 57’ hail ese ee ees 
Panama .... 10 673 22 655 6 285 21 42 
Salvador .... 20 1,128 om 5 275 dion oes 
Mexico ..... 814 48.066 293 «10,518 80 3,575 925 1,360 
Miq. and St 

TD esx. 1 30 Weak 
Newfoundand 

and Lab.... 8 216 7 226 2 ard Bog re i 
Bermuda 3 181 ay ons one an eee eee 
Rarbados fh 445 oie aan 1 25 wee eee 
Jamaica nt onus 1 60 eee ene one . 


Standard, New’ Portable, New Used & Rebuilt Parts of 


Countries. No. Dollars No. Dollars No. Dollars Lbs. Dollars 
Trinidad and 

Tobago .... 6 391 10 360 1 35 61 110 
Other Br. W. 

BEES scces ane er 7 390 oie wT er re 
re 300 21,371 172 6,083 11 540 52 133 
Dom. Repub. 140 10,309 106 3, ‘813 3 27 190 157 
Dutch W. Ind. 1 39 1 45 ove “ke eg ‘e 
BOTS cccccs ‘ 4 362 6 216 9 462 110 46 
Argentina 764 47,276 218 7,802 ot 2,640 261 296 
Bolivia ..... 74 5,840 46 1,635 . : én 
_ 7 575 38,569 111 3,870 3 1,732 162 264 
Gee seccee 125 8,167 132 4,927 5 311 39 57 
Colombia ... 310 20,551 227 8,295 35 1,567 262 327 
Ecuador .... 54 3,977 60 2,134 2 74 
Br. Guiana.. 8 493 606 
Paraguay ... 12 839 10 390 
EM. ssenece 97 7,190 122 4,411 4 175 ee 
Uruguay .... 68 4,776 nea ae iain 51 150 
Venezuela .. 56 4,107 90 38,240 1 40 27 81 
Br. India.... 498 35,720 681 25,360 18 660 1,014 2,281 
Ceylem ...cc 14 925 10 3 one aon 20 50 
Straits Set- 

tlements 67 5,340 52 1,912 . 

Se -evsece 209 15,563 132 4,753 31 1,290 150 242 

Chosen ... eve seus oa oe 1 40 ae 
Java and Ma- 

eer 73 4,650 100 3,250 6 246 26 65 
Other D. E. I. 17 1,246 10 360 2 2 55 118 
French Indo- 

China ..... 18 978 eee eT ae ees ees one 
Hongkong 8 640 12 720 7 317 i2 30 
SOGG scsces 40 2,830 62 2,232 3: 1,206 od aoe 
Kwangtung.. én etn’ 6 216 2 
Palestine 

and Syria... 25 1,474 1 35 - 

OT” rr 1 50 aoe Kad ai aa ee 
Philippine Is. 94 7,498 eee tae 19 910 103 304 
 7—[ err 6 420 aid 7 232 68 37 
Australia 967 62,945 309 11,047 35 1,098 4,098 9,134 
Br. Oceania. 7 547 awe ini 1 85 2 135 
New Zealand 111 7,263 45 2,230 4 152 401 142 
Belg. Kongo. 15 871 eee ase “ee bee bua os: 
Br. W. Afr.. 9 724 rr aes one aes 91 75 
Br. 8. Afr.. 267 17,870 45 2,618 11 434 786 1,136 
Br. EB. Afr.. 17 1,190 12 432 el oP 47 117 
Canary Is.... 29 2,279 11 386 2 62 aaa iil 
EE sesnce 171 11,379 75 2,500 one oe 30 120 
Algeria and 

Te céeoe 850 20 720 che eee 
Other French 

Africa .... 6 420 15 468 
Liberia ..... oes ease 2 90 
Morocco .... 5 350 5 1,800 
Other Port. 

Africa ..... 10 589 5 195 8 414 
Span. Africa. 1 i) és eon eee eee 

Total . .20,823 $1,436,792 8,139 $293,279 2,746 $90,583 53,595 $100,670 
Shipments to Non-Contiguous Territories. 

SE. cv ckacctheeeeheneneeede cngatasnese bans [Number] 15 $1,150 

DT it dna y Goede weths aed bnees dan ekadioten [Number] 127 7.786 

Pe Ce te cc cho cteueuucebedestbeanias ec ed-as [Number] 33 1,256 





; 
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MIN'TINGS 


A Page Dedicated to Progress 
Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


“There is a great loom (divine law) that 
weaves our thoughts according to the will that 
we use and according to the kind of thought 
material that we give it. Even after we have 
found by experience how perfectly the loom 
works, and after we have brought the design 
and the fabric (will and manifestation) into 
comfort and harmony, we may have a tendency 
to become curious about other weavers and 
the products of their looms. When we look 
about us and talk to other workers—whether 
we criticize their way of weaving or admire 
their work and resolve to copy their methods— 
our own threads become tangled. Then we 
begin to mix thoughts and to think that the 
loom is out of order. But the loom is not out 
of order, for it is a divine, an unfailing law. 
It will produce whatever we direct it to pro- 
duce, out of whatever we put into it. 

“Sometimes one thinks that he desires to 
copy his fellow worker’s designs or to have 
what belongs to another. If one has the copy 
consciousness he will sometimes begin a new 
piece of copy work before he has finished the 
one in hand; before one want is satisfied, many 
other wants will be knocking at his desire door. 

“We cannot successfully copy the lives or 
the designs of others, neither can we work out 
the designs of others. Each must do his own 
work—weave his own fabric.”—Weekly Unity. 

* * 

Mind is the Master-power that moulds and 

makes, 
And Man is Mind, and evermore he takes 
The Tool of Thought, and, shaping what he 

wills, 
Brings forth a thousand joys, a thousand ills :— 
He thinks in secret, and it comes to pass: 
Environment is but his looking-glass. 

—James Allen, 


* * * 


“The revelation of thought takes man out 
of servitude into freedom. We rightly say 
of ourselves we were born and afterwards we 
were born again, and many times. We have 
successive experiences so important that the 
new forgets the old, and hence the mythology 
of the seven or the nine heavens. The day of 
days, the great day of the feast of life, is that 
in which the inward eye opens to the unity 
in things, to the omnipresence of the law; sees 
that what is, must be and ought to be, or is the 
best. This beatitude dips from on high down 
on us and we see. It is not in us so much as 
we are in it. If the air comes to our lungs, 


we breathe and live; if not, we die. If the 
light comes to our eye, we see, else not. And if 
truth comes to our minds, we suddenly expand 
to its dimensions, as if we grew to worlds. We 
are as lawgivers; we speak for nature; we 
prophesy and divine.”—Emerson. 

x * * 

‘Principle and law are the foundation of all 
things. The man or the woman who discovers 
the basic laws and obediently applies them un- 
locks the door to mastery. 

“To the degree that one understands and ap- 
plies the laws governing mechanics will he be 
able to master machinery and to get satisfac- 
tory results from it. To be successful in life 
one must be obedient to the laws of life. The 
laws of life are constructive.”—Weekly Unity. 

oe 

“Thought is governed by law. The reason 
we have not manifested more faith is because 
of lack of understanding. We have not un- 
derstood that everything works in exact accord- 
ance with definite law. The law of thought 
is as definite as the law of mathematics, or the 
law of chemistry, or the law of electricity, or 
the law of gravitation. When we begin to 
understand that happiness, health, success, 
prosperity and every other condition or environ- 
ment are results, and that these results are cre- 
ated by right thinking, either consciously or 
unconsciously, we shall realize the importance 
of a working knowledge of the laws governing 
thought.” —Haanel. 

* ok * 

“Between us and things how many screens 
there are! Mood, health, the tissues of the eye, 
the window-panes of our cell, mist, smoke, 
rain, dust, and light itself—and all infinitely 
variable! Heraclitus said: ‘No man _ bathes 
twice in the same river. I feel inclined to say: 
‘No one sees the same landscape twice over, 
for a window is one kaleidoscope, and the spec- 
tator another.” ”’-—Amiel’s Journal. 

x; Soe 

“A philosophic truth does not become popu- 
lar until some eloquent soul has humanized it 
or some gifted personality has translated and 
embodied it. Pure truth cannot be assimilated 
by the crowd; it must be communicated by con- 
tagion.”—Amiel’s Journal. 

* * * 

“Thought itself is eternal. It is the con- 
sciousness of thought which is gradually 
achieved through the long succession of ages, 
races, and humanities.” —Amiel’s Journal. 
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THE NEW MADISON SQUARE GARDEN IN 
WHICH THE NEXT NEW YORK BUSINESS 
SHOW WILL BE HELD IN OCTOBER 


a a a a 


The new Madison Square Garden with its auditorium 200 feet wide by 375 feet 
long, affording an unobstructed view for 19,000 persons, for whom accommoda- 
tions are provided, will function in the same way as the old Madison Square 
Garden, in which events, serious and gay, important and trivial, followed each 
other in kaleidoscopic succession through the years. There a great Moody and 
Sankey revival; a Barnum circus in full pageantry; Gilmore's band ; horse, cattle, 
dog, cat and chicken shows; a Bryan oration; a Dempsey prize fight; a Patti 
concert; a Paderewski program; a cake walk; a bicycle race; a swimming con- 
test; a Woodrow Wilson wartime address to call to arms. 


The exposition hall under the great arena, a few steps below the surface of the 
street, has a clear space of 52,000 square feet available for the displays. A 
ventilator and air-conditioning system, assisted by ozonisers, air-wafters and 
filters, removes all dust, odor and smoke and leaves the air clean and pure. The 
structure extends from Forty-ninth to Fiftieth street, 125 feet west of Eighth 
avenue. The building is 375 feet long and was designed by the theatre archi- 
tect, Thomas W. Lamb. The thirteen exits are so arranged that the entire 
building can be cleared in five minutes. The great exposition hall affords facili- 
ties that will make the business show unusually attractive. 
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Trade Names and Trade Marks Defined 


the 


United States 


Supreme Court 


Refashions 


Process of Trade Name Protection.—Written 
Expressly for Office Appliances 
By Waldon Fawcett. 


NOTE, 
may register signature, name, 
world? That day is not yet, but Mr. 
dawning a little nearer by its decision in the 


mark or 
F awcett be lrez 
so-called ‘ 


Are we on our way to the ideal of an universal 
symbol and know 
ies that the 

‘Simplex” 


trade-mark? Wéill the day sometime dawn when one 
' that he can protect himself in its use against all the 
United States Supreme Court has brought the 
The decision appears to be, in effect, that 


Case. 


a corporate name may not be bodily taken and trade-marked, but that less than the whole name may be if it is not 


calculated to deceive 
are touched upon in Mr. Fawceett’s article. 

ANY business men, who deplore legal controver- 

sies and wish that the ethical course of commerce 
might be more clearly charted, think that the Supreme 
Court of the United States speaks all too seldom to the 
mariners in the fog. Too often, according to this view 
the disposal of questions, upon which hinge business 
practice and policies, are left to subordinate tribunals 
which have not the power to dispose of the basic issues 
conclusively and for all time, for the simple reason that 
like courts in other jurisdictions may think differently 
on the same problems. 

There is promise, though, that in 1926 the court of 
last resort will be more active in the role of business 
mentor. Already the Court has agreed to pass judg- 
ment upon the soundness of several of the premises 
upon which current business activities are based. In 
earnest of this attitude of helpfulness, almost the first 
move made by the Supreme bench in 1926 was to estab- 
lish, by formal opinion, a principle of such distinct im- 
to the entire community of office equipment 
tradesmen that it is worthy of more attention than is 
usually accorded to dry matters of law. Probably as 
many members of the business equipment circle are dis- 
appointed as are gratified by this ruling. So it is diffi- 
cult to say, on the whole, whether it is good news or 
bad. [ut news it certainly is. 

The question that was put up to the Supreme tribunal 
from the lower courts in this “Simplex” case, as it 1s 
commonly denominated, was designed to test the legal- 
ity of the latest recipe for effecting a “universal” 
trade-mark. No one court proceeding, even at the Su- 
preme level, can settle all aspects of the universal trade- 
mark proposition. This current pronouncement takes 
us far on our way, nevertheless. And to that extent it 
illuminates the whole subject of the protection of trade 
firm names and good will in business, the latter 
“universal” trade- 


portance 


names, 
being the why of the quest for the 
mark. 

Through a procession of years, the idea or ideal of 
the “universal” trade-mark has been to the world of 
business identification what the dream of perpetual mo- 
tion has been to the realm of mechanics. Whenever 
men have thought in terms of business expansion and 


> the public and injure the corporation to which the name belongs. 


This and other points 


entrenchment of good will they have longed for means 
to set the individualistic enterprise on a pedestal—to 
lift it away and apart, not only from its fellows in kind, 
hut from all commercial institutions, so that there might 
be no possibility that any of the rewards that should 
accrue to conscientious service might by any mischance 
be diverted to any other establishment similar in name. 
\Vhat with the multiplication of business men bearing 
the same surnames and the concentration of factories 
in favored localities, the vision of absolute individuali- 
zation for any one became more and more remote until 
someone stumbled upon the theory of the “universal” 
trade-mark. 

The “universal” trade-mark that competition-harried 
traders conceived would be in fact and in spirit unique 
in the entire business world. The project contem- 
plates the vesting of sole and exclusive title in a lone 
brander. Under present conditions, as our readers 
know, every user of a trade-mark operates by means of 
what is, in effect, a more or less limited franchise. For 
example, the manufacturer who originates a name or a 
mark for a typewriter is presumably monarch of all he 
surveys in the typewriter field. But there is no way in 
which he can prevent the use of his pet name (even 
though he coined it) by borrowers in trade fields which 
he has not entered—say in lines such as cigars, or 
plumbing apparatus, or musical instruments. Only the 
firms that showed rare foresight have bespoken sole use 
of their commercial nicknames in the entire field of 
office equipment, even though its several lines be more 
or less related and marketed through the same outlets. 

From the dilemma of the tethered brand, the uni- 
versal trade-mark would be a promising escape. If a 
firm’s signature, emblem, seal or symbol were literally 
the only one of its kind in the world, a truce to trouble, 
fie for substitution and begone the ogre of misdelivered 
mail and misguided repeat orders. But vested author- 
ity, bad cess to it, would have none of this fine concep- 
tion of the universal trade-mark. At the U. S. Patent 
Office, Federal clearing house for trade-marks, regis- 
trations continued to be issued only on the basis of the 
class or classes of goods on which a given trade-mark 
And the U. S. courts, when they 


is actually in use. 
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find that the goods of sharers of a brand are of differ- 
ent descriptive properties, have a habit of declaring 
summarily that there is no possibility of confusion in 
trade or mistake on the part of the public. 

If vindication was to be attained for the conception 
of the universal trade-mark it must be found in exist- 
ing law. Because the current legislative trend is all in 
the other direction. Why, Congress has before it even 
now a bill to recognize “territorial rights” in trade- 
marks and allows the registration of the same mark to 
different parties in different sections of the country. 
The monopolistic crusaders were rejoiced a year or 
two ago, however, by discovery of a supposed loophole 
in the nation’s basic trade-mark law, the Act of 1905. 
Salvation for the universal trade-mark was discerned 
in that clause of Section 5 of the Trade-Mark Act 
which says that no mark shall be registered which con- 
sists merely in the name of an individual, firm, corpora- 
tion or association not written or printed in some par- 
ticular or distinctive manner or displayed in association 
with the portrait of an individual. 

Ha, ha, thought the plotters for good will conserva- 
tion, we have only to envelop our trade-marks in our 
corporate names and we can hold the names aloof from 
all other appropriators, regardless of whether they be 
in the same commodity line or not. No sooner said 
than done. And here we have the explanation of the 
scramble, during the past few years, on the part of 
scores of marketers of trade-marked goods to revise or 
re-fashion their firm names or corporate names so as 
to feature the trade-marks or trade names. It was sur- 
prising, when the modernization set it, how many lead- 
ers in all the industries were operating under corporate 
titles that contained nary a hint of the identity of the 
products by which the houses were known to the gen- 
eral public. The realignment of house names would 
have been justified solely for the sake of consolidation 
of advertising gains, if the boon of the universal trade- 
mark had not loomed in the background. 

The enthusiasm for the new short-cut in name isola- 
tion increased as soon as the new theory was put to 
test and upheld as sound law in the U. S. District 
Courts and U. S. Circuit Courts of Appeals. For, 
taking the cue from these courts, the censors at the 
U. S. Patent Office put up the bars against any trade- 
mark which was detected as being a substantial part of 
a corporate name. Hundreds of firms have placed 
copies of their incorporation papers on file at the Patent 
Office so that the trade-mark examiners may be on 
the watch for reminiscent trade-marks from whatever 
direction they may come. 

Success attended the ruse for wholesale protection 
of a nickname embodied in a business name until one 
of the disappointed claimants of a trade-mark grew 
suspicious that the Supreme Court of the United States 
might not see eye to eye with the lower courts that had 
winked at this monopolization of names. From that 
determination to invoke the judgment higher up grew 
the test case lately disposed of by the court from which 
there is no appeal. The name which served as a gauge 
of the new doctrine was “Simplex.” In days gone by 
this brand had been registered more than sixty times 
for different commodities. But under the new theory 
of the sanctity of corporate names it was refused as a 
trade-mark to American Steel Foundries because it is 
part of the caption of Simplex Electric Heating 
Company. 

When the Supreme Court took up the case it resolved 
the riddles before it into a simple question of whether 
the word “Simplex” was “merely” the name of the 


corporation that sought to sew it up. Incidentally, the 
Supreme Court answered the moot question whether 
the name of a corporation is to be regarded as a trade- 
mark, a trade name or both. The Court remarked that 
to some extent the two terms overlap but that there is 
a difference, more or less definitely recognized, which 
is that, generally speaking, the trade-mark is applicable 
to the vendible commodity to which it is affixed, while 
the trade name applies to a business and its good will. 
A corporate name, the Court concluded, seems to fall 
more appropriately into the class of trade names. 

All this was preliminary to saying that where the ap- 
propriation of a corporate name is complete the rule 
of the law is absolute and the proposed trade-mark, 
which filches a corporate name bodily, must be denied 
registration. But where less than the whole corporate 
name is appropriated, the Supreme bench held that the 
right of registration will turn upon whether it appears 
that such partial appropriation is of such character and 
extent that it is calculated to deceive or confuse the 
public to the injury of the corporation to which the 
name belongs. 

Coming even more to the point, the Court declared 
that where the articles upon which the mark is used are 
not of the same description as those put out by the cor- 
poration claiming superior rights in the name, this dis- 
parity of merchandise must be taken into account, since 
the probability of confusion and injury in that situa- 
tion is obviously more remote than where the articles 
are of the same kind. The Court acknowledged that 
there may be instances where a single word in a cor- 
porate name has become so identified with the particu- 
lar corporation that whenever used it designates to the 
mind of the public that particular corporation. But the 
foremost judicial body could not conceive this to be 
true of a word such as “Simplex” standing alone. 

The shakeup by the Supreme Court of the formula 
of trade name protection means that henceforth it will 
be futile for any trader to hope to segregate for his sole 
use any one of that large class of words which have for 
a great many years been employed as commercial desig- 
nations because of their peculiarly suggestive meaning. 
Typical of the standard by-words which cannot be 
monopolized as universal trade-marks by adoption in 
corporate names are Acme, Anchor, Champion, Eureka, 
Excelsior, Ideal, Jewel, Liberty, National, Pride, 
Premier, Queen, Royal, Star, Sunlight, Triumph and 
Victor. No one need organize a corporation around 
one of these standard names in the delusion that he can 
thereby withdraw the chosen name from public use. 

Not even this setback in the Supreme Court to the 
ambitions of would-be name monopolists will check the 
present fad for pitching the corporate name in tune 
with the product name. There are too many sound rea- 
sons for the new-found harmony in commercial 
christening. What the warning from the Supreme 
Court should do is to give vogue to the short, concen- 
trated corporate name that is as nearly synonymous as 
may be with the specialty nickname. If we read be- 
tween the lines of the latest opinion we find the highest 
court saying, in effect, that a trader is vastly better off 
if his firm name is, say, Protecto, Inc., rather than 
Protecto Check Writing Machine Company. The terse 
trade name, if its essence has a meaning all its own, 
stands the best chance to invoke the widest possible 
protection for the trade-mark that it personifies. More 
than all else, though, behold the Supreme Court coun- 
seling, by indirection, the selection of a novel, unusual 
trade name if one wants to keep his name jealously 
to himself. 
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The Expense of Doing Business 


Being an Introductory Resumé from Various 
Sources on a Subject Which Lies Next to the 
Heart of Commercial Success. 


IMES are good and business is coming in on lively 

feet. Sales are up—volume is forging ahead of 
previous years. Everything goes smoothly. But—now 
is the time for all forehanded men to come to the aid of 
the future and to look cannily ahead to a day when 
trade will slacken and money grow tight. The mer- 
chant ought now to double-track his mind—to learn to 
think of better sales while reserving a spot in his mind 
for what his business costs to carry it on. Obviously 
it will cost more in 1926 than it did in 1913. A dozen 
or more years have made a great deal of difference. 
Every dollar that comes across the counter or through 
the mail today buys about 63/100 as much as it bought 
the year before the war. Labor is twice as valuable 
in terms of gold as it was a dozen years ago. But all 
other costs are up in almost the same proportion. Raw 
materials cost more—manufactured products cost 
more. The goods on the shelves are more expensive 
and it costs more to put them there and more to take 
them off. The billboards carry the advertising of a 
certain brand of cigarettes about which one man says 
to another, “What a whale of a difference a few cents 
make!” This is a pretty good slogan for a stationer, 
for a few cents difference in cost and selling price 
often make a difference in the color of the item on the 
books when the year’s results are summed up. 

A few cents or a few dollars make little difference to 
the man who makes one or a few purchases. But they 
make the difference between profit and loss to the 
dealer whose purchases and sales are many. The his- 
tory of successful concerns teaches nothing if not that 
the merchant must so proportion his outgo to his in- 
come that there will always, even in comparatively lean 
years, be a profit to lay by at the end of the year. No 
establishment can count itself safe unless it is profitable 
—to break even is to lose, for time is gone and nothing 
is added to surplus for emergencies. 

Some fifteen or sixteen years ago when the National 
Catalogue Commission of the National Association of 
Stationers and Manufacturers was doing valuable re- 
search work for that organization, it was found that 
the average cost of conducting a stationery store was 
at that time about thirty per cent of the gross receipts. 
Recently the general manager’s office of that association 
sent out a questionnaire on business costs and while the 
returns were meager, yet the results were interesting. 
The percentages given as the cost of doing business 
varied from 13.35 per cent (the lowest) to 51.69 per 
cent (the highest). How the low cost man got by with 
a little over 13 per cent on gross sales of about $136,000 
is not revealed. The high cost man did a gross busi- 
ness of nearly $279,000, did not figure rent as an item 
of expense, and yet it cost him over 51 per cent or 
a little more than half his gross sales. At that he 
figured out a profit of between six and seven per cent. 
The low cost man did not figure officers’ salaries. 

Twenty-one concerns out of fifty-five reporting said 
it cost them 34 per cent or over to do business. Four 
concerns out of the total reporting noted losses rang- 
ing from .60 of one per cent up to 12.44 per cent. Net 
profits reported ranged from .23 of one per cent,—the 
lowest—up to 14.28 per cent—the highest. The aver- 
age business cost of the fifty-five concerns was 30.47 


per cent of the gross sales; the average percentage of 
loss among the four concerns referred to was 5.91 
per cent. 

The questionnaire in response to which the estimates 
and figures were given was prepared by one of the vice- 
presidents of the National Association and covering the 
ground rather thoroughly. There were questions un- 
der each one of the following topics: Selling Expense ; 
Administrative Expense; Warehouse Expense. The 
first topic included salesmen’s salaries, other selling 
salaries, traveling (or carfare), catalogues (or circu- 
lars), other advertising, store rent, store heat and light, 
store maintenance and repairs, store equipment and de- 
preciation, miscellaneous (selling) expenses. 

Administrative expense included salaries of officers 
or owner; office salaries, stationery and printing, post- 
age, telephone and telegraph, office expense, exchange, 
collection expense, bad debt losses, depreciation of fur- 
niture and fixtures, taxes, legal expense, donations, sub- 
scriptions and dues, miscellaneous administrative ex- 
pense, interest. 

Warehouse and delivery expense included warehouse 
rent, warehouse wages, insurance, heat, light and 
water, maintenance and repairs, depreciation on equip- 
ment, delivery wages; parcel post, freight, cartage and 
express; (shipping) supplies, miscellaneous delivery 
expense. 

It is regretted that only fifty-five concerns in this 
field replied; also that a number of these replies lacked 
the specific information upon which net profits or loss 
could be accurately figured. 

The questionnaire requested amount of gross sales, 
less goods returned, discounts earned, cost of goods 
sold and gross profits on sales. A question was also 
asked regarding frequency of turnover. 

The figures disclosed such striking variation that the 
conclusion is irresistible that many dealers do not fol- 
low an adequate system of cost accounting and that 
the results some arrive at must be far from accurate. 

A national distribution conference was held at Wash- 
ington, D. C., recently under the auspices of the Cham- 
ber of Commerce of the United States. Six reports 
were prepared, one of which—‘Expenses of Doing 
Business’ —was prepared by Committee No. 4. After 
an instructive introductory, the committee presented 
tables showing operating costs of retail grocery stores, 
retail meat stores, shoe stores, hardware stores, jew- 
elry stores, department stores, drug stores, clothing 
stores, automobile accessories shops, furniture stores 
and specialty stores over periods of years ending with 
the close of 1924. In this report there is much other 
information having to do with wholesale and manufac- 
turing expense. 

The tables indicate that in every division of the re- 
tail trade studied, profits were materially greater in 
1914 to 1919 than in 1924 and that operating expenses 
were less in the former than in the latter years. Tak- 
ing net sales in all cases as 100 per cent, it was found 
that the cost of merchandise sold fluctuated but has 
been somewhat, though not a great deal more in recent 
years, on a percentage basis. Operating expense ad- 
vanced in most cases rather sharply in 1920, 1921, 
1922, 1923 and 1924 with certain fluctuations, but 
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enough, in most retail businesses to cut down net profit 
percentages to a painfully small figure. 


The conclusion at which one must arrive is 
that retail merchants are either paying too much 
overhead or are not getting enough for their 
goods. Apparently a very slight advance in av- 


erage prices would take care of the matter with- 
out bearing too heavily upon the consumer. The 
retailer, though depending considerably upon the multi- 
tude of small sales to make up his totals, seemingly 
gives too little thought to the vital importance of small 
daily expenses and apparently minor price allowances. 
It would seem that perhaps retail merchants could 
with advantage in each community associate to discuss 
certain matters of service and by cooperative action re- 
duce expense without impairing efficiency. Cooper- 
ative deliveries, for instance, have been tried with suc- 
cess in some instances and non-success in others. But 
the subject will bear thinking about. This is only one 
of several matters on which dealers generally could ex- 
change ideas. Hardly any active-minded merchant en- 
ters another store without absorbing a suggestion of 
something to do or not to do. 

The report of Committee No. 4 on Expenses of Do- 
ing Business brings up the subject of turnover and 
points out the fact that small orders cost relatively 
more than larger ones and that the retailer should con- 
sider this and proportion his orders so that the pro- 
ducer will not be put to needless expense in handling 
them—expense which sooner or later must appear in 
the cost of the goods to the dealer. Therefore, the 
dealer should carry as much stock as he can dispose of 
in a reasonable time. 

“In addition to the generally recognized expenses of 


distribution,” said the committee, “there are many 
others which, because of their intangible nature and 
concerning which little information is available, may be 
discussed intelligently, but not conclusively. These are 
exemplified by such losses as are due to lack of suff- 
cient records: failure to budget or plan for the future; 
incompetence; damage to stock; changes in style; 
shrinkage ; ignorance ; human mistakes and misdirected 
advertising.” 

In conclusion the committee says: “In spite of excel- 
lent work now being done by a number of trade associ- 
ations, the need for uniform classifications of accounts 
and studies into the expenses of doing business should 
be brought to the attention of all engaged in distribu- 
tion in order that this most important phase of trade 
association work shall be developed to the greatest pos- 
sible extent. Every available trade and commercial 
organization facility as well as the aid of the trade 
press should be sought to this end. 


“Distributors should study the costs attached to in- 
tangible items such as losses due to lack of sufficient 
records; failure to plan intelligently; umeconomic ex- 
tension of territory and services; neglect of simplifica- 
tion ; ignorance ; human mistakes ; misdirected advertis- 
ing; and seasonal fluctuations, in order that definite 
steps may be taken to lower these wastes wherever they 
are found to exist. 

“It is believed that the National Distribution Confer- 
ence should express its hearty accord with the attack 
now being conducted by such bodies as the National 
Association of Credit Men, the American Institute of 
Accountants and other commercial organizations in the 
war upon dishonest failures.” 


What Is Salesmanshipr 


In Which a Junior Asks an Interesting Question. 
By H. C. Yeager. 





"M ONLY a junior on the selling staff but I’ve heard 

that good salesmen get big pay checks, and for a long 

time I’ve hoped maybe some day I could be a good sales- 
man and earn lots of money. 

But what is it that makes a good salesman ? 

I’ve been watching them as they call at our office to 
sell my boss. I haven’t yet found out what it is they 
call salesmanship—in fact I’m more puzzled now than 
I was two years ago when I first commenced to try 
to find out how I could become a good salesman. 

One salesman carries a big, bulging portfolio and 
backs up every argument with facts and figures, with 
photographs of before and after taking. He covers all 
details from soup to nuts—I’m told he is a good sales- 
man. 

Another salesman is all talk, and lots of it, about the 
wonders of his product and the class of trade he serves. 
He waxes long and eloquent on generalities and passes 
over details as though there were no such things in his 
line—He too is, I’m told, a good salesman. 

Another salesman is up on who’s who and what's 
what in golf, ping-pong and pinochle. He can name 
the leading baseball players and give you their batting 
average. He has read all the latest fiction and has seen 


the newest plays and movies, but has to look up the 
stock number and the price of his wares before he’s 
sure they are right—And people say he is a good sales- 
man, too. 


Another salesman comes around often. Sometimes 
he talks business, but more often he just visits. I never 
heard him argue. He seems to laugh objections away 
or smilingly admit that it is terrible how bad his goods 
are—and so many people keep on buying them right 
along!? But he does give all his customers attention 
and service—And I hear he is a good salesman too. 

Another salesman talks “the market” and how inter- 
national pig iron went down one-eighth when it was 
scheduled to go up a point and that profit taking and 
melon cutting is soon to be expected on so and so. He 
says business is good and that he’s a bull—but I hear 
he, too, is a good salesman. 

So what makes a good salesman? I must confess |’m 
in some quandary as to all the specifications. 

About all I’m able to observe is that all good sales- 
men are neat in their personal appearance, polite and 
courteous to me as well as to the boss, and they all try 
to keep all their appointments promptly; all seem to do 
their best to serve. 

I’m wondering if a fellow is neat, polite, knows his 
goods, is courteous, doesn’t knock competition, doesn't 
misrepresent or cheat and is willing to work, if that 
isn’t what makes people like him, and if he is liked it 
helps a lot when it comes to getting the signature on 
the dotted line. 

My father says his chances are better if he does not 
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talk politics or religion, which don’t mix with business. 
I heard also that it is well to stay off the Volstead- 
bootlegging subject because to sample is dangerous and 
any discussion with the other side so lengthy that much 
time is consumed in arriving at the same difference of 


opinion each held at the beginning of the debate. 

What is salesmanship? Is it something you can learn 
from books or is it just plain common sense, acting 
natural and telling the truth in a way so simple that 
many can understand and few doubt. 


Cooperative Foreign Credit Insurance 


An Interesting and Original Suggestion Having 
Many Apparently Advantageous Possibilities. 
By William H. Beardsley. 


NOTE. 


stvely studied tn every civilized country on the globe. 


It is not easy to suggest anything new by way of developing forcign trade. 


The subject is inten- 


/t occurs to us that Mr. Beardsley has here in this article 
produced a suggestion which to the minds of American exporters will come with the sense of novelty. 


Like 


many another practical suggestion, Mr. Beardsley’s idea is simple in its principle. If it could be carried out, 


ale belicz ( 
erally. 


T HAS occurred to me, without experience in in- 
surance fields, that there might be co-operative 
foreign credit insurances against “non-payment” on 
due dates, co-operative in form, under about the fol- 
lowing conditions: 
1—W ith central headquarters, departmentally ar- 
ranged about as follows: 
\—Credit department for investigations and per- 
petuation of credit records on individuals. 


B—Legal department for the control of the 
prosecution for recoveries, etc. 
(—Treasurer’s department to cover and include 


actuarial and comptrollers’ duties. 
2—-I nitiation fees to be based according to units of 
volume of annual insurance required. 
3—Premiums rated according to hazards, whether 
the hazards be individually or effected by condi- 
tions of exchange, national, commercial or finan- 
cial condition, etc. 
4—Underwritings against “non-payment” after due 


date—legitimate extensions considered. 
5— Accounting: initiation—annual dues—covering 
the expense of maintenance of such _head- 


quarters. 

losses to be paid out of 

Receives all premiums ; 

Receives all recoveries affected by 

partment. 

The general account to be charged with: 

Funds disbursed in payment of claims; 

Legal expenses contracted in recoveries. 

Under this plan the co-operative underwriters 
would be vested with all rights as against the debtor 
upon payment to a member of a claim; and would 
at once use due efforts to recover as against the 
debtor. Recoveries might be termed salvage. 

As I measure the benefits of such insurance, it 
occurs to me they are about as follows: 
1—Exporters would be free, on approved risks, to 

contract time dealings thereunder—resulting, in 

my judgment, in a volume of 1,000 per cent 
above the level of present export operations. 

2—Under the procedure indicated below they could 
take their order and their draft with documents 
attached to their bank and discount same to pro- 
vide funds for continued and enlarged operations 
in production. 


a general fund which: 


the legal de- 


that it would work and be a wonderful thing for American exporters and American business gen- 
We commend these suggestions to the attention of manufacturers interested in exports. 


3—Under the procedure indicated below the banks 
could afford to be liberal, as their protection 
against such operations would be _ practically 
perfect. 

4—The increased activities will keep at full capac- 
ity (to the extent of the world’s needs) every 
worker, every wheel of industry, every dollar of 

capital in the U.S. A. 
5—We would become, as we should have become 

years ago, the paramount source of supply in 

every country on earth. 

Procedure: Every order received by an exporter 
to be submitted immediately to the headquarters of 
the co-operative underwriters, and by them plainly 
stamped “Approved—premium rate 1% (?),” or if 
the credit is not approved, should be plainly and 
legibly stamped “Credit not approved—insurance 
declined.” 

Can you realize what the records of that co-oper- 
ative underwriting organization would mean in 
twenty-four months? 

American exporters would contribute information 
and also experience. 

Foreign importers, realizing its importance to 
them, would volunteer their efforts to establish the 
credits they desire, and to establish the lack of such 
rights in others who might obtain goods for noth- 
ing and dump them into their markets in com- 
petition with them to their loss. 

Such a co-operative organization might start with 
100 members, but briefly and lucidly presented to 
the exporters of this country, would have 20,000 co- 
operative members in a very short time. 

Absorption of losses: Each unit of membership 
to be taxed pro rata for final losses. 

For example, if losses amounted to $100,000, and 
were incurred in six months’ operations, and there 
were 10,000 units of membership, each unit would 
be taxed $100. 

It certainly would be a small matter to the very 
limited concern with which I am connected to suffer 
a loss of $100 in six months, and to pay annual dues, 
and the premiums for such insurance provided we 
could multiply our foreign operations 1,000%. Such 
multiplication could be reasonably ‘anticipated under 
such protection. 7 
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LATEST WINDOW DISPLAY IN SERIES BROUGHT 
OUT BY THE UNDERWOOD TYPEWRITER COM- 
PANY, INC., FEATURING THE UNDERWOOD BOOK- 
KEEPING MACHINE.—This display pictures some of the 
typical industries using the Underwood bookkeeping ma- 
chine and states a few of its uses. The display will be 
shipped to Underwood branch offices in various parts of 
the country. 


OPPENHEIM IN A THREE- 
BAGGER.—Here we see an ex- 
ample of quantity production in 
modern literature. The cele- 
brated author, E. Phillips Op- 
penheim, is portrayed by the 
cartoonist in the act of writing 
two novels and dictating a 
third. The typewriter, the foun- 














SHOWING HOW THE FINE DIXON CUT-OUTS AND CARDS 


WORK FOR THE STATIONER.—Window of the 
J. W. Burke Company, Macon, Ga 


tain pen and the dictating ma- 
chine are all going at once. 
The artist possibly draws the 
long bow a bit in this picture; 
but he does emphasize the fact 
that Mr. Oppenheim is a busy 


and prolific writer. [Reproduced 
from The Chicago Herald and 
Examiner. 





GEORGE G. HULTQVIST, BOOKSELLER AND STATIONER, AND INTERIOR OF HIS 
STORE AT McPHERSON, KAS.—The store is 25 by 125 feet, with a 16-foot ceiling. Mr. 
Hultqvist recently moved his store to this location, which he considers the best in the city. 
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EDITORIAL 





Association Work Looking Up 

F ° Ngertweiness meetings this spring all over the 

country manifest a most encouraging spirit. It 
is evident to those who read the reports of meetings in 
this and allied trades that association officers as well 
as the membership are beginning to stir up their minds 
to search for ideas which will benefit the business. 
There is a spirit of enthusiasm and good-will apparent, 
which is making for accomplishment throughout asso- 
ciation work everywhere. 

The regional meetings are stimulating much enthusi- 
asm and are bringing out some really valuable thought 
on what association work is for and how it is of ad- 
vantage to-the industry which the association repre- 
sents. It is beginning to be understood that those things 
which benefit the industry, benefit the individual and 
vice versa, in other words, that sooner or later we must 
lose unless we are united to win. 

The administration at Washington seems to favor 
those things which make for better business. It en- 
courages proper association work and gives a spirit of 
understanding which has not always been present in 
official circles. There is legislation pending which will 
also favor business by permitting a contractual rela- 
tion the legality of which has heretofore been doubtful. 
These and other improvements have the consent if not 
the approval of high officials to the end that business 
may be what it ought to be in this country. There is 
every encouragement to continue association work with 
enthusiasm. 

<> 


Free Trials vs. Rentals 

T A RECENT meeting of the New York Office 
Appliance Managers Association the subject of 
“Free Activities” was vigorously discussed. One of 
the principal opponents of the “free trial” idea is C. H. 
Reed of the Elliott-Fisher Company, president of the 
association. He gave twenty pertinent reasons why 
free trials should be done away with. These reasons 
appear in another column with a report of the meeting 
Elsewhere in this issue is also a letter from W. 


NARROIW ING 
Abraham Lincoln went to work in Denton Offutt’s store, he did not 


it hen 


Teignmouth Shore, London correspondent of Office 
Appliances, outlining the position which British busi- 
ness men take with respect to free trial offers. Flatly 
stated, they do not accept them. They are not looking 
for something for nothing and are inclined to be sus- 
picious of such offers, for, even though most of them 
are bona fide, they feel that the one who accepts places 
himself under obligations and, in a sense, ties his own 
hands when the time comes for him to give the sales- 
man a “yes” or “no” to his proposition. However— 
the British business man will often consent to rent a 
machine and frequently the renter becomes a purchaser 
if the machine meets his requirements. As a renter the 
prospect is free to buy or refuse to buy. He has paid a 
fair equivalent for what he has used and doesn’t feel 
obliged to favor the salesman. This plan carries no 
hint of obligation or compulsion for which reason in 
part many sales do result when the machines are 
suitable. 

The free trial idea is a thorn in the sides of the man- 
ufacturers and dealers who make use of it in this coun- 
try. It ties up capital and puts an obligation on the 
prospect to care for the machine and return it in good 
condition or buy it outright. Could renting be substi- 
tuted? Would the American business man stand for 
a reasonable charge, enough to pay expenses, while 
trying out a machine? 

Perhaps the idea is worth thinking about. 

<> 


The Best Days Are Now. 


FEFICE equipment men have little reason to bewail 

the passing of what we refer to as “the good old 
days,” for the good days of office equipment are now. 
On every hand we note the increased use of mechani- 
cal office devices which everywhere are saving expense 
and producing better records and more efficient han- 
dling of detail. The outlet for office machines will 
continue to expand rapidly for a long time. Now is 
the time when a man with a good machine, and with 
the ability and energy to put it over, will do better 
than the pioneers. 


THE JOB 


claim that he was hired only to wait on customers and that other duties were not 


his job. 


Employes in those days were seldom found complaining that they were not 


hired to do this, that or the other thing. 


There was little of that fussiness. 


During dull hours in the store Lincoln shouldered an axe and tramped over 
to the mill where he worked at getting out logs for a hog-pen. 
We have come a long way since that time, but have we progressed as much 


as we should in our attitude toward work: 


? 


It is a good thing to become a specialist, I suppose, but when specializing 
means narrowing our sphere of usefulness to a minimum, instead of broadening 
it to a maximum, we are working in the wrong direction. 

The men who get along most rapidly and who go farthest are the men who 
are willing to tackle any work that needs doing and that is within their capacity. 

When you find a man who is able to restrict his work to just those tasks that 
fall strictly within his job, and who declines to assume any responsibility beyond 
that, vou will find a man who will always be a small man, a little man in his 


field of activity. 


It is always possible to manage to get along while doing only what the actual 


language of the contract calls for. 


But if you work on that basts, doing no more 


than you must, you may expect that the man you serve will live as close to the 
contract terms as you do and you will get from him no more than he is compelled 


to give-—Frank Farrington’s Business Talks for 1926. 


(All 


No. 2. 


rights reserved.) 

















HUGE BIRTHDAY CAKE OF 
THE HEY WOOD-WAKEFIELD 
COMPANY This was Men- 
tioned on Page 97 of the Feb— 
ruary Issue of Office Appliances 
The Company Celebrated the 
Hundredth Anniversary of its 
Founding in January, and this 
Birthday Cake was one of the 
Striking Displays of the Jan 
vary Market at the Chicago 
Furniture Mart. It Stood in the 
Entrance Hall of the Heywood- 
Wakefield Exhibit. A Hundred 
Electric Lights Glistened Over 
the Cake, which was Three and 
One-half Feet High and the 
Topmost Candle Some Six Feet 
Above the Floor. The Cake was 
Frosted, and the Crystalline 





Surface Embellished with De- 
signs Typifying the Principal 
Products of the Company—Reed 
and Fibre Chairs, Cane and 
Wood Chairs. Baby Carriages, 
ete While the Cake was Not 
Edible for Distribution to Vis- 
itors, Nevertheless, Two Young 
Girls, Dressed in Quaint Colo 


nial Costumes, Distributed Gen 
uine Birthday Cake, Which 
Proved to be Very Toothsome 
Morsels. The Attractive Dam- 
sels, with their Smiling Inquiry, 
“Won't You Have a Piece of 
Our Birthday Cake? This is 
Our Hundredth Year in Busi- 
ness,"" Made a Big Hit at the 
Market. Over 5,000 Cakes Were 
Distributed to Dealers and 
their Friends. 


Included in the Heywood 


Wakefield Display were two 
“Centennial” Suites, Each of 
Which Sold at an Even Price 
of $100 


The Company is Soon to Pub- 
lish the Story of “A Completed 
Century,” the History of the 
Concern from 1826 to the Pres 
ent Day 


3 








Again the Kelly Bill. 

\t the present session of Congress it is expected that a 
vote will be taken on a bill permitting manufacturers under 
suitable restrictions to fix the resale price of identified mer- 
chandise sold under competitive conditions. This bill is 
known as the Kelly Bill or H. R. 11. It was introduced 
into the lower house of Congress on December 7 of last 
year, but the provisions of the bill were discussed for con- 
siderable time before its introduction into the present Con- 
gress. If enacted into law it will give each producer or 
manufacturer of merchandise which is properly identified, 
a right to make a contract with his representative dealer, in 
which each dealer agrees to sell only at the uniform retail 
prices previously announced by the manufacturer. A con- 
tract of this kind, when its legality is assured, should be a 
preventative of cut prices on the commodities covered by it 
and it would be a protection to all honest manufacturers 
who desire to live up to their list prices and to see that 
their representatives realize a proper measure of profit. The 
bill will not permit agreements between manufacturers as 
to price maintenance, and of course if any manufacturer 
should fix a higher price on his product than its quality 
justifies, competition will take care of that matter. 

The W. A. Sheaffer Pen Company, through its vice-presi- 
dent and general sales manager, H. E. Waldron, has sent 
out a circular or general sales letter to its sales force, urging 
each one to write his congressman and senators, requesting 
that they give special attention to the Kelly bill and work 
for its passage. Dealers are urged to send a short letter or 
a wire urging every congressman to work and vote for the 
bill. The enactment of such a law would be a long step in 
advance toward releasing the business interests of the coun- 
try from some of the annoyance incident to governmental 
interference in business affairs. It would serve to define 
at least one step in what can and what cannot be done in 
the way of price maintenance. 

Results of Vote by U. S. Commerce Chamber 
The press service of the Chamber of Commerce of the 


United States reported in February the result of a referen- 
dum vote which was intended to define the position of the 
Chamber on certain price restrictive legislation. Five ques- 
tions were submitted, four of which 
affirmative vote, the final question being voted down. But 
thirds 


received a majority 
none of the propositions submitted received the two 
vote necessary under the by-laws to commit the Chamber 
to action. Question No. 2, which embodied the principle of 
the Kelly Bill, received the largest affirmative vote of any 
of the propositions submitted. The other four questions 
implied a broader application of the idea of price regula 
tion, and it appeared that many of the members of the 
Chamber are not prepared to take a long step in this direc- 
tion. More of them favor the principle of the Kelly Bill, 
which goes no farther than to permit contracts of retail 
price maintenance between dealers and manufacturers 

A vote was taken among the chambers of commerce in 
1916 as a result of two-thirds appeared to 
legislation of the type indicated. As to that 
and the precise meaning of its results there has been some 


which favor 


referendum 


dispute; hence the new referendum was held to clear the 
situation. Perhaps had the recent referendum embodied 
nothing more than the principle of the Kelly Bill outlined 
in question No. 2, it would have received the necessary two- 
thirds majority. 

Following are the results of the referendum: 

1. Should there be federal legislation 
identified merchandise, sold under 
conditions under a distinguishing name, 
brand to control the resale price thereof? 

In favor, 1,079; opposed, 911; necessary to carry, 1,327. 

2. If there is to be such legislation, should it take the 
form of permitting contracts for the maintenance of resale 
prices on identified merchandise sold under competitive con- 
ditions under a distinguishing name, trade-mark or brand? 

In favor, 1,116; opposed, 576; necessary to carry, 1,129. 


3. If there is to be such legislation, would restrictions 


permitting the 
seller of competitive 
trade-mark or 
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proposed by a special committee, and included in the refer- 
endum pamphlet, be proper restrictions? 

In favor, 1,060; opposed, 564; necessary to carry, 1,084. 

4. In addition to such legislation should Congress enact 
legislation bringing under the law of unfair competition the 
cutting of the seller’s declared price which results in mis- 
appropriating or injuring good will attached to articles 
identified as to their origin? 

In favor, 875: opposed, 765; necessary to carry, 1,094. 


5. Instead of such legislation, should Congress enact 
legislation bringing under the law of unfair competition the 
cutting of the seller’s declared price which results in misap- 
propriating or injuring good will attached to articles iden- 
tified as to their origin? 


In favor, 223; opposed, 1,247; necessary to carry, 981. 


A Word About the Lead Pencil Inventor. 

In the January issue of Office Appliances on page 42 we 
quoted a previous issue of the Jewish Chronicle containing 
an article stating that the original inventor of the lead pen 
cil as we know it today was Lionel Benjamin Cohen, who 
in the eighteenth century settled in Dame street, Dublin, 
his claims as an inventor, he is 


Ireland. In addition to 


said to have been the first Jew to settle in Ireland. He 
was evidently a man of ability, for he became successful 
and respected and accumulated a fortune. 

Now comes a letter from J. S. Staedtler, Inc., written by 


R. J. Urmiston. J. S. Staedtler, Inc., is the Mars Pencil 


Works, 53-55 Worth street, New York. Their factory is 
located at Nurnberg, Germany. Mr. Urmiston states that 
Friederich Staedtler is the earliest known pencil maker 
mentioned in the history of the city records of Nurnberg 
under date of February 28, 1662, more than two huridred 
fifty years ago. Enclosed with Mr. Urmiston’s letter is a 
sheet from a pamphlet giving some interesting details on 
the making of the first pencils. 

From this it is seen that on the 28th of February, 1662, 
there appears in the Nurnberg Town Chronicles, the first 
notice of “Bleyweisstefftmacher,” or pencil makers, when a 
certain Friederich Staedtler is mentioned for the first time. 
This Friederich Staedtler was the direct ancestor of Johann 
Staedtler, who gave his name to the present 
The art of pencil making, as practiced by the 
Staedtlers, has descended, therefore, in an unbroken line for 
more than two hundred fifty years, the only changes being 
the addition of modern manufacturing technique and the 
improvements which have come about through discovery 
and invention during that period. 

J. S. Staedtler, who was active in the first half of the 
nineteenth century, introduced factory methods into his 
After the guilds died out and the handicraft fell 
into disuse, the old methods of pencil production no longer 
satisfied the demands of the time. He made an addition 
to the pencil industry by the invention of colored pencils, 
leading his firm to unforeseen success. “Mars” pencils, 
first made by the Staedtlers in 1901, marked an epoch in 
the history of the house. 


Sebastian 


house. 


business. 














NEW STORE OF THE 


Attractive Los Angeles Store. 

The accompanying illustration presents a view of the in- 
terior of the Locus Stationery & Printing Company’s new 
store which was opened in Los Angeles on January 15. 
The company started about two and a half years ago in a 
small way and have increased their business to the point 





LOCUS STATIONERY & 





ON 


ITS 
OPENING DAY, JANUARY 15.—The company started in Los Angeles two and a half years 
ago, beginning small and growing. 


PRINTING COMPANY 


where larger quarters are necessary. They have also added 
an up-to-date printing plant. The company is incorporated 
for $50,000, having started two and a half years ago with 
a capital of $5,000. The officers are H. H. Lustig, presi- 
dent; Henry I. Locus, vice-president and general manager, 
and E. J. Moore, secretary. 
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Salesmen’s Collection Contest 


The Northwestern Furniture Company Cleaned 
Up Some Old Accounts in a Contest Described 
by Elmer T. Ters, One of the Contestants. 


This is an account of an unique plan for clearing up some 
old accounts. Dealers in other cities may find it advantageous 
to follow this model. It provides a new incentive in contests 
for salesmen, and at the same time should help to clear the 
books of ancient outstanding accounts. 


LD ACCOUNTS appear on the books of the North- 
O western Furniture Company, Milwaukee, Wis., be- 

cause it sells office and store fixtures to various types 
of merchants who must have equipment to start in busi- 
ness. Many times the business of these new merchants 
does not come up to expectation, and naturally payments on 
the Northwestern accounts fall off. In most instances we 
extend more time to these merchants, rather than press 
them unduly. Sometimes we must grant these customers 
reasonable time to pay their bills where the job runs into 
thousands of dollars. The last payment usually iapses 
longer than we expect. 

The average salesman is averse to collections, feeling that 
his job is selling only. But if you want to teach him the 
absolute necessity of selling only to people who pay, have 
him try collecting. 

We decided to put on a collection contest to close these 
old accounts, and felt that the salesman who sold the cus- 
tomer would be the logical man to bring in the money. The 
contest started November 2 and ended December 31, 1925. 


Basis of Scoring in Contest. 

A set of rules was formulated by which each man eligible 
to enter the contest was to abide. The salesman who 
scored the highest number of points was awarded the first 
prize; the second highest the second prize; etc. 

1—Accounts fully collected, with interest to date; 
points, plus three points for each month old. 

—Accounts fully collected; eleven points, plus two points 
for each month old. 


eleven 


3—Accounts three-fourths collected; seven points plus 
three points for each month old, with interest to date. 

4—Accounts three-fourths collected; seven points, 
two points for each month old. 

5—Accounts one-half collected with interest to date; four 
points, plus three points for each month old. 

6—Accounts one-half collected; four points, 
points for each month old. 

7—Accounts one-fourth collected, 


plus 


plus two 


with interest to date; 


two points plus two points for each month old. 
8—Accounts one-fourth collected; 
points for each month old. 
9—For each written report in duplicate for customer’s 


two points, plus two 


folder 
executed, 


on form provided for reasons not paying, properly 


two points. 


Rules Governing the Contest. 
1—All accounts on books sixty days and over were con- 

sidered past due. 
2—Accounts closed by 
been met, are subject to collection in this contest. 
3—Accounts will first be 
charged to salesman to whom the sale was credited. 
4—Where two men sold the 
account was assigned to the man in whose territory it was 
“Selling 


notes, and where notes had not 


assigned for collection and 


have same customer, the 


located. The territory specified in the Salesman’s 
Basis” governed. 

5—On and after Tuesday, 
to salesmen and less than fifty per cent collected, 


in the order of numbers 


December 1, accounts assigned 
were rCc- 
assigned through drawing by lot, 
assigned in the contest. If an uncollected 
drawn by the unsuccessful contestant, 
the tray for re-drawing. 

The sales volume of the contestants was not permitted to 
be affected or impaired by the collection work. Besides, it 
was proven in many instances decidedly beneficial to sales- 
men, whose patrons were free to buy again, after having 
adjusted unpaid accounts. In many cases business was re- 
ceived from customers who were delinquent and did not 
wish to come to buy again before the account was paid. 
In fact, it was wise in many cases for the salesmen to so- 
licit business from the delinquent customers, in a diplomatic 
manner. This implied that their credit was still good with 
the company. 


account was 


it was returned to 


Schedule of Prizes. 

First prize—Largest number of points; trip to Chicago, 
Cincinnati, Toledo, Detroit and return; or $100 cash. 

Second prize—Second largest number of points; savings 
account of $75.00. 

Third prize—Third largest number of points; 
Illinois watch, value $60.00. 

Fourth prize—Rhino grain twenty-inch black leather trav- 
eling bag, value $35.00. 

Fifth prize—Fifth largest number of points; platinum and 
gold scarf pin with diamond and synthetic sapphire, value 
$32.50. 

Sixth prize—Largest account collected; 
knife, value $26.50. 

Seventh prize—Largest number of accounts collected re- 
gardless of volume; silver plated loving cup, value $20.00. 

Eighth prize—For account longest overdue collected, 


17-jewel 





watch chain and 





re 


7 Berke 





Ge 


ie 





Page 21 OFFICE APPLIANCES For March, 1926. 





solid green gold cigarette case on hard metal base, value 
$16.50. 
Schedule of Demerits. 
Where credit memoranda were necessary the following 
demerits were charged: 
A—Class 1 and 2 accounts, one-fourth point for each 
month old. 





1925 COLLECTION CONTEST 
— MOTOR RACE TO CINCINNATI & 





NORTHWESTERN FURNITURE COM- 
PANY’'S COLLECTION CONTEST.— 
Chart Showing the Daily Progress Made 
by Contestants. Each was Represented 
by an Automobile, which was Advanced 
Along the Road as the Points Rolled Up. 
Such a Chart is an Important Factor in 
Sustaining Interest. 


B—Class 3 and 4 accounts, one-half point for each month 
old. 

C—Class 5 and 6 accounts, three-fourths point for each 
month old. 

D—Class 7 and 8 accounts, one point for each month old. 

E—For failure to hand in written report on accounts as- 
signed within twenty-four hours after call, stating reasons 
for not paying, five points. Exceptions were made to this 
rule when it was shown that absence from the city made 
it impossible to comply. 

F—Bad checks were charged back at the original point 
credit to salesman-collector, plus one point. 

G—For loss or failure to return customers’ folders within 
six days from time drawn from filing room, 100 points. 

The following members of the Northwestern Furniture 
Company organization participated in the contest: Miss 
Born; Messrs. Andree, Gustaveson, _Klemme, Knack, 
Koepke, Pietsch, Puhle, Radtke, Smith, Spilker, Ters. 


Visualizing the Contest. 


A large chart was placed on the wall next to the sales de- 
partment, displaying a race track, with cars placed at Mil- 
waukee, the starting point, and Cincinnati and Toledo and 
Detroit as other points. 

A frame was provided for the portraits of salesmen hold- 
ing first, second and third places, which were changed day 
by day. As collections were made the points were figured 
each day, and the portraits changed as the points changed. 
The chart aroused a great deal of competition among the 
salesmen, and created interest within the entire organiza- 
tion. The contest started off with a bang, Mr. Klemme 
taking the lead the first day with 180 points to his credit. 
Then every other man in the contest “stepped on the gas” 
to try to overtake Mr. Klemme. He held his lead over two 
weeks. Then things seemed to happen, and while the other 
contestants were bringing in accounts Mr. Klemme seemed 
to be at a standstill. By the end of the third week Mr. 
Radtke passed Mr. Klemme and held that lead throughout 
the contest. In the meantime the others were trying to 
overtake the leader, but Mr. Radtke was working harder 
than ever to hold his advantage. He led until the very last 
day of the contest, when he thought he had the first prize 


in his pocket. Mr. Klemme then handed in some accounts 
which he had been holding, which put him in first place by 
more than 100 points. Mr. Ters jumped into second place 
with an old account that gained him sixteen points, and Mr. 
Radtke finished third. Mr. Spilker took fourth by one-half 
point, and Mr. Knack won the fifth prize. Mr. Radtke also 
took the sixth prize for the largest account collected. Mr. 
Spilker got the seventh prize for the largest number of 
accounts. Mr. Klemme brought in the oldest account, 
which netted him the eighth prize. 


Lights and Shadows of the Contest. 

Mr. Radtke was very much put out after holding the lead 
for a long time, and then being pushed unexpectedly into 
the third place at the very last minute. 

The contest was just like a football game; one never knew 
what was going to happen next. The contest wound up 
just as predicted. 

Several substantial orders were booked during the con- 
test, and closed principally because of the contest. These 
were orders which would not have been given the company 
ordinarily. 

Old accounts were dug up from the files, even though 
outlawed. 

In one case an account eight years old was assigned to a 
salesman. The customer would not pay the account, even 
though the amount was only $1.87. The salesman who had 
sold him originally had left the company. The salesman 
who had been assigned the account made several calls on 
this customer, but could not get any action, as he refused to 
pay. As a final resort the salesman looked up the man who 








PLACARD SHOWING INDI- 
VIDUAL STANDINGS IN 
NORTHWESTERN FURNI- 
TURE COMPANY COLLEC- 
TION CONTEST.—The Names 
were Changed Daily as the Po- 
sitions ef the Contestants 
Changed. 


originally sold the customer, and that salesman offered to 
pay the account out of his own pocket to help the com- 
peting salesman to win the $100 prize. This would have 
been unfair to the rest of the contestants, and was not ac- 
cepted. 

The largest account collected was for $2,325; the largest 
number of accounts collected by one man was 214; the 
oldest account went back to May, 1913. 


The working of the demerit plan which penalized sales- 
men for various deficits is indicated by the fact that one 
man, who collected 6% accounts, had minus 129% points 
charged against him at the close of the contest. The point 
system used prevented the man who collected the largest 
number of accounts, 21%, from taking the prize for the 
largest number of accounts collected. 
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New York Office Appliance Managers Discuss 
“Free Activities.” 

At the annual meeting of this organization, which was 
held on January 11 at the Uptown club, New York, N. Y., 
the following officers were elected: C. H. Reed of the 
Elliott-Fisher Company, president; E. J. Ferris of the Ad- 
dressograph Company, vice-president; C. A. Fox of the 
Dictaphone Corporation, secretary-treasurer. 

The officers, with M. L. Smith of the Burroughs Adding 
Machine Company and C. A. Snyder of the National Cash 
Register Company, compose the board of control for the 
year 1926. 

At the meeting held January 25, the subject of “Free 
Activities” was brought up by President C. H. Reed and 
was covered under the headings of “Free Trials”; “Free 
Loans”; “Free Mechanical Service”; “Free Installation Ser- 
vice,” and “Free Operators’ Service.” 

Mr. Reed brought 
argument 


Under the heading of “Free Trials” 
each of which stated an 
Following are Mr. Reed's 


out twenty points, 


against the free trial practice. 
twenty points: 

1. Free Trials 
type of selling. 

2. Free Trials is a speculative type of selling which 
necessitates a large investment in both men and merchan- 
dise and a very heavy selling cost. 

3. Free Trials force action where opportunity does and 
does not éxist. 

4. Free Trials discourage immediate purchase of neces- 
sary merchandise. 

5. Free Trials encourage installation of 
through a necessary trial process. 

6. Free Trials prolong definite action and decision. 

7. Free Trials tie up a merchandise investment run- 
ning into millions of dollars. 

8. Free Trials force high prices to meet expense and 
produce suitable profits. 

9. Free Trials are a heavy expense burden: To illus- 
trate—It costs $20 to send a writing machine out on demon- 
stration; $30 for a writing-adding machine and about $45 
for an accounting machine. 

10. Free Trials deteriorate value of merchandise. 

11. Free Trials force sale of used equipment as new. 

12. Free Trials destroy business morals and encourage 
unethical practice. 

13. Free Trials do not, generally speaking, bring about 
the results we want. 


support the “Something for nothing” 


merchandise 








14. Free Trials challenge clerical opposition and set up 
resistance and insurmountable barriers. 

15. Trial machines are usually assigned to friendly en- 
emies to operate and decisions are rendered on results a 
stranger or a partially interested person produces 

16. Free Trials are risky and the hazard is grea 

17. Free Trials should be discouraged and _ ultimately 
wiped out. 

18. A brief demonstration can quickly prove th« 
bility of any machine to any application and should bh: 
is sufficient evidence for a decision. 


adapta 


and 


19. The elimination or minimization of trials will 1 
crease sales, reduce operating cost, and pay larger div! 
dends. 

20. Through organization, we can discourage and wipe 


out the trial evils and educate the public to purchase 


ment best suited for requirements after a brief demonstra 
tion, 1f demonstration is necessary. 
In his most recent letter to the members of the associa 


tion, Mr. Reed made the following statements 

“Our association is growing towards, if it has not already 
become, a vitally important factor in the daily conduct of 
our industry. We made important progress in many dire¢ 
tions during 1925 and accomplished much of a significant 
nature; 1926 will outshine and out-distance 1925 records by 


a wide margin, because we shall make it so in fulfilling our 


daily and monthly obligations to our companies and our 
industry as a whole. 

“In unity and organization there 1s irresistible strengtl 
and in teamwork the spirit of most endeavor, which is the 


spirit of victory; therefore be it resolved that in 1926 we 
shall, individually and collectively, benefit to the maximum 
extent through unity, organization and teamwork.” 

evil Mr 


In referring to the “Free Trials’’ Reed said 
this same letter: 

“Free Trials have devoured enough money without com 
pensating returns or results to build many monuments of 
one character or another and as we enter 1926 it is obvious 
that such traditional habits must evaporate and fade out 
of our routine if we hope to run a profitable business in this 
period of high operating cost.” 

For the meeting on February 8 at the Uptown club the 
“The value of and neces 
9-00 


following subject was selected: 
sity for daily sales meetings to be held not later tha: 











SOME HARMONIOUS OFFICE SUITES INSTALLED 
JAMESTOWN, N. Y.—Upper Left, Office of H. W. Brier. The 
Upper, Center, Sales Department, Looking Toward Mr. Brier’s Office. 


ence Room. 


Suite.” Lower Right, Reception Room. 


Lower Left, Office of Frederick Yale Toy, General Manager. 
[Photographs by Courtesy of the Art Metal Construction Company. 


BY THE WESTERN RESERVE SECURITIES CORPORATION, 
Desk and Chairs are from the Art Metal ‘‘Executive Suite.’’ 


Upper Right, Confer 
utive 


All the Equipment is Art Metal. 
The Desk and Chairs are from Art Metal ‘Exec 
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WHO MAKES THEM 


Being brief sketches of some of 
the men upon whom rests 
the responsibility of pro- 
duction of some of the 
products of the 
industry 
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Frederick W. Young began earning a living for himself 
and some of his family at fifteen. Bringing home his first 
week’s salary of $3.00 earned at the bench in a Central New 
York town, he laid the three one-dollar bills on the floor 
beside his mother’s chair and said, “Mother, some day I'll 
earn enough each week to cover the floor.” Mr. Young is 
now general manager of factories for the Remington Type- 
writer Company and his weekly stipend doubtless fulfills 
his early hopes. But in between the prosperous and hon 
ored “now” and the “then” of a boy’s dream there’s a long 
road which has always gone up hill, leading ever away to 
more knowledge and better things. 

At nineteen he was made superintendent of a small fac- 
tory; but he discovered there were many things he didn't 
know, so he asked his employer to help him find a job as 
apprentice in a New York City tool shop. Accordingly he 
went into the shops of the Garvin Machine Company at 
$5.00 per week to gain knowledge and experience. Enroll- 
ing for the scientific course at Cooper Union, he attended 
school at night for five years, working ten hours every day 
during the same period. In 1896 he received the degree of 
Bachelor of Science and four years later the postgraduate 
degree of Electrical Engineer. 

While still attending Cooper Union, Mr. Young took a 
minor position in the testing department of the Crocker- 
Wheeler Electric Company. Here he until he 
became chief tester and inspector. He did nearly all the 
company’s research and experimental work and had the 
result of 


advanced 


use of the laboratories for original work, as a 


Chicago Houses Consolidate. 


The Accounting Devices Company and the W. G. Lloyd 
Company have consolidated and the business of both con- 
cerns will be conducted from the offices of the W. G. Lloyd 


Company, 626 South Clark street, Chicago 

The two companies have always been closely related. In 
1880 Mr. Lloyd established a special factory for manufac- 
turing blank books. The company, with facilities greatly 
enlarged, has for some time supplied the Accounting De- 
vices Company with leaf forms. The Accounting 
Devices Company, in turn, was owned by W. G. 
Arthur J. Lloyd and Lester T. 
to introduce the Adco loose leaf products 


loose 
Lloyd, 
Lloyd and was organized 
Inasmuch as 
blank 


decided to consolidate 


the loose leaf devices are the continuation of the 
books, 
in order to facilitate delivery and serve dealers more effec 
The officers of the old W. G. Lloyd Company were 


Lloyd, vice 


the two companies have now 


tively 
W. G. 


president and secretary. 


Lloyd, president and treasurer; Arthur J 
The new company, retaining that 
owners, W. G. 


Lloyd, vice-presi 


officers its sole 


Arthur J 


corporate name, has as 


Lloyd, president and treasurer; 


has to his credit a number of inventions now a 
part of the Crocker-Wheeler line, contributing as well cer- 
tain inventions to the electrical industry itself. He finally 
became superintendent, remaining until he went with the 
Westinghouse Electric & Manufacturing Company of East 
Pittsburgh, managing their automobile starter and lighter 
plant. 

Soon after the outbreak of the war in 1914, Mr. Young 
was put in charge of the Westinghouse Company’s gun fac- 
tory at Meriden, Conn., then making rifles for Russia. On 
his arrival the plant was producing 2,400 rifles per month. 
Mr. Young’s management raised the production to 30,000 
a month. When the United States entered the war, the 
Colts Patent Fire Arms Company purchased the West- 
inghouse pliant at Meriden on condition that Mr. Young re- 
main to manage it. This stipulation was reluctantly acceded 
to by the Westinghouse Company and Mr. Young remained 


which he 





FREDERICK W. YOUNG. 


and made a hne record in rapid production and quality 
manufacture of the machine rifle. 

In August, 1920, Mr. Young was appointed general man- 
ager of factories by the Remington Typewriter Company, 
having supervision over all the company’s factories at Ilion 
and Syracuse, N. Y.; Toronto, Ontario and Bridgeport, 
This appointment was brought about at the sug- 
gestion of Maurice Coster, director of the Remington and 
closely associated with Westinghouse officials. In his pres- 
ent situation, Mr. Young is able to apply a rich and varied 
experience in the service of his company and its customers 
under the able leadership of B. L. Winchell, president of 


Conn 


the company 


dent, and Lester T. Lloyd, secretary. The new W. G. 
Lloyd Company will control the nickel plating, plant as- 
sembling, machine shop, loose leaf bindery and tool and die 
facilities of the Accounting Devices Company and the for- 
mer Lloyd Company will contribute its ruling, printing, 
department. This consolidation 
will in no way affect the relations of the company with 
Adco 


binding and assembling 
dealers 
Pacific Coast Regional Meeting. 

All the stationers on the Pacific Coast are urged to attend 

the meeting of the Pacific Coast regional district to be held 


at the St. Franciso hotel, San Francisco, on Wednesday, 
March 10, 1926. Charles L. Mitchell, past president of the 
National Association and member of the executive com- 
mittee, will preside. Fletcher B. Gibbs, general manager, 
will also attend. The meeting is under the general direc- 
tion of W. J. Ortel, governor of District No. 11. Those 


who attend the meeting will have an opportunity of taking 
in the National Business Show at the same time. All 
Coast stationers should take advantage of this opportunity. 
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Y and E Increase Manufacturing Facilities. 

The manufacturing facilities of the Yawman and Erbe 
Manufacturing Company will be increased by the addition 
of a modern three-story building, according to Edward 
Weter, treasurer of the concern. Ground was broken on 
February 8 for the new building which will adjoin the 
“Y and E” factories on Jay street, Rochester, New York. 

“The demand for steel office equipment has grown so 
rapidly that our large steel factory has been forced to work 
at top speed to keep up with it,” said Mr. Weter. “The 


— 





BREAKING GROUND FOR NEWEST ADDITION TO BIG 
aor OF YAWMAN AND ERBE MANUFACTURING COM- 
erection of this new building will result in increased produc- 
tion of steel office equipment.” 

The new building will be of reinforced concrete and 
steel construction and will consist of three floors and a 
basement. It will have a frontage of 65 feet and will be 
125 feet deep. Its 32,000 feet of floor space will be devoted 
primarily to the manufacture of steel office equipment. It 
is expected that the new building will be ready for occu- 
pancy about July 1. 


Giant Remington Electric Sign at Miami. 

On this page is a picture of the new electric sign which 
has just been erected for the Remington Typewriter Com- 
pany at Miami, Florida. 

This sign, which is on the roof of the Bluestone Apart- 


ments, directly faces the Causeway which connects Miami 
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A machine by 
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BIG REMINGTON 


ELECTRIC SIGN AND SOME REAL 
ESTATE AT MIAMI, FLA. 


with Miami Beach, and it was from a point on this Cause- 
way that the photograph was taken. This new Reming- 


ton sign is gigantic in its dimensions and fairly dominates 

the Causeway, being plainly visible for more than a mile 

to automobilists traveling to Miami from Miami Beach. 
The sign is approximately fifty feet high by sixty feet 


which is equivalent to that of a six or seven story 
It is an attention-commanding object even in 
the daytime, but when lighted at night it is most impres- 
sive, for there are 1,404 electric lamps in the display. The 
border is what is known as a double running border, these 
borders running continuously in opposite directions, while 
the wording within the border flashes on and off at regular 


wide, 
building. 


intervals. 

Miami, Florida, as all recent visitors can testify, 
come another one of the very few places in America where 
it is possible for the outdoor advertiser to reach a truly 
national audience. It is estimated that the average num- 
ber of automobilists who pass along the Causeway between 
Miami and Miami Beach every day is 35,000, and this num- 
ber increases to 50,000 during the height of the season. 
When it is further realized that this immense automobile 
travel comes from every part of America, the fact will 
enable everyone to realize what a splendid vantage point 
the Remington people have chosen for this great outdoor 
display. 

The slogan which the Remington folks have chosen for 
“A machine for every purpose,” is one which 
emphasizes the completeness of the present Remington 
line. The line of writing machines now manufactured 
by the founders of the typewriter industry include stand- 
ard office typewriters, tabulating typewriters, portable type- 
writers, noiseless typewriters, vertical adding typewriters, 
and complete bookkeeping machines—in fact, it is difficult 
to imagine any present day need of a typewriter user which 
is not covered in this list. 


has be- 


this sign, 


Kentucky Court Settles Name Dispute. 

The Weber Office Equipment Company, 310 West Wal- 
nut street, Louisville, Ky., has won a suit filed against it 
for use of the words “office equipment” in its name. The 
suit was brought by the Office Equipment Company, an- 
other Louisville concern established before the incorpora- 
tion of the Weber business. The officers of the Weber 
Office Equipment Company are: C. J. Weber, president; 
C. B. Solomon, vice-president; W. O. Jones, 
treasurer. 

The suit of the Office Equipment Company filed 
December 21, 1925, to enjoin the Weber company from 
the use of the term “office equipment” in its corporate 
name. In the circuit court the trial judge decided in favor 
of the plaintiff. The case was taken to the court of ap- 
peals, and a decision rendered by Judge R. P. Dietzman, 
concurred in by Chief Justice Clarke and Judges Thomas 
and Settle. In Judge Dietzman’s decision is embodied the 
following: 

“It is well settled that a corporation cannot adopt words 
purely descriptive of an existing business and thus acquire 
While individuals or cor- 
which consist 


secretary- 


was 


an exclusive right to such use. 
porations may do business under names 
merely of descriptive words or generic or geographic words 
or words in common use, and may create new words or 
new combinations of words which cannot be properly 
designated as accepted words, yet an individual or corpora- 
tion taking as a business name words which are merely de- 
scriptive of the business in which he or it is engaged will 
not be protected in the exclusive use of that name.” Since 
this was held to be the situation in the case before the 
court, Judge Dietzman dissolved the temporary injunction 
granted by the lower court, and found for the defendant. 
Robert F. Vaughn represented the Weber Office Equip- 
ment Company in this action, and Burwell K. Marshall the 
Office Equipment Company. 

The Office Equipment Company was organized by 
Clarence E. Smith several years ago. The Weber Office 
Equipment Company was established last fall by C. J. 
Weber and W. O. Jones. 
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San Francisco Greets Waterman Building. 


The new building of the L. E. Waterman Company at 
609 Market street, San Francisco, Calif., was thrown open 
to the public February 12. This was the forty-third birth- 
day of the company, the fortieth year of its business activ- 
ity on the Pacific coast, and the formal celebration of the 
company’s new home in San Francisco. 

The Waterman home on the Pacific coast is a five-story 
building, remodeled inside and outside—fashioned into an 
ornament for the main business section on the city’s main 
artery. The interior has been given all possible natural 
illumination. Long panels of beautifully grained crotch 
walnut soar upward to a ceiling finished in creamy stucco, 
flecked with a gold finish. This makes a charming effect. 
In the center of the main floor is a long double island 
case with a narrow aisle between each side. This case con- 
tains 1,020 box spaces in four sections, each section con- 
trolled by a single lock. Encircling this case is a plate 
glass show counter over thirty feet from front to rear. 
Samples of pens and pencils are displayed here. The lay- 
out was planned for quick service. The artistic surround- 
ings impart a dignity to the store character, a salon of the 
art chirographic. 


Lavish Floral Decorations. 

Wonderful floral tributes from Waterman friends from 
the four corners of the country made a miniature Garden 
of Eden of the store on opening day. 

The fifth floor houses the salesmen, and provides space 
for steel record files, etc. The repair and order departments 
occupy the fourth floor. They are flooded with natural 
light. In the order department is carried a stock of over 
100,000 pens and pencils, some 400 compartments being re- 
quired for the classification of the different items. The re- 
pair department handles the local work, as well as ren- 
dering service to all parts of the Pacific coast. 

The third floor provides accommodations for advertising 
matter, knock-down show cases, etc. The general offices 
are on the second floor. A ladies’ rest room on the second 
floor affords every facility for comfort, even to warming 
lunches for the women employees, and doing light cooking. 
Ample storage space is provided in the basement for writ- 
ing ink for Pacific coast distribution, and pen storage. An 
important part of the basement is the storage vault, with 
a large safe for the most valuable merchandise. The base- 















ANDREW L. WEIS, FOUNDER OF 
THE WEIS MANUFACTURING COM- 
PANY, IS NOW ONE OF THE MANY 
ENTHUSIASTS OVER FLORIDA REAL 
ESTATE.—Mr. Weis is one of the pio- 
neers in the development of Fort Lau- 
derdale, Fla., where he is at present lo— 
cated and at work on a big scale, buying 
acreage, subdividing it, improving it and 
selling it to smaller real estate operators. 


ment contains a reserve stock of 200,000 pens, some run- 
ning in values as high as $250. 
Luncheon at Palace Hotel. 

A luncheon was served by the L. E. Waterman Company 
to more than 100 guests at the Palace hotel. It was an 
elaborate function, at which gathered many of the civic 
and business leaders of the city, and other guests from as 
far as Los Angeles and Oregon. Each guest received as a 
memento of the occasion a special Waterman fountain pen, 
engraved with the address of the new building, and the date. 

H. Clay Miller, president of the San Francisco Chamber 
of Commerce, and J. Emmet Hayden, supervisor, presided 
over the meeting. Mr. Hayden presented the greetings of 
the city in the name of the mayor, who was unable to at- 
tend. He expressed satisfaction that the great Waterman 
organization had seen fit to select San Francisco as one of 
its great centers of activity. Mr. Hayden asked to be put 
on record as declaring that the new Waterman store is one 
of the most beautiful he had ever seen in any line of busi- 
ness. 

An interesting story of the growth of the business was 
told by Frank D. Waterman, president of the company. It 
had expanded from a capital investment of $200 in 1883 
to an investment in real estate alone of $6,000,000, includ- 
ing the completion of the new home. The output has 
grown from 200 pens the first year to over 9,000,000 in 
1925. But still more interesting was the narrative of the 
faithful service rendered by the numerous members of the 
big Waterman family. 


Waterman’s a Big “Family.” 


Mr. Waterman was pleased to mention the organization 
as a big family where all can meet, with no social superiors 
and no social inferiors. He emphasized the fact that it is 
a big family in saying that fifty-three marriages have oc- 
curred among the employees, in which wife and husband 
were co-workers of the Waterman family. 

No more glowing tribute could be given than that paid 
to Edgar P. Sparks, manager of the San Francisco branch. 
He is in his twenty-fifth year of service, having begun with 
the Waterman family as a boy. To his personality, char- 
acter and business ability is largely due the great success 
of the San Francisco branch. The president greeted him 
not only as a member of the Waterman family, but as a 
real brother in spirit. 


Mr. Weis and his nephew, Edwin Gordon, 
are the active members of the Weis—Gor- 
don Company, and both have built them- 
selves fine winter homes in Fort Lauder— 
dale. Mr. Weis plans to return to Mon- 
roe, Mich., for a few months during the 
summer, but probably the greater part of 
his time will be spent at Fort Lauder- 
dale. 
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A New Comptometer Convenience. 
Che Comp-Stand is an ingenious little device which fits 
Comptometer machine and elevates 
the 


on the bottom of the 


the machine at a slight angle, making fingering and 


visibility of the kepboard easier 
With this new device any operating angle desired may be 
The Comp-Stand 


secured is permanent, adjustable and 





COMP- 
HOW IT 


ATTACHED TO 
SHOWING 
AN ANGLE 


COMP-STAND 
TOMETER MACHINE, 

TILTS MACHINES AT 

tilting, has no moving parts and is well made throughout. 
It is constructed of the best spring brass, handsomely 
finished with two rubber feet as shown in the picture. It is 
simple, sliding on the lower bearing of the machine and is 
as easily removed as applied. This device was originated and 
1516 Elmwood avenue, 


is manufactured by D. D. Gray, 


Lakewood, Ohio 


New Cloal: Room Rack for Offices. 
\ newly designed and attractive piece of office equipment 
is an all metal coat rack made by the Sanymetal Products 
Company, Cleveland, Ohio. 


These racks are especially suited for employees’ cloak 





“SANYMETAL” COAT RACK WITH HOOKS. 
THE SANYMETAL PRODUCTS COMPANY. 


NEW 

MADE BY 
rooms in offices and for check rooms in hotels, clubs, res- 
taurants, dance halls and industrial establishments. 

Two types of racks are offered, one with hooks, the other 
with a bar running full length of the rack on which wire 
hangers may be suspended. 

These racks are rigid, practically everlasting, of metal 
construction, virtually eliminating deterioration. They are 
five feet long and six feet high. All racks are collapsible, 
are compactly shipped in “K-D” containers, and can be 
taken down and set up again in a few minutes. These 





to an- 
Metal 


racks, of course, are easily moved trom one 


other, and can, if desired, be furnished with rollers 


or cardboard number checks can also be furnished 


Finishes supplied are deep maroon to match mahogany, 


olive green or battleship gray. Color combinations to 
match the finish of special rooms can be supplied to speci- 
fications. 

The manufacturers will be glad to send descriptive folder 
on request. 

“Quality” Daters Improved. 

The Louis Melind Company, 362-64 West Chicago ave- 
nue, Chicago, IIL, is now furnishing its “Quality” band 
daters and numberers with wheels made of aluminum, each 
wheel one piece. The rims and hubs are milled Che 


“QUALITY” BAND 
WITH MILLED 
WHEELS. 


NUMBERER 
ALUMINUM 





wheels used formerly were of thinner metal with cork hubs 
They were more difficult to turn and the cork hubs were 
wheels turn 


not entirely satisfactory. The new aluminum 


easily, are comfortable to use, and the bands revolve with- 
out slipping. The frame of the “Quality” dater and num- 
berer has been improved, the pins being located with great 
accuracy, facilitating assembly and also simplifying changes 
where special bands are inserted. 


Byron Weston Company Add New Ledger to 
Their Line. 


“A Paper Born with a Reputation” is the slogan that is 
being used by the Byron Weston Company to introduce 
their new “Centennial Ledger,” the latest addition to the 
bvron Weston line of ledger papers. 

Centennial ledger is intended to meet the requirements 
for a medium priced ledger paper for all commercial uses. 
Until now the Byron Weston Company have only manu- 
factured ledger papers of a higher grade, but have now 
decided to supply a growing demand for a medium priced 
commercial grade of ledger paper. 

The name “Centennial Ledger” has been selected because 
of the sentimental and historical interest attached to the 
company’s Centennial Division, where this new paper will 
be made. This unit of the Byron Weston Company was 
built in 1876 by the Hon. Byron Weston, and named in 
honor of the Philadelphia Centennial Exhibition which was 
held that year. The exhibition was attracting the interest 
of the whole world because of its patriotic significance, and 











%) 








Mr. Weston devoted a great deal of his time and enthu- 
siasm to its support. 

The Weston exhibit was one of the features of the ex- 
hibition. In addition to an elaborate display of Byron 
Weston’s linen Record paper which received the highest 
premium awards, there was a huge ledger book made of 
bound in full Russia 


Philadelphia, who 


Byron Weston’s Linen Record and 


leather by Wm. F. Murphy’s Sons of 


were also exhibitors. This book was used as the official 
visitors’ register. It was signed by many distinguished 
visitors from all parts of the world, among whom were 
U. S. Grant and Brigham Young. 


This register has since been exhibited in various cities 
of the United States, and is interesting not only because 
of its size, but for the unusual examples of penmanship it 
contains. 

Nothing but high grade rag paper has ever been made in 
the Centennial Mill and many of the skilled paper makers 
who learned their trade Weston fifty 
vears ago are still working at their old jobs in this mill 


of paper making 


under byron over 
Their experience of over half a century 
will go into the making of Centennial Ledger. 
trade the 


In an 3yron Weston 


Company assures their customers that the same skill and 


announcement to the 


making which have maintained Byron 


Record in the quality ledger field will be 


ideals of paper 
Linen 


Weston’s 
upheld in the manufacture of Centennial ledger 


Luxurious Log for Radio Fans. 


The Acme Card System Company, 116 South Michigan 
avenue, Chicago, Ill., offers the “RadioLog,” affording a 
visibly indexed list of broadcasting stations in the United 


States, Canada, Mexico and United States possessions. This 
includes a cross index listing all stations with call letters 
in alphabetical order. Space is provided for noting wave 
length, meters and individual dial settings for each station 

The visible indexing principle of the “RadioLog” enables 
Space for 3,000 
allowed, this Acme log a 
permanent record. The 7x11% 
neatly covered with brown Spanish leather stamped in gold. 
It retails at $4.00, and the Acme Card System Company 
offers to mail a sample copy on request to any dealer with 
the understanding that it may be returned, if desired, after 


the user to locate any station instantly. 


additional stations is making 


“RadioLog” is inches, 


inspection 











ACME “RADIOLOG.’’—Opened, Showing Convenience of Ref- 


erence 


New Roberts Numbering Machine 
The Roberts Numbering Machine Company, Brooklyn, 
N. Y., has recently added a new model, No. 95, to its 
already comprehensive line of numbering machines. This 
is said to be the first dial-set machine at the price asked 
that has been put on the market, and the first five-action 





ROBERTS MODEL 95. 

model that has been offered to the trade at this low figure. 

lt was originally planned to market this model during 

the late spring, but by a special effort over three months’ 
time has been saved. 

Roberts Model 95 is intended to satisfy all the usual 
functions demanded of a numbering machine. It is made 
much the same as the more expensive models and should 
prove its value under all conditions. It is of exceptionally 
fine materials and workmanship, and is business-like and 
attractive in appearance. 

The actions are consecutive, duplicate, triplicate, quad- 
ruplicate and repeat. The regulating dial assures a change 
from one action to another with minimum loss of time and 
maximum assurance of accuracy. 

Model 95, in six wheels, with four styles of figures, re- 
tails for $12; in seven wheels, four styles of figures, $15; in 
eight wheels, two styles of figures, $18; and nine wheels, 
two styles of figures, $21. 

Special descriptive literature will be sent to all stationers 


interested 





Book. 


Closes Like 4 


ACME “RADIOLOG.” 
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EQUIPMENT 


! we ee 


THE “ALL-IN-SIGHT”’ VISIBLE 
At the left is the 
picture shows the ‘All-In-Sight”’ 
ment as described below. 
“All-in-Sight” Visible Equipment. 

An interesting development of sight filing and finding is 
the “All-in-Sight” visible equipment now being produced 
by The A. S. Gilman Company of Cleveland, O. 

Two illustrations appear here which give an idea of the 
One photo shows “AlIl- 





reminding system, 


manner of use of this equipment. 
in-Sight” running from one edge of the desk blotter pad 
to the other, making it possible for every office man to 
have visible equipment on his desk or nearby in a drawer. 
Fifty names are visible in one row or practically three 
hundred time. The slips containing the 
necessary information are of uniform size and are slotted 
to fit under studs. Each individual sheet can be moved 
by disengaging the top from the pin which holds it and 
then lifting it off the pin at the bottom. The slips are of 
a size that can be printed on an Addressograph so that 
in a very small space from five thousand to ten thousand 


names at one 


names appear for credit use. 

The “All-in-Sight” reminding system is a modification of 
this idea and is made up in a convenient fold that fits the 
coat pocket. When open, this pocket book reminder is 
113% inches wide and makes three folds. It is seven inches 
high. The paper tabs are three inches wide and a shade 
over 1% inches high. Twenty-five brass-headed studs go 
down the margins of two different sides and to these are 
attached twenty or more paper tabs after the system above 
described, the tabs being ingeniously slotted to fit the pins 
end bearing, but instantly removable. 
Three pockets are provided, one inside each of the two 
outer folds and one in the center. Two of these pockets 
are covered with flexible transparent celluloid. 

This pocket reminding system is done in black seal 
grained leather and is sold with an extra set of orange- 
tinted bond paper tabs. 


giving a two-point 


New Umbrella Stand. 


Cordley & Hayes of 12 Leonard street, New York City, 
New York, recently added an umbrella stand to their line 


CORDLEYWARE 
UMBRELLA STAND AND 
GENERAL RECEPTACLE. 





of office equipment, which consists of the “XXth Century” 


OF THE A. §S 
“All-In-Sight”’ running from one side of the desk blotter pad to the other. 
consisting of folding 











‘ 





GILMAN COMPANY, CLEVELAND. O 
The right hand 
regular equip- 


pocket books with the 


water cooler, “Cordleyware” wastepaper basket and cus- 
pidor. 

The umbrella stand is waterproof. It is made of a tough 
fibre molded in one piece. It can neither leak, rust nor 


corrode. Nor will it scratch the floors. It may be used as 
an umbrella stand and also, placed beside a “X Xth Century” 
water cooler, as a receptacle for used paper drinking cups. 

The illustration shows the artistic lines and “rustic” 
finish of the umbrella stand, features distinctive of the 
Cordleyware line. These stands may be had in mahogany 


or art green finish. 





An Unusual Use for Steel Shelving. 

An unusual use for steel shelving has been inaugurated 
by the Van Dorn Iron Works Company. It combines sec- 
tional cabinets, file drawers, or any desired arrangement of 
equipment with adjustable steel shelving of standard width 


to accommodate these sectional cabinets. This plan allows 








UNIQUE COMBINATION OF VAN DORN STEEL SHELV- 


ING AND CABINETS. 


for expansion or re-arrangement of equipment at any time, 
and also makes available considerable shelf The 
convertible feature allows countless arrangements for ordi- 
The illustration shows an 


space. 


nary and special requirements. 
assembly of shelving and cabinets manufactured by the 
Van Dorn Iron Works Company, 2685 East Seventy-ninth 
street, Cleveland, Ohio. 
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Other Items on New Articles Received 


Too Late to Classify are 
BN BOG 


Elsewhere 
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The Equipment of a Small Office 


Address by R. E. Simpson, Office Routine Consultant, Be- 
fore the Office Machinery Users’ Association, 
London, England. 





Simpson, office routine consultant, 145 Fleet street, EC 4, London, England, 
what is in his mind with regard to economy in 


Note.—The following letter from R. E. 
gives the reason for his present communication and outlines interestingly 
office operations. 

Along with his letter he sent two papers delivered before the Office Machinery Users’ Association of London at the Lon- 
don School of Economics and Political Science. One of these papers, entitled, “The Equipment of a Small Office” ts repro- 
duced below and we hope to preseut in a later issue the other one entitled “The Relation of Routine to Office Machinery.” 
These the the British viewpoint on office systems and the relation of office machines to clerical work. 
Fundamentally, this viewpoint is similar to ours, but it will be found to differ in certain details and we feel that the trade will 
be interested not only in reading the views of this expert, but in comparing British practices with our own systems. In his 
letter to Office Appliances, Mr. Simpson says: 

‘I was much interested in an article that appeared in your October issue on the subject of a standard invoice form. 
office or work form, and more particularly the disposition of a form that is con- 

used—plays no mean role in office, and even business efficiency. 
“T think it is by now fairly well established that the brain functions easily and quickly for that work which it is able 
to its lesser brother—the that it inclines to labour over any duty, 


rele gation. 


reader will note give 


To my mind the actual layout of any 


stantl ] 


Al 


to depute, as a more or less reflex action cerebellum, and 


however trivial, which is not sufficiently regular for such 
‘The more automatic and subconscious, therefore, we can make our office work, the more efficient it will become, and 
re likely will we be to keep clear heads in the evergrowing welter of detail. 

“I should feel gratified if you will accept a copy of my cont 
which I have the audacity to imagine contains seed for thought 


‘tation of office machinery 


the mu 
this subject—taken from an actual case, and 


tion. This pamphlet will again bring to your no- 
associated to define the use of office machinery 


ribution to 
this direc 

tice the existence in this country of an asso: users 

from the hard school of actual experience. 

ondon School of Economics (which is an official part of the University of London), 

where a permanent and representative collection of modern office machinery is exhibited—free to students and public alike, 

and backed by all data which the association has been fortunate enough to collect during the many years of its existence, and 


“The association is located at the I 


y 


decimally in accordance with international practice. , 


, 
to classify 


“I have therefore to confess that my 


offering is not altogethe 


It is at once a gesture symbolic 


I terase ; nee 
altruistic m its motives. 


of the universality of knowledge and a hope that you will respond.” 


One feature of Mr. Simpson’s paper that strikes an odd note is the fact that nowhere does he use capital letters. 


apparently dispenses with capitals as useless- 


ESTEEM it no less a pleasure than a privilege to ad- 
dress you here tonight on the subject of the equipment 
ke bold to state 


of a small office—a subject which I ma 


is of vital and pressing import to a very large number of 


business people—whether they realize it or whether they 
do not. I fancy people are coming more and more to see 
that the 


and who will deny that the office functions as a link 


business chain is no stronger than its weakest 
link; 
in that 


I am also very grateful to the framers of your programme 


chain? 


for specifying a small office rather than the small office, for 
still 


t less 
actual conditions which surround 


I cannot pretend to dogmatize on this subject 
without due regard to the 
each particular case. 

I do, however, think it may prove helpful to sketch out 
to you very briefly a set of actual conditions together with 
the routine adopted and the equipment thus prescribed for a 
small office. 


You 


dig right down into the work that 


I go behind the equipment itself and 
has to be 


will notice 
done, for 
is the deciding factor. 


What Is a Small Office? 


For the purpose of this paper I define a small office as 


that, to me, 


one with an average daily invoice turnover of two figures— 
that is to say, an office that handles from one to ninety-nine 
That is admittedly a fairly wide scope, but 


but 


invoices a day. 


on the other hand we have few terms of size and [| 


suggest three figures for a medium office (or 100 to 999) 
and four figures for a large office—that is, 1,000 to 9,999 
invoices a day. 

The Chief Office Product. 


I have arbitrarily taken the invoice as the chief product 


“caterpillar” or imperfect state. 


He 


and he may be right! 


of the 


1 f 
Stands tor 


office and to me it does epitomize office work. It 
the execution of the order and often constitutes 
the original document for accounting procedure—no matter 
whether 

I take, then 
daily turnover of from one to ninety-nine invoices. 


it record a purchase or a sale. 
as my small office one that has an average 


Be Wary of Imitating. 
Lest I should be misunderstood, I again repeat that there 
intention of suggesting that the I am 
about to describe appertain in any office other than that 


is no conditions 
which I have taken as my model. 

My concrete case is most emphatically not held up to 
you as the “beau ideal” for every small office to aim at. It 
attempt to state facts from which all are at 
their own conclusions and to act on their 


is merely an 


» draw 


liberty t 
not mine. 

Conditions Analyzed. 

analysis of this case then reveals the fact that 


own responsibility 


Further 
there are as many purchase invoices as sales invoices—that 
is the first point. 

There are fewer sales orders than corresponding invoices, 
and whereas the normal order is completed in one delivery 
and charged on one invoice, an appreciable number of 
orders have numerous despatches and invoicings; and in 
both probability of discrepancy between order 
and invoice particulars are such as to debar the use of a 
fully-fledged “one operation” order and change scheme— 
for it is quite impossible in many cases to foresee, at the 
time the order is made out, just how the corresponding 


cases the 


invoice will appear. 
The office receives the original orders in what I call the 
They are rarely sufficiently 
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precise for proper execution and no one could accuse them 
of any pretense to uniformity in their layout or arrange- 
ment, 

It is therefore the duty of the office to transmit the cus 
tomer’s command to the storekeeper in an efficient manner 

Now what does that mean? 

It means that the office must (1) complete particulars of 
order, (2) stock from stock 
(3) obtain credit sanction and (4) produce a copy of the 


ascertain condition record, 
originai order so as to conform with the requisite standards 
of precision and uniformity. 

Now if the office preferred to adopt a short-sighted and, 
shall I say, a parochial or departmental view of their work, 
these four conditions might “fill their bill.” 

But such was not the case in the instance I am quoting. 

It was realized that the order formed but the beginning 
ot a series of operations and side issues. 

For instance, it was customary in addition to the copy 
quoted to (2) acknowledge to the customer the receipt of 
his order, (3) to advise the salesman, traveler or agent 
of receipt of an order in which he was interested, (4) to 
send a copy to the chief accountant and (5) to retain one 
for reference, (6) to advise the customer by post when and 
what goods were despatched and to enclose (7) a duplicate 
with the goods, (8) for the storekeeper to retain a further 
copy of his advice for reference, (9) for a further copy to 
be sent to the (10) chief accountant, from which to make 
out (11) the invoice and carbon copy, (12) and a copy to 
the stock record keeper, (13) and further, since each con- 
signment was despatched by rail it was necessary to make 
out particulars of consignment for the railway company, 
(14) and to receive delivery signature on a further copy 
which was retained. That is to say that a single order, in 
its simplest form gives rise to no less than fourteen differ- 
ent documents or sheets of paper, and at least three en- 
velopes require addressing. Did 1 hear someone murmur 
“the parochial view for me”? I retort, “good old ostrich.” 
rhese, ladies and gentlemen, are the facts—as I saw them. 
Four Operations. 


The four documents, with which the seemingly unfortu 
nate customer is bombarded, might appear to the casual 
observer to be somewhat redundant, but I must hasten to 
assure you this is a custom of the trade and that the laws 
Medes 


and, indeed, each serves a useful purpose. 


of the and Persians are elastic by comparison 

Che first five documents were produced at one typewrit- 
ing operation—and at least one envelope typed as a subse 
quent operation. 

If | may be permitted to interpolate a remark here: orig- 
inally the acknowledgment was substantially a copy of the 
complete order, which the customer often misunderstood, 
some even going so far as to remit on receiving it, and it 
had therefore been found better practice to substitute a 
simple letter of acknowledgment quoting order numbers in 
its place 

The store produced the next five (i. e., Nos. 6 to 9 inclu- 
sive) at a “sitting” with pencil and carbon—addressed one 
envelope—and, as a further operation, entered particulars 
on the railway consignment note in duplicate. 

The counting house copy of advice was extended, and 
from it the invoice and carbon duplicate were typed. Thus 
the production of these fourteen documents called for com 
plete retranscription four times over—order, advice, con- 
signment and invoice—for every order received, that is to 
say, from 1 to 50 a day. This is certainly better than doing 
it fourteen times over. 

The incidence of clerical error is, however, a subject 
for useful investigation. 

It appears to me that a clerk makes a lower percentage 
of error than one who writes, so to speak, as a side line. 


| suggest that the storekeeper’s forte is storekeeping and 


= ED 








that the clerical work of copying out, more especially par 
ticulars which mean little or nothing to him, is not 


In other words, accuracy follows interest. The customer's 


order number, for instance, might seem a triviality 


to the storekeeper in his haste to get the goods away, and 


own 
an error of this kind on the advice note might cause con- 
siderable friction and even annoy a customer 

[Turning now to the operation of invoicing: here money 
values and prices loom large on the clerk’s horizon and 
the mere technical details of the goods have therefore a 
tendency to escape his keenest scrutiny. 

Clerical Efficiency. 

On the other hand, is it not reasonable to suppose that 
the clerk is also a quicker writer, and that, further, a type 
writing machine is more efficient than the pen—or pencil 
Yet here we find the storekeeping expert saddled with the 
lion’s share of the clerical work. 
affords greater scope for specialized 


A large concern 


labor than does a small one. There may be sufficient work 
to warrant the employment of a special] clerk to assist the 
storekeeper in a large concern but not in a small business 

Again, is it not a fact that trivial clerical errors such as 
I have indicated can, and do play, a serious part in under- 
mining and dissipating the goodwill and friendly relations 
which it has been truly said are the life blood of business? 

Put it this 


tracted to a firm by the fact of their bungling your first 


way: Are you, ladies and gentlemen, at 


order to them? Is that a favorable influence for a repeat 
firm live on trial orders when 
it not the 


order? How can a decent 
it is the repeat that brings grist to the mill. Is 
irst order that costs most to sell? 

I wish to stress the desirability of eliminating the 
bility of such irritating errors, by modified routine, particu 
larly in a small business where high labor specialization is 
not warranted or economic 


Perhaps you have already noticed the covet elOore 


It is all my fault. 


In a former effort, some of vou may recall that had 


1! +} ‘ *£ | 


oO apologize for somebody else as well, but s me, 


t 


paper given before the 
office machinery users’ 


association 


ed 


london school of ccol 1¢ 


fr. e. simpson 
fice routine 


wisultant 








the 
equipment. 
ot-a 

small office 


+ 


synopsis 
conditions in a small office pnalysed| 
= a 4 - 
incidence of error resultigg simplification 
- I. ; 
basjc form—,reduced_transcqiptidn 


COVER OF BROCHURE SHOWING ARRANGEMENT OF 
FORM. (REDUCED TO ONE-FOURTH ACTUAL SIZE.) 


equipment 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially mvited to make the offices of this 


journal their headquarters. The staff at the main office, 


417 South Dearborn Street, Chicago, and the staff at the 


branch in charge of C. H. Everly at 1701 Pershing Square Bldg., Pershing Square, 42nd St. & Park Ave., 
New York, will be happy to be of any possible service. While the facilities at New York are not 
so many as at Chicago, there will be found the same desire to serve. United States manu- 
facturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London correspondent, Mr. W. Teignmouth Shore, 
18 Templars Avenue, Golders Green, London, N. W. 11, England. 
Mr. Shore’s knowledge of the office equipment business and 
its possibilities in Great Britain makes his counsel 
valuable to those desiring to cultivate 
the British Market 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N.W.11 


London, February 4 

HAD not meant to refer to the following matter again 
for ever so long, but must do so as it has been brought 

home to me so strongly in the course of a chat which 
I have just had with C. Cheesewright, manager here for 
the Brandt Automatic Cashier, who, fortunate fellow, will 
read these lines in America, to which he is just off on 
a business visit. Among other things I asked him what 
he was “going forth for to say,” and te my astonish- 
ment he replied that much of his aim was to impress 
upon his American colleagues that British mental needs 
were entirely different from those of the American, and 
that Americans who came over here to sell and did not 
alize that fact were asking for trouble and would always 
get it. He asked me why I laughed, and I told him that 
for “much long time” I had been preaching on this very 
text. and that I feared that the lesson I was trying to 
teach and had not yet been learned. Now, friend Cheese 
wright is knowing and alert, and does not make statements 
that he cannot back up by facts. He told me of one 
dificulty with which the Brandt had been faced at the 
start It is, as you know, among other things a wage- 
paying machine, and is made to handle sorted coins. But 
the banks here will not hand out cash sorted, and if you 
ask them to do so, they just will not. The Brandt had to 
be so altered that it would deal with unsorted coin; which 
alteration could have been made before this market had 
been attacked, and should have been, if only due inquiry 
had been made beforehand. But what is more to the 
point we are dealing with is this: A free trial offer of 
an office labor saving device is in America accepted and, 
if the machine is a good ’un, this will pull business. In 
England—-No, sir, no! Just the very opposite; the Brit 
isher has a fixed belief that what he is asked to pay nothing 
for is worth nothing, extending this belief even to free 
trials or samples. I can give an example out of my own 
experience. Some years since I was advertising and sales 
manager to a medicated wine company. The advertising 
offered a free quarter-bottle sample. Would that offer have 
gone abegging in America!!!!!!?2 Not much! sut not 


one single sample request came along! This annoyed me; 
I did some thinking; realized the prejudice against getting 
even a free drink! We charged sixpence in future and got 
rid of as many samples as we desired to distribute. The 
English business man is fed up with free trials of office 
appliances; he “ain’t gonna take no more.” Further, a 
free trial does not get the machine a fair trial. But when 
you pay for anything you see that you get your money’s 
worth out of it if possible. This was how Mr. Cheese- 
wright figured it; so he rents out his machines for a 
month’s trial; gets all the requests he wants for these 
trials, whereas free-trial offers pulled not a bit. As an 
example, he offered free trials to all the drapery stores 
in London. One man took it on, seeing that he could 
save money during the Christmas rush! Good man! This 
year the rent trial offer has been made to the same folk 
and they have come along quite satisfactorily. And—as 
the folk are paying—they give the machine a real good 
est. The sales per 100 of rent-trials tote up to 90 per 
cent, which is good going. Mr. Cheesewright handed me 
out a neat little illustration of his argument. One of his 
salesmen called on a draper; offered him a free trial and 
was sharply turned down. But he wasn’t going to take 
knock-out. Said he, “You're going to be pretty busy the 
next two weeks over your sale. How many men will 
vou be taking on to help you through? Two at twenty 
dollars the two for the fortnight? Good. Why not rent 
a machine from us to do the work?” “Rent? Now you 
are talking sense,” was the prompt response. “I will. 
But I never take anything into my store on free trial.” 
Nuff said. 


<-> 

\nother matter, but connected, is this. It’s no earthly 
use sending over here the most expert salesman and expect 
him to sell by the same methods as he has successfully 
employed on your side of the water. He will go home a 
sadder but not, possibly, a wiser man, for in most cases 
he will say that the Britishers are a lot of damned fools. 
Which don’t help. Britishers are not damned fools; they 
like things done their way just as you like things done 

















Ge 


We 


Page 32 OFFICE APPLIANCES For March, 1926. 





yours. They are willing to pay the piper, and naturally 
insist on calling the tune. That’s human nature. It is 
not fair to an American salesman to turn him loose over 
here until he has got tight hold of the British mentality. 
Then, if he is a good man, he will adapt himself to his 
NEW surroundings and get going. One difficulty he will 
find himself up against exists on your side to an infinitesi- 
mal extent compared to what it does here. Getting in to 
see the boss, to see the man who has the say-so. It takes 
a long time here in most all cases. The salesman who is 
a good door opener wins all the time; but too many doors 
are stiff on the hinges or firmly locked. To get in is nine 
parts of the trouble here. Americans take a long time to 
learn that; but they must learn it if they don’t want to 
fall down bump. So—I will wind up as I have done 
before; there is plenty of good business here for Ameri- 
cans—heaps still to be won—but it can be got only if you 
will adapt all your selling methods, and sometimes even 
the goods themselves, to our ways and needs. ADAPT 
all your sales methods and all your publicity, and if you 
have good goods you can and will sell them here. 
<-> 
In this same connection another very important point, 
to which only too little thought and attention is given; the 
printed propaganda of all sorts sent out by American firms 
trading here. Booklets, price lists, folders, etc. This is 
only too often printed as well as written and illustrated 
in America. All!! American office 
appliances are bought here simply because they are the 
best; not because they are American. British goods would 
Why do you make a shout about 
their not being our own design and make? Put yourselves 
in our places; look at it from our point of view and you 
feel Then, toc, there are differences 
in spelling and phraseology which jar upon us. Foolish 
to let it do so? That’s not the question; you have to face 
this fact Further, and most important. 
Just as your sales talk and your newspaper publicity must 
be adapted to suit this market, so must the printed mat- 
ter—all of it—to pull business here be rewritten and often 
newly illustrated. Why the blooming Harry will not 
Americans coming here take advice from sympathetic and 
“knowing” Britishers? That is the way of wisdom, and 
most Americans who have been long here will tell you 
that it is so. Many a grumble have I heard from Ameri- 
sales managers, and still from British 
managers handling your goods, of having to send out 
obviously American printed matter. It is waste of time 
money. Look to it. It is even, if possible, more 
strongly so in Ireland. 


That is all wrong! 


naturally be preferred. 


will what [I mean. 


not to discuss it. 


can more sales 


and 


<-> 

Recently, | have been examining the courses of instruc- 
tion, oral and correspondence, given by some of the schools 
of commercial training here. I knew a good bit about 
them of old, but wished to renew my knowledge. All 
through there is neglect of the OFFICE. It is 
amazing. The Britisher, with the exception of a few of 
the really big concerns, seems to be under the impression 
that an office can be run on happy-go-lucky lines, muddling 
along in an amateurish way—and that it really doesn’t 
matter. office managers are scarce, and are not 
much wanted! That is part of the difficulty that Americans 
are up against over here; they are apt to overlook it, to 
be unaware of the tremendous difference in this direction 
The average instruction consists of 
typewriting, shorthand, sometimes a bit of filing and 
so-called office routine, correspondence. But the organi- 
zation of office work and its up-to-date conduct—practically 
nothing. So here is one more difficulty to be faced; the 


gross 


Good 


between us and you. 


average office boss and all his employees need to be edu- 


cated in the value, in the necessity, of proper and up-to- 
date office organization and of today’s and not yesterday’s 
office appliances. It is scarcely too much to say that 
the office is the Cinderella of our business world. There 
are ways in which American firms here could tackle this 
trouble; when will they do it? The work this 
direction by the Office Appliances Trade Association is 
good, but not hot and strong enough. 
<-> 
Trade Outlook Good in Britain. 


The general trade outlook is still healthy; the 


done in 


barometer 
is steadily rising, and bar labor troubles—which personally 
I do not think will come if the Government 
real situation and don’t go in for a 
bullying policy—all should steadily progress in the right 
words of 


shows any 


discernment of the 
Here are sound good cheer 
from a sagacious and clear-visioned man, the Right Hon- 
orable Reginald McKenna; spoken by him as Chairman of 
the Midland Bank: 


“Tt is not unusual for writers on the present-day condi- 


direction. some 


tion of England to discover signs that the productive capac- 
ity of our country in competition with other nations has 
passed its zenith. They see in our figures of long-continued 
unemployment indications that we are no longer able to 
hold our former position, and believe that the tendency in 
future will be towards a progressive decline in our trade. 
These opinions are often expressed by persons who, though 
candid in criticism, are friendly in feeling. They deplore 
what they regard as the passing of a great people. I con- 
fess, however, that I do not share their opinion. Through 


all these years of trade depression we have still been the 


greatest exporters of manufactured goods in the world. 


Our trade has had to struggle against adverse conditions, 
but its vitality has not yet been seriously impaired. If 
these adverse conditions were all of a permanent nature, 
if they sprang from causes which marked a definite deteriot 
ation in our mental or physical capacity, there might be 
some ground for anxiety about the future. But I do not 


think this is the case. There is always room for improve- 
ment, and I 


a testing time for us and a warning to put our house in 


believe the years of depression have been 


order. The exceptional depression has been largely due 
to temporary financial conditions, and, for the reasons I 
have given, I have strong hopes that these are now coming 
to an end.” 

Leipzig Man Offers Museum of Old Typewriting 

Machines. 

Werke of 
interest- 


Albert Osterwald, proprietor of Osterwald 


Leipzig, Germany, has for some time pursued an 
ing hobby which he deems to be one of considerable educa- 
He has been collecting with care as 


tional value. 


many as he could find of the different models of typewriters 


great 


time. These he 


So far Mr. Oster- 


that have been in use up to the present 
has gotten together in a private museum. 

wald has about one hundred valuable models. His collec- 
tion was shown at the great office appliance exposition at 
1925, and was a center of attraction. He 


keep this museum in 


Serlin in May, 
says that, although he would prefer to 
Germany, he would be disposed to disregard the desire if 
offered a sum corresponding to the value of the collection. 
He believes that inasmuch as America is the home of the 
typewriter, the history and development of the typewriting 
machine should be shown in any technical museum which 
may be opened in the future at New York or Chicago. 

Mr. Osterwald’s collection of old typewriters has been 
used freely by the authors of treatises in German technical 
publications. 

Mr. Osterwald’s 
types of old machines 


unfamiliar 
which are 


discloses 
course 


collection many 


and of many 
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familiar. He is adding to it from time to time as informa- 
tion of old inventions reaches him. 


Enterprising Manila Concern Uses Windows 
Wisely. 

M. R. Walsh of The General Fireproofing Company 
has recently returned from a trip around the world call- 
ing on foreign distributors of GF Allsteel. Nearly two 
years of his time were spent in India in which market 
steel office equipment is in high favor. 

One of the most interesting places he visited, however, 
was the Allsteel Agency in Manila—H. E. Heacock & 


Exhibition to Be Held in Amsterdam. 

D. I. Cardozo, honorary secretary of the Netherlands 
Vereen van Importeurs en Fabrikanten van Kantoorma- 
chines (Dutch Association of Importers and Manufacturers 
of Office Machines), informs Office Appliances that the 
association with which he is connected will conduct an 
exposition in Amsterdam in the Bellevue building from the 
eighteenth to the twenty-seventh of March. The executive 
committee consists of de Flines; D. I. Cardozo; Dr. 
L. W. Kramers, H. J. Vermeulen and Cord. H. v. Erk. 

‘his exhibition promises to be very successful. Office 
Appliances hopes to have a report of it in a later issue, 
together with some photographs. 
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STORE OF H. E. HEACOCK & COMPANY, MANILA AGENTS FOR THE GENERAL FIREPROOFING COM- 


PANY, REMINGTON TYPEWRITER COMPANY, MONROE CALCULATING MACHINE COMPANY, DALTON ADDING 
MACHINE COMPANY AND OTHER AMERICAN OFFICE MACHINES.—Left: View of store front. Center: Part of 
stock of ‘‘Allsteel’’ equipment of The General Fireproofing Company in the Heacock store. Right: Special window 
display showing various ‘‘Allsteel’’ products.—Photographs sent by The General Fireproofing Company. 
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MANUFACTURERS.—Seated, from left 


tE PERSONNEL OF H. E. HEACOCK & COMPANY, MANILA, P. L., 


OR THE GENERAL FIREPROOFING COMPANY, REMINGTON 
ER COMPANY, MONROE 
ALTON ADDING MACHINE COMPANY, AND OTHER AMERICAN 


CALCULATING MACHINE COM- 


to right: William Bartholomew, man- 


ager equipment department; Carl Reimers, assistant department manager; A. 


B. Roosa, advertising manager; at 


the extreme right, standing, is 


= 
Gaches, president and general manager. Others in the picture include the 
remaining members of the office personnel. 


Company; whose store personnel is shown in the accom- 
panying illustration. 

H. E. Heacock & Company are also agents for The 
Remington ‘Typewriter Company, Monroe Calculating 
Machine Company, Dalton Adding Machine Company 
and other American manufacturers. 

Other illustrations show the exterior of their store, and 
a part of their stock of Allsteel office equipment, and the 
whole-hearted manner in which they co-operated with 
the manufacturer in the use of a special window display 
such as was used generally in this country during National 
Fire Prevention Week, featuring the manufacturer’s Safes 
and steel office equipment. 

Stockholm Business Changes Name. 

The Amerikanska Skrivmaskinskompaniet has succeeded 
to the office equipment business of Erik Winestan, Drott- 
ningatan 27, Stockholm, Sweden. This is a change in name 
only. It translates into “The American Typewriter Machine 
Company.” 


Elliott-Fisher in Europe. 

Above is the title of an attractive folder issued by The 
General Office Equipment Corporation, the European 
agents of the Elliott-Fisher Company at Basel, Switzerland. 
This folder is written in three languages, French, German 
and English. We are indebted for this to F. Lecher, who 
heads the Elliott-Fisher Company’s European business. It 
was issued at the beginning of 1926 and extends thanks 
to everybody in the Elliott-Fisher family for the assistance 
contributed to make the Elliott-Fisher cause in Europe 
successful. The records of 1925 show a fine increase over 
all previous European figures and the spirit of the Euro- 
pean organization was much improved. The year 1926 


opens with a capital outlook. 


Ellis Berlin Representative Changes Name. 
The Ellis Adding Typewriter, Berlin, Germany, has 
changed its name to Jan Bichter, G. m. 6. H., located at 
Friedrichstr. 210, Berlin S. W., 68. 
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German Office Appliance Industry in 1925. 
Special Correspondence to Office Appliances from Berlin. 


CCORDING to reports gathered from various 
sources, more particularly a report published by the 
well known and influential trade-journal, “Die Biro 

Industrie,” in their January issue, the year 1925 has mainly 

suffered under the influence of scarcity of money and con- 

sequent lack of business. During the first part of the year, 
the effects of the Dawes plan and the course taken by the 

Government towards stability of the currency, were not as 

fully recognized as towards the end of the year, when condi- 

tions became more and more difficult, evident by delays in 
payment, insolvencies, receiverships and bankruptcies. 

All these symptoms were of course of considerable influ- 
ence upon the office appliances industry and it is only due 
to the fact that manufacturers and dealers co-operated in 
counteracting this influence, that conditions have finally not 
got worse. Firms, in the habit of paying their bills 
promptly, had to ask for credit and given credits had to 
be extended and dealers have been forced to buy, where 
they received the longest credit, as their customers expected 
the same from them. 


Manufacturers Encounter Difficulties. 

Many manufacturers were unable to accede to this indeti- 
nitely, as high interest had to be paid for loans, money for 
wages, etc., was not always promptly on hand and trade 
became stagnated, so that many factories were obliged to 
cut their working-time short and some shut up altogether. 
The export trade left much to be desired. Foreign com- 
petition, especially American, made itself felt on markets 
formerly covered by German manufacturers, and after 
removal of the embargo on foreign products on the first of 
October, 1925, the contest of inland competition became 
more furious than ever before. The influence of American 
competition on the German market has not yet fully ap- 
peared, as prices of American products are considerably 
higher and even German products of quality cannot be sold 
on account of the prevailing scarcity of money. This state 
of affairs can not be bettered much by the promised longer 
credits on purchases of American machinery. 

Trade in the office appliances industry stood in 1925 
under the consequences wrought by the inflation and defla- 
tion; and the generally prevailing economical depression in 
Europe has naturally been most felt in the country which 
lost the war. 


Industry Suffers Under Burden of Official Measures. 


In consequence of these bad conditions and 
following bankruptcies, great quantities of office machinery 
and appliances were thrown upon the market to save room, 
to economize and get money by those forced to reduce their 
activities and the office furniture industry has suffered most 
thereby, as second hand goods could be bought at very low 
prices and new furniture was not purchased. 

As a natural consequence, many factories in this industry 
had to shut up and insolvencies were of no rare occurrence 


numerous 


due to lack of money by concerns thus far considered 
sound. 
Two characteristic events have marked the year 1925, 


namely the removal of the embargo placed on foreign ma- 
chinery and the new tariff law, which failed to accord 
sufficient recognition to the foreign money power—a 
neglect due, no doubt, to confused domestic political con- 
ditions. 

The entire office appliances industry has suffered greatly 
under official measures which must be condemned from an 
economical point of view. Heavy taxes and other contribu- 





tions have rendered production most difficult and made a 


profitable export trade almost impossible. The bad condi- 
tions prevailing during 1925 did not fail to exert their in- 
fluence upon exhibitions and fairs, etc., some of which had 
to be abandoned to save manufacturers expense in view of 
the fact that a positive success could not be expected and 
at those which did come off, trade has been naturally un 
satisfactory. 

In spite of all this, several entirely novel typewriters, 
or new models, have appeared on the market and a number: 
of American machines made their appearance, most of them 
in other hands than before the war. Strange as it may 
appear, the calculating machine industry has in 1925 been 
very much alive in spite of the bad conditions related above, 
and it may be that 
plished by this branch of the industry, and even trade in 


said great things have been accom 


products of quality seems to have been fairly satisfac 


tory. 
Improvement Through Work Hoped for in 1926. 


Only expensive adding and calculating machines equipped 


with modern improvements were principally pur 


chased by government offices and other public institutions 


most 


Some novel constructions and new models were placed o1 
the market, on which American calculating machines made 
their appearance simultaneously, also some foreign addres- 
sing machines. 

Business in office supplies, mainly typewriter ribbons and 
papers, has been reduced to smallest limits for 
economical reasons, and 
been about the same along the whole line. 

Instead of supporting and advancing the 


practiced in other countries, the ruling authorities have be 


carbon 


in other articles conditions have 


mdustry as 


lieved it opportune to squeeze as much out of it as possible 
without considering that they may be killing the goose 
that lays the golden egg. 

Summing up, it can only be said that the year 1925 has 
been one the end of which was welcomed by the German 
office appliances industry. 

As to 1926? It is hard to tell 


store, but an improvement can only be expected, if a wise 


what it may have in 
political economy will once more be practiced in Germany 
and the industry placed in the position due to it, instead of 
oppressing everything connected therewith. It is to be 
hoped that in future measures will be taken so that not 
only the great industries and agriculture will be helped, 
as has been done so far, but that medium and 
industries mzy be equally furthered, without which it is 
impossible for German economy in its entirety to get on 
As to the rest, it means work and work 


smaller 


a sound basis. 
again, more than ever, to overcome the tremendous diificul 
ties by which the industry is now confronted. 

Office Equipment. 

As already stated in the first part of my report, the year 
1925 ended full of disappointments and this applies like- 
wise to the office equipment branch of the industry. While 
the first half of the year had to be considered as favorable 
and expectations for the rest ran high, sales decreased more 
and more in consequence of the lack of money and trade, 
as people would and could buy only whatever was abso- 
lutely necessary. Conditions were bad and it looks as if an 
improvement is still far off. Whoever has not 
will do well to reduce his works and, above all, his working 
expenses, for this seems to be the only way to maintait 
It is to be hoped that a sensible 


de me so, 


existence. tariff policy 


and a wise government will bring better times in 1926 


Office Machinery. 

The scarcity of money under which everybody had to 
suffer has influenced the office machinery business most 
unfavorably. 

In spite of this, the turnover has not been short of that 


in 1924. Sales in standard machines have been weak, while 
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sales in special machines have been comparatively good 
because of their quick amortization. Paper and other office 
utensils are bought in ever decreasing quantities and con- 
sumption is reduced to the minimum. 

What the new year will bring is hard to say, but the first 
few months will be very bad, particularly as far as type- 
writers and calculating machines are concerned, while the 
sales in adding machines and bookkeeping machines will 
be satisfactory as before. Customers have to be more and 
more convinced of the utility of such machines, with which 
they are so far not sufficiently familiar to judge their rent- 
ability; if this is done, sales will be made in spite of the 
scarcity of money. The wise merchant is forced to the 
conclusion that doing nis office work as much as possible 


ended and if prevailing bad business conditions continue, 
sales will be less in 1926. While large concerns, banks 
and public offices have been equipped with expensive cal- 
culating machines during the war, cheaper machines are 
now purchased by smaller concerns, shops and hotels. Large 
firms equip their offices now with writing and calculating 
machines and Elliott-Fisher and other bookkeeping ma- 
chines. 
Austria. 

Last year was a very bad year for Austria also, and the 
general economical condition of the country has not failed 
to exert its influence upon the office appliances industry. 

From all the many bankrupt concerns numerous office 
machines were thrown on the market in fairly good condi- 

















AUTOMOBILE TYPEWRITER REPAIR SHOP IS LATEST IDEA FROM GERMANY.—Burobedarfshaus Finken- 
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zeller of Munich runs a traveling repair shop over the fine roads of Southern Bavaria. It consists of an auto bus and 
trailer, fitted with every necessity and many of the conveniences. No. 1 above is an exterior view of the bus and 


trailer before an historic monument. No. 2. Show room in 


the trailer. No. 3. Workshop as seen from the front. No. 


4. Sleeping quarters and chauffeur’s seat, housed in against stormy weather. No. 5. Workshop as seen from the rear, 


with polisher and enameling room. 


by machinery is the only way of reducing his staff to a 
minimum and saving money. 

Having so far pictured the conditions in Germany, it 
may not be amiss to read some extracts from publications 
made by a contemporary, the “Buro-Industrie,” about con- 
ditions in some neighboring countries of Germany. 

Switzerland. 

Conditions in the year 1925 just ended can be considered 
normal, as competition in every single branch has been 
most aggressive and it required the utmost exertion to 
make any sales at all. 

As far as typewriters are concerned, American manu- 
facturers have brought their new and improved models 
upon the market and have done a very good business in 
the way of exchanges, which is at present the fashion, as 
so much bad material had been sold during the war. While 
inferior German machines have gradually disappeared from 
the market, machines of quality have made great endeav- 
ors to hold their own, in which they have been fairly suc- 
cessful. Of standard machines, about 75 per cent are of 
American origin, while the rest come from Germany. 

The present year will be about the same as the one just 








tion and new machines were not purchased. However, 
typewriters were sold most of all. Competition between 
American and German machines has become very keen, 
but as the German manufacturer is not able to do business 
on a large scale like the American, the latter will probably 


be the winner. 





Portable typewriters are in great demand and will have a 
great future in Austria. Trade in copying machines is very 
bad and business in duplicators cannot be called favor- 
able, as dealers have still a large stock on hand and the 
demand is very small. Trade in calculating machines has 
been somewhat better and American competition is most 
keenly felt, especially that of the Monroe. Besides Ameri- 
can and German products, Swedish and Swiss products 
play a certain role. Business in bookkeeping and calculat- 
ing typewriters has been comparatively good and an in- 
creasing interest in these, makes itself noticeable. 

[rade in office furniture is bad, as far as inland trade is 
concerned, and Austrian manufacturers have to rely mostly 
on export trade, which, however, is greatly hindered by 
political conditions. Business in carbon paper and type- 

(Contiued on Page 99.) 

















Page 36 OFFICE APPLIANCES For March, 1926. 








Antonio Giorgio of Venice Receives Honor. 
Antonio Giorgio, one of the partners of the firm of Dam- 
iani & Giorgio, representatives of the Olivetti typewriter, 
with head offices in Venice and branches at Bologna, Flor- 
ence, Padua and Trieste, has been made a Knight of Work 





ANTONIO GIORGIO. 


by the King of Italy. This is said to be in Italy the most 
appreciated title one can get, being given only to those who 
have reached a certain position in life through their own 
personal merits exclusively, their own activity, ability and 
talent. 

Mr. Giorgio has always given his particular interest to 
tle typewriter business. For over twenty years he and his 
partner successfully handled the Underwood typewriter in 
Italy and the colonies. They are now giving their energies 
to the sale of the Italian typewriter, Olivetti, a machine of 
standard construction. Mr. Giorgio is interested, too, in 
office equipment generally, and for the sale and distribution 
of typewriters and. other office machines and devices his 
firm maintains a special staff with agencies throughout the 
entire territory covered by them. 

For his kindness, uprightness of character, sincerity and 
big-heartedness, Mr. Giorgio is beloved by his associates 
and co-workers of every degree and situation. Office Ap- 
pliances joins other friends in rejoicing over the well-de- 
served honor that has come to him. 

The Venetian papers, “I] Gazzettino” of January 5 and 
January 13, and “Gazzetta di Venezia” of January 5, pub- 
lished reports of the recognition which had come to Mr. 
Giorgio and gave some biographical information which we 
present in brief: 

Antonio Giorgio was born in Mestre in 1879. At the age 
of thirteen, after the schooling usually given a lad of that 
age, he went to work, but continued his studies at the same 
time. Owing to his natural talent, strong will and quick 
perceptions, he steadily advanced and in a comparatively 
short time found himself at the head of important concerns 
in various lines. Aside from his activities in establishing 
typewriter and office equipment agencies in Venice, Padua, 
Verona, Trieste, Bologna, Florence, Rome, Naples, Genoa 
and Milan, he has found time to interest himself in the cal- 
cium carbide industry, organizing a trust for Italy and the 
colonies, where all the Italian manufacturers in the indus- 
try meet and discuss the problems of their line. Mr. Giorgio 
is president of this organization, whose members employ 
thousands of workmen and clerks and keep going the year 
arourd some 80,000 railway cars and hundreds of boats. 


Mr. Giorgio has been Italy’s official representative in 
several international conventions, notably at Vienna, Paris 
and Brussels, where he performed fine service in sustaining 
and protecting the commercial rights of his countrymen. 
At the outbreak of the war, although he could have avoided 


active service, he insisted upon going to face the perils and 
hardships which were the common lot of the men at the 
front. He was soon promoted to a captaincy, was given a 
silver medal for military valor and three war crosses, ac- 
companied by other official recognition of his services in the 
field 

Those who have long been readers of Office Appliances 
will recall occasional articles from Mr. Giorgio on Italian 
conditions in this industry. 


Publications From Other Lands. 

The periodicals listed have recently been received from 
other lands: 
Administrative Arbeid (Amsterdam) 
Bulletin de L’Institut Sténographique d 
Letras y Nimeros (Guayaquil, Equador) 
Brazilian American (Rio de Janeiro). 
Papier-und-—Schreibwaren-—Zeitung (Vienna) 
Schreibmaschinen-und-Biirobedarf-Zeitung (Vienna) 
Papier-—Zeitung (Berlin). 
Revue Sténographique Belge (Brussels) 
Le Journal des Imprimeurs, 
(Paris). 

El Arte Tipografico y el Escritorio (New 
Exito (Barcelona). 
siiro Bedarf-Rundschau, Berlin. 
Die Biiro-—Industrie (Berlin). 
Papier-—und-Schreibwaren-—Anzeiger (Vienna) 
La Revue du Bureau (Paris). 
Mon Bureau (Paris). 
Zeitschrift fiir Biirobedarf (Hamburg) 
Ii Successo negli Affari (Milan). 
La Revue de I'Efficience 
Papyrus (Paris). 
Le Sténographe Illustré (Paris). 
Bulletin Real (Paris). 
Revue d’Expansion Economique (Geneva) 
Organization (Berlin). 
Kancélar (Prague). 
Gutenberg (Medellin, Colombia). 
De Motortijd in Indie (Semarang, Java) 
El Imparcial (San Juan, P. R.). 


France (Paris). 


Typographes et Lithographes 


York) 


(Brussels). 


German Trade Reports and Opportunities (American Cham- 
ber of Commerce in Germany, Beriin). 

The Irish Printer (Dublin). 

Journal of the American Chamber of Commerc: n Belgium 


(Brussels). 

Levant Trade Review 
the Levant, Constantinople). 

The Packing World (London). 

Retail Selling and Shop Management 

Sales Management and the Sales Manager (London) 

The South African Printer & Stationer (Johannesburg). 

The South African Stationery Trades 
burg). 

System (London). 

LInventore (Turin). 

Eerste Nederlandsche Verzekering—Maatschappij op het 
en Tegen Invaliditeit (The Hague). 


(American Chamber of Commerce for 
(London) 


Journal (Johannes- 


Leven 


Canadian Business Conditions to Improve. 
According to the Burroughs Bulletin (Burroughs Adding 
Machine Company), “Current business indications in Canada 
belief that 
business there.” The general outlook is better than it has 
been since 1920. While the upward trend does not mean 
unbounded prosperity in the immediate future, it is the 


warrant the 1926 will bring improvement in 


opinion of competent authorities that it does signify a grad- 
ual climb to a satisfactory level. “There has been a notable 
movement of Canadians returning to Canada from the 
United States recently. With the increasing employment 
in the dominion, there should be a greater incentive to re- 
main there during the coming year. 

“The arrangement by which the British and Canadian 
governments and the transatlantic steamship companies will 
co-operate in offering very low rates to British immigrants 
to Canada is expected to attract a considerable number of 
settlers in 1926.” 
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Business Conditions in Bulgaria. 
By Const. H. Dimitroff. 
Sliven, Bulgaria. 

ANY gloomy pages will enter into the political his- 

tory of Bulgaria for the year which has just expired. 
The twelve months just ended witnessed many 
unhappy events. The country has been passing again 
through a very severe time. Serious political difficulties 
have been looming until lately on the horizon of Bulgaria. 

At the end of the World War leading statesmen of many 
countries took part in a conference held in Paris for the 
pacification of the world and the solution of the war- 
created problems. 

Animated by a sentiment of revenge they imagined at 
the time that by any one-sided peace pact they would for- 
mulate the volcano of the Balkan Peninsula would soon be- 
come extinct, but, unfortunately, the iniquitous and am- 
biguous character of the instruments of peace entered into 
between the belligerants had the effect of leaving this vol- 
cano in a state of intermittent activity. They rejected “Wil- 
son’s principles,” and the result is the continuous misery 
of Europe during the seven years past since peace has 
been signed. 

Under such circumstances business conditions in this 
country have been just as bad as they possibly can be, and 
there will be no possibility of steady improvement in busi- 
ness life as long as the big political, war-created problems 
remain unsettled. 

* * * 

Due to the general commercial depression, the year 1925 
has not been a favorable one for the sale of office equip- 
ment appliances, because, as a general rule, business men 
do not modernize their offices when trade is not flourishing. 
However, I want to point out the fact that Bulgaria has 
been and still remains a fertile, virgin field for foreign office 
equipment manufacturers who want to enter this market. 
Of all office requisites in this country there are being manu- 
factured only wood office furniture, inks and adhesives and 
lately in Bourges, a Bulgarian port on the Black Sea, has 
been erected the first factory for the production of wood 
pencils. 

Therefore all office requisites beginning with a simple 


FRENCH OFFICE EQUIP- 
MENT HOUSE IN THE CITY 
WHERE BARBAROSSA DE- 
FIED THE POWER OF 
CHARLES V.—Establishment of 
Jacques Lefebvre, 15 rue Du- 
mont d@’Urville, Algiers, Algeria. 
Mr. Lefebvre deals in Royal 
typewriters, D. Gestetner rotary 
ecyclostyles, Addressopress ad-— 
dressing machines, Sundstrand 
adding machines, Victoria cop— 
iers, office furniture, supplies, 
ete. If the stones of the street 
could talk what tales they might 
tell of wild days and wilder 
nights before French naval guns 
and French bayonets came to 
enforce respect for law upon the 
Corsairs of the Barbary Coast! 
The French did a fine job of it 
and now one may sell typewrit-— 
ers in peace and defy the ghosts 
of history 





paper clip and coming to the most elaborate office machin- 
ery, have to be imported from foreign countries. Let me 
call the attention of manufacturers of office equipment 
appliances, who want to enter this market, to the fact that, 
as a general rule, people of small countries, with limited 
resources, buy merchandise for its price appeal. Not qual- 
ity, but price remains the dominating factor in commercial 
transactions. 

During the year 1925 Bulgaria has experfenced a great 
money stringency and I do not think that the end of our 
financial crisis and business depression is in sight, as it 
would be very difficult, if not impossible, to restore the 
country to a sound economic status without outside finan- 
cial assistance. The reparations the country has been obli- 
gated to pay are altogether out of proportion to its national 
wealth and resources. Besides, considerable sums have 
also to be paid for interest on national prewar loans. 

Bulgaria is essentially an agricultural country and her 
sources of wealth are the crops. Our grain crops in 1924 
were quite poor, and during the first quarter of 1925 we had 
to import grain and flour to feed the citizens of the country. 

One of our staple articles of export is tobacco, and during 
1925, there being no demand on the European market for 
this commodity, there are still important stocks to be found 
in the country which could not be exported. It is very 
stimulating to note that the whole production of attar of 
roses in this country has been bought and exported by 
American firms. 

Although there are as yet no official statistics published, 
there is no doubt that we will have an adverse commercial 
balance for the year 1925. Another dark spot on the com- 
mercial horizon of Bulgaria is the failure of the individual 
income to keep pace with the advance in cost of manufac- 
tured goods and generally with the increasing prices of 
commodities of prime necessity, which results in diminish- 
ing the purchasing power of the population, the salaried 
class being most affected. The lessened purchasing power 
of the individual coupled with the money stringency of the 
country and the depreciated national currency have the 
effect of making prices of certain office devices prohibitive 
for the average buyer. 

To prove this assertion I would not take as example a 
high-grade adding or calculating machine, or even a 

(Continued on Page 101.) 
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Snapshots and Sketches 


Sixty-three Years with One 
House. 

The following sketch is reprinted 
from the New York Sun of January 
22. It recounts a remarkable period 
of service which readers will scan with 
interest, rejoicing that the subject of 
this sketch is still among us in sound 
health and vigor. 

Sixty-three years with the same New 
York firm is the unusual record of 
Edward Suydam’s services with Cor- 
lies, Macy & Co. of this city. Mr. 
Suydam, a boy of 15, came over from 
his home in Brooklyn on January 19, 





= 
EDWARD SUYDAM. 


1863, to take up the first regular job 
he had ever had. That was twenty 
years before the Brooklyn bridge was 
opened. He rode over on a Fulton 
ferryboat; the East River was lined 
with sailing vessels from “down East” 
and foreign ports; the highest point on 
the New York skyline, as he remem- 
bers it, was the spire of Trinity church. 
Greater New York was a generation 
in the future, though it had not been 
unthought of. 

Abraham Lincoln was president 
then, and Mr. Suydam, born in the 
last year of James K. Polk’s term, had 
already lived through the Taylor, Fill- 
more, Pierce and Buchanan adminis- 
trations. The war between the states 
was at its height and at the luncheon 
hour of his first day young Suydam 
saw many blue uniformed soldiers in 
the streets and in the City Hall Park. 
Seme were convalescents returned 
from the field, others were marching 
down Broadway to go to the front. He 
wished he was a soldier; some of his 
boy friends in Brooklyn not much old- 
er than he was had enlisted, but he 
was declared too young for service. 
He evened matters up by joining the 
National Guard; he stuck to that as he 
did to his job, and he would still have 
been a guardsman if the state was not 
too particular about drawing the age 
limit. 


One of the great buildings of the 
city then, one of its show places, was 
Alexander Stewart’s marble store at 
Broadway and Chambers street—it 
was built the year young Suydam was 
born—and as a youthful financier he 
took note that Mr. Stewart in 1863 felt 
the uptown trend of retail trade. There 
were still fine shops in Canal street 
and Grand street, but there was un- 
mistakable proof that retail business 
was headed for Fourteenth street, pos- 
sibly for Twenty-third street. People 
spoke in those days of going up to 
Yorkville, and of driving to Harlem 
or to High Bridge for a° day’s picnic 
or outing. 

In the sixty-three years since Mr. 
Suydam went to work the original 
members of the firm, young men when 
he started with them, have passed on 
and second and third generations have 
come to take their places. He has just 
continued on coming over from Brook- 
lyn to work. 

Thirteen vears ago, on his fiftieth 
anniversary with the firm, his employ- 
ers proposed to retire him on a pen- 
sion. They made the same proposal 
the next year and the next, and then, 
when they saw that he was putting as 
much spirit and vim in his work as he 
ever did, they stopped bothering him 
about retiring. 

How does he keep it up? his friends 
ask him. He has no secret for lon- 
gevity, no recipe for living. He just 
goes on working, happy in his job and 
glad that he is able to keep at it. 


A Veteran Paper Maker. 

Andrew J. Reed is perhaps the dean 
of the paper makers in point of con- 
tinuous service with one company. Mr. 
Reed followed in the footsteps of his 
father, who himself was a paper maker. 

The elder Reed was a native of Scot- 
land and came to this country when 
eighteen years old, starting in the 
paper business in Lee, Mass. He later 
became superintendent of the Thomas 
Colt paper mill, located at the site 
where the Government mill now stands 
in Dalton. The Colt mill was engaged 
in making collar paper which was used 
in making paper collars, so much in 
vogue many years ago. His son, An- 
drew J. Reed, the subject of the pres- 
ent sketch, entered the employ of the 
Byron Weston Company at Dalton in 
1870 at the age of sixteen years. At 
that time Byron Weston took a very 
personal interest in his business and in 
addition to the executive management 
of the company also did the bookkeep- 
ing and selling, besides taking an ac- 
tive part in the actual manufacture of 
Byron Weston ledger. Mr. Reed was 


quite a favorite of Byron Weston and 
served his apprenticeship with credit 
in practically all of the manufacturing 
departments. 

He started by jogging the rough 
paper and rose up into the loft and 
drying rooms where he learned to 
“hang” and “pole.” From there he 
went on into the finishing room work- 
ing on the cutter, drier and calendar 

At the time Mr. Reed started to 
work in 1870 his salary was fifty cents 
a day and it was the custom to work 
eleven hours during the summer and 


eight hours in the winter to take ad 





ANDREW J. REED 
vantage of the long daylight during 
the summer, as the mill was not 
equipped with lights. 

During the time Byron Weston was 
lieutenant governor of Massachusetts 
many distinguished men visited his 
mill and Mr. Reed was generally given 
th honor of conducting them. 

During his boyhood and early ap- 
prenticeship in the paper business Mr. 
Reed had as one of his playmates the 
late Senator William Murray Crane. 

Mr. Reed has seen many changes in 
the paper business in his fifty-five 
years with the Byron Weston Com- 
pany. 

When he was a boy a ream of paper 
was four hundred and eighty sheets. 
The reams were not wrapped and 
labeled as they are now, but were 
either banded or tied with string. The 
method of designating sizes and 
weights of paper now as sizes and sub- 
stance numbers was not used then. At 
that time size was referred to by name, 
such as royal, medium, double crown, 
double elephant, etc., and instead of 
substance numbers now used, the ac- 
tual weight of that size was used, such 
as 18x23—40 Ib. “Sub. No. 36” was re- 
ferred to as “40 lb. medium.” 

Mr. Reed is probably one of the 
oldest and most experienced high grade 
paper makers in this country 





RE 


* MORE 











as - —————— 





——— a) 


Page 39 OFFICE APPLIANCES For March, 1926. 




















. 
‘ 
7 











J 


Q 


Ce ee ae oe a a a a a ae ae a a) 


CES 
~ 


‘NEWS and 
MISCELLANY 


4 


27 


SS es 





‘ 
Se 








in Every Section of the Field. 


Mr. Rand’s Forecast for the Year. 

In the January issue of Kardex Service, published by the 
Rand-Kardex Bureau, Inc., Tonawanda, New York, James 
H. Rand, Jr., gave an interesting forecast for the year. Its 
substance is as follows: 

Business enters the year with the best foundation for 
prosperity that has been seen for many years. 

Fundamental conditions are in balance and there is no 
visible situation which threatens our good times. Com- 
modity prices are relatively stable, money is plentiful and 
the balance between agricultural and industrial commodities 
is Once more near normal. 

Employment is excellent and wages are at a new high 
mark. The income of the average man will buy thirty- 
nine per cent more than it did five years ago. Business 
men are enjoying a period of sound confidence. National 
prosperity is like personal prosperity. So long as we con- 
tinue to work and earn our rewards, we make progress 
and prosper. 

Collins Organizes Company at Oklahoma City. 

D. W. Collins has organized The Collins Stationery Com- 
pany at Oklahoma City, Okla. He will be remembered as 
one of the organizers of the Western Bank Supply Com- 
pany. Mr. Collins was president of the corporation fifteen 
years. 

The Collins Stationery Company does a manufacturing 
stationer business, and deals in bank and office equipment. 
This company is building up a catalogue file of the office 
and bank equipment and stationery lines. Manufacturers 
are invited to send their catalogues and other information, 
addressed for the care of D. W. Collins. 


Sperb Re-elected Head of Optimists. 

A. H. Sperb has been re-elected president of the Opti- 
mist Club of San Francisco. He is manager there for the 
Woodstock Typewriter Company, and re-election to presi- 
dency has never before been duplicated. No man _ has 
ever before been prevailed upon to serve more than one 
year. 

In San Francisco the civic clubs have a novel organiza- 
tion, the Secretary and President Club. Mr. Sperb has 
been elected president of this organization also. To that 
body the president and secretary of such clubs as the 
Rotary, Kiwanis, Downtown Association, etc., send their 


respective presidents and secretaries. 


Tell the Truth About Atlanta. 

Ivan Allen, chairman of the Forward Atlanta Commis- 
sion, contributed an article to the February number of The 
City Builder of that city in which he presented convincingly 
the advantages of a sane, loyal and truthful advertising 
campaign portraying Atlanta as Atlanta is. He described 
how an Atlanta agency assisted by the Industrial Bureau 
of the Chamber of Commerce spent many weeks in inten- 
sive research before they began their work of applying facts 
to the known problems at hand. The result is that the 
advertising now done by the city of Atlanta is intended to 
attract those industries for which Atlanta has peculiar ad- 
vantages. Thus, some of the finest city advertising is 
being gotten up that can be found anywhere. 

The same number of The City Builder contains a refer- 
ence to our old friend, Frank L. Stanton, the poet. The 
frontispiece of the number is a poem entitled “Together,” 
by Frank L. Stanton, and an article about him opposite 
the frontispiece. 

Opposite Mr. Allen’s article, “Advertising Atlanta as 
Atlanta is,” appears a plate of portraits with Mr. Allen’s 
likeness in the center surrounded by fourteen of the other 
prominent business men of Atlanta. 


Pleas In N. C. R. Contempt Case. 

A plea of “not guilty’ was entered in the case of ninety 
sales agents of The National Cash Register Company for 
contempt of court, in the United States Court at Cincin- 
nati, Ohio, February 15. The defendants were charged with 
violating an injunction issued against the Dayton corpora- 
tion in 1916, restraining that company and its employees 
from pursuing unfair sales practices. Counsel for the de- 
fendants appeared in the Federal court and entered oral 
pleas of “not guilty.” 


M. M. Ranstead & Company has opened for business at 
166 West Adams street, Chicago, Ill. The company was 
organized to conduct a general commercial furniture and 
stationery business. M. M. Ranstead, the head of the busi- 
ness, was formerly a member of the firm of Just & Ran- 
stead. Before that concern was organized he had been with 
S. D. Childs & Company. 

L.. F. Oglin has joined this business as outside salesman. 
He resigned from the staff of Stevens, Maloney & Com- 
pany after fifteen years’ connection with that stationery 
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Annual Report of Underwood Typewriter Co. 





From The Wall Street Journal of February 11. 





Underwood Typewriter Company, for year ended De- 
cember 31, 1925, reports net income of $2,700,754 after 
charges and federal taxes, equivalent after preferred divi- 
dends, to $6.13 a share (par $25) earned on $10,000,000 com- 
mon stock. This compares with $1,917,638 or $4.16 a share 
in 1924. 

Income account for 1925 compares as follows: 

1925 1924 1923 1922 
. .$3,314,580 $2,355,586 $2,881,968 $1,972,937 
203,408 219,937 311,274 


Net earn. 
Other inc. .... 211,406 





Total inc. ..$3,525,986 $2,558,994 $3,101,905 $2,284,211 
Depreciation ..$ 244,731 $ 263,784 $ 250,112 $ 199,380 
Emp. prof. sh.. 188,501 90,972 218,208 108,416 
Pee, te. scan 392,000 286,600 350,000 275,000 





- -$2,700,754 $1,917,638 $2,283,585 $1,701,415 
--$ 246,750 $ 253,750 $ 260,750 $ 267,750 
1,600,000 1,200,000 ‘1,050,000 900,000 


Net inc. .. 
Pfd. divs. 


Com. divs. 





Surplus ....$ 854,004 $ 463,888 $ 972,835 $ 533,665 


General balance sheet of Underwood Typewriter Co., Inc., 
as of December 31, 1925, compared as follows: 


Assets. 
1925 1924 1923 1922 
Gdwl., etc. ....$7,995,720 $7,995,720 $7,995,720 $7,995,720 
Plant, etc. .... 4,823,551 4,770,711 4,841,282 4,567,772 
Stks. owned .. 593,348 248,481 247,940 292,985 
Spl. cap. res... 105,600 135,500 195,000 181,500 
Fevemt. .ccccss 6,412,786 7,336,510 5,950,207 5,570,073 


Accts. and 

notes rec. ... 7,898,062 6,044,261 6,501,878 5,594,468 
WEES cuvansus 1,767,995 2,218,527 1,380,979 1,202,543 
Mtge. rec. ... Pere 
U. S. bds., etc. 64,999 64,999 64,999 64,999 
Fur. and fixt.. 369,278 387,896 337,994 319,383 
Prep. ins., etc. 151,143 130,207 119,373 117,020 








We iietuor $30,211,982 $29,332,812 $27,635,372 $25,906,463 
Liabilities. 

TM oud $ 3,500,000 $ 3,600,000 $ 3,700,000 $ 3,800,000 
Com. stk. . 10,000,000 *10,000,000 *10,000,000 9,000,000 
Notes pay. 1,500,000 1,500,000 ........ 1,000,450 
Acct. pay. ... 911,144 747,940 782,501 796,628 
BaP. 960. «... 230,195 201,104 134,421 282,092 
Fed. tax. res., 

RS candy a 611,993 771,901 801,484 689,205 
Bonus res. .. 188,502 90,972 218,209 108,416 
Mtg. on rity.. 80,000 83,000 ee 
Divs. pay. ... 361,250 363,000 364,750 291,500 
Sereins ...<. 12,828,898 11,974,895 11,511,007 9,938,172 

Me cdseas $30,211,982 $29,332,812 $27,635,372 $25,906,463 





*Represented by 400,000 shares, par value $25 per share. 

John T. Underwood, president of Underwood Typewriter 
Co., in remarks accompanying the annual report, says: 

“The year 1925 ranks among the most successful in the 
company’s history and in certain respects all previous rec- 
ords have been broken. Production of typewriters was 
largest in history of company. Domestic sales were like- 
wise largest in our history. Sales of typewriters to foreign 
countries also reached satisfactory proportions, having been 
exceeded but once, when the demand for replenishment fol- 
lowing the war enabled us to establish a record in export 


sales. Sales of the Underwood standard bookkeeping ma- 
chines, both foreign and domestic, broke all previous rec- 
ords. 

“Outlook for the current year is encouraging and we are 
optimistic enough to look for even increased results.” 

During 1925 the company retired $100,000 of preferred, 
leaving $1,500,000 in preferred stock outstanding at end of 
the year. Out of earnings $188,501 was set aside for em- 
ployes under the profit-sharing agreement. 


Rand Kardex Bureau, Inc., Net Earnings. 

The following statement is reprinted from a New York 
paper of February 10: 

The total net earnings of the Rand Kardex Bureau, Inc., 
and subsidiaries, after depreciation but before interest and 
federal taxes for the quarter ending December 31, 1925, 
amounted to $921,752, which represents an increase of ap- 
proximately 50 per cent over the average earnings for the 
first three quarters of the year 1925. Earnings for the 
quarter ending December 31, 1925, after deducting all 
charges and preferred dividends, were at the rate of ap- 
proximately $7.77 a share a year. Due to the fact that the 
consolidation of the Rand Kardex Company and Library 
Bureau became effective only in November, 1925, the state- 
ment for the quarter does not reflect the economies which 
will be brought about as a result of the consolidation. 

Annual Report of the American Multigraph 
Company. 

The American Multigraph Company held its stockhold- 
ers’ annual meeting on February 9. President H. C. Os- 
born, in his annual statement, reviewed the development of 
business from the last quarter of 1922 up to the present 
time. Following the world war, it appeared that business 
in general as a result of expanded plant facilities concen- 
trated on sales volume at the expense of its cost. Recently, 
however, conservative men have been forced to give atten- 
tion to the constantly increasing market cost. Here the 
Multigraph Company is able to show conspicuous accom- 
plishment. President Osborn showed that while the vol- 
ume of sales in 1925 was about 10.6 per cent under the 
volume of the previous year, yet the net profits increased 
23.6 per cent. Unprofitable business was cut out, with a 
resulting slight reduction of field personnel, but the earn- 
ings of division managers and salesmen averaged better in 
1925 than in 1924. The company was able to reduce per- 
sonnel without sacrificing efficiency. Reductions were made 
in practically every class of elastic field overhead. There 
have also been administrative economies and the sum of all 
these things has resulted in a conspicuous gain, particularly 
as they have been accomplished without weakening the 
sales or administrative personnel. As a result of the con- 
ditions developing since the Fall of 1924 and the adminis- 
trative improvements effected, the company has been able 
to retire the remainder of its preferred stock amounting 
to $301,500, anticipating provisions in the stock issue for its 
final maturity. The company also out of surplus earnings 
financed the gross plant increase of $59,408 for 1925 over 
and above that provided for new product development. 

Earnings left in the business during 1925 totaled $103,175. 
After deducting $11,900 written off on foreign patents last 
March and a redemption cost of $5,948 on preferred stock, 
the unappropriated surplus shows an increase from $928,- 
223 at December 31, 1924, to $1,013,550 at December 31, 
1925. In addition to this, dividends of $15,435 on preferred 
stock, the company has paid $183,309 on outstanding com- 
mon or $1.60 per share. Net earnings for 1925 amounted 
to $2.50 per share, compared with $1.90 for 1924. 

At this point President Osborn, following his usual cus- 
tom, attached the reports of departmental managers. The 
consolidated general balance sheet of December 31, 1925, 
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presented the following figures, showing that the company 
is in a strong position: 
Assets. 
Current Assets: 
Cash—Genefal ©. : ..%..2..00200 $148,353.93 
Notes Receivable—Customers . 450,031.83 
Accounts Receivable— 
CIS kadndsdc veaena 563,041.64 
er Perr ere 21,782.01 
United States treasury notes 
and Liberty loan bonds—at 
OO cca oeee ie whentes 249,593.76 
Accrued Interest Receivable.. 1,340:73 
Inventories, based on cost val- 
uation of stock taken by the 
company at branches and on 
cost valuation of stock at 
plant, shown by continuous 
stock records operated as a 
part of a cost accounting sys- 
tem (no quantities verified by 
audit )— 
Finished Goods at Branches 272,462.01 
Finished and in Process 


Goods at plant.......... 498,177.80 
Material and supplies at 
DON aan aithik thd cen aren 124,688.31 
Total current. assets......6.005. $2,329,458.02 
Property: 
OO ECC OC oF PaO ee ate $ 42,307.44 
EE EE RR Ee 428,195.13 
Machinery, tools and equipment 975,694.89 
Automobiles and trucks....... 12,502.60 
Furniture and fixtures........ 106,825.03 
Equipment at branches....... 155,004.47 
Patterns and drawings........ 57,794.99 
Leased Compotypes .......... 96,850.00 
WORMED WRONG inns canceseasas $1,875,174.55 
Patent Rights and development expenses, etc., 
Rimamortived BAMOe ... csi cccclocascsencs 197,208.68 


Deferred Debit Items...........c.ccceee. 48,250.92 





WE ines cae weds $4,450,092,17 
Current Liabilities. 
Accounts payable ................$102,484.14 
Salaries, wages and bonuses..... 30,484.11 


ee ne nee aera rae 18,093.02 
Accrued Accounts: 





Real and personal property taxes 42,679.18 
BSICOUMS SHES .os wa dnee ds deees 40,717.32 
Rent and other expenses...... 5,729.31 
Total current liabilities.......... $ 240,187.08 
Reserves: 
Oe ee $623,610.47 
ee. a 124,996.50 
lire losses at branches....... 47,302.99 
Ce rr 855,909.96 
Shareholders’ Equity represented 
by 114,575 shares, without nomi- 
nal or par value: 
Paid in Capital. ....5....+.:$2,340446.00 
Profit and Loss Surplus, per 
EO SN desicas aeuase 1,013,550.13 
Total Shareholders’ Equity...... 3,353,995.13 
RO citrate. jasvtdnucediasas Se 


The foregoing figures are those of Haskins & Sells, pub- 
lic accountants. 

Burroughs Declares March Dividends. 

The regular quarterly dividend of $1.75 a share was de- 
clared on the preferred stock of the Burroughs Adding 
Machine Company at the meeting of the board of directors 
February 16. A dividend of seventy-five cents was de- 
clared on the non-par value stock. Both dividends are 
payable March 31, 1925, on stock of record at the close of 
business March 15. 


Quarterly Dividend on Remington Stock. 

On February 9, 1926, the board of directors of the Rem- 
ington Typewriter Company declared a quarterly divided of 
$1.75 per share on the first preferred and Series S first pre- 
ferred stock, payable April 1, 1926, to stockholders of 
record March 15, 1926. 

The board of directors also declared a quarterly dividend 
of $2.00 per share on the second preferred stock, payable 
April 1, 1926, to stockholders of record March 15, 1926, 





Styler Enters Real Estate Business. 

Charles Francis Styler, familiarly known to the station- 
ery trade since September, 1915, as “Hi Sty from Chi,” is 
leaving Stevens, Maloney & Company, Chicago, to return 
to the real estate business. He made the change on March 1. 

Styler is still a young man and started growing during 
the time that skyscrapers were shooting up at a rapid rate 
around Chicago. The result was that Nature, possibly in 
a spirit of emulation, refused to let him quit growing until 
he achieved six feet and five inches. 

At one time he represented the Imperial Methods Com- 
pany and he used to have the hotel pull two beds together 
so that he could sleep in comfort. Traveling in Pullman 
cars was always a problem to Styler, unless he could get 
the window open and extend the lower part of his anatomy 
out into the atmosphere. 

Fortunately, Styler is not fat, so that the problem of 
folding up offers no insuperable difficulties. 

Mr. Styler’s first position after leaving school was as a 
stenographer to the chief clerk of the Tariff Bureau of the 
Chicago, Milwaukee and St. Paul Railroad. In 1912 he 
started in the renting department of a well known Chicago 
South Side real estate firm. He left that position to go 
with Fred Butenschoen of the Imperial Methods Company, 
remaining with this company until July 28, 1918. At this 
time, after many attempts to enlist in the United States 
army and navy, he volunteered his services as a civilian 
and was accepted by the Quartermaster Corps and placed 
in the administration division in charge of office equipment 
and appliances. He remained in this work until January 
19, 1919, when he returned to the Imperial Methods Com- 
pany, but in the following April his health became impaired 
and he was obliged to retire for several months’ rest. 

In May of 1920 he joined the staff of Stevens, Maloney & 
Company with the idea originally of getting out a catalogue, 
which was prevented by the slump of business which oc- 
curred throughout the United States at that time. He 
carried on, however, in other capacities and early in 1926 
compiled and edited one of the finest catalogues ever pub- 
lished by any stationery house. 

On and after March 1, Friend Styler will be located at 
8941 Loomis street, East Beverly, II. 

We are authorized to say that Styler’s friends in the of- 
fice equipment industry will not be forgotten and may ex- 
pect occasional holiday cards with “Hi Sty from Chi” in 
some pose or other. 

A Marchant Conference in Cincinnati. 

The Marchant Calculating Machine Company a few 
weeks ago concluded a two-day conference at the Hotel 
Sinton in Cincinnati, O., in charge of W. R. Brown, special 
representative of the sales department, on his return trip 
to New York, after visiting some of the company’s offices 
in the South, Southwest and Central part of the country. 

The following attended the Cincinnati conference: L. G. 
King of Lexington, Ky., who opens up the new office at 
Louisville on February 1; William Grepp, district manager 
at Indianapolis; Thomas O. Laird, representative, Charles- 
ton, W. Va.; J. L. Gruber, representative, Columbus, O.; 
Fred Brandhorst, representative, Cincinnati, and C. E. 
Russell, district manager, Cincinnati, O. 
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CLARA F. MALHOIT 
Treasurer 


CHARLES H. EVERLY 
Vice-President 


O. A. Gets Some New Officers. 

At the annual meeting of The Office Appliance Com- 
pany, held in Chicago on February 4, the following new 
officers were elected: Charles H. Everly, vice president; 
Donald C. Miller, vice president; Clara F. Malhoit, treas- 
urer; John A. Gilbert, secretary and member of the board 
of directors. 

A. H. Hitchcock, for eighteen years vice president and 
a director of The Office Appliance Company, has resigned 
his office on account of the removal of his residence from 
Chicago to Mountain Lakes, N. J. Mr. Hitchcock retains 
his stockholdings in the company and his interest in the 
Hitchcock Publishing Company. He will make occasional 
visits to Chicago during the year. 


Barbee Reopens Chicago Office. 

The Barbee Wire & Iron Works, originators of the wire 
basket business and known to the trade for many years, 
have reopened their sales office at the old address, 440 Con- 
way building, Chicago. 

The office will be in charge of the president of the com- 
pany, Walter B. Rix, who will be glad to see any of his 
many friends in the trade when they are in Chicago. 

This company makes a complete line of wire baskets 
for office use. 

Correspondence should be sent to the above address. 


WINDOW DISPLAY IN AT- 
TRACTIVE NEW STORE OF 
TUELL & SMITH, DEALERS 
IN OFFICE MACHINES EX- 
CLUSIVELY, ORLANDO, FLA. 
—The store is at 6 South Main 
street. in the Central Arcade 
building. The company carries 
Royal typewriters, Regal Royal 
rebuilts, Corona portable type— 
writers, Sundstrand adding ma4 
chines, Kardex visible index 
and other devices. On the right, 
through the open door, one can 
see a part of the interior of the 
store, with the desks of Mr. 
Tuell and Mr. Smith facing each 
other beneath a double Emeral-— 
ite desk lamp. They have just 
become authorized dealers for 
the Edison—Dick Mimeograph in 
Orlando. 











JOHN A. GILBERT 
Secretary-—Director 


DONALD C. MILLER 
Vice-President 


Some Added Personnel for American Digest. 
The Equipment Research Corporation of Chicago, pub- 


lishers of a revised and enlarged loose leaf ed tl 


tion of the 
American Digest of Business Machines, has engaged A. J. 


Duffner as a member of the research staff Mr. Duttner 
is conversant with office machines and their uses, his ex 
perience having included the work of the purchasing agent, 
office manager, comptroller and efficiency engineer in large 
corporations. The new edition will include office furniture, 
filing equipment, etc., as well as office machines, and Mr 
Duffner’s familiarity with all this equipment will make his 
services valuable. 

J. H. McCarthy, originator of the Digest and editor of 
the original edition, is president of the Equipment Research 
Corporation. The vice-president is P. L. Sisson, an experi- 
enced business man, many of whose ideas are incorporated 
in the new edition of the Digest. CC. Lee Nelson is in 
charge of the mechanical and technical studies of machines 
by reason of his ability as a mechanical engineer 

The new edition is announced as a service, and its crea 
tion will result from the joint efforts of the four able men 
above named. 

The corporation has moved to larger offices in the Harris 
Trust building, Chicago. Present indications are that the 
new service will be ready in sixty to ninety days 
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Chicago Stamp Club Activities. 

A special meeting of the Chicago Stamp Club was held 
on Thursday noon, February 4, at the Hamilton Club. 
There were fifteen members present, and three visitors, 
namely, James Corbett, the I. S. M. A. field secretary; 
Charles Williams of Boston, and Charles Herr of Mil- 
waukee. 

Mr. Williams gave a few words of greeting, and then 
Mr. Herr told what the Milwaukee Stamp Club was doing 
and that conditions were very satisfactory. 

James Corbett gave much valuable information regard- 
ing the stamp business and the methods and practices of 
dealers in various parts of the country. He also outlined 
a very good procedure for meetings and requested the 
members to mention the coming convention of the I. 5%. 
M. A. in June in all their correspondence which they would 


have between now and June with other members. 


x * x 


The regular monthly meeting of the Chicago Stamp Club 
was held on February 17 at the Hotel La Salle. This was 
an evening meeting as usual, and the members gathered 
around the dinner table at 6 p. m. E. D. Gudgel of the 
R. D. Swisher Manufacturing Company, president of the 
Stamp Club, presided. 

General business conditions were discussed and some new 
ideas on selling were presented. A plan was also adopted 
by which the club should be able to accomplish more in 
the future 

Twenty-two members were present at this meeting. 


Purdy Takes Important Post. 

John Purdy, formerly assistant superintendent of the 
American Writing Machine Company, and more recently 
foreman of the service department of the Remington Type- 
writer Company of Chicago, is returning to Newark as 
superintendent of the factory of the American Writing 
Machine Company. He began in his new position about 
the middle of February. 


The Guest Book. 

SAM B. WHITE, Providence, R. I., paid a short visit to 
Office Appliances on February 2. 

JAMES E. NEARY, manager of the Geyer Publications 
of New York City, also called on February 2. 

B. A. TUTTLE of The Tuttle Corporation, South Bend, 
Ind., dropped in for a short time on February 5 during a 
business trip to Chicago. He was accompanied by R. E. 
TUTTLE of South Bend and A. E. HOMANN of La 
Porte, Ind 

J. S. SPROTT, general sales manager of The General 
Fireproofing Company, Youngstown, O., spent an hour in 
our office on the 12th. 

CHARLES R. SENIOR, sales manager of the American 
Clip Company, Long Island City, New York, visited Office 
Appliances last month. 

LELAND S. GRAFF of the Graff-Underwood Company, 
Boston, Mass., called on February 16. 

J. E. DANIEL, Preston Furniture Company of Canada, 
spent a short time in this office on February 17. 

A. JOHN EGGENBERGER, Pittsburgh, Penna., called 
at the office of this journal last month and spent an enjoya- 
ble hour with the editor. 

ARTHUR M. GILBERT, with the Jersey City Printing 
Company, Jersey City, N. J., was a visitor on February 23. 


Worth To Cover Boston For Esterbrook. 

Courtland J. Worth, New England representative of the 
Esterbrook Steel Pen Manufacturing Company of Camden, 
N. J., was recently introduced to the Boston customers, 
whom he will hereafter call on, by William I. Halsey, man- 
ager of the Esterbrook New York office. For many years 
Mr. Halsey has been covering the Boston territory as well 
as the New York territory. In future, Mr. Worth will take 
care of Boston as well as the entire New England section, 
giving Mr. Halsey more time to devote to the New York 


end of the business. 


The Robert E. Ramsay Organization Incorporates. 

The Robert E. Ramsay Organization, which has been 
operating as a partnership since its inception August 1, 
1925, has recently been incorporated. 

“There is no change in ownership, management, person- 
nel or policy,” stated Mr. Ramsay when interviewed in con- 
nection with it. 

Their offices are located in the Berkley building, 19 West 
Forty-fourth street, New York, N. Y. 





Excuse Us, Please! 





Mr. Dunbar Is General Manager. 

\n item concerning Charles E. Dunbar, formerly for a 
number of years with the Dalton Adding Machine Com- 
pany and the Noiseless Typewriter Company, appeared on 
page 24 of Office Appliances for February. It was stated 
that Mr. Dunbar had become sales director for Louis De 
Jonge & Co. of New York City. Instead of being sales 
director Mr. Dunbar is general manager of that company, 
having supervision over the entire business. Our apologies 
tor the error. 





Error in Terminology. 

On page 38 of Office Appliances for February a Medart 
cabinet made by the Fred Medart Manufacturing Company 
of St. Louis was described and pictured. By inadvertence 
it was referred to as a “filing cabinet,” whereas it does not 
come under the usually accepted definition of such a device, 
but is a storage cabinet for keeping supplies, etc. The error 
occurred in the lines under the cut, and is not easy to com- 
prehend, since the cut shows what is so obviously a storage 
and not a filing cabinet. Our apologies. 


Pardon, Mr. Mayor. 

[n the Guest Book column last month, in noting a call 
from H. W. Buse of the executive department of the Rem- 
ington Typewriter Company, it was stated that Mr. Buse 
is mayor of Wrigley Park, New Jersey. We apologize. 
Mr. Buse is mayor of Ridley Park, Pennsylvania—a fine 
town and a wonderful place in which to live. It’s flavor 


also lasts. 


Adding a Decade to Mr. Gerberich’s Service. 

An item on page 73 of the January issue referred to the 
seven years’ connection of C. E. Gerberich with the Lyon 
Metallic Construction Company, Aurora, Ill. The source 
of our information was incorrectly interpreted. Mr. Ger- 
berich had been with the company nineteen years. Far 
be it from us to minimize the years a man has spent in one 
connection, but judging by the Lyon folks we meet, time 
flies so fast in that organization that nineteen years seem 


as but seven 
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“Lifetime” Appoints an Export Manager. 

The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
is now interested in the export field. Hereafter the com- 
international influence rather than limited to 
national scope. C. N. Murray has been appointed export 
manager by W. A. Sheaffer, president of the company. 
Mr. Murray has been a member of the Sheaffer organiza- 
tion four and one-half years. He began his duties as man- 
ager of the showcase department, later taking charge of 
both showcase and repair departments. Then he was ap- 


pany is an 





Cc. N. MURRAY 


pointed office manager, in charge of shipping and stock 
records. 

During the war Mr. Murray was with the A., T. & S. F. 
Railroad, working as liason man between the Government 
and the railroads in the moving of troops and deciphering 
code messages. 

Jones New Royal Assistant Sales Manager. 

Paul W. Jones, an experienced member of the Royal or- 
ganization, was recently appointed sales manager in charge 
of nationa! accounts. His first responsible position was as 
manager of the Toledo office from which he was promoted 
to take charge of the Royal Company’s Kansas City branch. 
His record there finally represented more than one hundred 
fifty per cent of his quota. Mr. Jones’ personal record is 
that of a machine-a-day man every month from the moment 
he entered the Royal service. Mr. Jones has a pleasing 
personality, great courage and a fine record and the general 
office staff is proud to have him among them. 

Mr. Jones is a fine teacher. He understands the psychol- 
ogy of selling. He has studied the shorter cuts in persua- 
sion and knows the difference between the reason why 
approach and the approach with an emotional appeal. At 
the same time he is a natural salesman, proceeding in- 
stinctively along the right lines. He will be a welcome 
visitor in the offices of many managers who will be glad to 
learn from him some of his technique in selling. 


Remington Cash Register Wins Over National. 
The Remington Cash Register Company has won litiga- 
tion instituted by The National Cash Register Company. 
The latter sued the Remington Company over patent 
rights. The appellate division of a New York court found 
for the Remington Cash Register Company. This decision 
was carried to the Court of Appeals at Albany, N. Y., 
which confirmed the finding of the appellate division. 
Industrial Engineers to Meet at Philadelphia. 
The thirteenth annual convention of the Society of In- 
dustrial Engineers will take place at Philadelphia; at the 
Bellevue-Stratford Hotel, June 16-18. All of the papers and 


discussions will treat of practical methods for eliminating 
waste. The program of the convention is being arranged 
to cover all departments of a manufacturing business. 


White and Colored Thin-Lead Pencils. 

Engineers, architects and photographers find use for pen- 
cils with thin, white leads, American Lead 
Pencil Company have just added the No. 1215 White to 
their “Unique” line of thin-lead colored pencils, which are 
now supplied in the following numbers: No. 1206, blue; 
No. 1207, red; No. 1208, green; No. 1209, yellow, and No. 
1215, white. 

Draftsmen find the yellow and white valuable for mark 
artists and photographers use the No. 1206 


hence the 


ing blue prints; 
blue for photographs that are to be copied, and the general 
public are adopting the blue, red and green for checking, 
figuring, underscoring, notations, etc 

Samples and further particulars may be had by any 
dealer who will write to The American Lead Pencil Com 
pany, 220 Fifth avenue, New York City, New York. 


Duffield Heads “Y and E” School Service 
Department. 


David W. Duffield, formerly of the Paul Wier Cloud 
Studios of Boston, has been engaged as director of the 
School Service Department of the Yawman and Erbe 


Mr. Duffield 


resign d to 


Manufacturing Company of Rochester, N. Y. 
succeeds Miss Estelle B. Hunter, who has 
spend some time in Europe. 

Mr. Duffield, before his 
Studios, for a number of years was educational manager 
of Library Bureau. His work with public and private 
schools throughout the country is well known, especially 


connection with the Cloud 





DAVID W. DUFFIELD. 
In his capac 
School 


research an 


in connection with commercial departments. 
ity as director of the Yawman and Erbe 
Mr. Duffield direct the 
advisory service to schools home 
Rochester, N. Y., and will 
time in the field studying typical problems of school ad 
ministration and methods of commercial training. 


Service 
will 1 
from the 


Department, 


t 


office at 


also devote a great deal of 


The Yawman and Erbe Manufacturing Company School 
Service Department serves every type of educational in- 
stitution; it assists the school executives in planning better 
economical methods of administrative record 
systems. In addition, a special division of the “Y and E” 
School Service Department is improving 
methods of instruction in those commercial subjects which 
control, thus making 


and more 


devoted to 
are the basis of sound executive 
available to educational institutions the practical knowl 
edge which the Yawman and Erbe Manufacturing Com 
pany as systematizers have accumulated during the past 


half century. 
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HARRY BIRNEY 


The New Dalton Official Personnel. 


Dalton, president of the Dalton 


LANDSIEDEL. 


The death of James L. 
Adding Machine Company of Cincinnati, O., recorded in 


last month’s issue of Office Appliances, has taken away 
from this industry one of the strongest personalities who 
ever entered this field. He was a dominant figure by rea- 
son of his clear mind, his courage, his determination and 


He nominal 


head of his organization, and to every man in the industry 
the thought of the Dalton Adding Machine Company brings 


industry. was the real and not merely the 


up the mental picture of the tall, spare, dark, soberly 
garbed man who said nothing until he had something to 
say, but when he spoke, blazed forth with facts tersely 


and convincingly put. He was not an orator, but few men 
could state a proposition better, with more of convincing 
weight arising from profound knowledge of and belief in 
the cause he espoused. 

It need not be feared, however, that the passing of Mr 
Dalton, quietly dominant though he was in his company, 
leaves the organization without capable heads to carry it 
on. The company’s late president was far-sighted and rec- 
ognized clearly the uncertainties surrounding life and the 
inevitableness of death. The men who step in now to share 
among themselves those responsibilities which heretofore 
they have shared with the company’s founder, are trained 
executives who have spent years in the company’s service 
and who are familiar with every angle of the business with 
the success of which they have had much to do. They are 
capable men who can solve all problems and carry on the 


business to greater and still greater achievements. 


Dal- 
month 


the election of officers of the 
reached last 
We were, therefore, able 


The announcement of 
ton Adding Machine Company us as 
the journal was going to press. 
to publish only the names and positions of the three men 
upon whom the burden of executive responsibility will fall. 
Now, however, there is time for a sketch of each one of 
these gentlemen, whom it is our privilege to introduce to 
our readers in more detail than we have been able to do 
heretofore. 

Harry Landsiedel. 


Harry Landsiedel, the newly-elected president of the Dal- 
ton Adding Machine Company, was born in Philadelphia 


in 1883 and received his early education in the public 
schools in that city. His first job was in a machine shop 
when fourteen years of age at $2.50 per week. He con 


tinued his school work at night, and graduated from Temple 
University. He left Philadelphia at the age of twenty-one 
and became tool designer for The Standard Spinning Ma- 
chine Company of Pittsburgh, later becoming their assistant 
superintendent. 
he saw opportunities in the adding machine 
he secured a position as draftsman with the Dal 


Jelieving 


business, 





GRUBBS. 


HARRY C. 


DYSART. 


ton Company at Intelligent effort and hard 
work made him chief draftsman and later mechanical en- 


$25 per week. 


gineer, 

During the years he was actively engaged in engineering 
work, a new invention was born every sixty days. He is 
chiefly responsible for the new line of machines recently 
placed on the market. 

Mr. expert on patent matters, having 
to his credit nearly one hundred inventions on adding and 
In all of these things 
he received inspiration from his favorite saying: ‘Nothing 
will ever be attempted if all possible objections must be 


Landsiedel is an 


bookkeeping machine mechanisms. 


overcome first 

Early in 1915 Mr. Landsiedel became service manager 
and in this position built the ground-work for the present 
service his duties have in- 
creased many times since then, he always has kept in close 
personal touch with service matters throughout the field. 

Late in 1915 Mr. Landsiedel was promoted to general 
factory superintendent, and about the same time became 
a member of the board of directors and executive com- 
mittee. Within a year, with the same machinery, the fac- 
tory output was increased seventy-five per cent and he had 
built up a factory organization of department heads of the 
Mr. Landsiedel, however, always 
insisting that service be 


organization. Even though 


high-speed-steel variety. 
kept his hand on the throttle by 
built into the machine in order to keep repair calls at a 
minimum after the equipment had been placed in the office 
of the customer. 

Mr. Landsiedel became vice-president in June, 1920, and 
general manager in October, 1925. 

While the greater portion of Mr. Landsiedel’s time has 
been spent in developing the Dalton his position as vice- 
president within the last few years has brought him into 
field work from the sales and service 
order to build the newer models it was 
from a marketing viewpoint, 
painstaking and _ research 
which a knowledge of the accounting 
problems and working conditions of various types of busi- 
ness He supervised the sale of the bookkeeping 
machine during the introductory period, and is fully con- 
versant with the selling problems encountered by the men 
in the field 

Society doesn’t appeal to him. He divides his time be- 
tween his business and his home, presided over by Mrs. 
Landsiedel, of whom he says, “My beauty is mostly in my 
He has four children, three boys and a girl. 


Harry C. Grubbs. 
first vice-president, was born March 
Borden county, Mo., in the same sec- 


with 
In 
design 


close contact 
standpoint. 
to them 


required 


necessary 
which investigation 
involved gaining 


concerns. 


wife’s name 


Harry C. Grubbs, 


21, 1€86, at Lamar, 
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tion of the country that, twenty years before, had given 
James L. Dalton to the His early life was very 
much that of the average boy in a small town; it was not 
until 1904 that the story of Grubbs begins. In that year, 
at the age of eighteen, he struck out from home in search 
of fortune. In St. Louis, he found, through a job with the 
Universal Adding Machine Company, a niche in the in- 
dustry that was to claim him the rest of his business life. 
But he had not found the that was to be his 
company. That came the following year, when the new 
ten-key machine being manufactured at Poplar Bluff at- 
Arrived at the one-room factory of 
he became the 


world. 


company 


tracted his attention. 
the then Adding Typewriter 
fifteenth man on that company’s payroll. 

The first job of Harry Grubbs with the organization that 
was to become The Dalton Adding Machine Company was, 
perhaps, the lowliest position in the company’s tiny factory. 
It was the job of “burring” parts—pushing the parts across 
an emery wheel and thus removing the “burrs” left by the 


Company, 


punch press. 

But “burring’’ was scarcely to be 
In 1909, he was made foreman of an important de- 
Still young Grubbs wasn’t satisfied. He pre- 
So shortly afterward, he accepted a re- 


Harry Grubbs’ last 
job. 
partment. 
ferred the “field.” 
duction in salary to $20 a week, and became service man 
in the San Francisco agency, then as now under the direc- 
tion of W. W. Erskine. At the end of six months, Grubbs 
decided he could sell and at his own expense employed 
George Montgomery (present the Los Angeles 
agency) to handle his service work while he tried his hand 


head of 


at selling. 

So successful was Mr. Grubbs in this field that in 1912 
he was summoned to the factory and given the territory 
of Virginia and West Virginia, with agency headquarters 
at Richmond. During the next three years, he increased 
the number of Dalton owners in his territory from one to 


several hundred and in addition, recruited such men as 
T. J. Sheridan, W. K. Dau and J. A. Moore to the Dalton 
banner. 


In 1915, Mr. Grubbs was again summoned to the fac- 
tory and this time made “supervisor” of the first district, 
with headquarters at Pittsburgh. In this capacity he be- 
gan the perfection of the agency organization which still 
operates in the first district. Later, headquarters were 
moved to Philadelphia and later still, to New York where 
Mr. Grubbs reorganized the biggest Dalton agency. By 
1920, Mr. Grubbs had increased Dalton sales 1,200 per 
cent over the figure of 1915. 

In this year—1920—Grubbs was summoned a last time to 
the factory. This time he was elected vice-president of 
the company, member of the board of directors and of the 
executive committee and general director of sales. 

Most of the men in the sales organization know the 
Grubbs history since then; his reorganization of the finan- 
cial policy of the sales department, his simplification of 
record routine in agency offices, his introduction of the 
mass demonstration, his personal efforts directing the 1n- 
troduction of the Super model, cash register and Multiplex 
series of machines. 

No sketch of Mr. Grubbs would be complete without 
mention of his wife. He met her in Poplar Bluff shortly 
after joining Dalton. She was a Poplar Bluff girl, and as 
a child, had been trotted on the knee of the late James L. 
Dalton. The wedding took place shortly before Mr. Grubbs 
left for San Francisco to become service man there. Dur- 


ing the years in Richmond, Va., when the family income 
was lean, Mrs. Grubbs took charge of the agency office, 
sold machines and even occasionally handled a repair job. 
There is one child in the Grubbs family, Joy Virginia, aged 
seven, named as a result of the happy years in the Rich- 
mond territory. 


Birney Dysart. 
Birney Dysart, newly-elected secretary and treasurer, 
was born September 25, 1869, in Lancaster, a small town in 
North Central 
like that of most any other boy, was spent partly in school, 
partly in play, and considerably in work. 

While still in his teens he secured his first real position, 
that of court reporter. In this capacity he followed the 
circuit courts of rural Missouri about from town to town 
in the district near his home, and early earned the reputa- 
tion for and attention to details which 
mark his business career forever after. 

Court reporting, however, scarcely seemed the pinnacle 
of success to young Dysart, and so at twenty, he decided 
to become a banker. With little backing, acting practically 
on his nerve, he opened a bank in his home town and soon 
turned what looked originally like a forlorn hope into a 


Missouri, near the lowa line. His youth, 


accuracy was to 


very real success. 

But still the call of bigger finance sounded in Dysart’s 
ears. In 1899 he removed, with his family, to St. Louis, 
where he became a partner in a brokerage business in the 
heart of the St. Louis financial district. In stocks 
bonds, Mr. Dysart repeated the success which had charac- 
terized his banking operations in his home town, and he 
Louis 


and 


seemed destined to remain indefinitely in his St. 
office. 

In 1903, however, he became interested through James 
L. Dalton in the formation of a company to manufacture 
a new ten-key machine. Indeed, Mr. Dysart was already, 
privately and personally, interested in adding machines 
Their constant use in connection with his business, his own 
daily use of figures and figuring, had led him to believe 
that the machines of that day were by no means perfect, 
and he had conceived a few ideas of his own for the de- 
velopment of a finer figuring machine. 

So, in 1903, he readily became one of the incorporators 
and original investors in the Adding Typewriter Company, 
the little Poplar Bluff concern that was to father the in- 
ternationally known Dalton Adding Machine Company. 
Since this year, Mr. Dysart has been continuously an officer 
and director in the parent company and its successor. 

In 1915, Mr. Dysart was elected vice-president of the 
company. In 1921 he was named secretary and treasurer, 
and was made a member of the company’s executive com- 
mittee. These positions he has held with the company ever 
since. 

Mr. Dysart was married at Lancaster, Mo., in 1891, to 
Miss Eva Perin, who though born in Perintown, O., had 
spent the greater part of her life in Missouri. Mr. and 
Mrs. Dysart are the proud parents of three children, Sam 
C. Dysart, vice-president and treasurer of the Cuban sub- 
sidiaries of the Sinclair Oil Company; Mrs. Warl A. Bush, 
Hartford, Conn., and Mrs. Bonner Fellers, wife of a 
United States Army officer stationed at West Point. 

Extremely modest, Mr. Dysart has seldom been seen 
in the Dalton limelight. He has preferred always to remain 
in the background, quietly doing his work and a little bit 
more. But those close to the company management know 
his worth. They know how, through his financial sagacity 
and remarkable business judgment, he has been able to 
help steer the Dalton ship straight through the financial 
shoals and shallows that mark every business organiza- 
tion’s career. 

In 1911, at the request of James L. Dalton, Mr. Dysart 
gave up his brokerage business in St. Louis, and gave his 
entire time to the financial direction of the Dalton Com- 
pany. It was about this time that he contributed to the 
development of the Dalton the idea for the Dysart type, 
the remarkable adding machine type which is one hundred 
per cent stronger than the earlier models and eliminates 
ninety per cent of the springs ordinarily necessary. 





i aa 











Page 47 OFFICE APPLIANCES For March, 1926. 





Meetings—Conventions— Dinners 


Second Convention of First District, 
N. A. S. O. O. M. 


The second regional convention of the first regional dis- 
trict of the National Association took place on Monday, 
February ‘8, at the Chamber of Commerce, Boston, James 
T. Towhill, regional governor, presiding. He said that 
New England leads the way and intends to keep on doing 


SO. 


William H. Greenleaf, service manager of the Carter’s 
Ink Company, presented an address of welcome, referring 
to the regional meeting as association work at its best. 
The association should be used for testing the ideas of 
members and making real business building possible. 

George L. Davis, president of Adams, Cushing & Foster, 
said that manufacturers want to do what the dealers de- 
sire, but cannot always do so, hence differences will arise, 
which should be settled without prejudice. Manufacturers 
are confronted with increased costs, one item of which 
consists of the smaller volume of shipments as compared 
to their number. He said that, on account of price cutting, 
dealers are losing confidence in certain staple lines. He 
advised concentration by manufacturers and dealers on 
nationally advertised lines and the elimination of certain 
imprint lines. He referred to nationally prominent con- 
cerns which oppose price cutting and who exercise their 
legal right to select their customers and protect their 
dealers who sell at prices yielding a suitable profit. He 
referred to several decisions which interpret the law as 
permitting manufacturers to stop selling a dealer when the 
producer’s good will is being destroyed by the action of 
the dealer. He urged the National Association to endorse 
the Capper-Kelly bill. 

Edgar M. Berry of Lewiston, Me., presented the wonders 
of Maine and its many attractions. His organization, he 
said, is cooperative. Details are divided and executive 
heads are given time to work out their problems. He told 
how he offered first, second and third cash prizes for the best 
sales and the best business building ideas. The figures 
are compiled each month and given out to the personnel. 
This had given much pep to the organization because sales- 
men hate to be tail-enders. The sales made, however, must 
be profitable. 

D. D. MacDonald spoke on credits and collections and 
the necessity of having the right man in charge of such a 
department. Any customer who objects to investigation 
should be viewed with suspicion. Dealers should use not 
only Dun and Bradstreet’s, but local commerce chambers 
and his fellow stationers in investigating customers who 
demand charge accounts. He passed around a card con- 
taining the form which they use when opening a charge 
account. No account is opened until after the references 
are looked up and the information confirmed. All new 
accounts are acknowledged by letter, making the matter 
one of record. Letters declining to open accounts are also 
written and very carefully done. Prompt and courteous 
efforts should be made to collect past due accounts. It was 
the belief of those present that local association credit 
bureaus could do a valuable work. 

John F. Molloy emphasized the element of good will and 
courtesy in all parts of the business. Businesses which are 
not useful and pleasing, are headed for dissolution. Stock 
must be pleasantly arranged and all the elements that enter 
into business must be calculated to please the customer. 

Franklin H. Whitney of Boston spoke on Modern Mer- 
chandising, emphasizing the service feature of the mer- 
chant’s work. More people are engaged in retail trade 


than in any other employment save agriculture. He sum- 
marized the changed conditions of retailing, going back to 
ancient days when commerce was considered a tissue of 
lies and merchants were not supposed to be honest. These 
conditions are all changed and modern merchants are great 
artisans of human character. Efficiency is one of the watch 
words of the retail store. Distribution costs are too little 
thought of while production costs are well understood. 


Ray Frost of Portland, Me., outlined a method used by 
his company in keeping track of stock and presented a 
sample of their form used for that purpose. 


Fred P. Seymour, third vice-president of the National 
Association, brought greetings from President Sell. “Good 
men,” he said, “ with the knowledge and right principles 
will succeed.” Research work is particularly beneficial. 
The attitude of the public toward the stationery trade is 
changing. Its position is one of importance in the com- 
mercial world. On account of the work of the National 
Association, a happier condition maintains in the trade 
today. Members should use the present foundation to 
build on. He touched upon the subject of mergers which 
are entering into this trade as well as into other lines. 
Stationers should build their business so as to make their 
position secure. Mr. Seymour made a strong plea for a 
large attendance at the Washington convention. He re- 
ferred to the able personnel of the various committees. He 
urged the dealers to study the subject of small orders which 
in the end are costly and urged that orders be somewhat 
increased in amount. Chain stores, he thought, would work 
to the benefit of the dealers, teaching younger men and 
women modern methods of distribution. These people in 
turn will become the employers of the future. He urged 
the advantages of research work and referred to the fact 
that overhead in the stationery trade is higher than in 
almost any other line of business. Accurate figures should 
be secured in each district if possible. Distribution effi- 
ciency has not kept pace with production efficiency. The 
National Association should develop research work already 
started. 

Charles P. Garvin said that the time is coming when 
business men will not be regarded as of good standing 
unless they belong to their trade associations. National 
association officers give their time for the benefit of the 
industry. If one wishes to know anything about his busi- 
ness not immediately evident from his own experience, he 
must associate himself with others in the same line. An 
association is for the mutual benefit of every one belong- 
ing to it. 

Gustave Fischer, president of the Connecticut Valley 
Stationers Association, said that his association practiced 
both the regional and local idea, on account of the size of 
the field they cover. There are three divisions with head- 
quarters in New Haven, Hartford and Springfield. Meet- 
ings are held monthly, alternating in the different cities. 
Addresses are presented by purchasing agents, manufac- 
turers, advertising men, etc. Mr. Fischer urged the sup- 
port of national advertisers and suggested that dealers 
hold meetings in various districts to discuss problems and 
to plan the upbuilding of better relations. He emphasized 
the value of trade press and local press publicity which 
can be secured if those in the different districts do con- 
structive work. He urged the better use of the dealer 
helps sent out by manufacturers. 

The second regional meeting closed with a general dis- 
cussion participated in by many of those in attendance, 
and the meeting was voted an unqualified success. 
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Capital District Banquet. 

The Capital District Office Outfitters 
Manufacturers Association, held its fourth annual banquet 
in the Hampton hotel, Albany, N. Y., on February 2. F. D. 
of the association, presided and wel- 


Stationers, and 


Sargent, president 
comed the guests in a delightful spirit emphasizing the 
spirit of reunion. Following the banquet proper, he intro- 
duced J. E. Hollwedell of the Eaton, Crane & Pike Com- 
pany as toastmaster. He acquitted himself with great 
credit. 

John Boyd Thatcher, president of the Common Council 
of Albany, represented the mayor in extending a welcome 
to the Edwin H. Sell, president of the National 
Association of Stationers, Office Outfitters and Manufac- 


turers, conveyed the latest word concerning the activities 


guests. 


of the association. 

Other speakers included Charles P. 
president of the National Association 
Greenleaf of the Carter’s Ink Company. 

Complimentary souvenirs and favors were received from 
the American Papeterie Company; American Crayon Com- 
pany; The Carter’s Ink Company; American Lead Pencil 
Company; Trussell Manufacturing Company; Wilson- 
Jones Loose Leaf Company; Dennison Manufacturing Com- 
pany; Joseph Dixon Crucible Company; Oxford Filing 
Supply Company; Modern Stationer and Bookseller; The 
C. Howard Hunt Pen Company; Judd Paper Company; 
O. S. Pullman; Russell Playing Company; Byron 
Weston Paper Company; Scripto Manufacturing Company 
and W. A. Sheaffer Pen Company 


Garvin, first vice- 


William H. 


and 


Card 


President Sell at Montreal Dinner. 

On February 3 the Stationers’ Association of Montreal, 
listened to an address by President E. H. Sell of the 
National Association of Stationers, Office Outfitters and 
Manufacturers, the guest of honor for the evening. Mr. 
F. Dawson and discussed ably 
Dawson, president 
Manning, former 


Sell was introduced by C. 
the activities of his association. W. E. 
of the Montreal Stationers, and O. H. 
president of that association, spoke. 


Apela Club of St. Louis Celebrates. 

The Apela Club of St. Louis was recently affiliated with 
the national organization. It is a wide-awake, aggressive 
club composed of the managers of thirty different office 
The club was pre- 





appliance concerns of national scope. 
viously known as “The Hub.” 

There is another organization running in co-operation 
with this one, made up of the salesmen of the various com- 
panies composing the Apela Club and now known as “The 
Spokes.” 

On Friday night, February 19, the salesmens’ organiza- 
tion were invited by the Apela to attend a banquet and 
entertainment in their honor in the Egyptian Room of the 
Hotel Buckingham, St. Louis. 

There were over eighty in attendance and the evening 
proved a very successful one from all points of view. En- 
tertainment was supplied by the members of the Apela who 
personally took part, impersonating the various characters 
in a village school. In the course of the buffoonery that 
took place no opportunity was overlooked to bring in the 
various occupations and lines of members. The act pro- 
voked a constant uproar of merriment. 

The meeting finally resolved itself into a farewell to 
Chas. H. (Chick) Evans, manager of the St. Louis office 
of the American Multigraph Sales Company, who is one 
of the most popular members of the Apela Club, and its 


immediate past president. Chick Evans is leaving St. Louis 


on March 1 to take over the management of the Detroit 
office of the Multigraph Company. 


He leaves with the 


best wishes of all the Apela members, but with great re- 
gret at the loss of his membership in the club. 

The present officers of the St. Louis Apela Club are: 
P. Rossiter, manager, St. Louis office of the 
Schafer, 


President, L. 
Addressograph Company; vice-president, H. W. 
assistant manager of the St. Louis office of the Rand-Kar- 
dex Sales Corporation; treasurer, John Henry Smith, man- 
ager of the office furniture department of the Lammert 
Furniture Company, St. Louis; secretary, R. M. Kelso, 
manager, St. Louis branch office of the Telautograph Com- 
pany. 
Wholesale Stationers’ Association of the U. S. A. 

This association, on February 20, held an informal din- 
ner and entertainment at the Marine and Field country 
club, Brooklyn, N. Y. the nature of a get- 
together dinner for such members of the association as 
might be in New York for the buying season and their 
manufacturer friends. 

The party was taken in sightseeing busses from Times 
Square to the club, where they were given a dinner and 
back to New York later 


This was in 


entertained and were then taken 
in the evening. 

On April 26, 27 and 28 the eleventh annual convention 
of the association will take place in the Hotel Chase, St 
Louis. All the leading wholesale distributors of stationery 
in the United States and Canada as well as the leading 
manufacturers will be represented. 

Frank H. Wielandy of Blackwell-Wielandy Book & Sta- 
tionery Company, St. Louis, Mo., is general chairman of 
arrangements and entertainment. The convention in addi- 
tion to the business and entertainment programs will in- 
clude a comprehensive merchandise exhibit to be held in 
the ballroom of the hotel. 

District No. 9 to Start Conferences. 

The second annual series of conferences in District No. 9 
of the National Association of Stationers, Office Outfitters 
and Manufacturers, will be held in Dallas, Tex., on Tues- 
day, March 23; San Antonio, Wednesday, March 24, and 
Houston, Thursday, March 25. The conference in Dallas 
will be held at the Baker hotel; at the Gunter hotel in San 
Houston. 
been 


Antonio and the Rice hotel in 

A complete program has not yet 
morning sessions will begin at ten o’clock and will con- 
tinue until twelve and will be devoted to the National As- 
sociation and its service to members. A luncheon on each 
day will follow, after which the afternoon session will open 
at two o’clock and run until five, being devoted to round 
table discussions on subjects of particular interest to deal- 
ers. On the evening of each day there will be a banquet 
followed by a program of particular interest to members of 
dealers’ sales organizations. Able speakers will be pro- 
vided who will talk on sales subjects. 

The stationers of this district welcome the attendance of 
any of the manufacturers or their representatives. 


arranged but 


Buffalo Stationers Elect Officers. 

At the annual meeting of the Stationers’ Association of 
Buffalo at the Buffalo Athletic Club, officers were elected 
as follows: President, Richard W. Eaton; vice-president, 
Frank B. Hoole; treasurer, Lloyd M. Whiting; secretary, 


Fred O. Dennis. 


Leaflet on Separator Magnets. 

The Electric Controller and Manufacturing 

2700 East Seventy-ninth street, Cleveland, Ohio, recently 

issued their first leaflet on the use of and methods of in- 

stalling E. C. & M. separator magnets, which pull “tramp 
iron” out of other materials. 


Company, 
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Boston Stationers Hold Thirty-eighth Annual 
Banquet. 

On Monday evening, February 8, the Stationers’ Asso- 

3oston held its thirty-eighth annual banquet at 

This was an interesting 


ciation of 
the Hotel Somerset, Boston, Mass. 
and important event. At the speakers’ table were the fol- 
lowing: Fred P. Seymour, third vice-president of the Na- 
tional Association of Stationers, Office Outfitters and Manu- 
facturers, and Mrs. Seymour; Charles P. Garvin, first vice- 


president of the National Association, and Mrs. Garvin; 
James T. Towhill, regional governor of the first district, 
and Mrs. Towhill; Hon. Ralph S. Bauer, mayor of Lynn, 


National Mrs. 
Bauer; Gustave Fischer, president of the Connecticut Valley 
Davis of Adams, Cush- 


and past president of the Association, and 
Stationers’ Association; George L. 
ing & Foster, Boston; Henry S. Hutchinson, New Bedford, 
Mass.; Harry Bainbridge of New York; Robert D. Patter- 
son of the L. E. Waterman Company, former president of 


the National Association, and Harrie E. Copeland of the 
Boorum & 


Association, and Mrs. Copeland. 


Pease Company, vice-president of the Boston 


W. H. 


toastmaster 


There were nearly three hundred persons present. 
Greenleaf of The Carter’s Ink Company 


and is to be 


was 
complimented on the wit and tact with which 
task. was felt 
Boston As- 


he handled his Considerable regret over 


the absence of Samuel Groom, president of the 


sociation, who was obliged to remain at home on account of 


illness. In the absence of Mr. Groom, Harrie E. Copeland, 


presided. A number of telegrams were 


vice-president, 


read, among them being messages from Fletcher B. Gibbs, 


general manager, Chicago; Mortimer W. Byers, secretary 


and counsel, New York; Nathan Saltzman, second vice- 
president of the National Association; Charles L. Mitchell, 
former president of the National Association, and Gus 
Nelson, all of whom expressed regret at being unable to be 
present. 


After the reading of the telegrams and opening remarks, 
Mr. Copeland turned the gathering over to Mr. Greenleaf 
After 
introduced the 


a clever and witty opening address, 
third 
Mr. Seymour, who 


as toastmaster. 
Mr. Greenleaf 
National 


from Association City. 


vice-president of the 


Association, came, he said, 
Mr. Seymour explained that he was 
present at the request of the president of the National As- 
sociation and that he brought to Boston his greetings. The 
National organization is in a particularly healthy condition 
and plans are under way which when carried out with the 
support of the membership will carry the stationery trade 
to the 


world. He 


position it deserves to occupy in the commercial 
emphasized the fact that the work of the Na- 
tional effort to 
1 


and means to demonstrate the increasing importance of the 


Association includes a constant find ways 


stationery field and of the association and its value to mem- 
bers. He suggested that the men of the industry need to 


interest the women, not only those employed in the in- 


dustry, but also those of the families of the men engaged in 
it, and asked that the ladies continue to come in increasing 
numbers and give the support of their presence at the dif- 
emphasized the need for putting 


ferent gatherings. He 


more into the business if we want to get more out of it 


and brought out the fact that on an actual percentage basis 
with an increase in the volume of business done of twenty- 
five per cent, the owner must put all of it back into the 


business to carry on. Each dealer should work definitely 


to get back more than he puts in. One of the ways of put- 


ting more into the business is to arouse more _ interest 


through the meetings of the different branches of the asso- 
ciation and increasing the attendance at national conven- 
tions. 

Mr. Seymour was followed by Mayor Bauer of Lynn, 


who paid a fine tribute to Mr. Horder, whose several stores 


he referred to as the greatest retail stationery stores in 
He brought out his own connection with a mid- 
western ago when Mr. Horder first 
started his work. He said that Mr. Horder’s success was 
due to his character; to the fact that he had been guided by 
the Golden Rule and that there can be no real success until 
Every stationer, 
said should be a worker in the National 
Association. He urged Bostonians to attend the meeting 
in Washington next September and to send as large a dele- 
gation as possible to the Connecticut Valley meeting on 
February 17, a number equal at least to that which the Con- 
necticut Valley Association had sent to the Boston banquet. 


America. 


newspaper of years 


the Golden Rule is accepted as a guide. 


Mayor Bauer, 


He referred to his own campaign for the office of mayor 
He was elected without campaign funds, with 
He had the support of 
the people, however, and intended to make Lynn an example 
insofar as city government is 


of Lynn. 
no brass bands and no red lights. 
should be 


of what a town 


concerned. Municipalities should be carried on as a big 
business institution under business principles. 

The next speaker was Mr. Garvin. His remarks covered 
the excellent results secured from the exercise of friendly 
spirit developed through personal contact with association 
work. He spoke of the fine set of men, of high ideals who 
go to make up the National Association, every one striving 
He closed 
with a stirring invitation to every one present to come to 
the National convention at Washington this fall and quoted 


“Give the Best You Have.” 


to make the business better and more profitable. 


a poem of his own, 

The dinner was excellent, speeches were brief and the 
There was good music and 
at 10:30 the toastmaster said, “Let the dance go on.” While 
the attendance was not quite so large as at some of the 


spirit of the meeting was fine. 


previous banquets, weather conditions were such as to make 
the number of remarkable as it was ex- 


tremely difficult to get anywhere except at considerable 


people present 
risk and a great deal of physical effort due to the heavy 
snow and cold weather. 


New York Stationers and Second Regional District. 
A combined Stationers’ Association of 
New York and the second regional district of the National 
Ofhce Outfitters and Manufac- 
turers, was held Monday evening, February 15, at the Drug 
and Chemical club, 100 William street, New York City. 
After the dinner, J. Thomas Hill, president of the New 
York Stationers’ Association, called the meeting to order 


meeting of the 


Association of Stationers, 


and welcomed the two guests of the evening, Frank D. 
Sargent of Aibany, N. Y., lieutenant governor of the 
regional district, and John Barrie of J. D. Walker & Com- 
pany, London, England. 

The report of the New York Association 
showed $17. 6.54 in cash and $5000 in Liberty Bonds. 


treasurer's 


Mr. Hill then turned the meeting over to W. N. Stewart 
of Trenton, N. J., 
Mr. Stewart 


vice-president of the 


regional governor of the second district. 
then in:turn introduced Charles P. Garvin, 
National Mr. Garvin's 
talk dwelt particularly on the research work which is about 
He mentioned 
market analysis and improved 
going to play in the advancement of 
the stationery business of the future. He brought out very 
forcibly the fact that research work was necessary before 
the industry could make much progress. An instance of 
another field was cited where it was possible to tell how 


Association. 


to be taken up by the National Association. 
the part that merchandising, 
selling methods are 


much of a certain class of product would be sold in a cer- 
According to 
Mr. Garvin, it is essential to learn how to sell goods before 
closed with the statement 


tain territory during a certain period of time. 


the sales can be increased He 
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that until the average stationer joins the National Associa- 
tion he will not be able to get the National viewpoint. 

Mr. Stewart then introduced Mortimer W. Byers, secre- 
tary and counsel of the National Association. He spoke 
for a short while on the advantages of an organization such 
as the National Association. He brought out the fact that 
all that any association properly conducted could hope to 
do is to put the stationer in possession of a broader knowl- 
edge of his business than he has now and to enable him to 
solve his own problems. An organization such as the Na- 
Association is educational and is not intended as a 
panacea for all ills. Mr. Byers also spoke of his work with 
the Federal Trade Commission and in closing he referred 
particularly to the value of the National Index. 

Mr. Stewart then gave the final speech of the evening, 
referring particularly in his remarks to the National Index 


tional 


and to the value it had been to him and would be to any 
dealer who used it properly. 

The New York Association at this meeting accepted ten 
new members, whose election had been the direct result of 
the solicitation of the membership committee headed by 
C. C. Shee of the Oakville Company. 

A vote of thanks was given to the entertainment com- 
mittee headed by Edward Gash for the splendid manner 
in which they had handled the annual banquet held in 
January at the Hotel Astor. 

About one hundred thirty persons were present which 
was a very good attendance, and a fine feeling of good fel- 
lowship and cooperation was made evident throughout the 


meeting. 


Sell Addresses Toronto Stationers. 


From the “Bookseller & Stationer and Office Equipment 
Journal” of Toronto. 








Not competitors, but “associates in business,” is the way 
Edwin H. Sell, president of the National Association of 
Stationers, Office Outfitters Manufacturers in the 
United States, referred to contemporaries engaged in the 


and 


stationery business. 

“The big thing in association work is contact with one 
another. Mutual contact results in improved trade condi- 
tions, which will benefit everyone engaged in this line of 
business,” stated Edwin H. Sell, when addressing the Sta- 
tioners’ Association of Toronto at the King Edward Hotel, 
on February 4. “Bear in mind that the big thing is ‘con- 
tact’,”’ continued Mr. Sell, “and we can do a lot to help one 
another once we get acquainted. 

“As your association grows you will find out that the 
men in the trade whom you looked upon as competitors 
and with whom you have only maintained a nodding ac- 
quaintance, if even that, are very decent fellows at heart. 
Of course, you have to get to know them before you find 
this out, and you can only discover these beneficial things 
throught the contact which an association brings to each 
of its members. 

“The stationer doesn’t make the profit to which he is 
entitled because of unfair competition,” stated Mr. Sell, 
and in making this remark he touched upon a very pertinent 
matter that has received the attention of practically the 
entire Canadian stationery trade during recent months. 
“The unfair competition of the cut price artist is due to 
ignorance,” continued the speaker “and we must endeavor 
to eliminate this attitude through education and the inter- 


’ 


change of ideas.’ 
More Knowledge Now Required. 

Mr. Sell also referred to the technical knowledge that is 

required in order to effectively merchandise such lines as 

loose leaf, office furniture, and even general business sta- 


tionery. “As more technical knowledge is required,” pointed 
out the president of the National Association, “the reward 
to the individual merchant engaged in this line of business 
should be commensurately increased in proportion.” 

Mr. Sell not only suggested that Toronto stationers affili- 
ate in an international way, but he extended a hearty wel- 
come to every member of the Canadian stationery trade to 
join the National Association of Stationers, Office Outfit- 
ters and Manufacturers. The visitor went on to enumerate 
what the National Association accomplished on behalf of its 
membership. “Everybody benefits,” declared the president 
“Take for instance the loose leaf situation and our efforts 
to standardize that class of merchandise. As a consequence 
the variety of stock is now reduced through the Association 
efforts and the merchants will not only carry less stock 
but the stand of the association has helped facilitate the 
selling of these lines.” 

Where Mutual Aid Benefits. 

“There is no reason why every member of the local or- 
National 
declared 


ganization should not also be a member of the 
Association of Stationers Office Outfitters,” 
Mr. Sell. “We need you and you need us as badly as we 
need each other, and after all we have a great deal in com- 
Problems and contentious 


and 


mon on both sides of the line. 
matters could be more efficiently disposed of if both organ- 
izations were linked together. 

“The British Stationers’ Association is affiliated with the 
stationers in the United States,” explained Mr. Sell, “and 
I do not see why the various stationery organizations in 
Canada and the United States could not also operate on a 
friendly basis.” 

No Room For Disappointment. 

Sketching roughly the National Asso- 
ciation in the United States Mr. Sell stated that it had been 
During that time it had been 


histor y of the 


functioning for 21 
through all kinds of trials and had passed through the pre- 


years. 


liminary stages such as are now being experienced by the 
various organizations in Canadian cities. ‘‘During the past 
few years, however, we have made remarkable progress,” 
stated the speaker. “We have now over 1400 members and 
not only is our membership in a very desirable condition, 
but our financial status is now much better than it has 
been in the past. 

“During my 32 years in the stationery business I have 
worked on the principle of making good friends of my 
business associates,’ declared the speaker, “and this well 
repays the investment in time and effort required for asso- 
ciation membership over a period of years. In fact, good 
friendship is 75 per cent of association work.” 

Must First Make Deposit. 

Speaking of the experiences in soliciting membership for 
the National Association, Mr. Sell stated that the average 
remark met with was: “The association has never done me 
any good.” Mr. Sell pointed out that no one can receive 
any tangible benefit until he has put something into the 
association. “Once a stationer has done this,” he declared 
“he will always get more out than he puts in, but before 
you can expect to reap dividends, you must first make a 
deposit.” 

In his closing remarks, Edwin H. Sell outlined the plans 
which were now under way for the annual convention of the 
National Association of Stationers and Office Outfitters to 
be held in Washington, D. C., on September 20. The con- 
vention sessions will be held in the Mayflower Hotel, and 
those in charge of the programme are making every en- 
deavor to have the 1926 convention different from any that 
has preceeded it. 

“The National Convention is of great educational value,” 
declared Mr. Sell, “and no one knows all about the station- 


ery business, however long they have been connected with 
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it. With the interchange of ideas on a national basis, such 
as will take place in Washington in September, every one 
should greatly profit by attending. It is expected that a 
delegation of at least fifty stationers from Canada will at- 
tend.” 

Where Customers Benefit. 

O. B. Stanton, one of the senior stationers in the city of 
Toronto, in moving a vote of thanks remarked that there 
was a salient need for more visitors like Mr. Sell from the 
other side as an aid in cementing tangible friendship and 
co-operation between the United States and Canada. This 
was seconded by Percy F. Grand, president of Grand and 
Toy, Ltd., who remarked that the stationer can be of the 
greatest possible service to his customers by his own sin- 
cere effort to place the industry on the highest feasible 
plane. 

District No. 1 of Stamp Association Meets. 

District No. 1 of the I. S. M. A. held an all-day meet- 
ing at the Hotel Waldorf, Toledo, O., on Saturday, Janu- 


23. There was an attendance of forty-one, represent- 


ary 
ing every portion of the district. C. W. Steiner, presi- 
dent of the I. S. M. A., was present from St. Louis. 
There were also ten visitors from Chicago and one from 
New York. The entire day was devoted to discussions 
on selling rubber stamp products. 

M. C. Lederer, of Cleveland, talked on selling rubber 
stamps: L. J. Reilly of Detroit on sundries; T. R. Mc- 
3ride of Detroit on steel stamps; C. J. Jauch, Dayton, O., 
on badges and checks; W. F. Forrester of Detroit on 
brass dies and F. B. Baumgarten of Buffalo, N. Y., on 


seals and stencils. E. D. Gudgel of Chicago presented a 
paper “Selling Stamp Products by Mail.” District Gov 
ernor H. E. Willard of the Toledo Stamp & Stencil Com- 
pany, Toledo, presided at the meeting. The next meet- 


ing of the district will be held at Cleveland, O., the latte: 
part of April 
Stationers of Southern California. 

The Stationers Association of Southern California held 
its regular monthly meeting on Tuesday, February 2, the 
program being in the hands of a committee from the Gold- 
water Company, B. G. Goldwater acting as chairman of the 
evening. An excellent dinner was served in one of the 
banquet rooms of the Victor Hugo cafe. Eighty-five people 
were present, and for the first time at a regular meeting 
the lady employees were invited to attend, and about fifteen 
of them were on hand. Music was furnishd by three young 


ladies from Pasadena, and a male vocalist was applauded so 


generously that he responded time and again to an encore. 

Orra E. Monette, president of the Bank of America, one 
of Los Angeles’ largest financial institutions, gave an ex 
cellent address, and Joe E. Harvey, regional governor of 
district No. 14, National Association of Stationers, Office 
Outfitters and Manufacturers, gave a report of the recent 
meeting of the governors, which was held at Washington 

The March meeting of the stationers will be held at Holly- 
wood, the movie capital of America, and the program will 
be in charge of Hollywood stationers. Mr. Harvey reports 
five new field members of the National Association since 
his return from the East, and states that the outlook for 
increasing the membership in his district is very promising. 

Apela Club at St. Joseph, Mo. 

Following are the officers of the Apela Club of St. Joseph, 
Mo.: President, W. D. Hacker, agency manager of the 
Safe-Cabinet Company, 216 Corby-Forsee building; vice- 
president, F. P. Schwartz, manager Kohler-Pettengill & 
Company, 412 Tootle building; secretary-treasurer, J. I. 
Svmmes, office manager, National Cash Register Company, 


708 Francis street. The board of governors includes W. E. 
Fellows of the W. E. Fellows Envelope Company, 613 
South Seventh street; L. H. Mann, Monroe Calculating 
Machine Company, 505 Francis street; George J. Foster, 
National Cash Register Company, 708 Francis street; H. 
C. Johnson, Multi-Letter Shop, 50 Ballinger building. 
The last two meetings in February consisted of a round 
table discussion on the employment of salesmen. This is 
a big problem and the discussions are thought to have been 
of material benefit to all the members. It is stated that 
good salesmen are scarce in the St. Joseph territory, in 
fact there is an S. O. S. call out for high grade salesmer. 


Connecticut Valleys Meet. 

The annual convention of the Connecticut Valley Sta- 
tioners Association took place on February 17 at the Hotel 
Bond at Hartford, Conn. There was a meeting in the 
afternoon and a banquet in the evening. 

The convention was attended by nearly 100 persons, and 
went on record in favor of the Capper-Kelly bill now before 
Congress. It provides that a manufacturer can insist that 
a retailer under contract must sell a product at the resale 
price fixed by the manufacturer. The association voted to 
have its secretary write a letter to each Connecticut senator 
and representative expressing its endorsement of the bill. 

This action was taken at an afternoon business session, 
following an address by Charles P. Garvin of Boston, first 
vice-president of the National Association of Stationers, in 
which he urged support of the bill. 

Hartford Man Vice-President. 

Gustave Fischer of Hartford, president of the association, 
presided. The following officers were elected for the year: 
President, Elmer W. Pape, New Britain; vice-presidents, 
James E. Feeley, Springfield, Mass., Edwin S. Pierce, Hart- 
ford, and A. E. Kramer, New Haven; secretary, A. C. Eddy, 
New Haven; treasurer, A. O. Washburn, New Haven; 
auditor, Edward Granfield, New Haven; executive commit- 
tee, Frank Towne, and Robert Gillett, Holyoke, Mass.; 
Donald D. MacDonald and Thomas Stonehouse, New 
Haven; John F. Molloy, Meriden; Frank H. Fargo, Bridge- 
port; Gustave Fischer, John J. McDonald of Hartford and 
William J. Driscoll of Boston; membership committee, 
Horace J. Honey, Holyoke; James Hobart, New York 
City; Harry J. Ferry, Holyoke; George F. Gilmore, Boston; 
Chauncey A. Krotz, New York City. 


By-Laws Amended. 


The meeting also voted to amend the by-laws so that any 
employee of a member of the association may become an 
associate member and also fixed the annual membership 
dues for associate members at $5 instead of $3. The $10 
dues for active members remain the same. 

New associate members were admitted, including John 
H. Sheron and John E. Gerrity of West Haven, Harold 
Hand of New Haven and George W. Phillips of New York 
City. 

President Fischer in his annual report said that the asso- 
ciation had had an active season. 

Secretary John C. Newman of Middletown in his report 
showed that eighteen new members had been received the 
past year. The report of the treasurer, F. H. Fargo of 
3ridgeport, showed receipts of $1,666.49, disbursements of 
$1,105.86, and a balance of $110.63 in cash and $450 in 
Liberty Bonds 


President Pape Speaks. 

President Pape in his address of acceptance declared that 
the general meetings of the association brought good fel- 
lowship between the dealer, the manufacturer and the deal- 
er’s salesmen, while the educational meetings were helpful. 
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Only in this way can the manufacturer hope to get bigger 
distribution, he said. 

Among the other speakers were Donald McDonald of 
New Haven, “How We Build Business on Credits and Col- 
lections;” William H. Greenleaf of Boston, “A Message;” 
Horace Van Dorn of Maplewood, N. J., “Observations in 
the Industries;” John F. Molloy of Meriden, “Impressions 
of Our Boston Convention,” and James T. Towhill of Bos- 
ton, governor of District No. 1, “Our District.” 

Annual Banquet Held. 

The annual banquet was held in the evening at the Bond. 
Mortimer W. Byers of New York, secretary of the National 
Stationers, Office Outfitters and Manufac- 
turers, was toastmaster. Charles W. Watts of New York, 
president of the Beneficial Operators Bureau, was the main 
speaker. Henry S. Hutchinson of New Bedford, Mass., 
one of the oldest stationers in the association, said that co- 
operation was the remedy for all troubles. Thomas J. 
Hill, president of the New York State Stationers’ Associa- 
tion urged closer relationship between the New York, 
Boston and Connecticut valley stationers’ associations. 
Charles P. Garvin said that the national association was a 
monument to the men who had made it possible. 


Association of 


Stationers’ Association of New York Annual. 

The annual banquet and dance of the Stationers’ Asso- 
ciation of New York took place on Wednesday evening, 
January 27, at the Hotel Astor. 

J. Thomas Hill, president of the association, was toast- 
master, and in his remarks he paid an appropriate tribute 
to the founders of the organization. 

Immediately preceding the dinner, invocation was pro- 
nounced followed by the singing of the Star Spangled 


Banner. During the courses, Gordes’ Orchestra, led by 
John Gordes, Jr., played selections and popular songs 
were sung under the direction of Harry Montgomery. 


The guests of the evening included Edwin H. Sell, presi- 
dent of the National Association of Stationers, Office Out- 
fitters and Manufacturers; Charles P. Garvin, vice presi- 
dent of the National Association of Stationers, Office 
Outfitters and Manufacturers; Mrs. Garvin; Rev. D. 
Frank Diefendorf, Mrs. Diefendorf; Edward E. Huber, 
president of the Stationers’ and Publishers’ Board of 
Trade; Mrs. Huber; William N. Stewart, regional gov- 
ernor, District No. 2, National Association Stationers, 
Office Outfitters and Manufacturers; Gustave Fischer, 
president of the Connecticut Valley Stationers’ Associa- 
tion; Mrs. Fischer, and Francis Harvey Green, A. M. 
Litt. D. 

The first speaker was Edwin H. Sell, who was intro- 
duced by the toastmaster as one of those who had worked 
long and faithfully in the vineyard of the National Asso- 
ciation. Mr. Sell gave a resume of the value of the work 
of the national organization and presented a strong appeal 
for a good attendance at Washington. His travels thus 
far throughout the United States indicated that the work 
is progressing well and he expressed his personal gratifi- 
cation at the better feeling throughout the country and 
his particular appreciation of the work of the New York 
Association which has done its full part in building up 
the national organization. 

Charles P. Garvin said among other things that the 
ability of any organization to hold such a function as the 
one at which he was then speaking, would be construed 
in no other way and as a compliment to the industry it 


represented. The spirit of get-together and co-operation 


is a big thing but we must give our work and our indus- 
try the best we have at all times. . 

Rev. D. Frank Diefendorf was the next speaker. He 
likened the association to a happy family and compliment- 


ed it on its aims and objects as outlined in the preamble 
to the constitution, printed on the menu. 

Ed. E. Huber, president of the Stationers’ 
Trade, expressed his appreciation of being present. He 
said it was his fifth term as president of the Stationers’ 
Board of Trade and it appeared to be much harder to 
get out of the office than it was to get in. 

William N. Stewart, regional governor of District No. 
Two, described the regional governors’ meeting at Wash- 
ington and brought out some of the features of the good 
work done there. He President Sell’s appeal 
for a good attendance at the Washington convention next 
fall. 

Gustave A. Fisher, president of the Connecticut Valley 
lively appreciation at 


Board of 


seconded 


Stationers’ Association, expressed 
being present at the New York meeting and said that he 
felt it an honor to have been invited. He extended a 
cordial invitation to all the New Yorkers to be present at 
the annual Connecticut Valley meeting on February 17. 
Francis Harvey Green gave a humorous ttalk on 
“Pointers on Punctuation.” His remarks replete 
with comical anecdotes, quoting well known authors. He 
emphasized the value of correct pronunciation and de- 
voted part of his attention to the inquiring disposition of 
The entire development of mod- 


were 


the interrogation point. 
ern invention has been the result of inquiry and every- 
body should adopt the slogan “Let us inquire.” We should 
ask questions of ourselves as well as of others and each 
one of us particularly should ask himself the question, 
“Do I know my business”? Summing up, he urged that 
everyone should mix brains with his work and work with 
his brains. 
Southern California Typewriter Dealers. 

At the meeting of the Typewriter Dealers’ Association of 
Southern California, held on February 1, the following reso- 
lution was unanimously passed and recorded in the minutes: 

“Whereas we consider the ordinance just amended by 
the City Council to be of benefit to all our members, it is 
therefore resolved that no member may purchase typ: 
writers from any source other than wholesalers or legiti- 
mate dealers.” 

This resolution refers to Section 14 of the city ordinance 
and the new ordinance will read as follows: 

“The provisions of this ordinance shall not apply to the 
receipt or sale of a second-hand article by any person, firm 
or corporation that receives such second-hand article as 
part payment of a new article, if such person, firm or cor- 
poration is the authorized representative or agent of the 
manufacturer or rebuilder of the new or rebuilt article sold.” 

The next meeting which will be held March 1 will be for 
the purpose of presenting the annual reports and the elec- 
tion of officers for the coming year. 


Conference of District No. 3. 

A one-day conference will be held of all the dealers re 
siding in District No. 3, comprising the states of New Jer- 
sey, below Trenton, Pennsylvania, Delaware, Maryland, 
Virginia, Wheeling, West Virginia, and the District of Co- 
lumbia. 

This conference will be held at the Bellevue 
Hotel, Philadelphia, April 15. Two sessions will be held, 
also luncheon and dinner. 

At the regular stated meeting of the Philadelphia Sta- 
tioners’ Association held on February 11, the coming meet- 
ing in April was thoroughly discussed, First Vice-President 
Francis B. Irvin having charge of the meeting, on account 
of the serious illness of President William S. Yeo. The work 
is now well in hand and a good program is assured. The 
Philadelphia Association will be happy to receive sugges- 
tions from outside sources. 


Stratford 
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Kansas Book Dealers Hold Annual Convention. 


The tenth annual meeting of the Kansas Book Dealers’ 
Association was held in Topeka, Kas., February 15 and 16 
at the Hotel Kansas, whose assembly room was used for 
headquarters and display rooms during the convention. A 
number of interesting merchandise displays were shown by 
the wholesalers in attendance. The Topeka Chamber of 
Commerce furnished an attractive button engraved with 
the name of the member wearing it. This work was done 
by John Crow of the Hall Company, Topeka. The meet- 
ing was presided over by President Phil M. Anderson of 
Newton. The opening talk was made by Col. Charles L. 
Mitchell, who spoke on loyalty to the association; adver- 
tising by the individual members; window display and over- 
stock. With regard to the last subject, he advised mem- 
bers to take their losses like clothiers and other merchants 
—at once. Few merchants realize how much they lose by 
carrying goods over and paying insurance and taxes from 
year to year. He advised more liberality in advertising 
and the more thoughtful and intelligent use of show win- 
dows. 

A telegram was read from Scott Morgan, former presi- 
dent, regretting his inability to attend the convention. Mr. 
Morgan was detained at home on account of illness. 

A telegram from Harry L. Burt of the A. L. Burt Com- 
pany sent greetings and good wishes. 

Phil M. Anderson, president and acting secretary, re- 
ported the financial condition, showing the association to 
have a good cash balance and a total paid membership 
of 219. 

The Lee Mercantile Company submitted a proposition to 
furnish a complete line of tablets and note books with the 
K. B. D. A. copyright cover. Their offer was accepted as 
they were the only company offering a complete line. They 
were also given the right to furnish the contract for 1927 
as well as 1926, provided the tablet count be increased if 
the market price of paper is reduced. This contract 
amounted to nearly $100,000. Prices are the same to mem- 
bers in small towns as to the largest buyers in the state. 
The contract to supply the association with loose leaf note 
books was awarded to the Irving-Pitt Manufacturing Com- 
pany of Kansas City, who will distribute through Lee Mer- 
cantile Company whose contract on school tablets is much 
larger and they can handle the business at a smaller ex- 
pense. 

The afternoon meeting of the first day was addressed by 
Attorney General Griffith and Attorney Harry Hayward, 
who talked on the subject of Salacious Magazines. Mr. 
Hayward submitted a list of thirteen magazines against 
which he expects to bring proceedings. Both speakers re- 
quested the Association to make some kind of a move 
against this type of literature. 

After considerable debate, the following resolution was 
offered and passed: “Resolved that this Association go on 
record as being opposed to the sale of any publications 
which are excluded from the use of the United States mail.” 

C. B. Osgood, western manager of the Dennison Manu- 
facturing Company, gave an educational talk on the use of 
crepe paper for decorating. He demonstrated the fire- 
proof quality of Dennison streamers and made an advance 
showing of the new gold and silver crepe paper which will 
soon be on the market. 

Banquet. 


The annual dinner of the association was served in the 
roof garden of the Hotel Kansan, nearly one hundred being 
present with Mrs. Margaret Hill McGarter as a special 
guest. The expense of this banquet was paid from the 
general funds. Phil M. Anderson as toastmaster, intro- 
duced Frank B. Thomas, publicity man of the Hall Litho- 


graphing Company of Topeka, who made a strong talk 
on Creative Industry. 

Dr. Thomas Clark Hinkle, author of many children’s 
books, made some interesting observations. The beauti- 
fully engraved menu cards were supplied by the Lee Bell 
Engraving Company of Kansas City, Kans. 

Second Day’s Session. 

Bert P. Walker, state printer, delivered the first address. 
He explained the new text books are to become official in 
Kansas schools next September. There will be eight new 
readers and two new geographies. 

John Smith of the State Insurance Department, explained 
a number of insurance technicalities. F. C. Harvey of the 
Western Reciprocal Underwriters of Kansas City, ex- 
plained the workings of the Reciprocal Company. J. H. 
Mcllhenny spoke on the bonding situation. The bonding 
committee interviewed Mr. Slaughter of the Farm Mortgage 
Trust Company, who recommended that the convention 
increase the renewal fee of bonds from $3 to $5 per year, 
the extra $2 going into an emergency fund to be used in 
taking care of losses, but not for any other purpose. At 
this point Col. Mitchell took the floor and presented, on 
behalf of the association, a beautiful Hamilton watch and 
chain to Mr. Anderson and a handsome vase to Mrs. An- 
derson. After suitable acknowledgments from the recipi- 
ents, James Nelson of the Central Topeka Paper Company 
made a talk on general conditions of the paper market. 

Other discussions included fire insurance; circulating 
library; fountain pens; pen repairs; greeting cards; second- 
hand school books; athletic goods for schools; social sta- 
tionery, cheap pencils, etc. 

Next year’s meeting will be held at Topeka on February 
21 and 22, 1927. 

The officers of the last seven years were re-elected for 
another year. These are as follows: President and acting 
secretary, Phil M. Anderson, Newton, Kansas; vice-presi- 
dent, A. S. Allen, Wichita; secretary-treasurer, F. G. Orr, 
Wichita. 

Thirty-two wholesalers made displays, sent representa- 
tives or furnished souvenirs, varying from steel pens to a 
fine gold-mounted fountain pen supplied to each member 
by the L. E. Waterman Company. The other concerns who 
sent other useful and acceptable souvenirs included gold- 
mounted pencils from The Wahl Company; ash trays from 
Sanford Ink Company; set of pencils, American Lead Pen- 
cil Company; set of pencils from E. Faber; copy of the 
book “Split Ear’ for each member from the Rand-Mc- 
Nally Company; A Child’s Book for each member from 
the Albert Whitman Company; Pencil pointers from the 
Hunt Pen Company; Scripto pencils with gold-plated clips 
from the Scripto Pencil Company; bottles of Kwikstik from 
the Kwikstik Company; patriotic pencil from the Adver- 
tising Pencil Company; push pins and thumb tacks from 
the Moore Push Pin Company; pocket diaries from the 
Saalfield Publishing Company; Handy clips and pen points 
in souvenir box, Esterbrook Steel Pen Manufacturing Com- 
pany; bridge whist playing cards, Standard Playing Card 
Company; up-to-date road atlas and Kansas map, the 
Clason Map Company. The Conklin Pen Manufacturing 
Company and the Automatic Pencil Sharpener Company 
made interesting awards. 

Those displaying goods included the Rand McNally Com- 
pany; A. L. Burt & Company; H. S. Baum of Montag 
gros., Atlanta; George Witte of the A. C. McClurg Com- 
pany; Carley Lindquist of the Grosset-Dunlap Publishing 
Company; Braden Caldwell of the Riley & Lee Company; 
Thomas H. Hanson of the National Blank Book Company; 
the Chicago Paper Company; Lubbers & Bell Manufac- 
turing Company; Herbert Specialty Company; American 
Numbering Machine Company and the American Crayon 
Company. 





5 








Page 54 OFFICE APPLIANCES For March, 1926. 





The resolutions committee recommended a vote of thanks 
to the Topeka Committee on entertainment; to the Kansan 
hotel; Topeka Chamber of Commerce and the Topeka 
newspapers for their generous help. 


Export Managers Club To Meet In New York. 

The annual convention of export executives will take 
place at the Hotel Pennsylvania, New York, on Tuesday, 
March 16. The final program for this event has just been 
completed. 

James S. Martin, foreign publicity manager of the Rem- 
ington Typewriter Company, is chairman of the publicity 
committee of the export executives and is doing a good job 
boosting the coming convention. 

Day sessions of the convention will be conducted by the 
Export Club of New York, Inc. The banquet session will 
be conducted with the considerate co-operation of the 
American Exporters and Importers Association; American 
Manufacturers’ Export Association; Foreign Commerce 
Club; Foreign Trade Forum of National Association of 
Credit Men; Merchants Association of New York; National 
Association of Manufacturers and the National Foreign 
Trade Council. 

R. L. Bracken, export manager, Millers Falls Company, 
will be session chairman in the morning. W. R. Cummings, 
president of the Export Managers’ Club, president of the 
National Association of Office Appliance Manufacturers 
and vice-president in charge of sales of the Monroe Calcu- 
lating Machine Company, will present the address of wel- 
come. The subject of the session will be “Intensive Sell- 
ing in Individual Markets.” 1. “What Can Intensive Sell- 
ing Accomplish?” Morton Hague, export manager, Cellu- 
cotton Products Company; 2. “How to Plan Intensive 
Selling Campaigns,’ Carl H. Green, sales manager, The 
North American Dye Corporation; 3. “Where Are the 
Markets of Tomorrow?” by B. Olney Hough, president, 
B. Olney Hough, Inc. 

The afternoon session will be presided over by D. W. 
Fernhout, general manager, International Manning Abras- 
ive Company, Inc. The subject of this session will be 
“The New Competition and How to Meet It.” 1. “Some 
Types of the New Competition—(a) Local Industries; 
(b) Local Tariffs; (c) Empire Preferentials,” E. B. Fil- 
singer, export manager, Lawrence & Company; 2. “Local 
Manufacturing as a Remedy, (a) Branch Factories; (b) 
Manufacturing Arrangements on a Royalty Basis; (c) Mi- 
nority Interest in Local Factories,” J. S. Wolf, secretary 
and treasurer, Standard Varnish Works; 3. “Long Term 
Credits, (a) Why, When and Where are Long Term Cred- 
its Needed?; (b) Long Term Credits or Consignments?; 
(c) How Safely Guarded?”’, Allan B. Cook, vice-president, 
Guardian Trust Company, Cleveland, O. 

At the banquet session there will be addresses by Hon. 
Herbert Hoover, secretary of commerce; Hon Elihu Root, 
former secretary of state, and B. C. Forbes, editor. 





New York Managers Discuss Sales Meetings. 

The New York Office Appliance Managers’ Association 
held a meeting at the Uptown club on Monday, February 
8, at which they discussed the value of and necessity for 
sales meetings from nine to nine-fifteen A. M. The fol- 
lowing points were brought out at this meeting: 

A sales organization should start to function not later 
than nine A. M. 

Most sales organizations do not and cannot because the 
majority of salesmen don’t arrive until after nine, or leave 
office before ten, and then call it a day at four o’clock 
when not attending a matinee, ball game, horse race, pool 
room, or other favorite diversions. 

There are a great many salesmen in the metropolitan 


district attending morning and afternoon classes at schools 
and colleges at some company’s expense and committing 
perjury to boot, through false reports to help support their 
dishonorable career. 

It is the conviction of many qualified to quote that over 
fifty per cent of the salesmen of New York can be indicted 
for commercial larceny. 

It costs from $500 to $1,000 to educate and train a sales- 
man in the office specialty industry and any company that 
invests such an amount in human enterprise is surely en- 
titled to a square deal. 

The natural law proves, generally speaking, that men and 
women are both mentally and physically lazy and must be 
forced to meet their obligations. 

The average salesman in the office specialty industry 
does not work four hours a day and statistically speaking, 
he does not earn $100 a month. 

From twenty-five to thirty-three and one-third per cent 
of the salesmen in the office specialty field produce more 
than seventy-five per cent of the total business. The bal- 
ance of from sixty-six and two-thirds to seventy-five per 
cent produce less than twenty-five per cent. 

Two out of every three salesmen who enter the office 
specialty field fail to make good. 

The turnover in the office specialty industry is abnormal- 
ly high. It must be reduced. 

How can this condition be rectified and controlled? 

Through better selection, better training, and better di- 
rection of salesmen, and a plan that will force a man to 
fulfill his contract obligations. By the application of a 
system or routine that will automatically get the salesmen 
in the office by nine A. M. or sooner, in territory by nine- 
thirty or sooner, increase calls to maximum and sales and 
income correspondingly. 

The major problem is to get the salesmen in by nine or 
better, and then get them out by nine-thirty on the way to 
a prospect’s office and not to a restaurant for breakfast 
and a “pow-pow,” which lasts until ten-thirty or eleven. 

If you have a daily morning meeting, what time do you 
start and finish, and what are the nature of your subjects? 
Are daily sales meetings a necessity and do they have a 
constructive value; if so, why? If not, why? 


Guild Holds First Convention. 

The first convention of the Guild stationers was held at 
the Bellevue-Stratford hotel, Philadelphia, February 22 and 
23. The following committees had charge of the details of 
the convention: Arrangement, Francis B. Irwin, James 
Hogan Company, Ltd., Philadelphia, Penna., and Eugene 
H. Tower, Jr., of Eugene Tower, Inc., New York, N. Y. 
Merchandise, Tom Stagg, A. Pomerantz & Company, Phila- 
de!phia, Penna., and George Wustner, William F. Murphy’s 
Sons Company, Philadelphia, Penna. Manufacturers, C. C. 
Shee, Oakville-American Pin Division, Scovill Manufactur- 
ing Co., New York, N. Y.; A. B. Holmes, vice-president, 
Columbia Ribbon & Carbon Manufacturing Company, Inc., 
New York, N. Y., and Ralph Kennan, Whiting-Patterson 
Co., Inc., Philadelphia, Penna. Reception, Frank R. Welsh, 
William Mann Company, Philadelphia, Penna.; William E. 
Ward, John Ward & Son, New York, N. Y.; Roland B. 
Altemus, Altemus & Company, Inc., Philadelphia, Penna. 

Participating Guild dealers included five prominent deal- 
ers in Illinois; one in Kentucky; six in Maryland; four in 
Massachusetts; three in Michigan; two in Minnesota; ten 
in New Jersey; sixteen in New York City and six in other 
cities in New York state; one in North Dakota; three in 
Ohio; eleven in Philadelphia and four in Pennsylvania cities 
outside of Philadelphia; two in Rhode Island and four in 
Virginia. 

Twenty-five Guild manufacturers also participated in the 
convention. 
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591 Mission Street 


A Common Sense Argument 


in regard to the proper use of 


Typewriter Ribbons 


T is conceded that a workman 

must have the best of tools in order 
to perform efficient work, and this is 
notably true in the use of Ribbons and 
Carbon Papers. We feel it an obliga- 
tion, therefore, as manufacturers of 
the highest grades of Ribbons and 
Carbons, to assist our users in obtain- 
ing the very best results, and, in doing 
so, we are assisting the dealer as well 
by increasing the demand for our 
goods. Of the highest importance in 
making carbon copies is the use of the 
proper Manifold Tissues. It seems al- 
most pitiful to take a high grade car- 
bon and use it in connection with the 
ordinary cheap yellow sheet, the use 
of which is so prevalent today. The 
entire result is spoiled, and by paying 
a little more for a light weight Bond 
sheet, it improves not only the char- 
acter of the copy, but is also an ad- 
vantage for filing purposes, and par- 
ticularly so in those cases where the 
copies are kept for a number of years. 


and Carbon Papers 


The Bond sheet has the strength of 
wear, where the cheap sheet easily be- 
comes detached and may be frequently 
lost, involving much inconvenience 
later on. The best Manifold Tissue 
for average use is the 11 lb. Bond and 
is suitable for making from six to eight 
copies. Where up to fifteen or twenty 
copies are required, a thinner sheet 
will be necessary, but these thinner 
sheets can also be procured in a good 
quality. The dealers handling our 
goods can greatly assist in this by 
illustrating to their customers the 
better results obtained from the use 
of the proper paper, and, naturally, 
it is to their advantage to sell the 
better grades. It will be our deter- 
mined effort, from now on, to assist 
our users in getting the very finest 
results from our goods, and which can 
be obtained from the simple process 
of using the proper material. In this 
connection we give a_ tabulation, 
which should prove of infinite interest 
to the users of Carbon Papers: 


Distribution of the cost of 


writing 1000 letters 


Dictation ‘ ‘ $125.00 
Shorthand 80.00 
q Overhead 32.53 q 

Stationery 26.80 
Mailing 24.50 
Filing > , ‘ ; 6.00 
CARBONS and RIBBONS. ___ 1.80 

Total $296.63 


This means a cost of 6/1000 for the best Carbon Paper and Ribbons against 994/1000 as the 


remainder of the letter-writing expense. 


In another advertisement we will take up the matter of Typewriter Ribbons, in an endeavor 
to show the users how to secure the best results from these. 

Extraordinary qualities have been incorporated in our typewriter ribbons and carbon papers 
representing characteristics which at once distinguish them from all others. In the dura 
bility of our products and for their general excellence they invite the most critical comparisons 


MITTAG & VOLGER, Inc. 


Principal Office and Factory, 


326 Erie Building 


PARK RIDGE, N. J., U.S.A. 


Branches: 
MINNEAPOLIS NEW YORK BOSTON LOS ANGELES 
1040 McKnight Building 261 Broadway 160 Congress Street Tajo Building 
SAN FRANCISCO CLEVELAND CHICAGO ST. LOUIS 


205 W. Monroe Street Merchants Laclede Bldg. 


SEATTLE, 1006 Terminal Sales Bldg. 


AGENCIES ALL OVER THE WORLD 
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Bridgeport Sales Conference of Dictaphone Men. 

The first of a series of sales conferences was held by the 
Dictaphone Sales Corporation at Bridgeport, Conn., Janu- 
ary 8-9. 
to which the managers of branches were called in to meet 
with officials from the executive headquarters. Two of 
these were described in the February issue of Office Appli- 
ances. 

The Bridgeport conferences were held at the factory, and 
the managers representing Eastern districts were 
at the University club. There was a unanimous feeling of 
quiet confidence in the satisfactory prospect of a greatly 
enlarged business in 1926. The spirit of co-operation and 
service between branches has developed a rare quality in its 
This content- 


Subsequent conferences were held at other points, 


guests 


extension to Dictaphone prospects and users. 
ment was emphasized by a review of the past year’s busi- 
ness, which has been eminently satisfactory to the organiza- 
tion. 


Chicago Typewriter Dealers’ Association 

The regular monthly meeting of the Chicago Typewriter 
Dealers’ Association was held on Tuesday evening, Feb- 
ruary 9, at the Hamilton club in the midst of a blinding 
snow storm which prevented a number of the members 
from attending. Considering the weather, the attendance 
was fair. 

President Shipman was in the chair and the speaker of 
the evening was Alderman Guy Guernsey, who made a 
most interesting talk on the development of the Calumet 
Harbor and Calumet District, and reviewed this project 
as it is seen by the city authorities and industrialists who 
are engaged in this important development. 

The alderman is chairman of the committee of harbors, 
wharves and bridges of the Chicago City Council and has 
been one of the foremost men in promoting and pushing 
the Calumet Lake Harbor project which, with the other 
lake improvements in view, will create what will be proba- 
bly the most important industrial center in the United 
States when fully developed. Mr. Guernsey illustrated his 
talk with some interesting charts. 

At the conclusion of his remarks, the alderman was made 
an honorary member of the association. 

The minutes of the previous meeting were dispensed 
with and President Shipman reported on the license mat- 
ter, stating that a new license ordinance would be passed 
within sixty days and that in the meantime it is not ex- 
pected that the authorities will collect any licenses. 

The matter of guarantees came up. Mr. Fox argued 


against the present system of guarantees, saying that it was 
unnecessary and illogical. 


He also suggested that there 


DICTAPHONE MAN- 
AGERS REPRESENTING 
THE EASTERN DIS- 
TRICTS.—They Attended 
a Sales Conference at the 
Factory, Bridgeport, Conn. 

















Mr. 
Froehlich thought the latter suggestion umnecessary as so 
Messrs. Froehlich, Fox, 


be no rebate on purchases on account of rentals paid. 


few rentals result in purchases. 
Kline and Martin (Office Appliances) 
committee to look into the matter of recommended prices 


were appointed a 


and to bring in further suggestions at the next meeting of 
the association. 
On motion, the meeting adjourned. 


District Meetings of the I. S. M. A. 


Combined meetings of districts 2, 


February 19 and 20 at the Benjamin Franklin hotel, Ninth 





5 and 9 were held on 
and Chestnut streets, Philadelphia, Penna. 

The meeting was called to order by Albert Sheminger, 
district governor of district number two. Prayer was of- 
fered by Rk. W. Shindler, lieutenant governor of the dis- 
trict and an address of welcome was presented by Thomas 
Hardenbergh, president of the Philadelphia Stamp Club. 
This was followed by an address by George M. Ness, vice- 
president of the I. S. M. A. 

After luncheon the meeting again convened at two o’clock, 
when Albert Scheminger, governor of district number two, 
made some remarks. Group sessions on brass dies, sten 
cils, sundries and steel stamps were then held. 

The following day was Saturday and meeting was called 
to order at ten in the morning by Governor Scheminger. 
Announcements were followed by addresses from ten-min- 
ute men including the following: Messrs. Jensen of New 
York; Schoder of New York; Rosendorf of Richmond; 
Spaeth of Boston; Scheuer of New York; Reinhart of Rich- 
mond; Ourlander of Baltimore; Shindler of Philadelphia 
and Corbett of Pittsburgh. 

The afternoon session was devoted to group meetings 
until four P. M. The groups included rubber stamps, stee! 
stamps, checks and badges. At four o’clock the conven- 
tion reassembled to hear reports from the chairman of 
each group. 

The entertainment features included a ’bus ride to Valley 
Forge, the site of the winter encampment of Washington’s 
army. This ride was arranged for the ladies. On Friday 
evening the entire convention went to Keith’s theater. On 
Saturday evening a banquet was held at the Benjamin 
Franklin hotel with Albert Scheminger as toastmaster. At 
this banquet were some interesting surprise features, music 
and dancing. 


D. M. A. Meets at Detroit in October. 
The Direct Mail Advertising Association, Inc., will hold 
its 1926 convention at Detroit, Mich., October 20-22. It 
will be held in the new Masonic Temple. 
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“The Line that can’t be matched” 


A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 


Manifold Supplies Company 
188 Third Avenue 
BROOKLYN station 12 N. Y., U.S. A. 
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There are reasons why PEERLESS 
sells fully 80% of the dealer accounts 
—leaders included—in New York 
City, the home of rubber key com- 


panies. 
1 The PEERLESS Key Co. 
We make: * was the first to develop 
dealer business in rubber 
Typewriter keys. 
Ribbons 
PEERLESS Keys are guar- 
Carbon Paper 2 * anteed not to harden—elim- 


inating all danger of stock 


Rubber Twirler a 
going bad—and are the only 


Rings, for all 


machines, in- dealer-sold keys so guaran- 
cluding Port- teed. 
able and Wood- 


stock variable 3 For years dealers have 
line spacer * profited by PEERLESS 


knob. advertising matter, carry- 
ing the dealers own im- 
Rubber Twirler an @, : 
Rings for Bur- 
roughs Adding 


4 A consumer demand for 
* PEERLESS Keys has been 
created by years of con- 
sumer advertising and office- 
to-office missionary work. 


Machines. 


Cushion Type- 
writer feet. 


There’s profit for you in 











PEERLESS 
reward KS YO 


Send in Attached Coupon 


PEERLESS KEY COMPANY, INC. 


176 Fulton St. New York City 
Boston Chicago Philadelphia Minneapolis 
Pittsburgh LosAngeles St.Louis London Berlin 
San Francisco Distributor: D. R. Pinney, 521 Market St. 
Wellington, N. Z.,P.0 Box1454 Sydney, Australia, P.O. Box3003 


a a a 


Peerless Key Co., Inc., 176 Fulton St., N. Y. City: 


Please send us without any obligation on our part, details 
of your special profit-making offer, together with sample 
of Peerless Key and erasure shields with our imprint (tele- 
phone number if desired). 


NAME 
ADDRESS 
Telephone No. J 
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New York Stationers Tender Luncheon to National 
Officers. 

On Thursday, January 28, the day following the annual 
banquet of the New York Stationers’ Association reported 
elsewhere, a luncheon was given by the New York Asso- 
ciation at which President Edwin H. Sell, Vice-President 
C. P. Garvin and District Governor W. N. Stewart of 
District No. 2 were guests. All three gentlemen spoke on 
the work of the association, and the cooperation it is 
endeavoring to give dealers this year. 


New Orleans Stationers Entertain Sell. 

An informal banquet was held by the Stationers’ Asso- 
ciation of New Orleans, La., on Thursday evening, February 
18, in honor of Edwin H. Sell, president of the National 
Association of Stationers, Office Outfitters and Manufac- 
turers. Mr. Sell remained a day or so at New Orleans and 
left at noon on the twentieth for Tampa. He was accom- 
panied by his wife and daughter. 


The Coming Chattanooga Meeting. 

E. P. Campbell, vice-president and general manager of 
T. H. Payne & Company, Chattanooga, is the local con- 
vention chairman in charge of preparations for the meeting 
of the fourth division of the National Association of Sta- 
tioners, Office Outfitters and Manufacturers to be held at 
Chattanooga, Tenn., on May 6 and 7 at the Patton hotel 
Nathan Saltzman and Ivan Allen of Atlanta, R. M. Pound 
of Charlotte, governor of the fourth district, will make a 
trip to Chattanooga at an early date to arrange the details 
of the convention. The program has not yet been com- 
pleted at the time of writing. We hope to give a substance 
of it in a later issue. 


Annual Todd Company Chicago Conference 

The annual conference of the Chicago office of the Todd 
Company was held January 23 and terminated in a bat 
quet at the Congress hotel tendered to the organization by 
Harry A. May, secretary of the company and director 
sales. Those present besides Mr. May included H. B 
Thompson, field supervisor for the middle west; H. Var 
Kuren of the Milwaukee office; T. G. Troy, field supervisor 
for the Metropolitan Casualty Insurance Company; Ray B 
Drum, Chicago manager, and the twenty-two salesmen ot 
the Chicago office. 

Leopold Salesmen at Factory Conference. 

The salesmen of the Leopold Desk Company gathered 
at the factory, Burlington, Iowa, January 5-6, for the 
annual mid-winter conference. The salesmen brought 
recommendations for the betterment of the line, and a full 
discussion crystallized these ideas into important changes 
in the products of the company. The session was most 
profitable, and gave the company an opportunity to visualize 
the standing of its products with dealers in a gratifying 
manner. 

Among those present at this conference were Charles 
Stieglitz and Edward Stahl of Chicago; H. D. Chastain and 
S. H. MacDonald of Seattle, Washington, and R. B. Booth 
of Brooklyn, New York, in addition to the complete ex- 
ecutive and sales force of the factory. 

At this meeting several new designs were discussed and 
approved, and are now being offered to the trade. The 
most important general change was the bringing out of a 
medium priced line of matched furniture, which is being 
accepted generously by Leopold dealers. 
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You Can Now Standardize for Typing Efficiency 
Under One Famous Name 
















-made 
Paragon Ribbons 
and 
Red Seal Carbon 
Papers 
always make good 
Impressions ~ 





Remington 





STANDARD 
TYPEWRITERS.» 
* 


PORTABLE 
TYPEWRITER 








NOIS ELE Ss 
J YPEWRITER 


ACCOUNTING 
MACHINES 












A Remington for Every Purpose 


EMINGTON, and only Remington, 
today meets every office problem 
with a writing machine for every pur- 
pose. For executive offices and under 
every condition where quiet is desir- 
able, for the general office where cor- 
respondence machines must with- 
stand severeservice,forstencilcutting 
and tabulating, for the personal use of 
executives and salesmen, for book- 
keeping, cost accounting, payroll 
work—for each service there is ex- 
actly the right Remington. 
Consider the great advantages of 
standardizing on Remington ma- 
chines. One great organization back 


REMINGTON TYPEWRITER COMPANY ~ 


Branches Everywhere 
Remington Typewriter Company of Canada, Limited, 68 King Street West, Toronto 


of your entire office equipment, one 
service, one responsibility for your 
office machine efficiency. Remington 
alone can offer this coverage of all 
your office needs. 

Whatever your requirements may 
be, whether they include the com- 
plete Remington line or only certain 
of its units, we are in exceptional 
position to solve your problems. 
We offer you Remington service 
with all the attendant advantages of 
standardization under the one 
famous name. Branches in all prin- 
cipal cities of the world are ready to 
assist you. 


374 BROADWAY, NEW YORK 
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Keeping in Step 
With Your Needs 


Wit 16 additions to our 
plant during the past 
5 years Jamestown Metal 
Desk facilities have contin- 
ually kept in step with the 
demands of our customers. 


Thus, as sales increased 
with a fuller appreciation 


on the part of the consumer 
of the exceptional value 


these desks offer, we have 
increased plant capacity 
accordingly. 


Consequently we are in 
even better position than 
formerly to take care of 
your requirements 
promptly for whatever 
styles you prefer in what- 
ever quantities wanted. 


Jamestown Metal Desk Co., Inc. 
Jamestown, N. Y. 
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Stationers’ Square Club Holds First Meeting of 
the Year. 

The first meeting of the new year of the Stationers’ 
Square Club was held Friday evening, January 29, at the 
Hofbrau House, New York City. The new officers were 
on the job and the various announcements and reports 
showed that considerable effort had been given to out- 
lining the plans for the coming year. 

The following were made committee chairmen: Enter- 
tainment—Maynard P. Morgan; Publicity-—-H. L. Lind- 
quist; Relief and Employment—Robert J. W. Huff; 
Initiation—Edward G. Bachtler; Fellowship—Ralph Hal- 
pern; Membership—C. C. Shee; Tyler—Henry W. Bow- 
man. 

In addition to these chairmen there were others ap- 
pointed for special committees, and without exception, 
these chairmen reported constructive plans for the com- 
ing year. 

H. L. Lindquist, as chairman of the special Program 
Committee, outlined the topics for the meetings of 1926. 
These covered a wide range, and in addition to several 
outstanding social events, provided for a series of educa- 
tional meetings that will be of much benefit to the mem- 
bers. 

C. C. Shee outlined a complete recruiting campaign de- 
signed to reach every Mason connected with the station- 
ery industry in the Metropolitan District. No such far- 
reaching campaign has ever been attempted and big re- 
sults are looked for. 

It is certain that the progressive plans for 1926 will 


attract many members to the organization as well 


aS 
renew the interest of many who have allowed their mem- 
berships to lapse. A complete program for the year will 
be published as soon as it becomes available. 

Eppert Joins Burroughs Sales Promotion. 

R. R. Eppert has joined the sales promotion staff of the 
Burroughs Adding Machine Company at Detroit. - When 
the promotion came to Mr. Eppert he was a member of the 
sales force at the Denver agency. 
Mr. Eppert started in the Bur- 
roughs organization as a_ ship- 
ping clerk in the Ogden, Utah, 
agency, in March, 1921. Soon after- { 
ward he decided to risk his future 
as a salesman. He started out in 
May as a junior, and by October 
had earned the right to be known 
as a senior. The same month he 
transferred his activities to the Den- 
ver agency. 

Mr. Eppert attended the 1925 con- 





R. R. EPPERT 


vention of the Burroughs All Star 
club at Detroit, indicating the progress he had made since 
that start from scratch at Ogden. 

Northwestern Stationers Dine. 

The annual banquet of the Northwestern stationers was 
held at the St. Paul hotel in St. Paul on Saturday evening, 
January 30. The attendance numbered about seventy peo- 
ple, composed of local stationers from Minneapolis, St. 
Paul and outlying points, together with representatives 
from the trade. A very interesting program of vaude- 
ville artists was enjoyed during the course of the dinner 
after which an address on “Loyalty” was made by F. G. 
Orr, assistant general sales manager of the W. A. Sheaffer 
Pen Company. 

The opinion generally expressed was that the dinner 
was one of the most successful events of its kind which 
has been held in the Twin Cities for some time. 

Regional Governor A. J. Walker acted as toastmaster. 
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Underwoods means quicker 
turnover and greater profits 


ete the introduction of the visi- 
ble writing machine—more than 
a quarter of a century ago— Underwood Typewriters have been 
accepted as the standard of writing machines. 


Your customers, through years of experience know the value of using 
Underwoods. Lengthy sales arguments on your part are not necessary 
to convince them. 


Nearly 3,000,000 Underwood Typewriters are now in use—assuring a 
sufficient quantity of used machines at stabilized prices. ~cAnd more 
than 270 supply depots in the United States — one of them in your 
locality —guarantees prompt delivery of machines needed for sales or 
rental purposes. 


For prices and details write 


Used Machine Department 


UNDERWOOD TYPEWRITER COMPANY, Inc. 
30 VESEY STREET ~w v NEW YORK 


UNDERWOOD 


et Nearly 3,000,000 Now in Use $0 





ee MW o%@gt@ie- 0-0 eee tees teeta a 
a le al ae rate Tatar Se leleleleleleles sss Serrano seieren 





Po om 








OFFICE APPLIAN 


He Believes an 





‘ 





CES March, 192 


Efficiency 


Mr. E. J. Kulas, President 





Otis Steel Co., Cleveland 


His Suggestion: 

















FREE trial 


Va lelabactststele 


2° NE of the best suggestions for 
business men which has come to 
our attention recently is the one made 
by Mr. E. J. Kulas, President of the 
Otis Steel Co., of Cleveland, Ohio. 
He says in a recent article that if the 
business executives of the country were 
to nominate an ‘Office Efficiency Week’ 
which would be devoted to a thoro 
investigation of their office routine, 
the overhead account in many cases 
could be reduced by at least 10%.”’ 


—Babson’s Report of January, 1926 


aph Makes Every Week 


y PRINTS FROM TYPE 
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OU could meet rising overhead costs during the war 

by doubling or tripling selling prices. It was a ‘‘Sellers’ 
Market’’! Volume soared instead of dropping at each 
new price increase! Today, we are in a ‘‘Buyers’ Market’’! 
Increasing competition in all lines forces lower instead of 
higher prices! So this year, your overhead costs must 
drop together with selling prices! In no other way can your 
required margin of profit be maintained—and increased! 


Firms Proved Mr. Kulas Is Right— 


HE REO Motor Car Co., compared their method with 

Addressograph speed and saved 5 clerks! Abraham & 
Straus, Inc., Brooklyn’s largest store, did likewise and 
saved 135 clerks. The Seattle Post-Intelligencer cut its 
overhead $171 weekly by investigating a better method 
made possible by the FREE trial Addressograph. 


Boosts Sales While Reducing Overhead— 







VERHEAD costs drop surprisingly when 

Addressograph is adopted for statements, pay forms, 
dividend checks, cost records, etc. But don’t forget the 
SAME machine also amazingly increases sales! S. C. 
Johnson & Son M’f’g. Co., Racine, report: ‘7,340 neu 
accounts directly traceable to our Addressograph-ed 
Direct Mail.’ Cedar Rapids (la.) Savings Bank report: 
‘‘Addressograph increased our deposits $103,239 in 18 
months.”’ Groff & Wolf (Retailers), Lancaster, Pa., state: 


**1,200 Addressograph-ed letters sold a total business of 
$5,376—cost only $60!"' 
below. 


Surely you will mail the coupon 





Over 100,000 
Use It For: 


1—Increasing Sales 
2—All Office Forms 
3—Shipping Tags, etc. 
4—Speeding Collections 
5—Pay and Dividend 
Forms 

6—Routing Schedules 
7—All Addressing 
8—lIdentification Tags 
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Week Would Cit Overhead 0x 


Is Your Overhead Rising or Falling? 











It Saves Labor! 


FREE Trial 
Will Convince You 
—Simply Mail This y 






Mail 
nil this to 
s% 
& Addressograph Co., 
V. Van Buren Se 


~ A 


NZ Send FRE E Bookle {s 
=_ telling how to cut overhead 
= and increase sale 


Trial Hand 
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i 1 Send Prepaid FREI 
£ as Machine. Will return Freight COLLECT 
J "unless we buy. 
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“Canton Art Metal Co. 
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A Full Measure of Service 


A full measure of service, for 
the money expended is what 
every customer expects, and 
rightly. In this respect, 
Canton products surely jus- 
tify your efforts in promot- 
ing their sale. In keeping 
with Canton’s service to cus- 
tomers, the returns to deal- 
ers are attractive. The 
agency proposition was de- 
signed with your interests 
foremost; it should be worth 
while for you to investi- 
gate it. 


THE 


CANTON 


ART METAL CO. 
CANTON, OHIO 
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Brief Notes from Cleveland. 


The Brooks Company, stationers and printers, moved 
into their new home and held their formal opening on Jan- 
uary 7. Hundreds of their customers and friends called. 
The store was banked with many beautiful floral offerings 
sent by well-wishers. The company also celebrated its fif- 
tieth anniversary in business, having been established in 
1875. One hundred and fifty people are now employed and 
the retail store of the company is conceded to be among 
the most modern in the country. Arthur D. Brooks is 
president. 

s oe 

The Goldman Pen Company of 37 Euclid Arcade was 
robbed of merchandise to the value of $1,000. Joseph Gold- 
man reported to police. The goods taken consisted prin- 
cipally of pens and pencils in show cases. 

* * x 


The Cleveland Office Equipment & Supply Company was 
incorporated on February 17 for $10,000 by Arthur E. and 
Lillian J. Hang, K. E. Sechler and Lucille Franz. 

* * 


Mary Rennels of the Burrows Brothers Company was 
chosen as one of three judges in an old periodical contest 
staged by the Cleveland Plain Dealer. More than 1,000 
volumes were received for the contest. 

x * * 

“Bill” Combes, who has been in charge of the Akron 
territory for the Remington Typewriter Company, has been 
promoted to assistant manager of the Cleveland office. His 
successor in Akron is J. M. Drab, a former salesman. 

* * * 

The Kruse Service Company will open a new store on 
March Ist on East Fourth street near Huron road. Mr. 
Kruse has associated with him in the business Mr. Bollin- 
ger. Both are well known in the trade, having been in the 
typewriter business for many years. 

* ~ * 

Chris J. Monahan, known to hundreds in the typewriter 
field, has been appointed manager of the Remington office 
in Indianapolis. He was formerly manager of the Rem- 
ington sales office in Cleveland. Leaving them, he went to 
Canada and became connected with the Royal organiza- 
tion. Returning to Cleveland, he became manager of the 
Noiseless Company branch, and when this company was 
taken over by the Remington Company he was taken into 
the organization in charge of Noiseless sales. His many 
Cleveland friends will be glad to hear of his promotion to 
the Indianapolis office as manager. 

* * x 

C. M. Williams of the Victor Adding Machine Company, 
who has been calling on consumer trade in Cleveland, has 
been promoted to a road man calling on dealers. 

* * x 

F. B. Willis, general sales manager for the Victor Adding 
Machine Company, was a visitor at the Cleveland office 
this month. 

* * * 

The building which houses the offices of the American 
Writing Machine Company in Cleveland, the Hollenden 
hotel, is to have ten additional stories added to it, making 
it a twenty-story building. A twelve-story building is to 
be erected immediately adjoining it. F. MacBurney, man- 
ager of the American Writing Machine Company, is gifted 
with second sight, his friends believe, in being able to se- 
lect a location of so much promise in a business way. 

—A. E. D 


Export Managers to Meet. 

On March 16 at the Hotel Pennsylvania in New York 
City, the Export Managers’ club will hold a get-together 
meeting. 

\W. R. Cummings, vice-president and sales manager of 
the Monroe Calculating Machine Company, will be toast- 
master at the dinner. James S. Martin of the Remington 
Typewriter Company is chairman of the publicity com- 
mittee. 

Following are the principal topics in the proposed pro- 
gram: 

“Intensive Selling in Individual Markets. 1—What Can 
Intensive Selling Accomplish? 2—How to Plan Intensive 
Selling Campaigns; 3—Where Are the Markets of Tomor- 
row?” 
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ATypewriter Ribbon 
Of Unusual Merit 


The Bucki Supreme Typewriter 
Ribbon deserves your careful 
investigation. Highest quality 
inks combined with imported 
fabrics of finest grade and pro- 
duced by unsurpassed manu- 
facturing processes make for 
ribbons of utmost durability. 
Special grades for special pur- 
poses. 


Supporting Bucki Ribbons, 
dealers find Bucki Carbon 
Papers a valuable addition. 
Satisfactory repeat sales result 
from the pleasing service this 
paper gives. 

Full cooperation assists in 
building a profitable ribbon and 
carbon department. 


THE 


BUCKEYE 


RIBBON & CARBON CO. 


Factory and Executive Offices 


ESTABLISHED 1896 
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The Model il- 
lustrated shows 
the New Inking 
Attachment. 
May be attach- 
ed to model 5 
Underwood 
Duplicator at 
a slight cost. 





Saving Office Dollars 


HE Underwood Revolving Duplicator 
holds down office overhead. 


It reproduces in quantity all kinds of written 
work. It takes care of those last minute Bul- 
letins that have to be rushed out to the sales 
force, new price lists and nearly every kind 
of office form. It turns them out in a few 
minutes—at a fraction of the cost of print- 
ing or multigraphing. 


It is so simple that anyone can operate 
it. An easy turn of the handle—and from 
40 to 60 neat, legible copies a minute are 
duplicated. 


Any Underwood office can give complete 
information on the Underwood Revolving 


Duplicator. Write or telephone for these 
dollar saving facts. 


UNDERWOOD TYPEWRITER CO. INc. 
UNDERWOOD BUILDING NEW YORK CITY 


UNDERWOOD 
Revolving 


DUPLICATOR 





y, 





“The New Competition and How to Meet It. 1—Some 
Types of the New Competition; Local Industries; Local 
Tariffs; Empire Preferentials; 2—Local Manufacturing as a 
Remedy; Branch Factories; Manufacturing Arrangements 
on a Royalty Basis; Minority Interest in Local Factories; 
3—Long Term Credits; Why, When, and Where are Long 
Term Credits Needed? Long Term Credits or Consign- 
ments; How Safely Guarded.” 

“American Capital Investments Abroad as an Aid to 
Export Trade.” 

“How American Business Can Benefit from Interna- 
tional Cooperation.” 


Smiths and Coronas Fraternize at Chicago. 

The most gratifying function ever held by the Chicago 
organization of the L. C. Smith business was held at the 
New Palmer House February 1. H. S. Gilbert, the local 
manager, invited every member of the staff within his 
jurisdiction, workers in every capacity of the business. 
Members of the Corona staff at Chicago were invited 
guests. The event actually celebrated the merger of the 
L. C. Smith & Bros. Typewriter Inc., with the Corona 
['ypewriter Company, Inc., now known as the L. C. Smith 
& Corona Typewriters Inc. A. M. Simpson, director of 
sales from the home office, was the guest of honor 

The occasion was a very happy event, and the repre- 
sentatives of the two companies were in their most cheer- 
ful mood when they assembled at the dinner table. There 
were ninety-two present. A splendid dinner was served, 
and the guests provided with paper caps of varied designs. 


Mr. Gilbert was at his best as toastmaster. Brief ad- 
dresses were made by Mr. Simpson, J. J. McCormick, man- 
ager of the Corona Typewriter Sales Company, Chicago, 
and W. R. Wright, of Ford, Bacon & Davis, the active 
organizers of the consolidation. The addresses related to 
the merger of the two typewriter companies and the poten- 
tialities of this union. Other talks were given from both 
sides of the new “family,” in which the early history of 
the two companies were discussed. Many amusing inci- 
dents were related. The dinner ended at a late hour, and 
every one wished Mr. Gilbert the huge measure of success 
he so richly deserves. 


Dalton Hundred Pointers to Meet in Atlantic City. 


The Hundred Point Club of the Dalton Adding Machine 
Company will hold its annual convention June 17, 18 and 
19 at the Hotel Traymore, Atlantic City, N. J. It is said 
that three-fourths of the sales force have an excellent 
chance to land in this club. Those attending the conven- 
tion will have an opportunity to attend the Sesquicentennial 
Exposition at Philadelphia, apart from the elaborate pro- 
gram that is to be put on by the company at the Hotel 
Traymore. 


The “Chiutco” Club. 


The club formed as a result of a Christmas party given 
by the women employees of the Underwood Typewriter 
Company at Chicago has been christened. It is the 
“Chiutco” club, combining the abbreviation of the city’s 
name with the initials of the company’s title. Officers have 
been elected. Miss Katharine Byrne is president; Miss 
Maude Sweet, vice-president; Miss Estelle McMahan, treas- 
urer; Miss Alice Kuhn, secretary. 

The first entertainment to be held by the club will be 
under the direction of Miss Ethel Lind. She will prove 
to be an excellent chairman, and a great deal is expected 
from her administration of the entertainment work. 
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Blank labels for making the index 
and transparent celluloid windows 
are furnished too Where a system 
alls for a color classification colored 
windows, blue, yellow, orange, green, 
cerise—are available. 














This New File Guide 
Says Quick-like—‘‘Here It Is!”’ 


HEN a man wants papers in a hurry this is the 
file guide that says quick-like, “here it is!” 
It’s visible in any position and the index labels stand 
out like pictures in a frame. 
Any vertical filing system can be equipped with 


ANGULAR METAL LABEL HOLDER GUIDES 
Visible — Strong — Flexible — Attractive — Economical 


The unique angle of the label holder insures easiest reading and quickest 
finding and filing. The label holders have a smooth black enameled 
finish and are firmly mounted on extra heavy blue-gray press board. 





Two sizes of the label holders are Guides are furnished in letter, bill, 
available—No. 2, which has a window legal, and check-sizes. A _ size for 
space of 134”x34”; and No. 4, which every indexing requirement. 


” 


has a window space of 31%4”x3%”. 


You'll want to give one of these guides the eye test in your own files—prove 
for yourself how popular these guides will be with your customers. Tear off A 
and Mail the coupon for a FREE actual-size sample! ¢ 


YAWMAN-4DFRBE MFG.@. 


Filing System Service and Supplies 


355 Jay Street Rochester, N. Y. 


Export Department: 368 Broadway, New York City Fs 
Cable Address: ‘“YAWMANERBE,’’ New York Pi gz 
Codes Western Union, A. B. C., Fifth Edition Improved and Bentley's. 












Please send me FREE 
actual size sample of 
“Y and E” Angular Metal 
Label Holder Guide, 
equipped with label and 
colored celluloid window — 
with prices of the guides. 
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No, 321 


SON 


OFFICE AND DIRECTORS’ TABLES 


What does Your Trade 
want to know about 


Tables? 


APPEARANCE? Sure, they want to see the 
actual merchandise. SAMSON offers real qual- 
ity in a wide variety of attractive designs; im- 
pressive and inviting. 


STRUCTURE—vyes, indeed: a table lacking the 
firm, steady frame gives only partial service; 
the securely joined structure is essential. SAM- 
SON under-top-construction assures a firm, 
non-wabbling table. 


DURABILITY! Everybody buys tables with the 
idea of permanent service in mind. Whether a 
full size model for a large directorate or a plain 
utility table for the outer office is required, the 
probable term of service is an important consid- 
eration. SAMSON TABLES built over twenty 
years ago are still giving first-class service. 











Every demand of the most discriminating person can be 
fully complied with in the SAMSON line; we recommend 
it for your favorable consideration. A line on your letter- 
head brings full details. 


Mutschler Brothers Company 
503 Madison Street 


NAPPANEE INDIANA 





No. 329 Above 
No, 317 Below 





Lift the Corner! 


Prove for yourself 
the enduring strength 
of SAMSON TABLES 
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National Cash Denies Monopoly Intent. 

Answering a complaint by the Federal Trade Commis- 
sion The National Cash Register Company denied the alie- 
gation that it used unfair methods of competition. The 
company’s answer declared that it was not attempting to 
restrain competition, or to monopolize the manufacture and 
sale of cash registers. 

The company further denied that it was trying to force 
out of business the Remington Cash Register Company, of 
Ilion, N. Y., which was declared in the complaint as its 
chief competitor. 

Challenging the jurisdiction of the commission in the 
case, the answer contended that a consent decree entered in 
the Federal District Court for Southern Ohio in 1916, re- 
straining the company from certain business practices 
limited the commission to referring matters affecting the 
National Cash Register Company to the Department of 
Justice for whatever action it might deem advisable under 
that decree. 

The answer in general was along the lines of arguments 
set forth by counsel for the company a few weeks ago be- 
fore the Board of Review of the Federal Trade Commis- 
sion, who contended that the company should not be con- 
fronted with the proceedings before the trade commission. 
on the ground that the practices complained of were already 
taken care of by the court decree. 


Raphael in General Office Machine Business. 

The E. A. Raphael Company, 37 Bromfield street, Bos- 
ton, Mass., is distributor for the Corona Typewriter Com- 
pany, Inc., occupying a street floor store on one of the busi- 
est Boston streets. In addition to the Corona, the company 
handles all makes of rebuilt typewriters, as well as check 
protectors, adding machines, mimeographs, multigraphs, 
etc. 

This business was conducted as Barlow & Raphael, Inc., 
up to January 1, 1925. Irving G. Barlow retired from the 
business in June, 1924. This enterprise was started in 
August, 1923, by Mr. Barlow and Ernest A. Raphael, 
handling rebuilt typewriters. Both have been members of 
the Boston organization of the Royal Typewriter Company, 
Inc., retiring from that work to start this business. 


Veterans Urged to Protect War Insurance. 

In a recent letter to General Frank T. Hines, Director of 
the United States Veterans’ Bureau, President Coolidge has 
expressed his unqualified approval of the campaign recently 
inaugurated by the Bureau to bring to the attention of all 
ex-service men and women the desirability of immediate 
reinstatement and conversion of their war risk insurance. 

Commenting upon the insurance issued by the Govern- 
ment, President-Coolidge said: “It is unnecessary for me to 
dwell upon the merits of life insurance, and the benefits 
which would come to all veterans and their dependents by 
their taking advantage of the liberal provisions made by 
the Government in the matter of insurance.” 

Under the terms and provisions of the World War Vet- 
erans’ Act of 1924, all yearly renewable term insurance (war 
time insurance) must be converted, if now in force, or rein- 
stated and converted if lapsed, into some form of United 
States Government life insurance on or before July 2, 1926, 
after which date no application for reinstatement and con- 
version can be accepted. 

The provisions for reinstatement are so lenient, the tern 
of the policies so liberal and the premiums themselves so 
low, as to bring some one of the six converted policies with- 
in reach of every veteran, and Director Hines is concerneu 
in seeing that every man or woman entitled to this insur- 


“ance be advised of his or her rights in connection with it 


before it is too late. 
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The When & Where or Speaceran havertalng 


Look at the calendar. On every marked date many of your cus- 
tomerswill receive another magazine advertisement explaining why 
Spencerian Pens are best. Spencerians are advertised the year round 
in full page, half- page and quarter-page space—in seven leading 
national magazines. Nearly 5,000,000 copies or approximately 
25,000,000 readers per issue. 

Every few days a Spencerian advertisement appears; we are giv- 
ing you continuous and consistent support. Push Spencerians, fea- 
ture them—use our free display material and get your share of the 
business this advertising will develop. 

We offer window displays; counter displays; 3 different display 
sales-cases; sample pens—3 in an envelope; folders for envelope 
stuffers; and electrotypes of pens and of newspaper advertisements. 

These dealer-helps will develop new satisfied customers for you 

customers who will buy pens and many other stationery articles 
as well. Sales of the little things lead to sales of the big ones. 

Look at the dates again— and let us help you move Spencerians 
more rapidly. Write us today regarding our free display offers. 
SPENCERIAN Pen Co., 3749 Broadway, New York. 
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ANNOUNCING 


A New Line of 
VAN DORN STORAGE CUPBOARDS 


A New Van Dorn sales opportunity is presented to you with the new and improved 
line of Van Dorn Steel Storage Cupboards, designed to meet every storage cup- 
board and wardrobe requirement. 

The new line is complete; built right; exceptionally moderate in price; and has new 
features of construction which stimulate quick sales. A decided advantage is the 
simplicity in construction of these cupboards, which assures quick and easy 
assembly in the field whenever “‘knockdown”’ shipments are made. 


To add to their improved appearance, neat, black enameled safe handles, with 
bronze tips, are used on all doors. For complete specifications and prices, fill in 
and mail the coupon at the foot of this page. Opportunity is knocking at your 
door. Take advantage of it NOW! 


The Van Dorn Iron Works Co. 
Main Office and Factory: Cleveland, Ohio 


Branches: — New York — Chicago — Pittsburgh — 
Washington — Cleveland 


Agencies in All Principal Territories 































THE VAN DORN IRON WORKS CO., 
2685 E. 79th St., 
CLEVELAND, OHIO. 


Send complete information on the new Van Dorn 
Line of Steel Storage Cupboards. 









If I check here I desire information oon | toes 
Dorn METALUSTER Steel Furniture Poli: 
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CA Grip Full of 
New Business 
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NATURAL SYSTEM 
Salesman’s Demonstrator Set 


Here’s the greatest sales producing outfit ever offered in the Filing Supplies 
business. There are two reasons for this fact: 


First, Natural System is in itself the most desirable, the most adaptable and the 
most appealing Filing System offered to meet the widely varying needs of 
business. 


Second, this outfit, which is neat and compact, enables your salesmen to not only 
demonstrate Natural System, but to also show the shortcomings of ordinary 
methods. They’re equipped to get the order on the spot! 


Write tor Details Now! 


The Wabash Cabinet Company 
WABASH, INDIANA 








SUPREME QUALITY FILII 


=== EST. 1883 
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Bureau of Standards on Carbon Paper Weights. 


The Federal Specification Board has been formulating 
specifications on carbon paper for Government use. In the 
investigations conducted in connection with these specifica- 
tions some of the Federal departments have questioned the 
weights specified in the tentative specifications submitted 
for their approval. Experience in testing such papers at the 
Bureau of Standards of the Department of Commerce 
shows that the weight of the uncoated paper is always in 
excess of the weight designated by the manufacturer. The 
weights in the specifications of the board have been decided 
upon with this difference in view. 

For the further information of the paper technical com- 
mittee of the Federal Specifications Board, three represen- 
tative samples of one of the best grades of carbon paper 
were carefully decoated and tested. The paper was de- 
coated by means of the “extraction and friction cleanser” 
devised by the paper section of the bureau. This apparatus 
is specified for the purpose in the tentative specifications. 
The following results were obtained in the tests. The 
figures represent pounds per 500 sheets, 20x30 inches. 


Sample A B G 
Weight designated by manufacturer.. 4 7 
Weight found by test................ 4.7 5.9 10.3 
Per cent excess weight over manufac- 
turer’s designation ..........0..s. 17.5 7.3 47.1 


It is evident that there is some discrepancy between the 
stock weights designated by the paper manufacturers and 
the actual weights of the coating stock received by the car- 
bon paper manufacturer. 


Wales Vice President Gives Liberally for Park. 

Fred M. Kirby, vice president of the Wales Adding 
Machine Company, has presented to the city of Wilkes- 
Barre, Penna., a $500,000 trust fund for the maintenance 
of Kirby park. He presented the park to the city several 
years ago, and now provides for its perpetuation. This 
most recent gift brings Mr. Kirby’s benefactions to the 
municipality to about $1,000,000. 

The $500,000 fund is in bonds of the Kirby Lumber 
Company bearing six per cent interest. The Miners’ 
Bank is trustee; the annual income of $30,000 provides 
for the repair, maintenance and improvement of the park; 
to provide municipal concerts in the park; any excess 
“may be allowed to accumulate for the ultimate establish- 
ment of a zoological garden in the park.” The deed of 
gift provides that the area of the park shall not be 
lessened, and that a bridge across the Susquehanna river 
shall not be built nearer Market street than Ross street, 
which is one block south of Mr. Kirby’s home. 


Résumé of G-F Business in 1925. 

The annual report of The General Fireproofing Com- 
pany for 1925 showed a net profit, after preferred dividend 
and all charges except United States taxes of $1,168,141, 
equivalent to $14.29 a share on 81,740 shares of no par 
value, representing one-fifth of a former share of $100 par 
value common. Net operating profit was $863,103, the dif- 
ference representing the profit realized by the General 
Fireproofing Company on the transaction with Truscon 
Steel Company. Operating profit before Federal taxes was 
equivalent after preferred to $10.71 a no par share or $53.55 
on former $100 par share. 


Manhattan Concern Installs Steel Equipment. 
The J. C. Penney Company has occupied its new eighteen- 
story building at New York. The officers of the company 
selected the cabinets of the Invincible Metal Furniture Com- 
pany as being suited to their needs. 
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NIQUE 


THIN LEAD 
Colored Pencils 


The Only REALLY 
THIN LEAD 
Colored Pencils 





BLUE~ RED~ GREEN “YELLOW 
1206 1207 1208 1209 





HE UNIQUE Thin Lead Col- 

ored Pencil hasahigh quality 
coloredlead of thesame diameter 
as that in a No. 2 black writing 
pencil. 


iis, 
£ 
By 


A novelty when introduced; now 
a necessity inevery office, drafting 
room and studio. 


MA 
tN es. 


Neat colored checks, figures, lines, un- 
derscoring and other work are made 
possible for the first time by the 
UNIQUE. 


Auditors, executives, editors, artists 
draftsmen, teachers and students, all 
have use for these pencils. 


ASSORTMENT, NO. 1220 
A self-selling display container with easel, 
holding 4 gross as follows: 


2 dozen 1206 Blue _1 dozen 1208 Green 
2 dozen 1207 Red 1 dozen 1209 Yellow 


This display assortment will aid you in 
the distribution of your regular stock. 


hea ei sae Baas 


t-1207 


'N 
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Be sure your stock is of adequate size 


American Lead Pencil Company 
220 Fifth Avenue New York 








Makers of the Famous 


VENUS PENCILS 


The Largest Selling Quality Pencil in the World 
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TO YOUR CUSTOMERS 


Visible 
rofits 
TO YOU 
WHEN YOU SELL THE 


AMERICAN VISIBLE 


NUMBERING MACHINES 












VISIBLE 
NUMBERS 
ells 
kt atel 
print ~ 













DISCOUNTS 


Impression of Figures 


WRITE FOR A SUPPLY OF OUR NEW NOVEL 
LEAFLETS THEY BRING ORDERS 


American Numbering Machine Co. 
SHEPHERD AND ATLANTIC AVENUES 
BROOKLYN, NEW YORK 
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Salmagundi 





Fifteen Years Ago. 


Articles and Incidents that Developed When 
Office Appliances for March, 1911, was in 
Course of Preparation. 





Dave E. Bloch, then manager, publicity department, The 
J. K. Gill Company, Portland, Ore., contributed “What an 
Advertising Man Thinks of the Office Appliances Line.” 

Mawson, Swan & Morgan, Ltd., had conducted a success- 
ful business show in their store at Newcastle-on-Tyne, 
England. 

“The Business Woman in the Office Appliance Field” de- 
scribed the work of Miss Maude I. Abbott, then with Read 
& White, Bloomington, III. 

Helpful articles on stock arrangement, display and store 
management were contributed by N. L. MacLean, Louis F. 
Dow Company, St. Paul, Minn.; P. W. McLean, Office 
Appliance Company, Little Rock, Ark.; Fred D. Rockett, 
Hargreaves Printing Company, Dallas, Texas; W. A 
Horne, Foote & Davies Company, Atlanta, Ga. 

“What Dealers Would Like from Salesmen” was the con 
ception of W. W. Hiscock of the salesman’s duty to his 
customers. 

The Oliver Typewriter Company was inaugurating an 
advertising campaign contemplating the expenditure of 
$250,000. 

The Diehl Office Equipment Company had been char 
tered at Columbus, Ohio, to continue the office supply and 
stationery business conducted previously by William Diehl! 
New blood entered the organization. 

Charles E. Faltoner, the new president of the National 
Association of Stationers and Manufacturers, made a mas 
terly address before the Boston Stationers’ Association. 

The Cott Printing Company and The National Index 
Company, both of Columbus, Ohio, had merged as the Cott 
Printing & Indexing Company. 

The Boorum & Pease Company had purchased the busi- 
ness of the Sieber & Trussell Manufacturing Company, St 


Louis, Mo. 


Horace Wade in the Movies. 

Comes now from Hollywood, Calif., the Hollywood Film- 
ograph of January 8, 1926, the world’s only real motion pic- 
ture newspaper, containing on the front cover a large like- 
ness of Horace Wade, boy novelist, who it is stated has 
turned his attention to the screen as a free lance actor and 
who seems destined, according to the Hollywood Filmo- 
graph, to make a name for himself as a screen artist. 

On page five is a picture of Horace in an actual movie 
scene with Edward Everett Horton, where he played as a 
waiter in “The Nut Cracker” produced by S. S. Hutchin- 
son, with Mr. Horton as the star. It is said that Horace 
did good work in this picture and by reason of the fact that 
he is already well known, producers and directors will take 
advantage of the fact to place him on their lists as a box 
office attraction. 

Horace is the son of Edwin I. Wade, who was for a 
time connected with the editorial department of Office 
Appliances. Mr. Wade, Sr., is an experienced newspaper 
man and is very proud of the talents which his son is dis- 
playing. 














ANNA LYNE BLOO 
calls her boy friend “Adding Machine,” because he is such 
an accumulator on her dance program. 
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Patented Construction 


FIRE & BURGLARY PROTECTION 


Underwriters’ Laboratories Underwriters Laboratories 
CLASS ‘‘A’’? LABEL CLASS T-20 LABEL 
Their highest classification for resistance to burglarious 
for fire endurance, drop and attack, affording 20% reduc- 
explosion tests. tion in insurance. 


RESPONSIBLE DEALERS are invited to 
apply for exclusive territories in sections 
where we are not already represented. 


Tur MOSLER SAFE CO. 


375 Broadway, New York, N. Yo be 
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House Organ Philosophy. 

There are three kinds of people in this world: The Wills 
the Won’ts and the Can’ts. The first accomplish every- 
thing, the second oppose everything, and the third fail in 
everything.—The Lyon Standard (Lyon Metallic Manufac- 


turing Company). 
* *« * 





Hope and the world will help you—despair and life will 
trample you down.—The Coach (published co-operatively 
by the Boorum & Pease Company, Eberhard Faber, C 





No. ” P : 
1066 Howard Hunt Pen Company and Sanford Manufacturing 
Roll Company). 

Top * * * 


If you find it hard to be pleasant to others, don’t be sur 
prised if they find it hard to be pleasant to you.—The 


NEW CATALOG NOW Webster Way (F. S. Webster Company, Inc.). 
* om x 
READY Life is short—that’s why people insist on a few luxuries 


even though they can’t afford them.—Bully-Ten (Sund- 
strand Adding Machine Company). 





Register your name with us now to 


receive the new Imperial Catalog if you : 

are interested in a line of desks that as- ope lling 

sures greater sales and profits for 1926. The world may be getting better every day, but it seems 
The Imperial line of office desks, tables as though it’s getting worse nights—Alco Booster (Ivan 

and chairs consists of four grades rang- Allen-Marshall Company). 

ing from carefully selected woods in mas- ee 


sive construction, through a high and 


medium grade to the popular inexpensive A lot of men who can sell themselves fall down on de- 


oak and mahogany grade. livery—The “Y and E” Idea (Yawman and Erbe Manu- 
With four grades and over a hundred facturing Company). 

styles you can take care of practically es * * 

all customers, insuring maximum sales. e ; ; 

And the reasonable price at which we Some business men hate their customers just as some 

sell them to you enables you to add a employes hate their employers.—Office Topics (Baker 

worthwhile profit and still offer unusual Printing Company). 

values. * * &* 






You can’t escape the law of averages if you persist 
taking chances.—Art Metal Welder (Art Metal Construc 
tion Company). 





* * * 


Nothing bores us so much as people with gimlet eyes.— 
Faultless Bulletin (The Stationers’ Loose Leaf Company). 


* * * 
DESKS To avoid being chilled to the bone—keep your hat on.— 


The Office Cat (The Richmond & Backus Company) 


° 
— for every office use— co < 
Regardless of grade when it bears the Make every contact leave a good impression—N C R 
Imperial trademark it is built to endure. News (The National Cash Register Company). 
Selected materials, well seasoned and e ¢ 8 


kiln dried, accurately machined, 


assembled by experienced desk The hardest way to get votes is to deserve them.—Leo- 





makers and carefully finished, in- pold News (Leopold Desk Company). 
sure you and your customers an = 
apeative socking desk of long Most people want to boss without taking the responsi 
ite and satisfactory service. bility—Quality (Clarke & Courts). 
Imperial dealers are enthusiastic “ 
ieto, Srearsene dealers—prosper- silat Mn 
, Ly 4g ML ty og nw ty A Industry lives by service—The Chair Man (Murphy 
your sales and profits by handling a Chair Company). 


single grade or the entire line of 
Imperial Products. 


Write for full particulars and the new . . ‘ 
catalog No. 26, soon ready for mailing. 4 Russian Promises Vocal Typewriter. 
From Russia comes a report that a typewriter which 


/mperial Des Company writes words spoken into it is in process of development. 
Metal plates have been devised to reproduce every tone in 
Fvansvi le - Indiana the human register. These plates are connected with a 


microphone, which in turn releases the corresponding key 
on the typewriter and produces an impression. The ex- 








No. perimenter and discoverer is Prof» V. I. Kavalenkov, of 
861 the Electri-Technical Institute at Leningrad. 
Flat 





ead Chicago Survey of Industries. 


The Chicago Association of Commerce has made a survey 
: of the city’s industrial and mercantile growth in the twenty 
"years ending 1924. In 1904 there were 169 office appliance 
and stationery houses. In 1924 these had grown to 448. 
In the metropolitan area adjacent to Chicago there were 
429 office appliance and stationery houses in 1924. 
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sell them as a unit 


IGURE it out for yourself. 

W hen aman comes in to buy 
a spittoon you make a fair profit 
—when he comes in and orders 
a cooler, a waste basket, a spit- 
toon and 2 umbrella stands (one 
for waste paper cups and one for 
umbrellas) you make a lot more. 


All right. Then how about sell- 
ing the XXth Century Coolers 
and Cordleyware as a unit? 


When a man comes in for a 
waste basket, sell him that and 
point out the fact that he can 
match the color and style in an 
entire office unit of baskets, spit- 


COOLERS 
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famous lines of 
Cordley & Hayes 





toons, umbrella stands and cool- 
ers—miake it interesting and you 
get him—sooner or later, on the 
entire unit. Usually sooner. 


You know XXth Century Cool- 
ers. You know Cordleyware. 
You can sell him an entire unit 
in either mahogany or green— 
from cooler to spittoon. 


Particularly when selling coolers, al- 
ways push for a sale of an umbrella 
stand as a container for used cups. You 
get the order 9 out of 10 times. When 
a man’s in a mood for buying one thing 
—he’s easier to get for more. Cordley & 
Hayes, 12 Leonard St., New York City, 


world’s largest makers of sanitary drinking devices. 


Cordleyware 
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housands of Desks 


A BETTER, finer, more serviceable 
desk than was ever made before, 
is now available for every type_c4 


office work. f aavet ertis 

The new-fashioned This @ RI 
Steel Desks are here! of 
New-fashioned not o 
sign, new-fashioned nc 
construction, butnew-fas 
as to price. 





To inspect themes 


























fnements in design and 
onstruction and innovations in fit- 
tings and accessories that bring new 
conceptions of what a desk should 
be— improvements based on the 
countless suggestions and experi- 
ences of desk users everywhere. 


Lower in Price 


And, despite these many new fea- 
tures, improved manufacturing 







New-Fashioned Commercial 
Type General Office Desk 




















‘ The Art Metal New-Fashioned 
N Standard Flat Top Desk 


Look for the trade mark. It identifies the 
original and only genuine Art M 
Steel Office Equipment 


STEEL 
Office Equipment 
Safes and Files 








or EN er 


ae 











March, 1926 OFF 


should now be tagge 


methods with their consequent low- 
ering of costs, enable Art Metal to 
offer these new-fashioned desks at 
lower prices than Art Metal desks 
have ever been offered before. 


For Every Purpose 


In the complete line of new-fash- 
ioned ART METAL Steel Desks you 
will find models for every type of 
office work—from the de luxe ex- 
ecutive suite to the most simple and 
inexpensive commercial type desk. 


Send for the Art Metal Desk Cata- 
log—or visit the Art Metal Store in 
your city. Examine these Art Metal 
desks. Sit at them and have the 
Art Metal man explain the features 
that will cause other desks to be 
tagged “out of date.” 


ART METAL CONSTRUCTION Co. 
JAMESTOWN, NEW YORK 


OU should have a copy of 
the Art Metal Desk Catalog 


It not only describes 
the complete Art Metal 
Desk line in detail, but 
offers invaluable guid- 
ance in selecting desk 
equipment to meet 
the individual needs of 
your office. A copy will 
gladly be furnished 
you on request. 
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Art Natal 


JAMESTOWN, NEW YORK 
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From the New-Fashioned 
Art Metal “‘ Executive” Suite 
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than ever” 
Graffco 


VISE SIGN ALS | 


Trade Marks Reg. 
FOR CARD-FILE SYSTEMS 








us; supplied to trade by 
us only for the last 
10 years 


We are supplying dealers in every 
State in the Union, and in other 
countries, with Vise Signals—our 
own creation, originated, made, ad- 
vertised, and distributed by this 
firm only. Now as always, they sell 
on merit. Vise Signals are time- 
tested, in all respects—not an experiment. Made of 


RUST-PROOF PLATED STEEL 
with ENAMEL that 
STAYS ON! NO FLAKING! 


Enamel is applied by our own exclusive process 
developed after several years’ experiments, in 
twelve bright glossy colors, each with a meaning 
of its own to help classify data and make files 
more workable and profit-paying. Vise Signals 
are easy to attach to cards, and hold with firm 
grip—no sliding around. Send for free samples 
and price list. 





Vise Signals for card files, Viz Signals for all vis- 
ible index systems (both trade marks reg. U. 8. 
Pat. Off.) made and supplied to trade by us ex- 
clusively. Send for samples. 


Graffco VISE CLIPS 


(Trade Marks Registered) 


Rustproof Plated Steel. 3 sizes. Hold 2 
to 60 papers. Made and supplied to Trade 
by us only. Samples free. Ask your sta- 
tioner for VISE clips. 


Greffee VISE INDEX 
TABS 


(Trade Marks Registered) 


for ledgers, loose-leaf systems, 
etc. Rustproof plated steel frame. 
Opaque celluloid window. Plain 
or printed. Take pen or pencil. Easily cleaned. 
Two sizes. Made and supplied to Trade by us 
only. Buy from your stationer. 











DEALERS RECEIVE FREE 


handsome Counter Display, sales-making adver- 
tising matter, etc. Write for good offer. 


GRAFF-UNDERWOOD COMPANY 


"Sele ifs VISE Sienals, VISE Clips, VISE Index Tabs and 
Z Non-Projecting Signals for All Visible Index Systems 


18 te Street Somerville, Boston, 42, Mass. 
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Appointments to Sheaffer Traveling Staff. 


The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
has added several men to the traveling organization. They 
bring to the sales field personalities with new viewpoints 
which dealers will recognize quickly and profit through 
their application. 

Joe W. Milner is the new Sheaffer sales representative in 
south Georgia and northern Florida. His career since the 
war was from drug salesman to deputy county treasurer to 
“Lifetime” pen salesman. Prior to his connection with the 
W. A. Sheaffer Pen Company Mr. Milner served as treas- 
urer of Vinton county, Iowa, four years. 

Edward J. McCarthy was appointed sales representative 
in the Louisville territory. He was associated with Armour 
& Company about nine years, three years of which he was 
a district manager. His experience in the credit and sales 
departments of this concern will be of much benefit to 
Sheaffer dealers throughout the state of Kentucky. 

J. A. McFarland began serving Sheaffer dealers in the 
Memphis territory the first of this year. He had spent 
twelve years with one of America’s largest baking powder 
concerns. His sales prowess is shown by the record as 
first prize man in 1925 with the baking powder organiza- 
tion. This won him a fully equipped roadster for sales 
volume and other meritorious work in the field. For one 
and one-half years during the war Mr. McFarland was a 
first lieutenant and spent some time as a bayonet instructor 
at one of the officers’ training schools. 

Jim McGarry, whom stationers will be calling “Mac,” is 
the new Sheaffer salesman traveling south Jersey, Delaware 
and the eastern shore of Maryland, with headquarters at 
Wilmington. Formerly a salesman—in fact, always a sales- 
man—‘“Mac” came to the “Lifetime” staff highly recom- 
mended and with an excellent past record of sales achieve- 
ment. 

G. H. Newkirk came to the Sheaffer organization from 
the Shumate Cutlery Corporation, St. Louis, Mo. He 
travels out of Dallas, Texas. Everybody down in Texas 
knows Newkirk. His story is part of the history of Texas’ 
development. “In 1896 I started traveling for the Slayden- 
Kirksey Woolen Mill, Waco, Texas (now out of business), 
in west Texas and New Mexico, when men were men and 
cows were long horned. At that time railroads were few 
and our towns were far apart and I did most of my travel- 
ing by team. Would leave Waco and sometimes drive four 
months. The country was full of game of all kinds. I 
carried my shotgun, fishing tools and cooking utensils, and 
stopped where night found me. Slept sometimes on the 
ground or in a dugout with some cowmen. Would kill 
some quail for supper and breakfast; was always happy and 
enjoyed life. 

“Then the railroads began building and spread over west 
Texas, and I had to dispose of my team as it could not 
travel fast enough to keep up with the times. Then came 
the automobile and with it faster transportation. Where I 
made one town a day with my team, two on the train, I 
could make four by automobile. And these methods of 
traveling now will soon be slow. I expect in the next few 
years we will abandon the automobile for the airship, when 
we can go from town to town in a few minutes, park the 
ship, do business, and go on. Then a few years later, pos- 
sibly twenty, I shall still be selling ‘Lifetime’ pens—all these 
other methods of doing business will be too slow. I expect 
to have an office in the Sheaffer pen factory and by radio 
will call a merchant in London, see the man I am talking 
to—he sees me—and show him our line of ‘Lifetimes’ and 
desk sets, sell him, and go on to Paris, etc. 

“The day of evolution is upon us in all lines. The old 
methods of merchants to sit down and wait for someone to 
‘come in and buy’ are past, and the live ones who go out 
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NAME so appropriate for a 

beautiful maid—Emeraline— 
may seem wasted on so commer- 
cial an object as an inkstand set. 





And yet—7s it? As the attrac- 
tions of a maid are her beauty of 
face and form, her clear character, 
her bright and flashing wit, her 
sweet cleanliness, her companion- 
ableness, and her sterling character 
and ability to meet all conditions, 
so our Emeraline Inkstand Sets 
display the same qualities— 





Beauty of face and form 
Clear and transparent 
Bright and flashing surfaces 
Cleanliness 
Companionableness 
Sterling—solid clear through 
Always fit for all conditions. 











Furthermore, the young man’s 
NY, (and the old man’s) fancy turns to 
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beautiful Emeraline in the spring, 
because that is the national clean- 
ing-up time. 


Display Emeraline Sets now, 
They are peculiarly fitting for this 
time of year. 


Use Our Sales Helps 


Don’t forget that we are con- 
stantly planning and producing 
new and attractive circulars, mail- 
ing cards, window displays, and 
other pieces designed to help vou 
make a quick turnover on Seng- 
busch items. Make use of them. 
Take advantage of the desires they 
create in the minds of your na- 
tional customers, to enjoy the ad- 
vantages which Sengbusch items 
afford. They advertise you and 
your store, and stimulate sales in 
general. 
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Self-Closing 
Inkstand Co. 





3384 











Milwaukee, Wis. 
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A Complete Line Backed} t 


BER eg are kept at a high peak right through the year 
S&S for the dealer who handles GF Allsteel office 

(AK Nea equipment. He carries a line so complete he is 
able to meet any possible demand. He is the sole 

' outlet in his city for this nationally advertised, nationally 
popular line. And on top of that, he is equipped with 
as fine a stock of forceful, impelling sales ammunition 
as was ever offered a merchant—direct by mail advertis- 
ing and a great variety of dealer helps that really sell. 
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reach 


Keep Your Recoros Sare From Fire In A 


SKbstect Safe 


»derwriters Class 


| by Complete Selling Aid 


If the Allsteel line is not being sold in your city, write at 
once for our exceedingly interesting dealer proposition. 


THE GENERAL FIREPROOFING CO., Youngstown, Ohio 


Export Department, 438 Broadway, New York City—Cable Address: ‘‘Genfire—New York’’ + Canadian Plant: Toronto, Ontario 


The Complete Line of Office Equipment 
SSE eae SOM —— TT 
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CASH BOOKS 


There is a 
size and style 
for every 
business 


HESE books are known 

and used wherever busi- 
ness is conducted. Made with 
printed heads and legibly 
ruled on a high grade of 
paper, they represent the 
best that modern account- 
ing has developed for the 
handling of daily cash 
transactions. 


CASHBOOK 


LARA Sera s _R RRA RSS AR ER AR RS AR ARAM le 





Binding is most attractive and durable, sides being black 
cloth, and corners and back in red watergrain bafrihide or 
leather. 


They form a standard item for which there is a year ‘round 
demand, and should be stocked by every stationer. 


Prices, discounts and details on request 


BOORUM & PEASE COMPANY 


Post Office Box 272, City Hall Station 
NEW YORK GENERAL OFFICES 
NEW YORK STORE 84 Hudson Avenue 
109-11 Leonard Street Brooklyn 
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after the business are those who will be here twenty years 
from now.” 

H. H. Towson has joined the Sheaffer organization, 
traveling out of Joplin, Mo. He has been selling fountain 
pens behind the counter and on the road fifteen years. 
During the war he was with the U. S. Marine Corps, and 
says, “I’m a leatherneck and proud of it.” 








“File-Fitting Trays” Succeed “F. C.” 

The Wagemaker Company, Grand Rapids, Mich., has 
adopted a new name for the “F. C.” insert trays for files. 
They are known now as the “File-Fitting Trays,’ a name 
which is more expressive to the layman. The stock num- 
bers of the various sizes remain as before, with the prefix 
“F. C.” These patented trays permit placing card index 
records within correspondence file drawers. They have 
proved to be an important item in the stationery and office 
equipment fields. Many dealers throughout the country 
are handling the trays. They meet a long-felt need for a 
flexible combination for filing various sizes of card index 
records. Many dealers have admitted freely that they 
are rarely able to give a customer the space he requires 
to take care of the various sizes he needs in their stocks 
of upright cabinets and combinations. In other words, 
upright inserts and cabinets are made in definite combi- 
nations. An insert may provide more space than is needed 
for a 5x3 or 6x4 inch card. Should a file be overcrowded 
it must be supplemented by the purchase of separate trays 
or cabinets. It is true, also, that separate card cabinets 
do not provide space for different sizes of cards. When a 
two-drawer cabinet is outgrown, there is no room for ex- 
pansion. In consequence, various assortments of differ- 
ent units will be found in most offices, or else considera- 
ble waste space. 

These patented “File-Fitting Trays” may be suspended 
inside any correspondence filing cabinet drawer. They are 
made for 5x3, 6x4 and 8x5 inch cards, and also for 9x6 
and 5x8 cards; special sizes are made to order. All of 
these various sizes hang at the same level. In a small 
office, where extensive accommodation is not required, trays 
may be used in the same drawers with letter file equip- 
ment. 

From a dealer standpoint it may be said that the “File- 
Fitting Trays” enable them to cut down their inventory 
on upright cabinets with inserts. Many dealers have indi- 
cated this fact voluntarily. By inserting “File-Fitting 
Trays” in any four-drawer cabinet they can give every 
customer just the space required for any variety of sizes. 
To attempt to stock upright cabinets with the required 
facility of combinations means considerable investment. 

“File-Fitting Trays” are in general use, and their sale 
is increasing continually. They have been adopted in large 
installations by several firms. Incidentally, in addition to 
trays for correspondence file drawers, The Wagemaker 
Company makes them for bill size and cap size files also. 


G. P. O. Alterations $220,327 in 1925. 

“Authors’ alterations” in the accounting of the Govern- 
ment Printing Office at Washington totaled $220,327 in 
1925. These revisions were $54,510 more than in 1924, 
The figures quoted appear in the annual report of the pub- 
lic printer. He stated therein that the government shop 
has facilities for turning out a Congressional Record of 
256 pages daily; the average is eighty pages. 





The postal card output for 1925 set a new record—342,- 
303,710. The increase is probably due to the change in 
postal rates whereby the postage on private mailing cards 
was advanced, while the government postal card continues 
to be a one-cent item. 
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Acme 
Tacking Machine 


The Acme Tacking Machine is a 
time, temper and finger saving device 
for purposes where tacks are needed. 


A prominent use is in shipping de- 
partments for tagging boxes and 
cases. Popular also in homes and 
buildings for laying matting or 
carpets. 


The Acme Tacking Machine, like 
Acme Staplers, is as mechanically per- 
fect as present day manufacturing 
facilities can make it. The anti-clog 
principle assures the user of utmost 
satisfactory service. Trouble, loss of 
time from delays and consequent wor- 
ries are avoided. 


If you do not have recent literature, 
and prices, a post card request will 
bring complete information. Ask for 
it today. 


Acme Staple Co. 


1643-47 Haddon Avenue 


Camden, N. J. 
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The shallowest key depression, 
combined with the lightest touch, 
bring forth the Typist's speed in 
a continuous motion, unexperi- 
enced upon any other typewriter. 


It is the last word in that re- 
sponsive reaction of mechanism 
to the Typist s touch, which makes 
the Typewriter and the Typist 
one perfect and harmonious com- 
bination for producing the best 
typewriting with only enjoyable 


effort 


D. M. ALKIRE, 
Director American Sales: 
Fond du Lac, Wis., U. S. A. 


PIERO CASTELLI della VINCA, 
European Director of Sales: 
Via Principe Umberto 19, MILAN, Italy. 


PARKER DRAKE, LIMITED, 
Exclusive Representatives for Great Britain and Ireland: 
36 & 37, Upper Thames Street, LONDON, E. C. 4, England 


DEMOUNTABLE TYPEWRITER CO. 


Manufacturers: 
Fond du Lac, Wis., U.S. A. 
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U. S. Wastes Millions Yearly on Bad Packing. 

A survey conducted by the Department of Commerce 
shows that $50,000,000 annually is wasted in the United 
States through the disregard of simple rules in packing 
and wrapping merchandise for domestic transport. This 
survey was suggested by the container and shipping in- 
dustries, which have pointed out repeatedly that the rapidly 
mounting losses in shipments were due to the injudicious 
use of containers for domestic shipping. 

This loss represents a huge waste that might be avoided, 
as the loss must be absorbed, necessarily, by increased 
costs of transportation and insurance. That this is not 
alone the outgrowth of commercial transactions is indi- 
cated by large losses resulting from defective packages 
originating in the household. 

Studies by the advisory board acting with Secretary 
Hoover have evolved what is considered a perfect package. 
It requires only common sense in the selection of paper 
and twine to meet the variable conditions imposed by the 
individual parcel. These conditions include the nature of 
the goods to be shipped, distance to be traveled and al- 
lowances for ordinary handling by the _ transportation 
agency. 

In general the board finds that no special technique is 
required to insure a package against damage in transit. 
Strong, tough paper that will not crack when folded; that 
can withstand contact with other containers in the ship- 
ment without being torn; the use of securely knotted twine 
of a strength commensurate with the weight of the package; 
these are sufficient for all ordinary purposes. 

The survey has been crystallized in a report which con- 
tains instructions for wrapping packages for parcel post 
and express shipment. Copies of the report of the advisory 
committee on domestic packing may be obtained for five 
cents in cash from the Superintendent of Public Docu- 
ments, Washington, D. C., or the Bureau of Foreign and 
Domestic Commerce, its district and co-operative offices. 
In 1,000 lots the report is sold for $20.00; each subsequent 
1,000 ordered at the same time is $10.00 a thousand. 


Direct Mail Meeting at Los Angeles in April. 

The All-Western Convention and exposition of the In- 
ternational Direct Mail Association will be held at the 
Ambassador Hotel and auditorium, Los Angeles, Calif., 
April 7-9. The long list of speakers includes Ray N. Fel- 
lows, of the Addressograph Company, Chicago, and Rob- 
ert E. Ramsay, of the Robert E. Ramsay Organization, 
New York. Departmental sessions on important topics will 
be held, in addition to the general meetings. An exhibit 
of direct mail campaigns and production equipment will 
be held in the auditorium. The entertainment committee 
will provide a variety of diversions, including a swimming 
carnival. 


National Chamber’s Foreign Trade Handbook. 

The foreign commerce department, Chamber of Com- 
merce of the United States, has issued its annual “Foreign 
Commerce Handbook—1926-27.” It is a reference book 
for the exporter, telling how or where to secure informa- 
tion on the many questions that arise in the conduct of 
an international business. 


Should Change Name to “Stationers’” Lodge. 

Stationers have been making a habit of ascending to the 
station of Worshipful Master of Republic Lodge, F. & 
A. M., New York. Tom Roe and Arthur Sherman have been 
masters of this lodge. Now Tom Hill, president of the 
Stationers’ Association of New York, is wielding the gavel 
in that body. 
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An Investment of Pennies 
Brings Dollars of Profit 


Dealers everywhere have successfully used the “Security” 
Direct by Mail Selling Plan to increase their Storage Cabinet 
Sales. Orders resulting from one mailing have varied from 
five storage cabinets to a carload. 





The eight “Security” Steel Dealers listed, together invested 
$129.00 in stamps for mailing circulars that sold 170 Storage 
Cabinets at a selling price of $7,389.00: 


‘Etna Cabinet Company Indianapolis, Ind. 
Moore Printing Company Newburgh, N. Y. 
Marshall- Jackson Company Chicago, Illinois 
R. B. Powell & Sons Company Metuchen, N. J. 
T. H. Von Kamecke Malden, Mass. 

D. C. Wax Office Equip. Company Portland, Oregon 
Joseph L. Shoemaker Company Philadelphia, Pa. 
Cotterel Company Harrisburg, Pa. 


Write our Sales Department for the Selling Campaign on “SECURITY” 


Steel Storage Cabinets, and increase your volume of business and profits 
on this popular line of “SECURITY” Steel Products. 











PITTSBURGH, PA, 
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FA DEVELOPMENT OF FIFTY YEARS IN DESIGN AND QUALITY] 








Hicu SPEED ADDING-CALCULATOR 


T statement, “it quickly 

paid for itself”, is the keynote of 

countless letters from executives who 

have investigated the Monroe through 
a free trial in their own offices. 


If you will let a Monroe Man 
place a Monroe High Speed Adding- 
Calculator in your office, instruct your 
assistants in its simple operation, have 
them use it on your work, you will 
fully appreciate the value of the service 
rendered by the Monroe. 


Reports will show that it 
quickly pays for itself—not only in 
salaries, but in avoiding delays, con- 
fusion, risk and worry. The Monroe 
saves time through its flexibility and 
short-cut methods, its simple opera- 
tion and exceptional speed; saves 
errors with its visible proof of ac- 
curacy and quality construction. 


Why not prove that the 
Monroe will more than pay for itself 
on your work? We will gladly 
arrange a free trial. Simply address: 


MONROE CALCULATING MACHINE COMPANY, INC. 


General Offices: Orange, New Jersey 


MONROE CALCULATING MACHINE CO. LIMITED, BUSH HOUSE, ALDWYCH, LONDON, W. C. 2 


Monroe Machines and Service are Available in all Principal Cities of 
the U. S., Canada, Great Britain, Europe and throughout the World 











fA DEVELOPMENT OF FIFTY YEARS IN DESIGN AND QUALITY# 
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The Season’s Calendar Offerings. 





A Few of the 1926 Calendars Circulated in 
the American Office Equipment and Supply 
Trades which Have Come to Our Attention. 


The L. L. Brown Paper Company, Adams, Mass., dis- 
tributed a thirteen-month calendar early in December. The 
sheets included December, 1925, and the full year 1926. 
This calendar is of the counting house type, with the cur- 
rent, past and next month in view. It is a very legible 
type of calendar. The value the Brown folks set on time 
is shown by the paper stock used. White and buff linen 
ledger of heavy weight defy the fleetness of time, and the 
quality of the stock will permit placing the calendar in the 
sunlight without risk of discoloring. The monthly sheets 
are pinhole perforated, for obvious reasons. A convenient 
pocket diary accompanied this calendar. 

A winter landscape—snow-covered houses, evergreen 
trees snow laden, children with sleds—these are among the 
features of a neat little calendar supplied by The Bram- 
wood Press of Indianapolis—printers and stationers. A 
trail in the snow winds around in front of a billboard bear- 
ing the announcement of the Bramwood Press. A lady in 
a blue and white coat is observed drawing a small, much 
bundled girl on a sled toward the school in the village. 
’Tis a pretty, cheerful, homely winter scene such as any- 
body would like to be a part of. 

A practical counting house calendar comes from the H. 
Niedecken Company, Milwaukee, Wis. The dates are given 
serially for the year, as well as by months, and the last 
three months of 1925 and the first three months of 1927 
afford easy reference to past and future dates. The reverse 
of the calendar shows several views of the store and print 
shop, with important features identified in the cut legends. 

The Richmond & Backus Company distributed a count- 
ing house calendar which is a standby with Detroit busi- 
ness folk. In addition to showing 1926 dates, the calendar 
included 1927 to June, inclusive. A maturity calendar is 
included, for figuring commercial paper, etc., which enables 
the accountant to compute half way into 1927. 

The annual calendar of S. D. Childs & Company, Chi- 
cago, is looked forward to each year by customers. The 
1926 calendar bore a process color reproduction of “June 
Morning, Lake Orta,” from the canvas of Oliver Dennett 
Grover, which hangs in the Art Institute, Chicago. A 
triple-jointed calendar pad was attached, giving the past, 
present and future months. 

The Columbia Ribbon & Carbon Manufacturing Company 
provided an art study, in keeping with the series which has 
been distributed several years. It is an excellent example 
of color reproduction, mounted on a harmonizing back- 
ground. The calendar pad is unobtrusive. 

The semi-annual counting house calendar distributed by 
Cameron, Amberg & Company, Chicago, is a Chicago in- 
stitution. The present is the company’s ninety-ninth issue. 
The first six months of the year are spread out so that dates 
are located at a glance; the type is large and legible. 

The Marshall-Jackson Company, Chicago, IIl., distributed 
a calendar 8%x7%, of which about half the surface was 
occupied by a very legible calendar pad. This utilitarian 
calendar will find desk and wall space in many offices 
throughout the year. 

The Advance Addressing & Mailing Company, 431 South 
Dearborn street, Chicago, Ill., sent a convenient miniature 
calendar, presenting the previous, current and following 
month on each sheet. 
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TYPEWRITERS 


A Wide Assortment 





Rough, Fixed- up, 
Rebuilt 


Have you our Latest Price List? 





for 


Typewriters, Adding Machines, 
Check Protectors and All Office 


Machines 


24 HOUR 
SERVICE 


on 


PLATENS 


Parts - Ribbons 
Carbon Paper, ‘‘Norta’’ 
and Other Supplies 


American Writing Machine Co. 
449-455 Central Ave., Newark, N. J. 


And 20 Principal Cities 
Established 1880 
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What do you know about 
the Victor Proposition? 


S a matter of business infcima 

tion, you ought to know about 
this unusual proposition which stands 
alone in its field as an opportunity 
for dealers. 


Perhaps you have read some of our 
advertisements in The Saturday 
Evening Post. More likely than not 
you have heard the Victor discussed. 
But have you ever used the Victor 
and looked into the Victor proposition ? 
For example: 


Do you know why Victor can build 
a standard, full-size, finely-constructed 
adding machine to retail at this 
price? Do you know the interesting 
details about our one-model plan of 
manufacture and selling? 


Do you know that Victor is sold 
only through dealers? That 2,279 
dealers are today profiting through 
sale of the Victor? That Victor has 
been termed the backbone of a profit- 
able office machine business for every 
dealer? 


Have you seen a copy of our new 
book, “‘The Victor Dealer Plan for 
1926? Have you obtained the facts 
about our impressive 1926 sales 
campaign? Have you learned the 
details of our 1926 national advertis- 
ing — full page ads every month in 
The Saturday Evening Post; four- 
color ads in System Magazine; force- 
ful campaigns in the New York 
Times, Chicago Tribune and else- 
where? 


Write for New Book 
‘*Victor Dealer Planfor 1926”’ 


This comprehensive book gives you 
vital facts and figures on the Victor 
proposition. Write for your copy 
today; it will be sent without the 
slightest obligation. 


Victor has no territory restrictions 
or obligations. The Victor proposi- 
tion is available to you. Address 
Victor Adding Machine Company, 
3900 No. Rockwell St., Chicago, Il 
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ATLAS 


TRADE MARK REGISTERED UNITED STATES PATENT OFFICE 


FILING CABINETS 


POSITIVE LOCK COMPRESSOR 


LOCKING 
BAR 
ROLLER BEARING 
SLIDE SUSPENSION 


4 ROLLER BEARINGS | ~~ DOUBLE 
PER DRAWER a CHANNEL 
TRACK 


NO BOLTS 
SCREWS 
OR RIVETS 


SOLID BRASS 
HAROWARE 


are easily recognized by their 
unique construction. Made of 
heavy gauge steel throughout, 
with corners filled in by oxy- 
acetylene welding. Drawers 
run easily on four roller bear- 
ings and have adjustable fol- 
low blocks. The solid pol- 


ished brass hardware harmon- 


izes with the rich olive green, 
mahogany, oak or walnut fin- 
ish which is thoroughly baked 
on and hand rubbed. Letter 
or legal size, with or without 
automatic lock. 


Write for further details and information on complete 


line of Filing Cabinets 


MANUFACTURED BY 


COLUMBIA STEEL EQUIPMENT CO. 


OFFICE AND SHOW ROOM 
1735 CHESTNUT STREET 


P. O. BOX 2130 
PHILADELPHIA, PA. 
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The Wallace Stationery Company, 201 East Grand ave- 
nue, Chicago, IIl., distributed to its customers a useful wall 
calendar showing three months on each leaf—past, current 
and future. 

The Peerless Wire Goods Company, Lafayette, Ind., sent 
its customers an attractive calendar, “The Bluebird.” This 
showed a child with a bluebird, and an appropriate senti- 
ment. 

Wm. A. Force & Company, Inc., 105 Worth street, New 
York, N. Y., distributed a celluloid calendar of goodly size. 
On the back was a list of the company’s lines. 

The Standard Products Corporation, 152 West Twenty- 
second street, New York, N. Y., issued a very practical 
wall calendar featuring its supplies for manufacturers of 
ribbons and carbons, and other paper specialties. Three 
separate pads are in view constantly, the past, present and 
future months, each printed on stocks of different hues. 
It is a very practical calendar, with legible figures. 

Lithographed on thin white bond paper, the calendar re- 
ceived from C,. R. Gibson & Company, New York, presents 
a pleasing appearance. It is composed of thirteen sheets, 
one for each month of the year, the last carrying a com- 
plete yearly calendar. 

The Baker Printing Company, Newark, N. J., sends an 
11x14 inch calendar which carries a large monthly date-pad. 
The tan card-board backing is printed in blue and gold. 
The date pad of thin white paper is printed in blue, black 
and red, completing an attractive color combination. 

The J. C. Blair Company, Huntington, Penna., distrib- 
uted a handsome calendar showing mother and child using 
Blair tablet and writing paper. 

The National Blank Book Company, Holyoke, Mass., 
distributed a patriotic calendar. This showed “The Great 
Leader,” Theodore Roosevelt. He is depicted in a charac- 
teristic attitude on the platform, with “Old Glory” as a 
fitting embellishment. The calendar is in full color, an ex- 
cellent specimen of process reproduction. A “three-ply” 
calendar pad gives the past, present and future months for 
quick reference. 

Crane & Company, stationers and printers of Topeka, 
Kans., have gotten out a very useful daily reminder and 
guide for 1926. This guide is bound at the upper end, 
backed with strawboard. It contains ruled lines for each 
day of the year and more because it begins with Sunday, 
December 27, 1925, and ends with Saturday, January 15, 
1927. The final page contains the full calendar for 1926 
and the first six months of 1927. 

1926 marks the fifty-eighth year of the organization of 
Crane & Company. Each page is marked with the com- 
pany’s trade mark, a crane inside of a heart, with “Crane 
& Company, printers and stationers, Topeka, Kas.” ar- 
ranged in a design about the central figure. 

A feature of this daily reminder consists of small adver- 
tisements at the bottom of each page, announcing the dif- 
ferent lines available at the company’s store, all the way 
from crayons, mimeographs, printing, pens and pencils, 
loose leaf devices, paper clips, school supplies, engraving, 
favors, lithographing, etc., etc. 

We are indebted to our friend, C. L. Mitchell, of Crane 
& Company, for one of these useful daily reminders. 


National Cash’s Versatile Laundry. 

The laundry department of The National Cash Register 
Company’s plant at Dayton, Ohio, performs many duties in 
addition to those ordinarily undertaken by a laundry. It 
sews register covers, coin bags and aprons, and produces 
inked ribbons for several of the register models. 
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Hoosier No. 8654 

















As the desk needs of the business 


world changed, the design and struc- 
ture of Hoosier Desks changed. To 
keep pace with this constant change, 
to be able to produce a better, more 
satisfactory desk, Hoosier designers 
devoted much time and energy to 
the study of modern desk require- 
ments. The present line of “Built 
True Clear Thru” desks is the result 
of this study. The Hoosier Line is 
comprehensive and inclusive, carry- 
ing a wide range of styles in desks 
and tables. 


Although a Hoosier desk would sell on 


its design and appearance alone, 
these advantages are crowned by a 
moderate price. A Hoosier dealer- 
ship is profitable because of the ease 
with which the line is sold. Com- 
plete information and a catalog will 
be sent on your request. 


HOOSIER DESK CO. 


JASPER, IND. 


Constant and 
Careful Study 
Produced the 
Hoosier Line 
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Service to the 


Typewriter 
Trade in all 


the Worlds 
Markets 


HEREVER the typewriter serves in- 
NT decaiy. there is close at hand, AMES 

service for the typewriter—extensive, 
prompt and continually improved. AMES 
supplies, parts and tools are the very best 
for the purpose and they compose the most 
nearly complete stock of any in the world. 
AMES platens are ground accurately on our 
own patent machines, and shipped back to 
you within 24 hours of time received. 


The recent consolidation of the THORP & 
MARTIN typewriter parts and accessories 
business, places the AMES line in a position 
of unquestioned leadership and _ unfailing 
service. Thousands of items for every type- 
writer now made and many, the manufac- 
ture of which is discontinued, are instantly 
available. 


Remember AMES SERVICE means 
that AMES is at your service. The AMES 
catalog lists and illustrates the entire line; 
it is a most valuable book for typewriter 
dealers and every one should have a copy. 


Ames Supply Company 
564-572 West Randolph Street 
CHICAGO, ILL. 


New Depot 
79-80 Queen Street, 
London, E. C. 4 England 


Branch Office and Export Department 
50 Lispenard Street, 
New York, N. Y. 


Branch Office 
507 Mission Street 
San Francisco 


SERVICE STATIONS 
1538 California St., Denver, Colorado. 
611 Fannin Street, Houston, Texas. 
1 A. de Capuchinas 32, Mexico, D. F. 
135 Victoria St., Toronto, Canada 
60 O'Reilly St., Havana, Cuba 
305 George Street, Sydney, Australia 
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Medart Extends Distribution. 

The Fred Medart Manufacturing Company has opened 
new offices at Detroit and Los Angeles, to give better 
service to customers. The Detroit branch is in the Murphy 
building, while the Los Angeles branch is located in the 
Marquette National Bank building. Other branches had 
been established heretofore at 435 West Nineteenth street, 
New York, N. Y.; 326 West Madison street, Chicago, IIL; 
223 Rialto building, San Francisco; Leader building, Cleve- 
land, Ohio. 

Other sections of the country are well served through 
exclusive agencies which handle one or more Medart lines. 
The company does not give exclusive rights on the sale of 
metal cabinets, which are handled through the office equip- 
ment trade. All dealers can sell Medart cabinets; no pre- 
ferred discounts are granted by the company. 


Reeves Made Burroughs Manager at Fall River. 

J. V. Rees has been appointed agency manager at Fall 
River, Mass., by the Burroughs Adding Machine Company 
He had been with the agency at Yonkers, N. Y., since 1922. 





i 


J. V. REES. 


Mr. Rees joined the Burroughs organization late in 1915 as 
a junior at Newark, N. J. He became a senior salesman 
the following year, and transferred his activities to New 
York City. In 1922 he transferred again, this 
Yonkers, where he found promotion in 1925. 


time to 


Annual Election of The Wahl Company. 

The annual meeting of stockholders of The Wahl Com- 
pany was held February 2. Following this the board of 
directors met. The stockholders elected C. J. Frechette, 
secretary-treasurer, to the board of directors. The directors 
elected A. G. Frost, the general sales manager, to the board 
of directors, filling the place vacated by John Wahl. Mr. 
Wahl’s services will continue in an advisory capacity to 
The Wahl Company. These elections are recognition of 
long terms of service. Mr. Frechette had been with The 
Wahl Company since the beginning of the “Eversharp” 
business in 1917, 
Mr. Frost completed his fifth year as general sales manager 


He became secretary-treasurer in 1922. 


a short time ago. 
Coin Controlled Stationery Vendor. 

The Hotel Monthly] W. E. Hawk, manager, Hotel Gib- 
Cincinnati, says: “We installed a_ nickel-in-the-slot 
hotel stationery vender in the public rooms of this hotel on 
ground and mezzanine floors, and the device has changed 
what used to be a criminal waste to a profit. 
used this device the waste of good stationery was very 
great; now we do not have six sheets of paper a day wasted. 
The machine delivers for a nickel: One envelope, stamped 
with a two-cent postage stamp, two sheets of hotel’s letter- 
head paper and one post card. We have used these ma- 
chines for two years, and they are very satisfactory. We 


son, 


Before we 


get them from the Southern Autosale Company, Salem, Va.” 
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Money! 


SAVE IT MAKE IT 


Satisfy Buyers 


For perpetual profits—popular prices, we offer 


Remanufactured or Selected Rough 


Other Typewriters 


EITHER 


REMANUFACTURED— Actually ‘“‘Like New’’) 
REBUILT—(Actually “Like Remanufactured’’—But Cheaper) 
RENOVATED—(Actually ‘‘Like Rebuilt’’—Very Low Prices) 
SELECTED ROUGH The Choicest Intelligently Selected) 
ROUGH AS THEY RUN—(Basement Priced) 


ood 
( ' y J d 7 d u u ‘ Co-Operative 


Get Our Quotations Before Buying 


or Lose for Yourself—Your Customers—and Us 
Satisfaction and Money 


SS 1926 BUY MORE 


ZIP—ZIP—ZIP—ZIP—ZIP—ZIP—ZIP 
FOR BIZZINEZZ 


General Typewriter Exchange, Inc. 
30 Main Street BROOKLYN, N. Y. 
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Another full page in The Saturday Eve- 
ning Post! Distinctive—unusual—selling 
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This is why - 


many a box of Esterbrooks where one or two 


single pens used to be sold. Esterbrook 
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Read this lif of 
10 BUSINESS 


DRAWBACKS 
that come from using 
an OLD pen 
1—Recopying 
2—Illegibility 
3—Irritation 


- 4—Spoiled Leerers- 


3—Mistakes in figuring 

6—Misunderstandings * 

7—Bad Impressions 

8—Soiled Fingers 

9—Defaced Documents 
10—Loét Letters 


PRES 


BSTERBROOK PEN MEG, CO., Camden, N J. 

Send me, free," The Book of 100 Famous Signatures,” 
showing the autographs of iustrous mee and women—y> 
and a sample of Pen No. 988. 

} Sead me, free, the Esterbrook Chart of Handwriting to 

help me find rhe pen best suiced to my hand — also send 
ne a sample of Pea No. 988 

Tenclase 15 cents, for which send box of the “12 Most 

Popular Pens in thy World.” 


NAME 


ADDRESS 





wift — sure — certain 


Cheers for the new one. Brightly it flashes. 
“Speed” is its motto. First one to finish. 
Makes a clean record. Wins for its backers! 


Wreck —Wrack— Ruin! 


Kusty and crusty. Spluttery and splattery. 

Never dependable. Never ahead. Time waster. 

~ Bungler.The longer itruns,the larger its losses. 
New pens are winners. For only a cent you'll get 
much nicer letters— much better records. Only a cent to 
make writing pleasant. Send us the coupon, we'll send you 
asamplc. Start this good habit: A fresh Esterbrook always. 


How to Find the Pen that is 


Some Fails that will Surprise You 
Is , 

Forthe énipection alone of Esterbrook Pens, we spend Uniquely Your Own 
more than $50,000 yearly. We destroy pens for de- Your bandwniing is as individual as your thumb- 
fects so minute that you could never see them! print. Nobody inthe world can duplicate it precisely 

Every Esterbrook goes thru 1 4 different processes There is one type of pen that exactly suits it. We make 
of manufacture—some of them based on measure- that pen—because we have studied penmanship since 
Ment as precise as one ten-thousandth of an inch. 18398 and have evolved twelve types of pens that suit 

Sixty-seven years of experience, and the largest erery known style. 
pen factory in America, are behind Esterbrook pens. Send 15 cents for 12 pens. (sec the coupon please) 


TRUE ECON OMY — Always 2 FRESH 


Gitertiook 


ESTERBROOK PEN MANUFACTURING CO., Camden, N_}. 
Canadian Agens: BROWN BROTHERS, trn., Toronto 
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dealers are outstripping last year’s sales 
as neatly as a new pen beats an old one. 
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, +  yowll want this! 


Nowadays you need to have Esterbrooks 


handy. So Esterbrook has developed some- dends; because 


thing entirely new—the perfect way to sell boxes instead of 


Esterbrook pens at retail. 


It is a rotary vending stand carrying one 
dozen boxes of each of the twelve most 
popular Esterbrook styles. The bottom 
box of each kind is ready for use instan poe hi 


This handy rack—standing only 
about a foot high and 11 inches in 
diameter on your counter—attracts 
favorable attention immediately by 
its tasteful green finish and its lively 
little red boxes. It’s a beauty! 


Tetra Ye 


‘ov ij 


It costs very little, and it pays big divi- 


it encourages the sale of 
single pens, and saves many 


precious minutes waiting on customers. 
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PENS 
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Hundreds of these Esterbrook revolving 
stands have been snapped up already, and 
orders for refills are hurrying in. 


This stand is a logical necessity for the quick and 


easy sale of pens. If you 
haven’t yet seen one, write 
to us about it. 


ESTERBROOK 
STEEL PEN MFG. CO. 
Camden, New Jersey 


Canadian Agents: 
The Brown Bros., Toronto 
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The new Esterbrook 
rotary vending stand 
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With This 


on your Counter--- 


The beautiful FIBERSTOK display 
cabinet made of grained mahogany is not 
only a most effective salesman, but a stock 
controller as well. With this display cabinet 
on your counter you have a complete red 
rope department with a powerful display 
value. The attractiveness of this cabinet 
will make you want to keep it in the fore- 
ground as a permanent display. 


If you are already a FIBERSTOK 
dealer and have the equivalent of the initial 
stock order on hand, you are entitled to this cabi- 
net FREE If you are not a FIBERSTOK dealer 
you can secure it by stocking the initial order 
shown below. 


The FIBERSTOK Initial Order 


Based on the stock we have found a dealer should have on hand 





uan- Size—Inches Price uan- 
tity Cat. No. tity Cat. No. Size—Inches Price 
100 1006-A Flat Envelopes 4x9l, $ 3.90 50 1035-C = “ 942x14%—1%4”"” exp. $17.00 
100 1008-A “ = 4%exll 4.40 25 1346-G Partition Envelopes 4x91.—6 pockets 10.75 
100 1013-A “ ps 9%ex1ll% 9.80 25 1348-G as = 4%x11—6 pockets 12.00 
100 1015-A “ « ones A 11.10 50 1514-C Vertical File Pockets Letter size 134” exp. 11.00 
50 1026-C Expanding Envelopes x? 1%” exp. 8.50 50 2043 Congress Tie Env. 94%2x1154—2” exp. 7.25 
50 = 1027-C o e 4%x10%4,—1%" exp. 9.12 50 2045 - “ “ 91% x14%4—2” exp. 8.25 
50 1028-0 o “ 44ex11—1%” exp. 10.00 —-- 
56 1033-C « e 9% x11%—1%" exp. 13.75 NEES ee ree $136.82 


Stationers Differential Offers Unusual Profits. Check items you need or place initial order. 


And This 


in your Window--- 


You will be in a position to cash in on a steady 
and profitable volume of FIBERSTOK sales. 


This window magnet is one of a series of win- 
dow cards offered to enable you to tie your store 
up with our consistent advertising in the leading 
business magazines featuring “At Your Sta- 
tioners.” 





In addition to the large number of your custom- 
ers who will be reading these advertisements, 
there is a tremendous “sidewalk circulation” 
passing your store every day. Many of these 


potential customers will be drawn into your store ~ — = 
as profitable customers when you put this card A strong file handy portiobo ora lighter briefcase. = ~~ 
__ NE 














in your window. 





ee _ ee | 


We will gladly send material and complete instructions 
for a FIBERSTOK window display upon request 


NATIONAL FIBERSTOK ENVELOPE COMPANY 


429-447 MOYER STREET, PHILADELPHIA, PA. 
21 PARK ROW, NEW YORK CITY 
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German Office Appliance Market in 1925. 
(Continued from Page 35.) 
writer ribbons is coming back to pre-war conditions. 
man products are predominating. 


Little Poland. 
Though German typewriters are not favored in this coun- 
try, some representatives have been successful in placing 
some of the German systems on the same standard as the | 
American. Until a short time ago most customers believed | 
American typewriters the best, but are now convinced that 
they have their equal in German machines, the more so | 
as among the American products some of inferior quality | 
have in their opinion been found, just the same as in Ger- 
man, and purchasers decide accordingly. 
the embargo prevailing now for about 
German products destroys all the energetic 
representatives of German manufacturers 


liowever, six 


months on 


work done by 

and it seems almost hopeless to get an import permit for 

German typewriters into Poland. 
Holland. 

The difficulties of the after-war period have only partly 

Prices have gone down, even for Ameri- 


Cheap rebuilt | 


been overcome. 
can machines, and sales are not very many. 

machines have been preferred. Carbon paper and type-| 
writer ribbons are supplied by Germany, but French com- | 


petition has lately set in. 
Spain. 

Trade in typewriters has been in 1925 not better than in| 
1924. Portable typewriters have been preferred on account | 
of the lower duty. Steel furniture has had good sales and | 
as soon as the scarcity of money has been eliminated, there 
machines. 


are good prospects for time-saving office 


Greece. 
Greece is a good customer for office equipment and uten- 
on the basis of American business methods. Eighty 
per cent of imported goods come from America, twenty per 
cent from Germany, which is mainly represented by type- 
Though the country 


sils 


writers with exchangeable keyboard. 
is confronted by a crisis, prospects for 1926 are good. 
Portugal. 

In the first six months of 1925 just as many typewriters 
were sold as during the entire year of 1924. The market 
is controlled by American products and as soon as the 
scarcity of money has been overcome, sales will increase in 
the new year considerably. 

Czechoslovakia. 

Good economical and financial conditions of the country 
have, of course, influenced the office equipment market. | 
Trade is satisfactory, public offices are the principal buy- | 
ers, but the industry begins to see the advantages of mod-| 
ern office machinery. 

Sweden. 
Business conditions have improved and will probably 
last and as money matters have been straightened out, pros- | 


pects are good. 


Lettland. 
In spite of the not very favorable business conditions 
during 1925, sales in typewriters, adding and calculating 


machines have been double as much as in the previous year. 

As far as can be seen now, prospects for the new year 
are very good, but where credit comes into question, care- | 
iul information is advisable. 

Fire Does Small Damage. 

A fire occurred in the service department of the Ameri- 
can Writing Machine Company’s store in Denver, Colo., 
but it was reported that no damage was done to the store 
and that very few of the machines were injured. 
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VELOUR 
COVERED 





Spongtex Chair Cushions 
VELOUR Covered 


SOMETHING brand new —a resilient 

sponge rubber cushion covered with an 
attractive taupe velour covering. Here 
is a cushion that will not only stimu- 
late but increase your sales in office 
chair cushions. 
For dealers desiring to standardize on 
just as few items as possible, this 
taupe velour Spongtex cushion will 
answer almost every requirement. 


It is a strictly high grade, thoroughly 
finished product and will blend in with 
any kind of office furniture—and priced 
in keeping with efficient production. 


—and the 


cOMPo 


Non-Clogging Paper 
Stapling Machine 


Incorporating New 
and Outstanding 
Features. 







DEV ice 
THAT 
OREVENTS 
The STAPLE RELEASE CLOGGING 
permits the use of both 
No. 1 and No. 2 staples. 
A device that doubles 
the utility of this 
ready preferred 
stapling machine 


al- 


paper 


and—No advance in price! 


Write for literature, prices, etc., as well as various 
other attractive offerings now ready. 


A. H. IRVIN COMPANY, Inc. 


1015 Chestnut Street Philadelphia, Pa. 
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At One Shot! 


You can get general publicity; secure direct returns; develop 
new prospects; create salient effect on prospects in process; in- 
crease the good influence on old customers; put pep into your 
own organization and increase desirable acquaintance in the office 
appliance industry—all at the same time with a well planned and 
well managed exhibit at the National Business Show—and money 
—d buy better selling ammunition at anything like the price 
per hit. 


For 1926 





SAN FRANCISCO 
at the 
Civic Auditorium 
March 8th to 13th inclusive 


NEW YORK 
at the 
New Madison Square Garden 
October 18th to 23rd inclusive 


CLEVELAND 
at the 
Public Auditorium 
November 15th to 20th inclusive 


‘It’s the personal contact that counts’’ 
Show your product at the National Business Show 


NATIONAL BUSINESS SHOW COMPANY 


Frank E. Tupper, President James F. Tate, Secretary 


CHICAGO 50 Church St. SAN FRANCISCO 


417 S. Dearborn St. 632 Monadnock Building 
C. H. Hunter, Manager NEW YORK Waldo T. Tupper, Manager 


March, 





1926 
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Business Conditions in Bulgaria. 
(Continued from Page 37.) 

standard typewriter, as the volume of business of the aver- 
age business man in Bulgaria does not as yet warrant the 
use of such machines. Let us take as an example a me- 
chanical pencil which is being retailed for 50 cents in 
America. Well, at first glance, it would seem strange to 
many American manufacturers if I say that such a device is 
too expensive for most of the buyers of pencils in Bulgaria. 

A pencil which is being retailed for 50 cents in America, 
at the present rate of exchange of the dollar, has to be 
sold in Bulgaria for at least 75 leva, including the import 
duty and transportation costs. Now the income or salary 
of the average commercial or government employee comes 
to about 100 leva per day, so that he has to pay three- 
fourths of his daily income to buy a mechanical pencil, 
while his colleague in America, who is getting, say twenty 
dollars a week, to buy the same pencil will be paying less 
than one-fifth of his daily income. Now if the American 
employee was also asked to pay three-fourths of his daily 
income—or about two dollars—for the same pencil, I think 
he would find it also too expensive. For the above reason 
the Bulgarian buyer considers a mechanical pencil worth 
fifty cents too expensive, and would buy a wood pencil of 
German manufacture for two cents. For the same reason 
fountain pens, writing sets and other small new style office 
devices have a very limited sale in this country. 


* * * 


Official export statistics are available only for the first 
nine months of the year 1925. America exported to Bul- 
garia during the first six months of 1925: three adding 
and calculating machines valued at $1,401; twenty-two 
portable typewriters valued at $783, and sixteen standard 
typewriters valued at $951, as compared with 656 portable 
and standard typewriters exported from Germany to Bul- 
garia during the same period. During the three following 
months: July, August and September, America exported 
to Bulgaria only one adding machine, valued at $70 and one 
standard typewriter valued at $70, as against 407 portable 
and standard typewriters exported from Germany to Bul- 
garia during the same period. 

American official statistics give the figures for type- 
writers exported from New York directly to Bulgaria. But 
as some American typewriters are being imported from 
Germany into Bulgaria, they are listed as machinery of 


German make. 
* * * 


The Minister of Finance intends to increase indirectly 
all import duties for the next fiscal year beginning on the 
first of April next. All duties in the Customs Tariff which 
is in force are in gold leva. At present when paying import 
duty the gold leva is being exchanged at the rate of 15 
paper leva for one gold leva. Now the Minister of Finance 
has introduced a bill in parliament asking that the rate of 
exchange of the gold leva for import duty be raised to 
eighteen paper leva. If this bill is passed the import duty 
on a standard typewriter will be increased by about two 


dollars per machine. 
x * * 


In conclusion I would say that the outstanding feature in 
connection with the financial situation of the country dur- 
ing the year 1925 is the stabilization of the rate of exchange 
of the dollar. During the last six months this rate of ex- 
change has invariably been 139 leva to the dollar. 

We are not gifted with the power to look into the future, 
but if we are to judge coming events according to present 
conditions, the prospects for the ensuing year are not very 
encouraging. As I have already stated, there is very little 
hope for improvement with regard to the financial condi- 
tions of the country without outside financial assistance for 
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TWo PATENTED 
“SPECIALTIES” 


That Have Become “Staples” 





SOLD BY NEARLY ALL DEALERS EVERY- 
WHERE BECAUSE OF— 


Good Profits — Sales Appeal 
Unlimited Market 


Continual Repeat Business 
NEO-LEUM 





CUT TO FIT AND LAID ON ANY SURFACE 
DOUBLE FACED SUPER-FINISHED LINOLEUM 
THE FINEST DESK TOP SURFACE OBTAINABLE 





Pat 6, 1923. 


. Feb. 
No. 1444406. 


FILE FITTING TRAYS 


FOR FILING CARD INDEX SIZES IN ANY LETTER 
FILE DRAWER. 

TRAYS SUSPENDED FROM DRAWER SIDES—ALL 
INDEXES LEVEL—RECORDS REMOVABLE—PER- 
FECT FLEXIBILITY. 


Patented Nov. 14th, 1922. No. 1436361. 


Co. 


Grand Rapids, Michigan 
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No Advance in Myrtle 
Prices -- YET 


OW soon it will be, we 
can’t say. Lumber 
costs have gone soaring 
and practically all desk 
makers have been forced 
to mark things up. 


Round out your stock 
now from the Myrtle Line. 
Delay may prove costly. 
Don’t overload but get 
your stocks in shape, for 
these are the “good old 
days” you'll be talking 
about in a short while. 


co 





MYRTLE DESK CO. 
HIGH POINT, N. C. 


New York Warehouse 
in charge of 


J. WALLACE 
Pier 21, East River 











the purpose of stabilizing the currency, establishing credits 
and generally rehabilitating the country financially. 

As the reparations question has been, is still and will con- 
tinue to be the crux of the situation, the revision of the 
reparations obligations is a matter which is of the most 
vital importance to the country in order that we may enjoy 
an era of sound prosperity. 


Dr. Stine Explains Development of “Duco.” 

The progress of chemical research in developing a new 
finish for domestic purposes was explained recently for 
the first time by Dr. Charles M. A. Stine, director of chemi- 
cal research for the duPont Company, under whose direc- 
tion the Duco finish for automobiles, furniture and indus- 
trial uses was developed and perfected. Dr. Stine, who is 
recognized as one of the leading industrial research chem- 
ists in the United States, speaking before the Ontario Re- 
tail Hardware Association at Toronto, on February 18, told 
the story of the creation of a quick drying finish which can 
be brushed to produce a film which would be “durable 
waterproof, tough, hard, elastic, have good adhesion to the 
surface to which it is applied; which would have no ten- 
dency to lift off the old paint and varnish surfaces; which 
would have good gloss and hiding power and above all be 
fast drying.” 

Unlike paints, varnishes and enamels this new product is 
made from nitro-cellulose. ‘Cotton linters,” said Dr. Stine, 
“are obtained from the cotton seed mills. Before nitration 
all impurities have to be removed. This purification begins 
with the digestion with chemicals under pressure, followed 
by bleaching treatments and a long series of washings to 
remove all traces of the chemicals used. The next step in 
the manufacture is the nitration of the cotton. The nitrated 
cotton is then boiled, with frequent changes of water, until 
exceedingly delicate chemical tests show that the pyroxylin 
has attained a chemical stability sufficient to insure ex- 
tremely long life of products made from it. Because of our 
long experience in the manufacture of nitrated cotton and 
the training we have had in manufacturing nitro cellulose 
and nitrocellulose powders for the U. S. Navy, we, no 
doubt, carry the purification toa point far beyond that which 
is necessary. We do this because we are accustomed to 
producing a nitrated cotton of such a degree of stability 
that the U. S. Navy, which has to sleep over powder made 
from our nitrated cotton, can do so in complete safety. We 
use the same methods and the same tests in our pyroxylin 
manufacture of quick drying finishes. 

“After some years of experimentation, we fortunately 
hit upon a good workable method for the treatment of 
pyroxylin which enables us to produce pyroxylin solutions 
with the necessary content of pyroxylin so that these more 
concentrated solutions deposited much thicker films upon 
evaporation. They yielded finishes which showed a good 
build.” 

Dr. Stine, in explaining each stage of the research devel- 
opment told of the experiments to produce the requisite 
brushing properties, of the concentration of the solutions 
and development of chemically pure pigments and of the 
accurate control of every step in the manufacture in order 
that the finished formula, when applied to furniture, floors, 
walls or any household use, would deposit an odorless, as 
well as a fireproof film which would outlast any finish 
product ever developed before while at the same time hav- 
ing the polish and gloss of ancient lacquers. 

This finish, known as “Duco,” is now widely used o: 
metal and wood furniture, automobiles and wherever a 
durable, sightly finish is desired. 


Much of the game is being game.—-Leopold News (Leopold 
Desk Company). 
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What our lifetime guarantee “SSS aa, 
means to the dealer AES 

We know of no other device in all the lists that is 
guaranteed, with no conditions whatsoever, for a 
lifetime. In this regard the Sheaffer *Lifetime 
pen is a unique—a pioneer in America—inaugu- 
rating, a new and better epoch in the relations 
between manufacturer, retailer and consumer. It 
means unquestioning, confidence. It means easier 
sales. It means surprisingly bigger sales. It 


means a new degree of satisfaction all around. 
The green Radite pen, the remarkable desk set, 





bon i) . 
SHE ROR 
















(| Pa SA ‘ ° 
Ma KD and the Titan pencil have further created new 
\ hs sources of substantial income for the dealer. 
AVN 
y I Npesk sets, double and single, Lifetimeequipped, ranging from $30 down to $10 
FAN = Liberal Sheaffer discounts to dealers 
Se 
3 xy 
pee 
7 PENS: PENCILS: SKRIP AG 
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IDO — W.A. SHEAFFER PEN COMPANY Fe 
COS ha FORT MADISON, IOWA Pe, 
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What We Are Telling Your Customers 


In the Saturday Evening Post, March 27th 
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STEEL HINGES—built like a young safe! 

This National Loose Leaf Ring Binder is, we believe, the 
strongest binder you can buy. The hinges—where ordinary 
binders wear out—are practically unbreakable. Yet this binder 
is not heavy, cumbersome, or slow to work. 

The oval steel rings are flat on the inside, so that they do 
not tear sheets. Rings lock tightly, so no ordinary accident 
will send pages flying. The weight of 300 sheets is a joke to 
this National Binder. 

The unusually wide-opening rings permit sheets to be in- 
serted or removed in a jiffy. 


You can buy this National Ring Binder at any good Stationery store 





How to Bring Buyers Into Your Store 


Write at once for our sales plan which makes it easy for you to bring National Ring 
Binder buyers into your store. And, let us tell you how these binders can be sold in 
large quantities right in your own locality. 


NATIONAL BLANK BOOK COMPANY 


Chicago, 626 W. Jackson Blvd. Philadelphia, 1001 Market 8t. 


New York, 56 Duane St. 112 Riverside, Holyoke, Mass. Boston, 161 Devonshire St. 








March, 1926 


Ingersoll Redipoint Pencil Consolidated with 
Brown & Bigelow. 

A brief announcement of the consolidation of the Inger- 
soll Redipoint Company, Inc., and Brown & Bigelow of 
St. Paul, appeared in the February issue of Office Appli- 
ances. 

The business of the former Ingersoll Redipoint Company, 
Inc., will be conducted by the Redipoint Sales Division of 
Brown & Bigelow and the Redipoint products, consisting 
of wood, composition, rubber, nickel, aluminum, gold and 
silver pens and pencils, together with refill leads and erasers 
for all makes of pencils, will be featured. 

The Ingersoll Redipoint Pencil Company has always 
pushed the popular priced pencils retailing at thirty-five 
cents to $1.00 and fountain pens at $1.50, as well as the 
higher priced precious metal pens and pencils. 

The consolidation of the two companies is being in- 
augurated by the introduction to the trade of a complete 
line of brightly colored enameled barrel pens in red, irides- 
cent green, burnished gold, and crackled brown assorted 
on a display card, together with black enamel and nickel- 
plated pens all equipped with latest lever filling device and 
fourteen karat solid gold iridium tipped pens with increased 
ink capacity, to retail at $1.50 each. 

The personnel of the Redipoint Sales Division consists 
of R. D. Tyler, business manager; C. B. Hale, sales man- 
ager, and C. H. Sumpmann, assistant sales manager. 

The Brown & Bigelow company gives employment to be- 
tween fifteen hundred and two thousand people, and the 
present new addition to 126,000 square feet of floor space 
and a new modern power plant, this spring, will add ma- 
terially to the manufacturing and production facilities of 
this company. 


Columbus House Takes New Quarters. 

The Harry L. Morgan Company, for the last six years 
located at 61 East Long street, Columbus, O., moved on 
Feb. 1 to new quarters at 65-69 East Gay street. A 10-year 
lease on approximately 10,000 square feet of floor space 
was negotiated. Practically the entire second floor will be 
used for display purposes, providing ideal space for group- 
ing office suites. 

This company is exclusive representative of the Globe- 
Wernicke Co. and Commercial Desk Co. of Chicago. 

The complete line of small Meilink steel safes, including 
the underwriters’ label for both fire and burglary, is also 
carried. 

Mr. Morgan has just been advised that he was the winner 
of a cash prize in a national sales contest conducted by the 
Meilink Steel Safe Co., of Toledo. Approximately 75 per 
cent of the goods sold by this company are produced in 
Ohio. The Davis Chair Co. of Marysville and Toledo metal 
furniture are some of the other Ohio-made goods sold by 
them. 

Harry L. Morgan, president and treasurer of the com- 
pany, formerly represented the Baker-Vawter Co. of Ben- 
ton Harbor, Mich., in this territory, and resigned in Septem- 
ber, 1916, to engage in business for himself. In Decem- 
ber, 1919, he incorporated under the present name. The 
company reports their largest volume of business was done 
during the year 1925. This company is the only concern 
in central Ohio that handles business furniture exclusively. 


Wyckoffs Go on Globe Circling Trip. 
President J. L. Wyckoff of the White & Wyckoff Man- 
ufacturing Company, and Mrs. Wyckoff, sailed on January 
28 for a trip around the world. They left on the S. S 
Resolute. 
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Coles Copyholder 





Adjustability 


Think of the various conditions 
under which copyholders must be 
used. 

Many operators are near-sighted, 
others far-sighted, some are short 
and others tall. 

The light may come from any one 
of many different directions. 

The style of desk, table or bracket 
on which the typewriter and copy- 
holder are supported varies greatly. 

Some want copyholders for use 
with typewriters and others want 
them for use with billing machines, 
fan-fold machines, etc. 

When we designed and patented the 


Coles Copyholder 


we foresaw these many conditions and 
provided for them all in the one model 
illustrated above. 

The Coles Copyholder is essential to 
efficient transcribing. 

Office Specialty Salesmen Please Note: 


A few good territories are still open 


Made and Guaranteed by 


Coles Copyholder Corporation 
45 West 34th St., New York 


Cable Address “‘Colescopy”’ 
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The Royal Typewriter— & 
A Business Asset Y 


4 

‘THE WORLD moves on. y 
Methods change with < 
the times. Office equip- Y 


ment must be more mod- SS 
ern and more efficient to G 


keep pace. Today no busi- 
ness can do justice to it- 
self without typewriter 
equipment which is eco- 
nomical in upkeep and 
efficient in production. 


KXAN 


AX 


QYA 


- 


The Easy Writing Royal 
Typewriter is offered with 
every confidence in its ex- 
cellent performance. To 
the user it means conven- 
ience, first-class work, and 
a sound investment. 


QA 


‘“‘Compare the Work’’ 


UY, 
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TRADE MAREK 


ROYAL TYPEWRITER CO., Inc., 


316 BROADWAY - NEW YORK 


Branches and Agencies the World Over 


OSDIAYAYAYAYAYAN 


CLLNOKXKWESSES 


Y 








Again Sikes Week Is at Hand 

For three and one-half years The Sikes Company, manu- 
facturers of office easy chairs, Twenty-third street and 
Passyunk avenue, Philadelphia, Penna., have stressed the 
better offices idea in their advertising and now plan an 
intensive campaign for Sikes week, March 22 to 27 inclu- 
sive, during which all their advertising literature will bear 
the heading “Still Better Offices,” which is the national 
slogan this week. 

The opening guns of this campaign consist of two broad- 
sides, the first of which will be sent to dealers all over the 
country. The second will go to a wide list of corpora- 
tions, banks, architects, etc. They have also prepared a 
snappy little book called Aesop & Company, which is 
supplied to dealers and is intended to be sent out by them 
to their mailing lists under their imprint with an appro- 
priate letter on their own letterheads. 

The folder sent to dealers shows a gigantic office chair 
in the foreground with a city of skyscrapers in the back- 
ground. The inside of the folder presents some reproduc- 
tions of the advertising of Sikes week, which is running in 
The Saturday Evening Post, etc. This publicity not only 
preaches still better offices, but emphasizes the thought 
that better offices build bigger business. The dealer is re- 
minded of the success of Sikes week last year. 

The Sikes Company is offering several prizes in connec- 
tion with Sikes week activities. The first prize will be $150 
in cash for the best window display, $75 for the second 
best and $50 for third best. Sikes chairs may be displayed 
alone or in connection with desks and other office furnish- 
ings, but the main idea is to put across the national slogan, 
“Still Better Offices.” Prizes will be awarded on the basis 
of photographs by an impartial jury of experts not in the 
employ of The Sikes Company. Dealers entering the con- 
test are requested to send eight to ten photographs and also 
the negative. 

A prize of $50 is offered for the best advertisement run 
by a Sikes dealer in his local paper during Sikes week. It 
is required that the dealer write his own copy and make his 
own layouts. The Sikes Company will furnish such electro- 
types as are needed. This contest, as well as the preceding 
one, closes on April 10. 

A final prize of $50 is offered to the Sikes dealer sales- 
man who sells the greatest variety of Sikes models during 
Sikes week. This prize goes to the individual salesman. 
This contest also closes on April 10. 

The folder which goes to large corporations is intended 
for the office managers and brings out the idea of the 
value of the better office. The office man is invited to 
drop in on the Sikes dealer in his district. 


Three Win Underwood Medals. 

The January awards by the Underwood Typewriter Com- 
pany to the students in the Yonkers High School of Com- 
merce were earned by Jessie Fairnington, Louise Helen 
Baker and John McNeice. 

John McNeice won a gold medal, writing 60 words a 
minute for 15 minutes. In order to pass this test the Under- 
wood Company requires a student to write 60 words a 
minute. He has begun to practice so that he can enter the 
February contest for 70 words a minute, the prize for which 
is a gold pin, set with pearls. 

Jessie Fairnington also won a gold medal, writing 62 
words a minute. Helen Baker won a silver medal, writing 
53 words a minute. A student is required to write 50 words 
a minute to receive a silver medal. 

These students are members of the special speed class, 
which meets every Tuesday and Thursday and is directed 
by Mrs. R. H. Baker—Yonkers Statesman. 
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DETROIT: General Motors Bldg. 
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6500 BLOWS 


As if from the sledge of a Giant 





BETTCHER CHAIR IRON 
Withstands Terrific Test 


N impact of 50 pounds— 

every two seconds—one 

shock after another until a total 
of 6500 was recorded! 


That’s the test the Bettcher 
Chair Iron.underwent and— 
at the end of the test was in per- 
fect condition. 


Think of the terrific punish- 
ment —it’s more than a dozen 
office chairs combined would 
get in a lifetime of service. Any 
iron which withstands such a 
test can be depended upon to 
stand up and give thorough sat- 


isfaction under the most severe 
kind of service. 


The test was made on a shaper 
(as was the rocking test recently 
described). ’T'was like a giant’s 
wielding of a 50-lb. sledge! 
After each sharp blow the iron 
sprang back—into full position. 


What better assurance of 
quality — of “ability to deliver” 
could be asked? That’s the 
quality built in every Bettcher 
Iron. That’s why Bettcher 
equipped chairs give such ex- 
ceptional service! 


THE BETTCHER STAMPING & MANUFACTURING COMPANY 


3106 West Sixty-First Street, Cleveland, Ohio 





BALTIMORE: Knickerbocker Bldg. 


CHICAGO: 23 South Jefferson St. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Association of Stationers, Office Outfitters and Manufacturers 








OFFICERS: 
E. H. Sell, President, Columbus, Ohio; Charles Garvin, First Vice-President, Boston, Mass.; Nathan Saltzman, Second Vice- 
President, Atlanta, Ga.; Fred P. Seymour, Third Vice-President, Chicago, lil.; Albert H. Childs, Treasurer, Chicago, [Il.; 
Leo F. Johnson, Auditor, Tampa, Fla.; Fletcher B. Gibbs, General Manager, 403 Conway Building, Chicago, Ill.; Mortimer 
W. Byers, Secretary and Counsel, 41 Park Row, New York, N.Y. 


REGIONAL GOVERNORS 
James T. Towhill The R. M. Pound (Pound & 


James T. Towhill ™m- Moore Company), Char- 
pany), Boston, Mass. lotte, N. C. 
William N. Stewart (Stoll 
Wiest Sook S bustin: pS ube (The, Conk 
he 3. ‘ompany), mten, pany), Toledo, Ohio 
Woodson P. Waddy (The C.J. Nachtigal (The Globe- 
Bverett - Waddey Com- Wernicke Company), Chi- 
pany), Richmond. Va. cago, Ill. 





REGIONAL GOVERNORS 


Arthur J. Walker (Farn- George E. Horne (George 
ham Printing & Station- D. Horne Book Store), 
Company) Minne- Greeley, Colo. 


ery 
apolis, Minn. 
William Schmiederer (Bux- be gy gee SH 


ton & Skinner Printing kane, Wash. 

and Stationery Com- 

pany), St. Louis, Mo. Joe E. Harvey (West Coast 
W. Neill Stewart (Stewart Printing & Stationery 

Office Supply Company), Company), Los Angeles, 

Dallas, Texas. Calif. 


SECRETARY'S OFFICE—4I Park Row, New York. GENERAL OFFICE and INFORMATION BUREAU—403-405 Conway Building, Chicago 
Next Annual Meeting Will Be Held September 20-73 at the Mayflower Hotel, Washington, D. C. 


Dealers Should Plan for Washington Convention. 





Some Cogent Arguments by C. C. Cobb, Governor of 
District No. 5 and Chairman of the Program 
Committee. 





The Program Committee has already devoted much 
time and attention to preparation of the program for the 
next annual convention of the National Association of Sta- 
tioners, Office Outfitters and Manufacturers, to be held at 
the Mayflower hotel, Washington, D. C., September 20 to 
23, inclusive, 1926. 

It has been and is going to be the committee’s endeavor 
to prepare a program of such interest as will lead the 
members of the association and visitors to attend all the 
sessions simply because the subjects to be presented and 
discussed will not only be interesting, but entertaining and 
instructive to every and all branches of the stationery 
industry. 

Washington, D. C., needs no introduction to the station- 
ery trade. It is the seat of our Government. In part it is 
our city just as much as the United States is our country. 
It is a duty that every citizen owes to himself to become 
more intimately acquainted with his Government as it is 
represented at Washington and there is no better time of 
the year to visit Washington than during the latter part 
of September. 

Begin now to plan your annual vacation and plan Wash- 
ington as the center of your activities and the meeting of 
the Association as the one essential thing for you to visit 
and assist in making it a successful meeting. 

The Mayflower is a wonderful hotel, a capital place to 
hold the convention, with interesting surroundings, but don’t 
get the idea that it is “high brow.” The mere fact that the 
hotel is anxious to entertain the Association by making 
special room rates to influence a large attendance and will 
provide adequately for attendance of approximately 800 
is proof in itself of their desire to serve. Stationers will 
not find in any hotel in the United States a more democratic 
force of employes. The food is unsurpassed. Prices are 
reasonable, while breakfasts in the coffee shop or in the 
regular dining-room are as low as could be expected any- 
where. 

Luncheon will be served as part of the convention pro- 
gram. 

Those who desire will have the benefit of being served a 
very delightful table d’hote dinner on Monday, Tuesday 
and Wednesday evenings in the grill room where will also 
be served the noon luncheons. Those desiring a la carte 


service will have their wish gratified in the main dining- 
room. 

The ballroom, in which the daily sessions will be held, as 
well as the banquet on Thursday evening, is a most beau- 
tiful room with splendid acoustics. It is adjoining the gal- 
lery, which with the main lobby and elevator lobby, extends 
the entire length of the hotel, from Connecticut avenue 
through to Seventeenth street. 

The Palm Court with approximately 5,000 square feet of 
floor surface—a beautiful room—is between the main lobby 
and the ball room. It is in this Palm Court that it is in- 
tended that the manufacturers’ exhibits shall be displayed. 
If merchandise can ever be displayed to advantage amid 
beautiful surroundings, here is the ideal place. 

Every effort possible is going to be made to insure a 
program from Monday noon until Thursday night at the 
close of the banquet, that will be entertaining and instruc- 
tive with enough diversion in other forms of pleasure to 
insure the proper consideration of work and play. 

One is safe in assuming that addresses will be made by 
men prominent in the affairs of the government and in- 
dustry, men who are well qualified to present the subjects 
selected. 

Begin now to plan your trip to Washington. Don’t 
overlook the fact that the fall is the most delightful time 
for an automobile trip and that Washington is a point out 
from which wonderful paved roads radiate into every sec- 
tion of the United States. 


President Sell’s Itinerary. 

E. H. Sell, president of the National Association of Sta- 
tioners, Office Outfitters and Manufacturers, will follow out 
the following itinerary for the month of March. We give 
here his journeys beginning Tuesday, February 16, in order 
to make the record complete. 

Mr. Sell left Columbus on Tuesday night, February 16, 
and went direct to New Orleans where a meeting of the 
New Orleans stationers in the form of an informal banquet 
was held on the night of the eighteenth. He remained in 
New Orleans until Saturday morning when he took the 
boat for Tampa, arriving there on the twentieth. From 
Tampa he went direct to St. Petersburg, Fla., where he 
remained about two weeks looking after some interests of 
his own in that city. He will then go to Eustis, Fla., and 
remain one week with Frank Waterman at Fountain Inn. 
From Eustis he will go to Atlanta, Ga., where he will ad- 
dress a meeting of the Atlanta stationers. 

On Saturday, February 6, Mr. Sell returned from a trip 
to Albany, N. Y., Montreal and Toronto, Canada, and Buf- 
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BIG BUILDING 


It is apparent to everyone who thinks, that 
many businesses fail to grow big because the 
men who run them cut their patterns too small. 
They fail to see the necessity of including within 
their schemes of operation the tools of success. 
The Mimeograph has played an important part 
in the growth of many of the remarkable suc- 
cesses of America. Some of Industry’s most 
important activities would not have been practical 
without its help. It is the incomparable duplicator 
of all kinds of letters, forms, blanks, diagrams, etc., 
doing its work at high speed and low cost. Thou- 
sands of fine imprints it turns out hourly, under pri- 
vate supervision, and with no particular skill needed 
for its operation. Let booklet “O-3,” which will be 
sent on request to A. B. Dick Company, Chicago, show 
you how it has helped others to build in a big way. 


MIMEOGRAPH 
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Filing Systems 


Simplified Filing System 


Efficient — Economical— Attractive 


Blue 
Misc. Folders 


Individua 


Guides Folders 

















Sturdy 
Durable 
Black 
Metal Tip 
Guides 
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The smallest subdivision can be expanded at will 
with growth of file 


BOSTON INDEX CARD COMPANY 
113-115 PURCHASE STREET 
MASSACHUSETTS 


BOSTON : ‘ s 





Profit 


and 
Repeat 
Orders 
for the 
Dealer 


Start Today 
with an 
Order 
for this 
Rapidly 
Selling 
System 
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falo, N. Y. In each place he was most cordially received 
and accomplished much good for the National Association. 
He reports highly developed and enthusiastic association 
spirit in every city that he visited. Mr. Sell states that since 


he started his trips he has become an enthusiast on the 


outlook for the association and believes that the meeting 
in Washington in September is going to be the best attended 
and most enthusiastic convention ever held. 


N. A. S. O. O. M. Research Committee at Work. 


The research committee of the National Association of 


Stationers, Office Outfitters and Manufacturers, of which 
F. P. Seymour is chairman, is diligently working on re- 
distribution to members. The committee is di- 
gesting statistics and reports, co-ordinating the matter, and 
lave important information ready for the trade before 
long. Much of this information has not been available for 
general distribution, and other factors under study were 
not in form for easy assimilation. 


Twentieth Edition of “Who’s Who” Issued. 


The National Association of Stationers, Office Outfitters 


and Manufacturers has distributed the twentieth edition of | 
“Who’s Who in the Stationery and Office Equipment 


World.” 
cities, indicating which of the various lines and activities 


This lists members alphabetically by states and | 


included in the stationery and office equipment fields the | 


individual members are handling. 


A New Pen Cabinet. 


The Esterbrook Steel Pen Manufacturing Company has 
brought out a new pen cabinet known as No. 16 assortment. 
This is a revolving cabinet containing twelve gross of pens 
The pens are removed 
from the bottom of each column with the tip of the finger 


and the columns are filled by removing the top, thus open- 


packed in one-twelfth gross boxes. 


ing this part of the column for the reception of additional | 


goods. 





ESTERBROOK REVOLVING ASSORTMENT 
NO. 16. 


The top of the cabinet contains considerable information 
about pens and bears an interesting portrait of the founder, 
Esterbrook, 1858 
that time, doubtless a reproduction of a signature written by 


Mr. Esterbrook himself 


alongside the company’s signature of 
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To Meet Your 
Every Requirement 





ARBON PAPERS for Pen, 


Pencil, 


Typewriters, 


Billing 


Machines and every other school 


and commercial use. 


IBBONS for all makes of 
Typewriters, Multigraphs and 
other mechanical writing or repro- 


ducing machines. 


Let us know your wants. We 

carry every known require- 

ment. Our organization is at 
your service. 


Samples and prices on request 


Columbia Ribbon & Carbon Mfg. Co., inc. 


69-71. WOOSTER ST. 


NEW YORK, N. Y. 


Branches Throughout United States and Abroad 





for 
GREAT BRITAIN 


Our new London 
factories are now 
thoroughly 
equipped to han- 
dle all carbon 
and ribbon busl- 
ness direct. 


Address 
COLUMBIA 
Ribbon & Carbon 
Mfg. Co., Ltd. 


22 Bush Lane 
London E. C 

















for Continental 
EUROPE 


The service ob- 
tainable at this 
branch is in it- 
self a complete 
unit. Put it to 
a test. All 
lines in every 


COLUMBIA 
Ribbon & Carbon 
Mfg. Co., Inc. 


Via Donatello 19 
Milan 32 
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For THE WORK 

















Shown here is a part of the least expensive matched suite of 
office furniture on the market—a part of THE LINCOLN LINE. 


LINCOLN | . 
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OF THE WORLD 








The W orld’s “Volume” work ts 
done on Moderate-Priced Desks 


Are you getting your share of this 
“volume” desk business? 

If not, is it because your sales argu- 
ments have been limited to the single 
subject of price? 

Your prices must, of course, be 


right, BUT— 


Nowadays, to compel the attention 
of shrewd desk buyers, you must have 
something to talk about besides mere 
price—and the “service’ you can 
promise. 





You must offer them unusual val- 
ues in desks. 


And that unusual value is just what 
THE LINCOLN LINE affords—the 
utmost in downright intrinsic desk 
value, because the unusual construc- 
tion of every moderate priced LIN- 
COLN DESK includes the unusual 
vital details which have made the 







fame of LINCOLN PERIOD OFFICE 
FURNITURE. 

There's the sales argument that will 
boost your sales. 


And enforced, too, by prices that 
are truly competitive. 


LINCOLN dealers gain the extra 
sales advantages and increased vol- 
ume of business through our factory 
service, made possible only through 
huge manufacturing capacity, coupled 
with ultra-modern methods. 


As a result, a large share of the 
work of the world is done on the desks 
of THE LINCOLN LINE. 


Why not get more of this “volume” 
desk business, yourself? Let us send 
you a copy of “THE LINCOLN 
LINE”—you will find it intensely 
interesting. 


COMMERCIAL FURNITURE COMPANY 


2739 West CHicaco Avenue, CHICAGO 
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Quality is not 
enough these days 


Other factors are required 
to insure the Ribbon and 
Carbon Dealer's Success 


A & W. Service is dependable. Nothing 
* less than quick action when orders 
and inquiries are received. 


HE A. & W. Line is complete in every 

detail—Inked Ribbons of every de- 
scription—Carbon Paper for every pur- 
pose. 


A & W. Co-operation means additional 
* business. We work closely with the 
dealer on large business, where help is 
required. 


_ Appearance of A. & W. Products 
is good. Favorable first impression is 
strengthened by the quality delivered. 


_ Sterling Quality of A. & W. Rib- 
bons and Carbons is recognized by 
consumers and dealers alike. These 
goods are salable against any competition. 


A & W. Policy—we do not compete 


* directly against the dealer, nor do 
we expect the dealer to order more goods 
than he can sell. Frequent shipments 
keep a stock in prime condition and we 
both benefit thereby. 

HE A. & W. Line of Ribbons and 

Carbons is essentially a dealer’s line— 
developed entirely to meet the dealer’s 
requirements. 

8 ya Salesmen are calling on the trade 
regularly—order through the one who 
calls on you, or by mail. 


C Othe AULT &? 
WIBORG Compay 


CINCINNATI, OHIO 























McKeesport Concern in Larger Quarters. 

Announcement that an important McKeesport, Pennsyl- 
vania, business place will move soon to newer and larger 
quarters to meet increased patronage was made February 2. 

The Schaum-Vaughan Corporation, 415 Sixth avenue, 
dealers in stationery and office supplies, announced that 
they will occupy the present building of the McKeesport 
Union Motor Company at 611 Locust street on or about 
April 1. 

Officers of the corporation said that they have been 
forced to move into more spacious quarters because of in- 
creased business. 

The Schaum-Vaughan Corporation, which was originally 
started as Goerlich & Schaum five years ago on the second 
floor of a building on Ringgold street and the B. and O. 
railroad, confined its business then solely to repairing ma- 
chines. 

In 1922 the name was changed to Schaum-Vaughan Cor- 
poration and the store was moved to its present location. 
Outgrowing their present quarters the officers have been 
forced to secure larger floor space to accommodate the 
steadily increasing patronage. 

The Schaum-Vaughan Corporation, which has leased the 
store room now being occupied by the McKeesport Union 
Motor Car Company, will arrange the first floor for the 
social and commercial stationery departments, while an up- 
to-date furniture and office equipment department will be 
opened in the basement. 

Officers of the Schaum-Vaughan Corporation are: Sam 
E. Vaughan, president; Louis A. Schaum, vice-president 
and treasurer, and George A. Heil, secretary. Mr. Heil is 
a new addition to the official staff of the corporation 


White & Wyckoff Take New Quarters. 

On February 1 the New York office of the White & 
Wyckoff Manufacturing Company was moved from 381 
Fourth avenue to 200 Fifth avenve. They had been located 
at the old address for fifteen years. 

The new quarters give them a larger floor space. There 
are two rooms in the suite, one a display and sample room 
with electrically lighted display cases showing the many 
items in the company’s line. The other is an office and 
accounting room. 

J. R. Brundage, vice-president and Eastern sales man- 
ager, makes his headquarters in New York. 

A. H. Pierson has been transferred from the Philadelphia 
office to assist Mr. Brundage. 

Edward Bachtler and A. J. Judge will continue taking 
care of their same territory in and around New York. 

Miss Florence Mandeville is in direct charge of the office 

Vice-Presidént Brundage reports that the business of the 
White & Wyckoff Company is in a healthy condition and 
that they are behind on their orders. 


Rochester Concern Opens Office Equipment De- 
partment, 

The Rochester Stationery Company, 108 Mill street, 
Rochester, N. Y., held the opening of their new office equip- 
ment department on February 11, 12 and 13, 1926, with 
an interesting display of Lincoln desks, Stow Davis desks, 
B. L. Marble chairs, Van Dorn steel equipment, etc. 

The hours specified in the neat invitation were from 
twelve noon to nine P. M. 


A New Book Store. 
The Carolina Book Store will be opened on or about 
March 1 at 117 West Innes street, Salisbury, North Caro- 
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SECTIONAL BOOKCASES 


J hether your selection is dictated by a desire for the practical or the decora 

tive, Weis Sectional Bookcases are sure to arouse your admiration. For 

they not only provide space-saving, dust-proof protection for treasured books. 

but possess an uncommon beauty of line and finish worthy of a place in the 

best appointed home or office. We shall gladly send you further information 
regarding them. together with the name and address of our nearest dealer. 


THE WEIS MANUFACTURING COMPANY 


Monroe, Michigan 


New York Representative, A. H. Denny, Inc., 356 Broadway 
Chicago Representative, Horder's Inc., Nine Stores in the Loop 


Manufacturers of Sectional Bookcases, Filing Equipment and Filing Supplies 





CONSISTENTLY ADVERTISED 
Weis Sectional Bookcases, Filing Equipment and Filing Supplies are 
regularly advertised in The Saturday Evening Post. The advertise- 
ment reproduced herewith will appear in the March 27th number of 
this widely-read publication. We suggest that Weis dealers display 
Bookcases prominently during the week of March 21st. Display ma- 
terial sent free on request. 


WEIS MANUFACTURING COMPANY 162 Union St., MONROE, MICH. 
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Here is an offer that is of special importance to 
Weis dealers in the smaller communities, and to 
dealers in office equipment who are not as yet en- 
joying the demand that exists for Weis Stationery 
Cabinets. To the former it brings increased profits 
on small orders for items in the Weis Stationery 
Cabinet Line; to the latter it provides a genuine 
incentive for ordering a trial assortment of these 
greatly demanded items of office equipment. 


The complete line of Weis fibre board and wood 
Stationery Cabinets is illustrated. You can now 
order an assortment of six of these popular sellers 
and obtain discounts that heretofore have applied 
only to purchases in much larger quantities. 


If you are interested in doing a profitable cabinet 
business with a minimum investment, you will sit 
down right NOW and take advantage of this most 
unusual offer. If you have our catalog and FEB- 
RUARY 10th, 1926, Price List, make up your 
order immediately. If you haven’t our catalog and 
price list, send for them at once. 


SSG... 





Weis No. 150 Stationery Cabinet 


This open front wood cabinet has compartments 
for letter, cap and invoice size papers, long and 
short envelopes and a drawer for carbon papers 
and miscellaneous accessories. It is made 72 inches 
high, 9§ inches wide and 152 inches deep, and fur- 
nished in quartered oak or imitation mahogany 
finish. No. 150 is constructed of thoroughly season- 
ed lumber and is equipped with rubber feet to pre- 
vent marring polished surfaces. 


Weis No. 418 Legal Blank Cabinet 


No. 418 is a six-compartment, open-front wood 
cabinet that may be used for storing stationery, 
legal blanks or other papers up to 84 x 14 inches. 
The horizontal drawer partitions extend the full 
depth of the cabinet. Its outside dimensions are 
104 inches high, 10 inches wide and 154 inches 
deep. No. 418 may be had in natural quartered 
oak or imitation mahogany finish. It is provided 
with rubber feet to prevent marring. 
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Weis No. 170 Stationery Cabinet cilitate the raising of the contents. The case is 
corner locked and the drawer fronts are flush. 

No. 170 is a low priced fibre board stationery cab- No. 814 has rubber feet. The cabinet may be had 
inet covered with a serviceable, black grained in natural quartered oak or imitation mahogany 
cloth and equipped with a drop lid. It has com- finish. 
endagpese: ead — cap oF gee — papers, 
long and short envelopes and a drawer for carbon , a: , 
papers and other accessories. It measures (outside) Weis No. 140 Stationery Cabinet 


64 inches high, 92 inches wide and 15 inches deep. 7 ; ahi : 
It is constructed of extra heavy binders’ board, No. 140 is a wood cabinet with compartments for 


Z a - letter, cap and invoice papers, long and short 
a = P proses vag You will find envelopes. A drawer is also provided for carbon 
0. & prontabie and popular item. papers and other accessories. The cabinet meas- 
ures 8} inches high, 93 inches wide and 15% inches 


; ; deep. The illustrations above show No. 140 with 
Weis No. 814 Legal Blank Cabinet lid closed and open. The cabinet is equipped with 
This wood legal blank cabinet is similar in size rubber feet and is soundly constructed throughout 
and construction to No. 418 but is equipped with of selected and seasoned lumber. It is furnished 
six drawers in place of open compartments. The in beautifully grained quartered oak in the natural 
drawer bottoms have finger holes in front to fa- color or in an imitation mahogany finish. 


THE WEIS MANUFACTURING CO. 162 Union St. MONROE, MICHIGAN 
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margin of profit. 


tive branch store anywhere. 


you, write us at once. 





162 Union Street 


Filing Supplies 










—a name that you should 
“tie up” with 





Over five thousand enterprising dealers 
throughout the United States look to Weis for a 
major portion of their most demanded items of 
filing equipment and filing supplies. 







They have learned that the name “Weis” 
is equivalent to service; that Weis products are 
honestly made, fairly priced and easy to sell; 
that every Weis Product sold carries a liberal 








They have learned, too, that the Weis 
Line carries with it many factory helps that create 
consumer demand and lead to sales for the dealer. 








Above all, they appreciate that the Weis 
Line is one of the few lines sold exclusively thru 
the legitimate retail trade— that The Weis Manu- 
facturing Company is not interested, directly or 
indirectly in any retail establishment or competi- 










If this kind of factory connection for 
something over 1500 needed office items appeals to 
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The Weis Manufacturing Co. 





Monroe, Michigan 


Manufacturers of Sectional Bookcases, Filing Equipment and 


NEW YORK:—A. H. Denny, Inc. 356 Broadway, 
CHICAGO;—Associated Stationers Supply Co., Franklin Street 
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Bates Ajax 


Eyeleters 


HEN you sell your ting for yourself a steady, 
customers either a_ profitable future business in 
Bates Ajax Automatic or Bates Ajax Eyelets. Bates 
Hand Eyeleter youareselling Ajax Eyeleters are ad- 
the best eyeleter that money vertised regularly in The 
can buy—and you are crea- Saturday Evening Post. 








Bates Ajax 
Eyelets 


No. 1 
Long 


fi, 


No. 2 
Med. 


A, 


No. 3 
Short 


While Bates Ajax 
Eyelets can be 
used with almost 
any make of eye- 
let punch, they 






Ajax 
Hand 
Eyeleter 















Bates Ajax 


are the only eye- Automatic 
lets that can be 
used with Bates Eyeleter 


Ajax Eyeleters. 


THE BATES MBG. CO., Est. 1891 


ORANGE, N. J. 
New York Office, 20 Vesey Street 
Makers of Bates Numbering Machines, Bates Telephone and Radio Indexes 























































































: 120 OFFICE APPLIANCES March, 192 


| “U.NEED-ME” 


OFFICE  recistereo) SPECIALTIES 
FOR THE DESK AND CHAIR 
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Fox Folding Desk Pad with Work Distributors (Patented) Felt Typewriter Pad 








Ventilated 
Chair Cushion Work Distributor (7 styles) Felt Chair Pads (3 styles) 








a 








Patented—See the Hinge 
Fox Plate Glass Desk Pad (4 styles) Fox Flexible Desk Pads 


Send for catalog and standardize on ‘‘U-NEED-ME”’ specialties 


Geo. E. Fox & Company 


325 WEST OHIO STREET Manufacturers CHICAGO, U. S. A. 
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Horne Desk & Fixture Company Makes Important 
Purchase. 

The Horne Desk & Fixture Company of Atlanta, Ga., 
has purchased the office furniture department of Miller’s 
Book Store of that city. The latter store will discontinue 
its office equipment department and will devote its efforts 
to the sale of books, stationery, school supplies, periodicals 
and miscellaneous office supplies. 

Miller’s Book Store is one of the oldest concerns in the 
South, having been established by John M. Miller, its active 
head, some forty years ago. 

The Horne Desk & Fixture Company, who took over the 
Miller office furniture department, consisting of desks, 
chairs and filing equipment, deals exclusively in office de- 
vices and has an extensive business throughout the South. 
The company was established about ten years ago by W. A. 
Horne, its present owner and president. 


Armitt Goes with Orthwine. 
I. Armitt, for several years with A. H. Denny, Inc., 


selling the Weis and Aurora lines, has become manager of 
the wholesale end of R. Orthwine’s business which has 
recently moved to 344 West Thirty-fourth street, between 
Eighth and Ninth avenues, New York City. 

Mr. Armitt’s many friends are cordially invited to in- 
spect the new showroom at this address at their earliest 
convenience. They will find here a complete line of desks, 
chairs, Invincible steel files and filing supplies. 


“Weston’s Record” Changes Its Dress 

The Byron Weston Company, Dalton, Massachusetts, 
has changed the size and make-up of its house organ, 
Weston’s Record. The first issue, printed according to the 
new specifications, is off the press. It is a very attractive 
and interesting document, six inches by nine inches, twenty 
pages, and printed on Weston’s Linen Record, widely used 
for the preparing of important records that must be per- 
manent. The cover design, in red and black, is striking, 
dignified and artistic, with the name of the organ, the com- 
pany and the contents in black set inside a red border of 
classic design. 

The issue is full of interesting articles. A judicious num- 
ber of snappy jokes liven up the pages. A combination 
serious and humorous almanac for February is a novel 
feature. 

Announcement of a prize contest for readers is part of 
the issue. 

A copy of the publication may be obtained by addressing 
The Editor, Weston’s Record, Dalton, Massachusetts. 


Bates Advertising Cut-Out for Dealers. 

The Bates Manufacturing Company of Orange, New Jer- 
sey, in a recent announcement to the trade of certain 
changes in their prices and discounts, included an attrac- 
tive two color cut-out of the new Bates Multiple Move- 
ment numbering machine. These cut-outs are the size of 
the actual machine, and are mounted on an easel for stand- 
ing on the dealer’s counter and in the windows. 

The company states they are glad to supply them on 
request to interested dealers. 

These cut-outs are especially prepared to tie in with 
the Bates consumer advertising campaign which is being 
centered around the Saturday Evening Post. 

The announcement of the company also states that the 
demand for Bates numbering machines during the past 
four months has temporarily interrupted their usual prompt 
delivery; but that additional facilities and night shifts will 
shortly take care of this temporary delay in deliveries. 
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THE BASKET WITH THE 
RUBBER CUSHION CORNERS 





Waste Baskets 
are no longer 


Office ‘““Eyesores’’ 


A ramshackle waste basket that 
sifts its contents over the floor, that 
scratches anything it comes in con- 
tact with—no, that type has no mar- 
ket today. 

In the office, thoughtfully furnished, 
the demand is for a basket with just 
as much character as the other ap- 
pointments with which it must as- 
sociate. 

The Victor Metal Waste Basket, 
neatly designed, sturdily built and 
beautifully finished is meeting this 
demand. Thousands upon thousands 
have been sold—proof enough of its 
acceptance. 

If you are interested in this basket 
let us give you prices. Four attractive 
finishes—Mahogany, American Wal- 
nut, Quartered Oak and Olive Green 
will meet all your requirements. Ask 
about our dealer helps, too. Just ad- 
dress— 


Metal Office Furniture Co. 


Grand Rapids, Michigan 


Manufacturers of the 


f Metal 
Waste Basket 
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Detter Protection 









This happened in Pittsburgh, Pa. 


Ne" 


Five burglars failed to open this safe although 
they had plenty of time 


MEILINK BUILT SAFES 
HAVE A RECORD OF BETTER 
PROTECTION IN ACTUAL 
FIRES AND THEIR CON- 
TENTS CAN BE INSURED 
AGAINST BURGLARY FOR 
20% LESS PREMIUM. 


Meilink Built Safes are Different, Greater 
Structural Strength—Light in Weight 


Write Us for Our Dealers’ 


Proposition 


The Meilink Steel Safe Co. 


TOLEDO, OHIO 
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Freeman Takes New Place With Berger Manufac- 
turing Company. 

E. V. Freeman, former branch manager at St. Louis for 
The Berger Manufacturing Company, makers of “Berloy” 
steel furniture and other sheet metal products at Canton, 
O., has been appointed direct factory representative for 
“Berloy” steel shelving, lockers and filing cabinets in the 
Detroit territory. Mr. Freeman is a steel equipment spe- 
cialist of considerable experience, having had charge of the 
sale of “Berloy” products in the Buffalo and later in the 
St. Louis districts. Mr. Freeman’s temporary address is 
Wolverine hotel, Detroit. 


A Dictating Machine Rebuilder. 

Oscar Rokeach, formerly with The Dictaphone Corpora- 
tion, has been in business for himself for the last two years 
and is now located at 2 East Twenty-third street, New 
York City, where he deals in rebuilt and used dictating 
machines under the name of the Metropolitan Dictating 
Machine Company. He also handles repair and monthly 
inspection service and has allied with him several of the 
service men who have been in the dictating machine busi- 


ness for several years. 


A New House Organ. 

The National Association of Apela Clubs, with headquar- 
ters at 224 North Market street, Wichita, Kans., has issued 
the first number of Apela, the official organ cf the Associ- 
ation of Apela Clubs. This first number is given over to 
the president’s message, addressed to all members of Apela 
and signed by Sam Barnes, president of the national organ- 
ization. This is followed by some notes from the secretary, 
giving the news of the Apela clubs which has happened 
since the first of the year. Then finally there are several 
pages devoted to club news, personal mention and to the 
extension department conducted by J. O. Yeager, manager. 


Amos Takes New Position with Todd. 

J. B. F. Amos, who was in temporary charge of the Todd 
Company’s Omaha, Nebr., agency, has been transferred to 
the Kansas City, Mo., agency temporarily as special repré 
sentative. 

He is succeeded at Omaha by H. M. Hollander, who was 
transferred from the Scranton, Penn., agency, being pro 
moted from salesman at Scranton to branch manager in 
Omaha. 

Mr. Amos says the company is doing a large business on 
the Personal Protectograph through office equipment 
dealers and stationers. 

Boyd Buys Jackson, Miss., Stores 

H. H. Boyd, formerly president and general manager of 
H. H. Boyd Company, Monroe, La., has purchased the two 
stationery stores of the Chambers Office Supply Company, 
located in Jackson, Miss. Mr. Boyd will add office furni- 
ture and fixtures to the stationery line and will do both 
wholesale and retail business. We wish Mr. Boyd the same 
success in Mississippi that he has had in Louisiana. 


Steelcraft Case Wanted. 

The house of F. F. Hansell & Bro., Ltd., 404-412 Caron- 
delet street, New Orleans, La., desires to obtain one o1 
more of the B4 storage cases formerly made by the Steel 
craft Company of Detroit, Mich. It is stated that this com- 
pany has discontinued the making of this type of case. 
F. F. Hansell & Bro., Ltd., hope that some concern in the 
trade may have one of these cases which they will be will- 


ing to part with. 
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Answer 


To the Demand for a Low Priced Mahogany Line 


OW you can stock mahogany for little money, sell it 
lower than ever before for equal quality and make 
more liberal profits. 


The new Line of Alma Desks in Mahogany is forming 
a new standard of values which dealers have long awaited. 


A short line of plain oak desks has also been added, 
offering to dealers an unusual opportunity. 





Write for descriptive literature and prices. 
OFFICES 


GAGLYD 


FURNITURE? 
ALMA FURNITURE COMPANY 


High Point, N. C. 











Associated with Myrtle Desk Co. 
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Do you know that a large proportion of all A to Z letter size guides sold 
are for correspondence filing? 


That’s why there is such a big market for complete correspondence filing 

outfits. In fact, every inquiry for A to Z letter guides should be consid- 

nay . prospect for these complete outfits, and half of them should 
sold. 


The Oxford Complete Correspondence Filing Outfits are put up for one 
drawer files, also 2 drawer, 4, 6, 8, 12, 16, 20 and larger drawer capacity. 
The 2 drawer outfit employs a 40 division alphabet, the 4 drawer uses 
an 80 division set, and so on up the scale. Many a sale of straight A to 
Z (25 division) alphabets now being made for 2 and 4 drawer files will 
be properly changed over to 40 division and 80 division respectively under 
this complete outfit plan. You can imagine how this will increase sales! 


Are you going to be satisfied to continue selling just A to Z guides? 


Get aboard now—start an order or an inquiry on its way to us today. 
An order of only $25.00 net will entitle you to a handy demonstration 
set for outside use, a display sign and other selling helps. Oxford 
Filing Supply Co., 382 Jefferson Street, Brooklyn, N. Y. 














Here are the units we have grouped in these outfits 














Do You Sell A to Z Guides? 











The Alphabetic Index Guide Blue Alphabetic Folders for Mis- Individual Name Folders No. 9332 Bulk Correspondence 


cellaneous Correspondence Folder (one inch capacity) 
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Parker Pen Chicago Offices Outgrow Old Quarters. 

The Parker Pen Company of Janesville, Wis., announce 
that they have outgrown their quarters in Chicago at 22 
West Monroe street and have leased the entire second floor 
of the Century building at State and Adams streets. The 
rooms will be entirely redecorated and especially fitted up 
for the use of the company. Possession was taken on 
March 1. 

The Parker Pen Company also announces the opening 
of another branch office at Atlanta at 26 Peachtree Arcade. 

The company now has the following branch offices: 
Singer building, New York City, R. Franz, manager; Cen- 
tury building, Chicago, W. L. Clark, manager; Wells- 
Fargo building, San Francisco, E. W. Davies, manager; 
26 Peachtree Arcade, Atlanta, Ga., J. R. Rhodes; Bush 
house, London, England, A. R. Zoccola, managing director; 
350 Sorauren avenue, Toronto, Canada, Victor Smith, man- 
aging director. 
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EMIL A. TREFZGER.—Recently Appinted Special Represen- 
tative of the Sales Department, Underwood Typewriter Com- 
pany, After Years of Service in Which He Won Distinction as a 
Speed Typist and Branch Office Manager. A Report of His 
Promotion Appeared on Page 48 of the February Issue of 
Office Appliances. 








Invincible Metal Furniture Company Appoints 
New York Agent. 

The Invincible Metal Furniture Company of Manitowoc, 
Wis., is now supplying dealers in New York and vicinity 
from the warehouse of R. Orthwine, 344 West Thirty- 
fourth street, New York City, wholesale dealers in desks, 
chairs, steel filing equipment and supplies. 


Gold Watches in Byron Weston Competition. 

The Byron Weston Company, Dalton, Massachusetts, 
is staging a prize contest, announcement of which is in- 
cluded in their house organ, “‘Weston’s Record.” Twenty- 
four fine Elgin gold watches will be awarded for the sub- 
mission of old historical facts or anecdotes, previously un- 
published. They may be about an old deed, an old record 
or will, or about some well-known character or place. The 
contest is limited to persons in the employ of any state, 
county, parish, city or Federal Government. The country 
has been divided up into twelve groups, with a first and 
second prize to be awarded in each group. This should 
prove to be a most interesting contest and should uncover 
a host of valuable and perhaps thrilling and romantic 
stories. Prize-winning and other contributions will be pub- 
lished in subsequent issues of Weston’s Record. 


The reputation of BERKSHIRE 
TYPEWRITER PAPERS has 
spread wherever the click of the 
typewriter is heard, and little need 
be said regarding their quality to 
those who know them. 

There are different colored papers 
for every department. 

There are papers so thin that they 
will take as many as twenty-five 
manifold copies at one writing on 
the typewriter. 

There are papers so strong that 
they rival currency notes in their 
durability and tensile strength. 

There are papers specially pre- 
pared for absorbent qualities and 
thus adapted for rapid mimeograph 
work. 

There are Manuscript Covers of 
several grades, useful for binding 
and preserving papers that must 
often be referred to. 

Are you Mr. Dealer, stocking the 
line? 

May we suggest an assortment? 





Berkshire rer 


On Papers 








Eaton, Crane & Pike Co. 
225 Fifth Avenue, New York 
Pittsfield, Mass. 


Sponsors for Correctness 
in Correspondence 


BRANCHES: 


BOSTON, MASS., 70 Franklin St. 
CHICAGO, ILL., 363-371 W. Erie St. 
PHILADELPHIA, PA., 1024 Filbert St. 
SAN FRANCISCO, CAL., 770 Mission St. 
TORONTO, CANADA 


SERVICE STATIONS: 


MINNEAPOLIS CLEVELAND 
KANSAS CITY 
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One of Many 


The Quality Brand line of cuspi- 
dors is large and comprehensive. 
The Professional Model, pictured 
above, is one of the many which 
have met with approval and 
ready sale. Finished in shiny 
white enamel, it fits in.as a per- 
fectly harmonious unit of the 
equipment of a doctor’s or den- 
tist’s office. The ease with which 
it can be cleaned makes it particu- 
larly acceptable in hospitals and 
in offices where clinics are held. 
To widen the sales possibilities of 
the Professional Model, it is fin- 
ished in Statuary bronze as well 
as in white enamel. 

A stock of Quality Brand cuspidors 
would require but little space. We 
can ship immediately any model of the 
line, finished in any of the following 
colors: brass, statuary bronze, olive 
green or the popular mahogany. 


aS 
“ 


Write today for our complete catalog. 


TC6e IRELAND awd 
MAT EHEWS-MEG.CO 


DETROIT —~ 
1500 Beard Avenue 


SALES REPRESENTATIVES 
THE ASSOCIATED STATIONERS’ SUPPLY CO., Chicago, Ill. 
BRUSH BROS. e . ° 258 Broadway, New York, N. Y. 
ERNEST WALLACE . 444 Market St., San Francisco, Calif. 
PHIL. F. WEBSTER. « P.O. Box 873, San Antonio, Texas 
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Brundage Speaks to Dry Goods Men. 

Vice-President J. R. Brundage of the White & Wyckoff 
Manufacturing Company addressed the convention of the 
National Retail Dry Goods Association on February 9 at 
four o’clock at the Hotel Pennsylvania. 

Mr. Brundage’s topic was, “Good Will in Business from 
the Salesman’s Angle.” 

Pointed Talk on Turn-Over. 

Mr. Brundage criticised the policy of firms who send 
buyers abroad for merchandise, since, he said, when the 
shipments are finally received, the prices equal the figures 
at which it was expected the goods should be sold. 

“Speaking for our own industry,” he said, “we are always 
ready and willing to guarantee prices against increase ort 
reduction. This has not solved the problem, however, 
because that offer has not been given consideration. 

“During the early months of last year, our industry was 
able to keep the plants going only two or three days a 
week. About the first of September, we were buried with 
orders and in October and November we were running 
twenty-four hours per day. That is not conducive to eco- 
nomical manufacture. 

“A great part of our help left us early in the year 
because of the intermittent employment and when we 
needed them in the latter part of the year, it was absolutely 
impossible to get them. This increases our overhead and 
has a definite influence on our ultimate prices to you. 

“Let me tell you at this time, gentlemen, something that 
vou could do right now which would create a tremendous 
amount of goodwill in my particular industry. Go home 
and release your appropriation for holiday buying; instruct 
your buyers to place their commitments during the months 
of March and April. 

“Not only will you create good will, but you will also 
give us an opportunity of getting on top of our overhead 
and I have no doubt that you will see the benefit definitely 
reflected in our prices in the very near future. 

“Is hand-to-mouth buying necessary and does turnover 
necessarily mean small orders? I do not think so. Dem- 
|onstrating again what I mean, let me tell you of a per- 
‘sonal experience. 

“I have a customer in New York who for several years 
past has used a staple commodity for us. For three years 
we had been working on the basis of shipping them the 
first of every month a specified amount, giving then 
approximately, therefore, a 12-time turnover. 

“The first of January of this year the buyer advised me, 
| because of the policy of his merchandise man, he would 
|have to buy smaller quantities, and instructed us to ship 
|approximately one-fifth of the amount at a time. He 
further advised that they would indicate when shipments 
were to be made. What is the result? 

“Instead of handling one shipment per month, we handle 
five; instead of paying freight once we pay it five times; 
| instead of paying cartage charges once we pay them five 
| times ; instead of sending one invoice we send five; the 
store instead of receiving one case per month receives five; 
| instead of receiving one invoice a month it receives five 








Does this appear to you as a needless addition to the cost 
of distribution? 

| “More serious than that, however, is the fact that they 
lare continuously out of merchandise, unable to supply 
|the needs of the consumer, thus automatically damming 
the flow of distribution.” 





| 
Stationery Corporation Takes Large Space. 
The Atlas Stationery Corporation has leased the ground 
floor, basement and second floor at 109-111 Leonard street, 
New York, vacated on February 1 by the Boorum & Pease 
Company, and five floors at 2-3 Benson place, an adjoining 
building. The combined premises include nearly 25,000 
feet of space and the aggregate rental for the term is ap- 
proximately $150,000. 


Mr. Simler Visits Branches. 

Henry Simler, vice-president and general manager of the 
American Writing Machine Company, has recently made a 
swing around the circuit of branches of that company and 
[reports prospects of 1926 as exceptionally good. 
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A Fast Selling Item 
for Every Stationer 


Rand Makurown Index Tabs have a 
universal appeal. They are valuable not 
only in hundreds of business records but 
also in libraries, architects’ offices and the 
offices of all professional men and in 
homes. Makurown Index Tabs come in 
six-inch strips. They consist of a trans- 
parent label holder with a linen gummed 
strip for affixing to the page or record to 
be indexed. The patented method of con- 
struction assures a firm, rigid, long-wear- 
ing index tab. The user cuts them to the 
exact length required. There are four 
handy widths and six different colors for 
classification. Their use is a habit with 
people who have tried them. 


Advertising in business and national 
publications and sales in hundreds of sta- 
tioners’ stores have given them wide pop- 
ularity. They are inexpensive, sell rap- 


idly and pay a good profit. Rand Visible Card Records 
in Sectional Cabinets 


Rand Guides and Folders 


give the stationer his 
widest opportunity in 
meeting the demand 
for card records that 
use the visible method. 








Write for 


Make a valuable specialty of this stationer’s Information 
staple line. The angle index tab that is instant- 
ly readable when a file drawer is opened 
brings your customers back insisting on more 


of the same sort. 





RAND COMPANY DIVISION 
KARDEX-RAND SALES CORP 
839 Kardex Park, Tonawanda, N.Y. 





Kardex-Rand Sales Corp. 
N. Y. 


® TY JISION 
ND COMPANY DIV IS 
B39 Kardex Park, Tonawanda, 


aa nr 3 ; and Folders— 
’ i ted in Rand Guides @ 
tend npr ee discounts on Makurown Index Tabs. , 
s in Sectional Stee 








[> Send us prices and 0 ' 
a us = ca Rand Visible Card Record 
~ Cabinets. 
Sac aa es RE OO OEE 
Street...-- 
Grate. .orevscoceseer® 
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STEEL FILING CABINETS 


Cheaper Than Wood 


A steel filing cabinet at a price actually 
less than for wood. Greater filing ca- 
pacity. Fireproof and indestructible. 
A profit-maker and a certain seller. 


Noiseless 


The drawers operate smoothly and 
noiselessly on special lubricated bear- 
ings. The heavier the load, the quieter 
the action. Even when slammed with 
violence, the drawers will not rebound. 


Everlasting 


The construction is rigid. All parts 
are electrically welded. No joints to 
loosen, no glue to give way, no wood to 
warp. Years of perfect service are 
assured. 





Attractive 


The design and appearance equal the 
most expensive cabinets on the market. 
Furnished in olive green and the stand- 
ard mahogany, oak and walnut finishes 
to match other office furniture. 


TERRELL’S EQUIPMENT COMPANY 


GRAND RAPIDS MICHIGAN 
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A Research Conference on Commercial Education. 

On March 19 and 20 will be held a Research Conference 
on Commercial Education at the State University of Iowa 
in Iowa City. The sponsors of this meeting believe it will 
be the first commercial conference to be devoted particu- 
larly to research that has ever been held. If this confer- 
ence can be carried through successfully, it will add to the 
prestige of the state of lowa and to that of the Commercial 
Teacher Training Department of Iowa State University, 
which has been developing such a department for the past 
two years—one which, it is hoped, will soon be second to 
none in the country. 

Men and women of national reputation will be present 
at the conference and will report upon scientific investiga- 
tions they have been conducting. 

The program will be of unusual interest. President W. 
A. Jessup of Iowa State University will give an address of 
welcome. Papers and addresses will include: 

“The St. Louis Typing Survey,” Dr. H. H. Davis, St. 
Louis Research Department; “Measurement of Commer- 
cial Arithmetic,” L. B. Kinney, University of Minnesota; 
“The Student’s Interest as a Success Factor,’’ Dr. R. G 
Walker, State University of lowa; “Specialization in Com- 
mercial Teaching,” Prof. R. G. Walters, Grove City, Penna.; 
“An Experiment with the Miller Dictaphone Method Teach- 
ing Typewriting,’ David Pearson, State University of lowa: 
“Measurement of Bookkeeping,” Prof. P. A. Carlson, 
Whitewater, Wis.; “Preliminary Report on lowa Commer- 
cial Survey,” E. G. Blackstone, State University of Lowa; 
“Research in Commerce,” E. W. Barnhart, chief of com- 
mercial education service, Federal Board for Vocational] 
Education, Washington, D. C.; “Direct Method of Teach- 
ing Shorthand,” Prof. Ann Brewington, University of Chi- 
cago; “Supervision of Commercial Education,” E. F. Kil- 
lam, supervisor of commercial education, St. Louis; “Unit 
Measurement of Shorthand,” Miss F. E. Nies, State Uni- 
versity of Iowa; “Prediction of Success in Commercial Ed- 
ucation,” Luton Ackerson, Columbia University; “Predic- 
tion of Success in Stenography,” O. A. Ohman, State Uni- 
versity of Iowa; “An Analysis of the Work of a Stenog- 
rapher,” E. W. Barnhart, Federal Board for Vocational 
Education; “Differentiation of Aptitudes by Test Bat- 
teries,” Prof. Clara L. Hull, University of Wisconsin. 

On Monday evening a banquet will be held at which Dr. 
T. J. Kirby will be toastmaster, and Professor W. F. Book, 
Indiana University; Dean P. C. Packer, College of Educa- 
tion, State University of Iowa, and President W. A. Jessup, 
State University of Iowa, will be the speakers. 
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MEMBERS OF THE SALES ORGANIZATION OF THE 
WALLACE PENCIL COMPANY.—They Attended the Annual 
Sales Meeting at St. Louis, January 4-6. Asa B. Wallace, Vice-— 
President in Charge of Sales, Congratulated Salesmen on a 
Remarkably Successful Year. 








An Adding Machine Service Company in New 
York. 

A. H. Baus and James Ream have organized the Adding 
Machine Service Company, 23 Union Square, New York, 
x. ¥. 

Both are young men, capable salesmen and expert re- 
pairmen, and were formerly in the employ of the Wales 
Adding Machine Company in New York City, having 
charge of the repair department of that company. 

They have added a typewriter department to their busi- 
ness and own and occupy the building where their offices 


are located. 








$16.55 CAS 
FOR Deca 


EALERS: Cash in on the demand 
for L. C. Smith Re-Newed Type- 
writers in your vicinity! Take advan- 
tage of our NO INVESTMENT Spot 
Cash Commission Plan. It’s all in your 
favor. 
All you do is to take the order—collect 
the first payment of $3—mail the order 
in. 
Here’s What We Do—pay you $16.55 cash 
—ship a typewriter—collect the install- 
ments—and guarantee to satisfy your 
customer. 
Your $16.55 on each sale is clear profit. 
You make no investment. You need no 
Service Department. You take no re- 








sponsibility. 

Smith Re-Newed Typewriters are easy 
Heavily advertised. Look like 
Easy terms. Guar- 


to sell. 
new. Low price. 
anteed. 

You’re missing a real money-making op- 
portunity if you’re not handling them. 
Write for our offer to Dealers today. 


Smith Typewriter Sales Corp. 


413-360 E. Grand Ave. Chicago, Illinois 
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Here's a plan 
that creates 


more 
carhon paper 


Sales! 


Send coupon for the 
complete plan— 
NOW! 


Here is a plan that makes 
stenographers insist up- 
on ordering YOUR car- 
bon paper—go out of 
their way, if necessary, 





No. 7-X to buy at your store. 
Superdurable 
Subodics Sussesive It is a plan that has al- 


Durability, Extreme ‘ : 
Sharp Writing Qualities ready proven its busi- 


and is Guaranteed to be ness-pulling value in 
NON-CURLING many stores. 


It is a plan that makes your store “‘stick out” 
from others, instead of being merely “‘one of 
the stationery stores.” 


It is a plan that has tremendous advertising, as 
well as actual cash-drawer value. 


Send the coupon NOW for details of this busi- 
ness-building plan. 


Manufacturers of carbon paper since 1902 





Pacific Carbon & Ribbon Mfg. Co. 


1451 Harrison Street 
San Francisco 


Please send details of your Carbon Paper Sales Plan, 











The Equipment of a Small Office. 
(Continued from Page 30.) 
may paraphrase the old Kent road ditty, “You've only got 
myself to blame.” 

As to the type, my former schoolmaster, Dr. Cecil Red- 
die, of Abbotsholme School, for whom I still cherish the 
deepest affection and regard, has said: 

“People are, however, through long habit so used to the 
complexity arising from the use of so many different forms 
for each letter that they do not realize the appalling waste 
of time, nervous energy and money that it involves.” 

Furthermore I am not alone in what I do, as witness 
these very excellent advertisements (a series of Lever 
Bros. advertisements were displayed at this juncture all 
devoid of capitals in their headings). 

But quite apart from that you may also notice that | 
have “dressed up” the cover in the guise of an office form. 
Contrary to your expectations, perhaps, I have to admit 
to you that I did that on purpose, too. 

Indeed, this form symbolizes, ladies and gentlemen, the 
gravamen of my argument—the tenor of my song. 

It is an attempt to boil down the essential features of all 
forms directly concerned with the clerical routine of this 
order and sale (and you may also include those of pur- 
chase) to one common basis. 


Basic Form Described. 


Beginning at the top we have the red order number— 
651.2 (red for hopeful orders, blue for purchases which 
give you the “creeps”). You have the prominent business 
heading (Office Machinery Users’ Association)—the place 
and date of invoice tailing down to the right, and your 
humble servant on the left, as the second party to the 
business transaction—customer or supplier, as the case may 
be—just like ordinary correspondence. The subject of the 
transaction—the particulars of goods or service, including 
value, are framed in a red square suitably ruled and headed 
(blue for purchases). 

As a useful guide I fancy typewriters normally space 
down in sixths of an inch and across in tenths, whilst 
adding machines generally feed down in sixths and across 
in sixths. 

Outside the frame you will! notice the word “ordered” on 
the left and “cost” on the right. I need scarcely suggest 
to you that those forms for internal use that do not need so 
prominent a business heading have just so much extra 
space for incidental particulars. 

Consignment or delivery particulars appear at foot, and 
date of order after customers’ reference—that is to say 
above “R. E. Simpson.” 

Without burdening you with further detail I will ask 
you to assume all forms for the needs already described 
printed on this common or uniform basis. 


How It Simplifies. 

It is then quite easy to see that all information that is 
available when the order is first produced in the office may 
be manifolded mechanically onto all the numerous forms 
concerned in the “life history” of any particular order. 
True, the acknowledgment and consignment note don’t 
want all of these particulars, but that is not difficult to ar- 
range for. And since the forms are designed for window 
envelopes, addressing is materially reduced—with its at- 
tendant error potential. 


The storekeeper will only write those additional particu- 
lars which he, so to speak, originates, and in which he is 
obviously and peculiarly interested—such as quantity and 
date sent and number of packages. He has no need to 
waste time slavishly copying out a mass of uninteresting 
detail where error is likely to annoy a customer. 
And again, in the counting-house, copying out is greatly 
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* Speaking of Turnover” 
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Yhe Oldest Pencil Factory in Ameriéa 
NEW <> vork 


REMEMBER-EBERHARD FABER PENCILS ALWAYS LEAVE A GOOD IMPRESSION 
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The Demand 
Is Already There! 


























No. 2056 No. 2033 
Newspapers 
Magazines 
Direct Advertising 





Ee ee: all these, plus intelligent selling, 
aus ames | have put Shaw-Walker Executive Safes 
Praronnvennmnnenenaneneesseee |  @Qhead of the running in the field. 




















\ The latest development which makes certain the easy sale 
\ of Executive Safes is this Insurance Policy,—which covers 
‘ the contents of the Safe up to the value of $1000. The 
Sets sooner you send us the coupon, the sooner you can sell Safes. 
further \ i 
your ame, 
Executive Safe ~*~ 
proposition. . 
‘ 
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reduced hand in hand with the decrease of mistake possi- 
bility. 
Partial Delivery. Senate 


But, it may be asked, what about the remainder? You coma March 27th 
have, say, an order for five articles and only send three— Z\ Saturday 
what about those two that have not been delivered? 


ZA\~ 
AWA Evening Post 


There you have, ladies and gentlemen, the pons asinorum 
of order and charge routine. That, if I may say so, is the 
general and almost universal stumbling block—a very crea- 





tor of discord and confusion. 

Probably every one of you has had personal experience 
of the usual “marking off” process and of its “accuracy” 
in practice. 

A Point of View. 

From one point of view an order may be considered as 
the indefinite forerunner, or desire of which the invoice is 
the precise sequel. A definite element in a business trans- 
action occurs when goods are despatched and invoiced, 
quite irrespective of any remainder there may be—or dis- 
crepancy between what was ordered and what sent. 


What Others Do. 

This point of view has, I understand, a practical counter- 
part in one large wholesale trade where it is a recognized 
custom to ignore remainders. The buyer’s attitude is this: 
“Send what you can—If I want more I will reorder.” 


That, I believe, has stood the test wapicnga and must have “Still Better Offices” is 


saved no end of trouble—barbarous, as it may appear to 


you, at the first blush. The National Slogan This Week 


Application. 

My concrete case, however, does not enjoy such a trade 
custom, so far as I am aware. On the other hand, what 
is there to prevent the order clerk (or that part of the office 
which is responsible for making out and controlling the 
order) from adopting the attitude of the buyer referred to? 
That is, in fact, what he does do in my example. 











This Saturday 
Evening Post 
Adwvertisement 


carries the message of Sikes 
Week to millions. And it’s 
a message that means bet- 
ter offices for business men 
the country over—and 
better business for Sikes 
dealers in all localities. 
THE SIKES COMPANY 


Y PHILADELPHIA 
F Chair Makers for 60 Years 







Actual Routine. 

The office copy of the order is automatically “marked 
off” by inserting it in the typewriter behind its correspond- 
ing invoice, as the latter receives its “finishing touches” of 
quantity sent, date and value. That is to say, the “quan- 
tities sent appear next to and on a level with the quantity 








eet 


Ox 















originally ordered.” 

It requires, therefore, merely a little subtraction to pro- 
duce the authentic basis for another order set for the re- 
mainder, but omitting acknowledgment and agents’ copies, 
and quoting the red order number as an additional refer- 


TASS 










ence. It will be easily realized that such a procedure, so SSS 
SIKES COMPANY ‘cn'scvtkts PHILADELPHIA 


far from increasing work, is a direct saving, for one is apt 


A, 





OMY 


to overlook the fact that each despatch calls for separate : 
advice, consignment and invoicing. 4 March 22nd to 27th is 
So much for partial delivery. 

Fewer Forms. 

Another rather curious feature of this massed or bulked QA 
requirement is that eleven forms give a more complete 
service than did the former fourteen. The counting-house, 
for example, holds the master copy complete with all orig- 
inal additions—right down to the delivery signature itself— 
and suitable for slip posting to the impersonal account or In Buffalo, 2 Sihes tectory in devoted exclusively to the mahing of quality chelve fer the home // 
departmental credit; whilst the invoice duplicate serves a i} 
similar role in relation to the personal or debit posting. 
Two forms instead of three. A single file copy does the 
work of the previous three documents retained by the 
storekeeper. Thus three documents are saved with every 
order. 

Having boiled down the various forms to a common 
basis and “refined” the minimum number from fifteen to 
eleven, we are in a position to define the work required of 
the office for this important function. 


fa 








Sikesdealers 
everywhere 
will identify 
their stores 


with this 
advertise- 
ment 


Equipment Prescribed. 
We want about eleven clear copies of every one of from 
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5469 AW—of a 
four-piece suite 


To Repeat, Reiterate and 
Otherwise Emphasize 


Among men who have ttried it, the Derby Posture 
Chair is almost always accepted as the most comfortable 
chair made. 


By actual dealer trial, four out of five men will sup- 
plant perfectly good chairs with the Derby Posture Chair 
for the sake of having Derby comfort. 


This increases the potential market of the chair dealer 
to include everyone who sits at his work. 


This means that sales increase tremendously. It also 
means that turnover is made much more rapid. 


It means, again, that the Derby Posture Chair is other 
than an accessory and an accommodation to be carried by 
the dealer. It becomes a headliner and ranks as a real 
money maker. 


We believe that dealers, thruout the West and South 
will be interested to know the experience of dealers nearer 
to our home. 


We shall be glad to hear from you. 






P. DERBY &Co. INC, 


Chairmakers for 80 years 
GARDNER, MASS. 


217 West 35th Street, New York 
199 Friend Street, Boston 
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one to fifty orders a day, and for this purpose a typewriter 
with billing or rat-tail figures or numerals is used in con- 
junction with a modern gelatine duplicator and a lever- 
numbering machine. 

How Equipment Is Used. 

This is how they are used: 

The order is dictated by a responsible member of the 
staff and typed through a special hectograph ribbon (or 
rather through a ribbon composed of two halves, sewn 
together of ordinary and special material) on to the master 
or main working copy—behind which a short carbon trans- 
fer customer’s name and address, references and date of 
receipt, to the acknowledgment of order. 

This master copy is scrutinized and errors, if any, cor- 
rected. Then it is fed on to the special gelatine and all 
the necessary forms, including labels, run off. 

The stationery, un-collated and un-numbered, is stored in 
convenient pigeon holes over the duplicator and is selected 
as required. For instance, a customer may require more 
than one copy of his invoices. 

All forms are returned to the responsible official who sig- 
nifies his approval and identifies all forms relating to one 
order—including all labels and the customer’s original order 
sheet by stamping them by means of the lever-numbering 
machine with a common red number—as it might be 6512. 
The next order which he passes takes the next consecutive 
number. 

All forms, including correspondence, are posted and loose 
filed (as required) according to numbers appearing on 
them, and secured in pinch binders when handled; so that 
vertical files and pinch binders complete the equipment. 

The office machinery, except for the vertical files, is 
housed in a separate sound deadening “machine shop.” 

The counting-house enter an abridged or skeleton day 
book or journal as a control and daily summary, and “farm 
out” more and more of their drudgery to the “machine 
shop.” Already invoices and statements have succumbed to 
this fashion and one looks forward to the day when the 
addition of an adding attachment to a typewriter or a small 
twelve-key adding and multiplying machine will make office 
machinery even more attractive and labor-saving. 

What Thought Will Do. 

I can’t help feeling that many small offices could likewise 
halve their work and increase their efficiency—not by tak- 
ing a pair of sparkling eyes or even a dazzling machine, but 





by indulging in just a little thought. 


| 





Neebe Joins Campbell-Ewald Staff. 


J. H. Neebe has joined the executive staff at the Detroit 


| offices of the Campbell-Ewald Company. For more than 


fifteen years Mr. Neebe has been associated with the larg- 
est advertising agencies of the country, holding executive 
positions as officer, account executive production manager 
and copy chief. 

He was vice-president of Dorrance, Sullivan & Co. in 
charge of both their Chicago and South Bend offices for 
two years and spent another year with this company in 
their New York offices. He acted as production manager 
of Lord & Thomas, Chicago, in charge of copy, art, layout 
and the printing departments, and for a period of five years 
was vice-president of the Charles Daniel Frey Company, 
Chicago. 

Before coming with Campbell-Ewald he was associated, 
for two years, with the C. C. Winningham Advertising 
Agency, Detroit. 


Los Angeles Typewriter Dealers Dine. 
The associated typewriter dealers of Los Angeles, Calif., 
enjoyed a dinner at the Marie Louise cafe a short time 
ago. The typewriter fraternity was well represented. 





















































This Man’s Word Is Law 


Every Parker Duofold must be O. K. with him 
to be O. K. for You 


Hence, virtually a hand-picked product—five times inspected and writing-tested 
W ith Point Guaranteed for 25 Years 











HIS man is the Chief Inspector 
in the Parker Pen Plant—his 


judgment of a pen’s perfection is final. 


He and his corps of critical in- 
spectors pass on each pen with as 
much fidelity as if they were paid by 
our pen patrons. 

This infinite care costs us heavily 
in more ways than one. And you can- 
not expect such excellence of any 
other pen in existence. 

But in making a Parker we look at 
that pen through the eyes of the per- 
son who wants it to use. 


He expects it to glide with inspir- 


He expects the barrel to fit hishand 
—he does not expect to cramp his 
fingers to fit the barrel. He expects it 
to hold enough ink for long periods 
of writing; to remain Ink-Tight; to 
fill conveniently; and to yield to any 
style of writing, yet retain its original 
point regardless. 


Because Parker Duofold fulfills all 
these expectations it is now the larg- 
est selling pen in the world. 


A beauty to carry—a hard pen to 
mislay—a man’s own color that wo- 
men, too, admire. Good pen counters 
wouldn't be without it. Stop at the 
nearest and choose your point— 
Extra-Fine, Fine, Medium, Broad, 
Stub, or Oblique. 


Lady Duofold, $3; Over-size Jr., $3.50; “Big Brother” Over-size, $4 


Parker 
Over-size ing balance and smoothness when- 
~~ : ever he writes a line —today or 25 
years hence. 
| Parker Duofold Pencils to match the Pens: 
i] 


Rivals the beauty 
of the Scarlet 
Tanager 










With Lucky Curve 


Duofold Jr. $§ 
intermediate size 


PEN COMPANY 
NEW YORK CHICAGO ATLANTA 


PARKER 


OFFICES AND SUBSIDIARIES: 


THE 


Parker 
Du 


° 
Feed ] and25-‘Year 1s7) 


Lady Duofold $5 
With ring for chatelaine 


JANESVILLE, 


SAN FRANCISCO 





ER SIO, 





WISCONSIN 


TORONTO, CANADA LONDON, ENGLAND 








4 Times within the next 2 Months 


12,600,000 Potential Buyers 
will be reading Parker Duofold PENCIL advertising in 


The Saturday Evening Post 


Only the start of a special 2-color Pencil campaign 


IN ADDITION to the heavy 


ov 
yon serene” 


HE Parker Duofold Pencil 
has stepped right out in the 
lead—is reviving the Pencil Mar- 
ket just as the Parker Duofold Pen 
revived the Pen industry. 
The sale of Parker Duofold 


This Pencil Advertisement — the 
first—will appear in The Saturday 
Evening Post March 27th 


year-round Advertising 


of Parker Duofold Pens 





in writing. A Pencil with the 
Non - Clog Propeller that turns 
the lead OUT for writing—IN for 
carrying. Others may imitate the 
Parker color but they cannot 
match the Parker excellence. 


This Pen Advertisement 
will appear in The Saturday 
Evening Post March 20th 





Millions who own the Parker 
Duofold Pen, and as many more 
who will buy them, will want to 
match this super-pen with its 
pencil counterpart. No dealer can 
supply the demand of the public 
unless he carries Parker 





Pencilshasalready reached 
the magnitude predicted 
by Parker two years ago 


Parker Pen and Pencil Advertising Calender 





for March, 1926 


Duofold Pencils in all 
three sizes: “Big Brother” 


and still is increasing by, be ce —ee = Over-size, $4; Junior Over- 
leaps and bounds. American Boy Sid ele ¢ « «e266 « 276,377 size, $3.50; and Lady-size, 
e ne “= © «6 es « & 6 8 6 « y . - 
For here isaPencil that ColleseeHumor .-..-- 2202... 300,000 $3; and in both the rich 
: Liberty Magazine (March 20) . : :- : : 1,150,232 p 
abolishes the faults of me- Life (March i Sahai ea 124,423 lack and Gold, and the 
chanical pencils in general National Geographic. "iiiti211  £880%06 Gold and Lacquer-red. 
MTU. gt ee ek 781,553 , 
—embodying beauty and ¢. Nicholas: .: 2 :::2:¢:2ii2: 59,247 Write us for Parker 
balance in an Over-size Saturday Evening post (March 23)... 1} 2.800000 Pencil discounts, and for 
Pencil Grip which the bed nemne” Parker Dealer Resale 
. lerspercopy . 
Parker Duofold Pen has sinihiiaties $9,917,214 ‘ids free for all Parker 


proved as the restful thing 


THE PARKER 


NEW YORK 


OFFICES AND SUBSIDIARIES: 
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PEN COMPANY 


CHICAGO ATLANTA 


JANESVILLE, 
SAN FRANCISCO 


Dealers. 
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National School Supply Louisville Meeting. 


The annual convention of the National School Supply 
Association was held at Louisville, Ky., January 19-22. 
The Brown hotel assigned several floors to the use of the 
convention, exclusively for members of the association. This 
is a new hotel, which distinguished itself in the service 
rendered to members and the convention body. Schedules 
were made on the minute, and the staff was untiring in its 
zeal to make the members comfortable. 

An innovation was an evening program with industrial 
films. Some of the executive committee were skeptical as 
to the reception of this feature, but “it went over big.” 
The contributions to this program came from The Carter’s 
Ink Company, Joseph Dixon Crucible Company and the 
Natural Slate Industry. 


Election of Officers and Directors. 


The nominating committee presented the ticket, and the 
following officers were chosen: Frank G. Webb (Clanton 
& Webb Company), president, Atlanta, Ga.; C. W. Knox 
(Minneapolis School Supply Company), president, 
Minneapolis, Minn.; O. U. Hoover (Hoover Brothers), sec- 
ond vice president, Kansas City, Mo.; A. J. Nystrom (A. J. 
Nystrom & Company), treasurer, Chicago, IIl.; Frank Bruce 
(The Bruce Publishing Company), secretary, Milwaukee, 


Wis. 


vice 


Exhibitors at the Convention. 


The products of a number of manufacturers producing 
supplies and equipment for the school trade were exhibited 
at the convention. Displays were made by. Binney & Smith, 
New York, N. Y.; Squires Inkwell Company, Pittsburgh, 
Penna.; Giant Manufacturing Company, Council Bluffs, 
Iowa; Leonard Peterson & Company, Chicago, Ill.; The 
American Crayon Company, Sandusky, Ohio; Acme Chair 
Company, Reading, Mich.; American Seating Company, 
Chicago, Ill.; The Harter School Supply Company, Cleve- 
land, Ohio; Forse Manufacturing Company, Anderson, 
Ind.; The Zaner & Bloser Company, Columbus, Ohio; J. L. 
Hammett & Company, Cambridge, Mass.; The P. Goldsmith 
Sons Company, Cincinnati, Ohio; Standard Manufacturing 
Company, Cambridge City, Ind.; Automatic Pencil Sharp- 
ener Company, Chicago, IIl.; Standard School Equipment 
Company, Louisville, Ky.; W. O. Jones Company, Louis- 
ville, Ky.; A. H. Andrews Company, Chicago, IIl.; Smith 
Heating System Company, Minneapolis, Minn.; Arlington 
Seating Company, Arlington Heights, Ill.; W. A. Fowler 
Paper Company, Chicago, IIl.; Acme Shear Company, 
3ridgeport, Conn.; American Art Clay Company, Indian- 
apolis, Ind.; Peabody School Furniture Company, North 
Manchester, Ind.; Thomas Charles Company, Chicago, III.; 
Seneca Falls Rule & Block Company, Seneca Falls, N. Y.; 
Columbian School Supply Company, Indianapolis, Ind.; C. 
Howard Hunt Pen Company, Camden, N. J.; Joseph Dixon 
Crucible Company, Jersey City, N. J.; The Weis Manufac- 
turing Company, Monroe, Mich.; Chemical Toilet Corpora- 
tion, Syracuse, N. Y.; Imperial Desk Company, Evansville, 
Ind.; Clarin Manufacturing Company, Chicago, IIl.; Pro- 
gressive Seating Company, Rochester, N. Y.; A. J. Nystrom 
& Company, Chicago, Ill.; The Gunn Furniture Company, 
Grand Rapids, Mich.; The Palmer Company, Milwaukee, 
Wis.; Delaware Chair Company, Delaware, Ohio; Berming- 
ham & Prosser Company, Chicago, IIl.; Weber-Costello 
Company, Chicago Heights, IIl.; Ideal School Supply Com- 
pany, Chicago, Ill.; Luther O. Draper Shade Company, 
Spiceland, Ind.; Indian Splint, Inc., Rochester, N. Y.; Hart 
Manufacturing Company, Louisville, Ky.; Steel Furniture 
Company, Grand Rapids, Mich.; Geo. R. Healey Manufac- 
turing Company, Los Calif.; Readsboro Chair 
Company, Readsboro, Vt. 
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Greater clearness--Greater accuracy 


with the NEW MODEL 10 


NTIL you've heard this latest triumph in Dictaphone 
machines, you don’t know how clear and easy Dicta- 
phone dictation can be! With the Supersensitive Voice 
Recorder (which is only one of the New Model 10 improve- 
ments) every syllable—every intonation—is as audible as 

actual conversation. 
Result: Comfort for your secretary—your letters tran- 
scribed with an accuracy and speed that will amaze you! 
Try dictating the Dictaphone-way, if you don’t yet know 
this method. No waiting for a secretary; you dictate any 
time that’s convenient. And your secretary doesn’t need 
to wait for you to begin her day. Real office efficiency 

all around. 
Free trial without expense or obligation 


ice® Ith. commend 


— = 





The machine the secretary 
uses in transcribing from cylinders made on the dictating machine. 


THE DIC TAPAUNE 


(Reg. U.S. Pat. Off.) 


DICTAPHONE SALES CORPORATION 


The New Model 10 Transcribing Machine. 


NEW YORK CITY 
Code: Bentley 


154 NASSAU STREET 
Cable Address: Dictaphone, N. Y. 





o 
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No. 2432. Quartered Oak Flat Top 


Office DESK 


For the representative office furniture dealer, 
the most profitable desk line is that ap- 
pealing to the great middle class demand. 
Such an appeal is that of the Jasper Novel- 
ty Works’ desks, made in three grades for 
the office, together with desks for teachers 
and students, and juvenile desks. 


Our line has given quick sales, substantial prof- 
its and repeat orders to many dealers—so 
many that through varying business sea- 
sons, our factory has continued in steady, 
full-time operation. 


We should like you to examine our line: al- 
most every dealer who sees it, remarks on 
the attractive designs of wood and finish. 
Often we can refer you to displays of 
dealers in nearby cities ; sometimes dealers 
traveling through Indiana give us the pleas- 
ure of a call. 


But, whether or not you can arrange to see the 
line, write for our catalog. It tells more 
than is possible in this limited space and 
gives you a good idea of the grade and 
variety available. 


Jasper Novelty Works 


The Desk Specialists 
JASPER INDIANA 





No. 2429. Quartered Oak Drop Head T. W. Desk 
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Some Weddings 


Albert Tangora Weds. 

On Thursday evening, February 4, Albert Tangora of 
Paterson, N. J., for the last three years world’s champion 
typist, married Dorothy Lane, also of Paterson, who was 
once a student in a class of the Montclair State Normal 
School, before which Tangora gave demonstrations and 
instructions. 

Beside Tangora, as he stood before the altar of the Little 
Church Around the Corner, was William F. Oswald, cham- 
pion typist in 1919, who acted as best man. The maid of 
honor was the bridegroom’s sister, Miss Mary Tangora 
The Rev. Harris Rockwell performed the ceremony. 





ALBERT TANGORA. 


How the typewriter brought all of them together was 
explained by Oswald while the newly married couple 
started to the Pacific coast on their honeymoon. In 1919, 
when he had won the title for speed and accuracy in typing 
his feat won him the admiration and friendship of Tangora, 
then a novice in such contests. They continued their a 
quaintance at succeeding championships, which have resulted 
recently in victories for Tangora. Last December he wrote 
130 3/10 words a minute for one hour. 

Some time ago Tangora, who became connected with the 
Underwood Typewriter Company, gave lessons at the Nor- 
mal School in Montclair and renewed his acquaintance with 
Miss Lane. At the completion of her ‘studies there they 
decided to marry. The bride is the daughter of Mr. and 
Mrs. Edward A. Lane of 141 Walnut street, Paterson. 


Carter-Kirchofer. 

Miss Nina May Carter, Joplin, Mo., was married to W 
H. Kirchofer some weeks ago. Miss Carter had a large 
circle of friends at Joplin. Mr. Kirchofer is a member of 
the national accounts department of the Royal Typewriter 
Company, Inc. Mr. and Mrs. Kirchofer will make their 
home at Kansas City, Mo. 


Allen - Brigham. 
Miss Gladys Marvin Allen and Henry Day Brigham 


were married January 23 at Central Church, Holyoke, Mass 
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FOR ALL MAKES OF 
FOUNTAIN PENS! 








CARTER’S 


BLUE-BLACK 


FOUNTAIN PEN INK 


Customers come back for more of this New 
Blue-Black Fountain Pen Ink. They like 
its pleasing blue color and its free-flow. 
Once they use it, “just ink’’ won't do. 








Capitalize on this ever widening circle of 
satisfied users. Feature ‘‘Carter's—the ink 
that is free from ink faults.” 





CARTER’S 
BLU-REX 


A SNAPPY BLUE 
FOUNTAIN PEN INK 


Here's a vivid blue ink developed especially 
for Fountain Pens. ‘‘Ever-Blue”’ as it flows 
from the pen and for all time. Crystal clear 
like ourBlue-Black, flowing freely andevenly | 


Blu-Rex is gaining new friends daily among 
those who prefer a blue ink for their pens. 
They appreciate the fact that Blu-Rex will 
not cause trouble if mixed with a blue- 
black in the pen barrel. 





THE CARTER’S INK COMPANY 


BOSTON MONTREAL 
NEW YORK CHICAGO 


CARTER’S 


IT’S A REPUTATION 
AND A TRADITION 





MORE THAN A NAME 
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LEOPOLD DESKS 


ARE NOT DEPENDENT UPON PRICE 
TO SELL THEM 


THE FINANCIER 


TL JEQPOLD DESKS are enabling dealers to 
mae sell office furniture from the standpoint of 
~  Utility—Character—and Beauty—rather 
than on the basis of price. This is made possi- 
ble through our new and original designs offered 
in even the low and moderately priced grades. 
‘‘More profits and better satisfied dealers’ is 
the slogan of Leopold Dealers. 


Sold only through Retail Office Furniture and Equipment 
Dealers. We would be pleased to have you 
investigate our ‘‘Dealer Opportunity’ 


Leopold Desk Co. 


BURLINGTON, IOWA 
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Miss Allen is the daughter of Mrs. Herbert M. Allen; Mr. 
Brigham is the son of Mr. and Mrs. Henry J. Brigham, 

Orange, N. J., and vice-president of the Eaton, Crane & 

Pike Company. The bride was attended by her sister, Miss 

Dorothy Allen; Miss Margaret Todd was flower girl; Col. 

William H. Eaton, Pittsfield, the best man. Mr. and Mrs. © 

Brigham will reside at Pittsfield. 





The Stork 


Hodson’s Entertain a Royal Princess. 

Mr. and Mrs. A. S. Hodson, Kansas City, Mo., are the 
happy parents of a Royal princess who made a palace of 
their home February 2. Mr. Hodson is one of the popular 
members of the sales staff of the Royal Typewriter Com- 
pany, Inc., at Kansas City. 





Roberts People Take Over Triangle Pencil Pointer. 

The Roberts Numbering Machine Company recently 
purchased from the Traut & Hine plant of the North & 
Judd Manufacturing Company the patents, tools, dies, fix- 
tures and equipment for the manufacture of the “Triangle” 
pencil pointer, formerly known as the “Kon Kave Kut.” 

At the moment improvements in design and construction 
are temporarily delaying production, but the Roberts Num- 
bering Machine Company is even now prepared to care for 
all necessary repairs and service work at its factory in 
Brooklyn, New York. 

When production begins—which will be soon—the fact 
will be announced and a price schedule will be supplied 
to the trade. 


Old Town Ribbon and Carbon News. 

The Old Town Ribbon & Carbon Company have engaged 
the services of J. W. and Albert F. Publicover to represent 
them in the Southern New England states. 

* * * 

O. W. Gruening will represent this concern in Des 
Moines, Ia. Mr. Gruening has had considerable experience 
in the ribbon and carbon business before his connection 
with the Old Town organization. 

* * * 

An agreement has been made with the A. F. Pike Type- 
writer Service of Binghamton, N. Y., to represent Old 
Town in that territory. 


Southern Girls Outspeed Northern Adders. 

Two contests conducted by the American Institute of 
Banking were held at Providence, R. I., and Greensboro, 
N. C. The usual conception of Southern langour was upset 
when the figures were compared. Southern girls are usu- 
ally associated with balmy, moonlit nights and sentiment. 
But the adding machine operators displayed a remarkable 
superiority over their Northern sisters in the speedy listing 
of checks. Miss Alvin Morgan, of the Greensboro Bank & 
Trust Company listed 150 checks in 2:46.5 during a contest 
supervised by the institute at Greensboro. She won a lov- 
ing cup presented by the Burroughs Adding Machine Com- 
pany. In the contest at Providence Miss Mildred C. 
Keough, of the Slater branch, Industrial Trust Company, 
Pawtucket, was first, listing 150 checks in 3:06.6. In this 
same contest Elton A. Drummond, National Bank of Com- 
merce, listed 150 checks in 2:28.6. Burroughs machines 
were used in both cities. 

The Northern girls are reported to be training inten- 
sively for the next contest, declaring they will leave the 
Southern girls way in the shade, and win back the reputa- 
tion generally ascribed to Northern “pep.” 
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UHL 


“POSTUR” CHAIR 


ECONOMY 


Economy is defined as efficient use of the 
materials at hand to gain a certain end. 
When the materials at hand are easily used, 
when they lend themselves well to a spe- 
cific use, the possible economy is greatly 
enlarged. 


The problem of economy in an office 
narrows down, finally, to the personal effi- 
ciency of each individual employee. Many 
items enter into this matter of per- 
sonal efficiency; many of the points have 
received careful consideration; yet there is 
one, that of fatigue induced by wrong pos- 
ture, which seems to have been neglected. 
A tired body decreases the efficiency of the 
brain, causing a loss in time and money to 
the employer. UHL “Postur” chairs cor- 
rect the average slouching posture, pro- 
mote personal efficiency and, as a result, 
offer definite possibilities for economy in 
every office. 


If you are not already profiting by selling 
UHL Steel Economy, better write us today. 


THE TOLEDO 
METAL FURNITURE CO. 


1354 Hastings Street, 
TOLEDO, OHIO 


Manufacturers of Uhi Steel Furniture, Typewriter Chairs, ‘‘Postur’ 
Chairs, Tables, Stands, Vault Trucks and Factory Eqvipment 





No. 7206-17- 
PV-WC 


No, 8500 “Postur”’ Chair “Postur Chair” 
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French Inventor Desires to Find U. S. Market. 

Paul Van Moe, inventor and manufacturer, 23 Place de 
l’Hotel de Ville Rouen, France, has patented in the United 
States the Presto blotter pad, United States patent No 
1,522,847 dated January 13, 1925, and the Perpetual calendar 
pad, United States patent No. 1,555,492, issued September 
29, 1925. The two patents referred to are here illustrated. 
It is stated that these products have had considerable suc- 
cess in France, Belgium and Spain and that they should 





be successful as specialty devices for the American market. 

The Presto blotter pad is a handy device for the desk. 
Fresh bottters are easily supplied, the top being removable 
and attachable to the rocker base by means of a convenient 
clamp. When the two parts are joined, they form a firm 
and substantial article. The metal parts are nickeled and 
the appearance of the device is pleasing. The device 
which holds the top to the base is described as a bayonet 
lock. The base is springy and the device is light, yet at 
the same time efficient. 

The block calendar is made entirely of metal except for 
the paper portion and is composed of four pieces. It is 
arranged as a perpetual calendar, the calendar portion being 
at the top in the head of the block. Two screws hold the 
pad of perforated paper which is convenient for memoran- 
da. These screws pass through the upper plate, through 
perforations in the paper and engage the thread in the 
lower plate. The device is simple, but useful, and is said 
to sell on sight. 


Rotary Club Honors Veterans of Industry. 


The Rotary Club of Burlington, Iowa, gave a dinner a 
short time ago to citizens who had been with one organiza- 
tion twenty-five years or more. Nine men represented the 
Leopold Desk Company: Charlie Dove, Charlie Friedel, 
Charley Gustafson, Charlie Johnson, Charlie Peterson, 
Charlie Wennel, Reinert Gysen, Jake Hartman, Chris. 
Stoerzback. 





Welty Adds Color to Pen Line. 

The Wm. A. Welty Company, 36 South State street, 
Chicago, Ill., has added a handsome mottled green foun- 
tain pen and mechanical pencil to its line. This is an un- 
breakable composition, a Du Pont de Nemours product. 
The pens are provided with nibs which are guaranteed not 
to wear out. The pens and pencils are made up in com- 
bination sets, and also sold singly. A handsome red barrel 
pen with gold band trim on the cap has also been added 
to the Welty line. This is an oversize pen, made up in 
various models, to sell at an attractive price. The nib is 
14-karat gold, with iridium tip. This item is especially 
suited to quantity gift uses, and as a premium. 


Success is like perspiration; it works itself to the surface.— 
The Webster Way (F. S. Webster Company, Inc.). 
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MACEY and SAFETY 


Macey safes bearing the Under- 
writers’ ‘“B” label means that they 
have passed successfully the three 
established standard and unpre- 
judiced tests—first, the fire or en- 
durance test, second the impact 
or drop test, and third the ex- 
plosion test. In these tests the 
safes are subjected to much more 
severe conditions than would be 
paralleled in an ordinary fire. 
Thus, Macey ‘“‘B”’ label safes offer 
a heavy margin of safety and def- 
initely assure the protection of 
whatever may be stored in them. 


Safety was of paramount consider- 
ation when Macey ‘‘B”’ label safes 
were designed and safety is the 
paramount consideration in the 
mind of the purchaser of a safe. 
This concurrence of opinion of the 
manufacturer and of the user has 
produced a safe of firstclass ser- 
vice and ready sale. 

Copies of our catalogs showing in 
addition to “B”’ label safes the 
complete Macey line of equipment 
and supplies, will be mailed you 
immediately on receipt of your 
request. 





Steel Files, Filing Supplies, Steel Safes, 
Steel Desks, Matched Office Suites, 
Sectional Bookcases 


THE MACEY COMPANY 


GRAND RAPIDS, MICHIGAN 
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The Latest Addition to the Ryco Line 
of Office and Shipping Room Devices 


For the Commercial Stationer or 
Office Machine Dealer the Indus- 
trial Package Sealer presents an 
excellent sales opportunity. For 
many years past, the sale of 
gummed tape machines of this 
type have been restricted to spe- 
cialty salesmen. The Industrial 
Package Sealer, in common with 
other Ryco products, will be sold 
through the dealer and our con- 


Retails 


at $25 


stant effort will be to help the 
dealer sell. 


The Industrial Package Sealer is 
guaranteed indefinitely—a perfect 
mechanical device. The mechanics 
who build it are as skilled as the 
finest watch makers. Made of solid 
brass, no exposure to water or any 
sortof moisture can harm it. As 
long as the machine is kept clean 
and filled occasionally, it will give 
perfect service. 


Considering the substantial construction and unusual period 
of usefulness, the Industrial Package Sealer offers extraor- 
dinary value for the money. Coupled with the price advan- 
tage is a liberal dealer’s discount. 
half dozen, or write for our consignment proposition. 


Send us your order for a 


© 


J. F. RYAN & CO. 


222 East 42d Street 


New York, N. Y. 
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| PASSED AWAY 
| ——* S$ 


The Late Alexander C. Campbell—A Sketch. 

On page 47 of the February issue of Office Appliances 
was the announcement of the death of Alexander C. Camp- 
bell of the American Writing Machine Company on Jan- 
uary 20. A brief announcement appeared, the sad event 
occurring too late for extended mention in the February 
issue. We, therefore, present here some information con 


























cerning his life in which his friends will be interested 

Mr. Campbell was born September 26, 1873, at Hudson, 
N. Y. At the age of seventeen he entered the employ of 
the Caligraph Typewriter Company at Hartford, Conn., 
working on the ribbon movement. He continued with the 
Caligraph when the company moved to Bridgeport, Conn., 
and later went to New York as an outside service man 
His next position was with the old U. T. & S. and later 
on he went with the New Century and the American Writ- 
ing Machine Company, with whom he remained until his 
death. Mr. Campbell had charge of the typewriter re 
building operations when the American Writing Machine 
Company had a plant on Broadway and had been super- 
intendent of the factory both at the old place at Camp and 
Mulberry place, Newark, and also at the big plant at 449- 
455 Central avenue, Newark, N. J. 

In the passing of Mr. Campbell, the typewriter industry 
has lost one of its pioneers, an old line typewriter man 
who stuck consistently to the business and conscientiously 
did the best that he could to advance its interests. His 
contribution to the field is no small thing and he will be 









‘LOW PRICES ON 
QUANTITY ORDERS 


When Railroads, Government Officials 
or others ask for figures on large lots of 
Binders we can put you in a position to 
secure the business. Our net prices on 


acutely missed. 

Mr. Campbell is survived by two daughters, Janet and 
Beatrice of Brooklyn, and a brother, Theodore H. Camp 
bell, Boston. 

Mr. Campbell’s body was interred at Evergreen ceme- 
tery. Brooklyn, beside that of his wife. 

+’ - + 
Jesse Eugene Johnston. 


Jesse Eugene Johnston passed away after a lingering bi - - 
Pm, age inders in quantit 
illness at a Miami hospital January 3. He was born at q , figured down to 
: — ae , fas rock bottom and we have the knack of 
Waco, Texas, June 19, 1875, going in May, 1925, to Miami . Satake I N 
on San Se ni : SR ai eat ni quoting surprisingly low rates. No mat- 
Norfolk, Va., where he had resided eleven years. ter what ine he handiin 
Mr. Johnston served in the Spanish-American war with y y 8; 
the Third Engineer Later he spent eight years travelin member you can get the lowest figure and 
e ~ngineers. ate s e1lg rears aveling * . ° ° 
S f vn ale sign just as good quality in the Cesco line. 


in South Africa, Australia and New Zealand. During his 


residence at Miami Mr. Johnston was in the real estate 
business. Get the New Catalog 


Mr. Johnston had been engaged in the stationery busi f " 
The new CESCO Catalog is bigger, 


ness at Norfolk, and of recent vears was a field manager : 
for the Woodstock Typewriter Company. Surviving are better and more elaborate than any we've 


the widow, Mrs. Frederica Higley Johnston, Miami; a put out. It should be in every Loose Leaf 
sister, Mrs. B. H. Bateman, Buffalo, N. Y.; and a brother, Le Department. A request will bring a copy 
J. F. Johnston, New Orleans, La. with dealers’ discounts. 
' &- & 
Henry E. Chandler. ‘ 
Henry E. Chandler, leading stationer and one of the LOOSE LEAF 


most public-spirited citizens of Evanston, IIl., passed away 
February 2. He had been in failing health for some time. 


He was a boy at heart, and every movement in his com Che CE. SHEPPARD Co. 


munity for the betterment of childhood and improvement OSE LEAF SYST. 
of its recreation found Henry E. Chandler behind it and Van Alst 614.2 St. Island City 


in the front ranks of the workers. He served in the city 
council from 1913 to 1925, declining further election be 
cause of the state of his health. During greater part of 
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FILE BOARDS 


MOUNTED WITH CLIPS 





standard note, letter 
and cap sizes— 
falcon 
star 
stay-open 





WITH ARCHES 


complete equipment 
boards, arches, 
indexes, covers, 


perforators, etc. 


RULERS 


For every purpose — school 
and commercial—all kinds of 
edges, brass, steel and celluloid. 
Flexible, single bevel and 
double bevel, all lengths 6 to 


24 inches— 








Packed in picture cartons for counter and 
window display 





alco 
Stationers Live 


American Mfg. Concern 
Falconer, N. Y. 
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his council career Mr. Chandler was chairman of the park 
committee, and was privileged to see the enactment of a 
special tax for the establishment of a municipal recreation 
system. Under the guiding hand of Mr. Chandler the play- 
ground system of Evanston became known throughout the 
United States. He was president one year of the Twilight 
baseball league, which brought together many of the young 
men of Evanston during the summer months. 

So earnest was “Harry” Chandler’s enthusiasm to make 
Evanston a better place for children that he often neglected 
his private business. Despite this, in thirty years it grew 
from a small establishment to one of the leading business 
houses of the city. 

' &- + 
Daniel Smith. 

Daniel Smith passed away early in February at Phila- 
delphia, Penna., succumbing to heart disease. He was in 
his seventy-seventh year. Mr. Smith had been with the 
Stephen Greene Company more than forty-five years, and 
was the oldest living director of the corporation. Mr. 
Smith had retired from active participation in the business 
over a year ago. 

' & & 
Mrs. Barbara Netzhammer. 

The many friends of C. A. Netzhammer of the North 
western Furniture Company, Milwaukee, profoundly sym 
pathize with him over the death of his mother, Mrs. Bar- 
bara Netzhammer, who passed away on February 1 at her 
home in Milwaukee of heart disease. She was seventy- 
four years of age. 

Mrs. Netzhammer was widely known as a worker in the 
Catholic church. She came to Milwaukee from Portage, 
Wis., almost sixty years ago. Her husband was James 
Netzhammer, who was in the tailoring business in Milwau- 
kee for many years. 

As a church worker, Mrs. Netzhammer was an active 
memiber of the Third Order, the St. Vincent de Paul society 
and St. Leo’s church. She is survived by three sons and a 
daughter. They are C. A. Netzhammer, sales manager of 
the Northwestern Furniture Company; Joseph V., with the 
Prudential Life Insurance Company; Francis G., sales 
manager of the G. H. P. Cigar Company, and Marie T. 
Netzhammer. 

Funeral services were held at nine a. m., Thursday, Feb 


ruary 4, at St. Leo’s church, Twenty-fifth and Locust 
streets. Burial was in Calvary cemetery. 
+’ + + 


Anna A. Hanson. 

On February 10 at Grace hospital, Cleveland, Anna A. 
Hanson passed from this life. She was the beloved wife of 
Doc Walter Hanson, president of Hanson Typewriter Serv- 
ice, Inc. Mrs. Hanson was thirty-two years old and leaves 
two children, Dick, age eight, and Katherine, age twelve 
Office Appliances extends profound sympathy to the be- 
reaved family. 

+’ - +F 
The Mother of H. C. Underwood. 

Friends of H. C. Underwood, manager at Minneapolis, 
Minn., for the Woodstock Typewriter Company, extend 
deep sympathy in the passing of his mother January 10. 

+ + + 
T. Frederick Martin. 

T. Frederick Martin, one of Boston’s oldest stationers, 
passed away at his home, Reading, Mass., February 8. In- 
terment was in the Pine Grove cemetery, Lynn, of which 
city he was a native. The widow and three children sur- 
vive. Mr. Martin was a thirty-second degree Mason; 
senior past commander of Beaseant Commandery, K. T., 
Malden; one of the oldest members of Golden Fleece 
Lodge, Lynn. He had received the Henry Price medal 
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PRODUCTS 
i} FILING CABINETS 
STEEL AND woOoD 


FILING SUPPLIES 





VISIBLE INDEX i 
STATIONERS’ 
GOODS 
SECTIONAL 
BOOK CASES 
DESKS AND 
TABLES 
OFFICE FURNITURE 
STRUCTURAL 
STRENGTH SAFES 
STEEL SHELVING 


BRANCH STORES 


NEW YORK 
THREE STORES 


H CHICAGO 
| 168-172 W. MONROE ST 


PHILADELPHIA 
1012-1014 CHESTNUT ST 
BOSTON 
114-120 FEDERAL ST 


DETROIT 
137 LA FAYETTE BLVD. W 


CLEVELAND 
2044 EUCLID AVENUE 


WASHINGTON 
1Stx AND K ST. N. W. 


AGENCIES IN ALL 
PRINCIPAL CITIES 


| Xo 
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“GLOBE” H 
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he Globe-Wernieke Co. 


CINCINNATI Feb. 1, 1926. 


To Our Trade Customers: 


The legal formalities having been concluded, it is 
now in order to make announcement to our trade customers con- 
cerning the change which is taking place. 


The voting control of this Company is now held by the 
Rand Kardex Bureau, Inc., a Delaware corporation, under the 
terms of an agreement to run for five years, at the expiration 
of which period there is little doubt that the plan will be- 
come permanent. 


It is not a merger or a consolidation, but a working 
combination which will afford many advantages and opportuni- 
ties for economy in management, selling and producing. 


The Globe-Wernicke Company will carry on under its 
own name and with the same officers, except that Mr. James H. 
Rand, Jr. will become President, and Mr. H. C. Yeiser, Chair- 
man of the Board. 


Mr. Yeiser, who is now past seventy three, wishes 
to become less active and to gradually retire. 


As the Rand Kardex Bureau, Inc., which is a merger 
of the Rand Kardex Company, Visible Index Company and Library 
Bureau, deals direct with users, the wholesale business with 
dealers will be our field and we confidently expect to be able 
to give our dealer customers better service than ever before, 
and also to pass along to them the advantages in cost which 
will naturally follow concert of management in manufacturing 
and overhead expenses. 


In view of the advantages which will accrue to our 
customers, we expect a substantial increase in orders and a 
close adherence to Globe-Wernicke goods. 


Answering one question which is frequently being 
asked—the G. W. Visible Index is not to be abandoned. On the 
contrary the sectional type of Visible Cabinet formerly pro- 
duced by the Rand Company division will hereafter be manu- 
factured and sold by our Company also many other items, such 
as "Makurown Tabs" and Filing Supplies will be added to our 
line immediately. 


Respectfully 


The Globe2Weenicke Co. 
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cosa LP 


CLASS M ftp 





A turn of the key opens the Class M 


A slight push closes and locks it 


Bound in 


GENUINE IMPORTED PIGSKIN 


The Class M Binder is strong and durable. It 
locks securely, yet locking and opening are simple 
and quick operations, eliminating waste of time. 


Indexes with pigskin tabs may be had in all sizes 


THIS 1S LEDGER SEASON 


IRVING-PITT MANUFACTURING CO. 


NEW YORK KANSAS CITY, MO. CHICAGO 
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commemorating Masonic membership of more than fifty 
years. 

Mr. Martin was one of the original members of the Bos- 
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ton stationery firm of Thorp & Martin, and also a member 
of Thorp & Adams. Before that he had been with Wink- 
ley, Thorp & Dresser. Over a period of more than thirty 
years Mr. Martin had been connected with Adams, Cush- 
ing & Foster. He was one of the founders of the Boston | 
Stationers’ Association. A large circle of friends in the 


stationery trade cherished his contacts, 
eration of stationers will miss him especially. 


+ + -& 
Walter Campbell. 


and the older gen- 


Walter Campbell succumbed to a heart seizure at Omaha, 


Nebr., where he was district manager for The National | 
Cash Register Company. He was manager for the com- 
pany formerly at Madison, Wis. Surviving are the widow 
and one daughter, Margaret, aged fourteen 
' - +& 
William Shanahan. 

The disastrous fire at the LaFayette hotel, Allentown, | 
Penna., cost the life of the brother of a Philadelphia sta- 
tioner. William Shanahan was brother to Thomas J. Shan- | 
ahan, of the stationery firm of Shanahan & Company, Sev- 


Market. 
a Philadelphia grocery concern. 
- &- + 
L. C. Kent. 
of the Woodstock 
great regret of the 


enteenth street, below The deceased was travel- 


ing representative of 


The 
Company 
oe 3 


suddenly 


sales organization Typewriter 


has learned with demise 
Kent, 


t Americus, 


district manager in Georgia. 
Ga., 
an operation failed to relieve. 
Original Way of Testing Chair Iron. 

The Bettcher Stamping & Manufacturing Company, 
West Sixty-first Cleveland, O., 
emphasizing the of the 
They testing 
rocking motion similar 


find 


3106 
recently been 
Bettcher 
this iron wl 


street, have 


advantages chair 


devised a way of 1ich gave it a 


to that which it would undergo in 


actual use. They that the iron withstood without 
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BETTCHER CHAIR IRON WHICH WITHSTOOD SEVERE 
TESTS. 


275,270 “rocks” or the equivalent of ninety years’ 
service without any 
this test, but the iron was continually dry. 

The company also devised a hammer test whereby every 
the chair the of fifty 
one blow after another until a total of 6,500 was 


At the 


injury 


injury whatever. No oil was used in 


two seconds iron received impact 


pounds, 
recorded. this test, 


end of the iron was in perfect 


condition. 


of } 
He passed away | 
after a prolonged illness, which | 


iron. 
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Operated by the Right Hand Exclusively---full 
Visibility further increases Speed and Accuracy 





THE ADDING MACHINE 


MADE TO 
MEET THE DEMANDS OF 
BIG BUSINESS 





USERS LIKE THESE REQUIRE 
THE BEST OF EQUIPMENT 


Johns-Manville, Inc. 


General Electric Co. 
The New York Ti 


Union Trust Co., Cleveland 
Atchison, Topeka & Santa Fe Ry. 


United Gas Improvement Co. es Air Brake Co. 
Budd Wheel Company oo Soe 

Penn Mutual Life Ins. Co. National City Bank 

Public Ledger Co. e Bank 

Mellon National Bank Cheney Bros. 

Prudential Insurance Co. Radio Corporation of 
Interborough Rapid Transit Co. America 


HUNDREDS OF LIKE CALIBRE 


ARE PETERS owners 











A\DDI NG MACH INE 


PETERS- MORSE MFG. CORP. 


ITHACA, N.Y. U.S. A. 
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Lincoln Concave Keys 


The concave striking 
surface of Lincoln su- 
perior typewriter keys 
brings the finger tips 
into complete and per- 
fect contact as the 
keys are struck. By 
providing a larger 
striking surface Lincoln 
Concaves absorb the 
constant, tiring shocks 
which usually accom- 
pany typewriting. Write 
for the Lincoln sales 
plan. 





Lincoln Rubber Key Co. 
27 Thames Street, New York, N. Y. 
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Seventy Years of Quality 


Since the first Conrades chair was built, seventy years 
ago, there have been many and radical changes in styles 
and designs of office chairs Only one factor remained 
constant, “Conrades Quality’ which produced “Better 
Built” chairs. May we send you a catalog? 


Manufacturers of School Seating 
Movable Chair Desks 


CONRADES 
MFG. CO. 


2nd and Tyler Sts. 
St. Louis, Mo. 










No. 
9374-B 
The Conrades ex- 
hibit in Space 408 
of the American 
Furniture Mart, 
666 Lake Shore 
Drive, Chicago, 
Illinois, is worth 
a visit. 
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A New Window Envelope. 

After a period of experimenting comprising about two 
years, the Eagle Envelope Company, 1322 South Wabash 
avenue, Chicago, have announced to the trade a new one- 
piece window envelope. It is called the “Savadres.” A 
few months ago the company decided it had arrived at the 
type of envelope it wanted, and in formulating a sales 
policy chose to sell through retail stationers and printers 
wherever possible. The window of this envelope is trans- 
parent and is surrounded by a heavy line or plain without 
line, according to the customer’s wishes 

Y and E Commercial Bookkeeper’s Desk. 

This desk is designed for use with mechanical account 
ing systems in banks and commercial institutions. It com 
bines in the space usually occupied by the folding shelf 
the bookkeeping machine and windproof check and deposit 
slip sorter, a signature card file and check file. 


By condensing this equipment into a compact unit, 





COMMERCIAL BOOKKEEPERS'’ DESK Yawman & Erbe 


Manufacturing Company. 


operations of check sorting, posting, taking trial balances 
signature reference, check filing, etc., are performed with 
less effort and in less time than by certain other methods. 
The desk is made of steel with a generous working sur- 
face on top covered with durable green linoleum bound 
with bronze and provided with a three-inch guard rail at 
the back and sides. The top may be pulled out to give in- 
creased working space. The desk has four drawers as 
shown in the cut. These drawers are fitted with roller 
bearing progressive slides, operating with great ease. 


Eggenberger Adds Demountable to Line. 

A. John Eggenberger, Western Pennsylvania agent for 
the Victor adding machine, with headquarters at Pittsburgh, 
Penna., has taken the agency for the Demountable type- 
writer, his territory for the latter machine also including 
Youngstown, Ohio, and some surrounding territory. 











March, 1926 OFFICE APPLIANCES 151 


In this union 





In their own fields, L C Smith and 
CORONA have always been out- 
standing successes, profitable for the 

public to buy and profitable for the ' 
dealer to sell. 


there is strength 





By the amalgamation of the two com- 
panies, neither machine will lose its 
identity. 

The position of each will be greatly 
strengthened. 

And from greater strength will come 
still greater success. 
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LC Smith & Corona Typewriters Inc 


Factories at Syracuse, Groton and Cortland, N.Y. 
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Specialty Machines in the Office Equipment Store. 


Interview with John R. Bourne, Stationer 

and Dealer in Furniture and Office Equip- 

ment at Rochester, N. Y., Followed by 

Certain Suggestions from C. W. Hunt, Jr., 

a Manufacturers’ Representative at San 
Francisco, Cal. 


of office machines as they can, simply because they 

are a part of office equipment, but these machines 
can only be a source of profit when handled by salesmen. 
In the case of numbering machines, dating machines, stamp 
affixers, visible indexes and check protectors, we instruct 
our clerks and make them competent to sell this type of 
machines, but for duplicating machines we have specially 
Our turnover is achieved by window adver- 


8 MERCIAL stationers should carry as wide a line 


trained men. 
tising, direct mail and salesmen. 

We also display our lines at business shows and at the 
Rochester exposition. The stationer can employ specialty 
men, particularly if he is in condition to stand a small loss 
for the first year or two. Eventually, however, they will 
pay. Office machines should be arranged separately from 
the regular office supplies and should be so positioned to 
make it possible to give demonstrations. The dealer must 
be able to give service on all sales of office machines as 
well as on office furniture. 

I feel that there should be a charge for service. I con- 
sider it easier for salesmen to sell the other fellow than 
for the other salesmen to sell me. It has always been my 
policy to place machines in our own office and give them 
a thorough try-out before taking the agency unless of 


course, we are familiar with the machine. 
+. 7 a 


The following suggestions from C. W. Hunt, Jr., of San 
Francisco, seem to be worth consideration, although they 
are not precisely in line with the idea that the office equip- 
ment dealer should carry in stock various lines of machines 
and sell them through his own salesmen inside and out. 
We believe that a stock on hand stimulates a desire to 
move it and at the same time places the dealer in position 
to fill orders without delay. Mr. Hunt believes that the 
stationer can do better by cooperating with the manufac- 
turers’ agents, who are able to allow attractive commis- 
sions, than to stock goods themselves. Many dealers do 
this very thing—when they get the orders—but too often, 
we believe, such orders come on the initiative of the cus- 
tomer and not from the salesmanship of the dealer. To 
be sure, as Mr. Goodman of Horders’ pointed out in the 
February issue, the dealer cannot stock every machine 
at once—he must add lines gradually and avoid commercial 
indigestion. When orders come, therefore, for machines 
not in stock, the dealer has recourse to the representative 
of the manufacturer. He thus gets service for his cus- 
tomer and a small commission for himself. 


Mr. Hunt savs: 

“I have been reading with considerable interest the vari- 
ous articles regarding the sale of office machines by com- 
mercial stationery houses. It has been my good fortune to 
be a distributor in this territory for mechanical office spe- 
cialties for the past seven years and it seems to me that 
there is one angle you have failed to appreciate, and that 
is, the value to the stationer of closer relations with the 
specialty distributor of such devices. 

“Practically every mechanical office device which re- 


quires careful demonstration has a territorial (or sec- 


tional) distributor (or office) from which point all sales 
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radiate. In each one of these sections there are many sta- 
tioners, large and small, who do not bother to acquaint 
themselves with the new devices and, consequently, instead 
of doing their customer a real favor when asked where 
such a device can be obtained, tell him that they never 
heard of such a device, etc. 

“In the specialty field in office devices, it has been my aim 
to make the acquaintance of the stationer, to tell him what 
I am selling and to try to show him how it works. When 
he sends in an inquiry, I finish it up and, if lucky enough 
to get the order, pay him a substantial commission, when 
the invoice is paid. The delivered, properly 
demonstrated, invoiced and eventually serviced, 
further effort on the part of the stationer, and yet he gets 
his commission, which is all pure profit, with practically 
no outlay on his part, and he has kept the good-will of his 


machine is 
with no 


customer. 

“I find it is often hard to 
that in such a case, where he carries no stock, has no in- 
vestment and no delivery or service overhead, he is really 
making more money than he would where he has these 
matters to think of and allow for, but such is actually the 


convince the smaller dealer 


case.” 


Typewriter Breaks Into Print. 


Press dispatches from abroad indicate that the American 
typewriter has been the subject of live discussions in ofh- 
cial circles. 

The Christian Science Monitor said: 
less typewriter cause a deafening din? is a question that 
might be suggested by an incident that happened in the 
Reichstag the other day. And the answer would be to the 
effect that it can do so when German industrialists discover 
the Reichstag stenographers using products ‘not made in 
Germany.’ For, according to a story recently given con- 
siderable publicity, when such a situation arose, great was 
the uproar therefor. But the deputies did not make a simi- 
lar clamor. They investigated, we are told, and seeing the 
stenographers writing rapidly without the usual machine 
gun effect on the ears, asked the representatives of the 
German typewriter industry why they did not produce 
similar machines, and thus compete instead of complain- 
ing. There is a lesson worth pondering in all this for al- 
most everyone.” 

The Chicago Tribune reported on a visit to the British 
Industries Fair at London by the King of England. He 
visited the stand of the only British typewriter manufac- 
turer in the course of his tour. He questioned the attend- 
ants, and appeared annoyed when informed that all the 
typewriters used in the British government offices are of 
American manufacture. He was quoted as saying: “If 
other governments use British typewriters, why not our 


“When can a noise- 


own?” 

The king was told that 1,200 typewriters were being im- 
ported into England every week. The typewriter repre- 
sentative said that if the British government would place 
its orders for typewriters with home concerns, additional 
employment could be provided for British workmen. One 
more man can be given a week’s employment for every 
extra typewriter produced. 

The king promised to look into the typewriter matter 
personally and have the situation investigated. 

The subject of government typewriters was brought out 
in a February session of the house of commons. Ronald 
McNeill, financial secretary of the treasury and a member 
of parliament, said that British workmen could not produce 
such good articles [as the American machines]. He said 
that preference will be given to any British typewriter of 
new design that is equal to the American machine. 



























































“A YEAR-AND -A-HALF AHEAD 
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ja Most Complete Line 























NCE upon a time there was an old-fashioned GINK of a store- 
keeper who waited for PEOPLE to come in and lay their 
MONEY on the counter in exchange for what MERCHAN- 

DISE he had. 


The first few years he did a flourishing business and made consider- 
able JACK. In fact, he made so much of the MAZUUKA he could 
not be bothered with NEW FANGLED IDEAS. Nobody could sell 
HIM anything. His stock was O. K. He had made MONEY in the 
beginning and he KNEW how to run his business. 


When a SNAPPY salesman tried to tell him that STEEL FILING 
CABINETS were what his customers ought to have and that the 
WOOD FILE was DOOMED, he just pointed to the door and said 
“BEAT IT”. 


Where the old storekeeper used to NAP between sales a large build- 
ing is being erected by a wide-awake, energetic, young business dealer 
who BELIEVED in STEEL OFFICE FURNITURE. He had spent 
his time looking over BIG BUSINESS and had STOCKED to meet 


its requirements. 


It is the same old story over and over again, and, MR. DEALER, if 
you will take your feet off the desk long enough to go out RIGHT 
NOW and analyze the requirements of BIG BUSINESS (and that is 
where you make your real profits) you will wonder why you have not 


been vigorously pushing STEEL DESKS. 


Next month's Office Appliances will tell you facts about BROWNE- 
MORSE STEEL DESKS that will startle you out of a year’s growth, 
but if you are so curious you can’t wait this long, you can receive 
advance information on request. 


Browne-Morse Company 
Muskegon, Michigan 
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1; Remington 
Portat 















for every man, woman ine child 


HE Remington Portable is the universal the four-row standard keyboard and every up- 

machine for personal writing ofeverykind. For to-the-minute operating feature; it is incompar- 
every one, from the young to the old, and all able for ease and simplicity of operation, and 
ages in between, it is the friendly little helper beauty of work; and it is strong, sturdy and re- 
which saves time and lightens every writing task. _liable— good for long years of faithful service. 

Since the advent of the New Remington Above all, it is the smallest, lightest and 
Portable this machine has become, more dis- most compact of all standard keyboard port- 
tinctly than ever, the leader in sales and popu- ables—fitting in a case only 
larity among portable typewriters. And the four inches high. 















reasons for this leadership are obvious—it has Sold by Remington branches 
each and every one of the qualities that the ee 

' and dealers everywhere. Be 
ersonal user needs. ’ ; 
P — sure to examine the New 


The New Remington Portable has the longest Remington Portable or send 
writing line of any portable; it takes full width for our illustrated booklet, 
paper and the standard long envelope; it has “For You—For Everybody.” 


REMINGTON TYPEWRITER COMPANY 
374 Broadway ‘ . . New York 


Branches Everywhere 
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PROMINENT WINDOWS IN THE TRADE 


The wisdom of one hundred years experience 


BERLOY 


BERLOY STEEL FILING CASES 
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Adams, Cushing and Foster, of Boston, have a history par- 
alleled by few business concerns today. Their record covers more 
than one hundred years of successful merchandising. In the light 
of such experience each proposition reduces to its simplest terms. 
The profitable possibilities of any line of merchandise are calcu- 
lated unerringly. 


That Berloy meets the requirements of this seasoned organi- 
zation of course is gratifying to us. Adams, Cushing and Foster 
welcome this opportunity to express their appreciation of Berloy 
service and cooperation. That is the kernel of the whole propo- 
sition—service. There are other good lines of filing equipment, 
but the thirteen Berloy distributing warehouses throughout the 
country make exceptional service to the dealer an everyday matter. 


If you are obliged to carry too much stock to serve your cus- 
tomers, write us. We are assuming the heavy stock burden for 
scores of dealers to their profit. 


THE BERGER MANUFACTURING CO., CANTON, OHIO 


Boston New York Philadelphia Chicage 
St. Louis Kansas City Minneapolis San Francisco 
Los Angeles Dallas Roanoke Jacksonville 
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Des Moines Ribbon and Carbon House Builds New 


Factory. 
The Frye Manufacturing Company, Third street and Uni- 
versity avenue, Des Moines, Ia., successors to the Iowa- 


Frye Company, have recently completed a new factory 
building at the above address. This factory is of brick and 
tile construction, practically fireproof, and is built to carry 
two additional stories. It is equipped with a heating plant 
of sufficient power to take care of the entire building with 
such additions as may be built on. The company also owns 





NEW FACTORY OF THE FRYE MANUFACTURING COM- 
PANY AT DES MOINES, IA. 


adjacent ground to permit of enlargement to cover three 
times the present floor space. The company is organized 
under the laws of Iowa with a capital of $50,000 for the 
purpose of manufacturing and selling typewriter ribbons, 
carbon paper, duplicator ink, type cleaner, typewriter oil, 
typewriter paper, etc. The officers of the company are F. 
C. Frye, president and manager; C. R. Frye, vice-presi- 
dent, and W. O. Walker, secretary. 


Mitchell Nominated for District Governor of 


Rotarians. 

The Topeka Rotary Club early in February passed the 
following resolution by unanimous vote and entered Charles 
L. Mitchell as candidate for governor of the twelfth dis- 
trict: 

Resolved that we heartily and enthusiastically endorse 
the nomination of our fellow member, Charles L. Mitchell, 
for governor of the twelfth district of Rotary International 

We know him as a Rotarian, as an individual, as an 
organizer, as a booster, as an executive in many very im- 
portant capacities; we know his likableness and his abil- 
ities; we know his willingness to make heavy investments 
of time and ability in service work. 

We have confidence, based on experience and knowledge, 
that he would make a most efficient governor and ask that 
this nomination have the consideration of the Rotarians of 
this great district. 

Another resolution endorsing Mr. Mitchell was passed 
by the Herington Rotary Club. 

Mr. Mitchell pledged the best that is in him if elected 
governor of the twelfth district. This district includes 
eighty clubs and the election of governor will take place 
at the Hutchinson conference in April. 

The Herington Club’s resolution nominating Mr. Mitchell 
was as follows: 

WHEREAS, we have watched the business career and 
the activities in Rotary of Charlie Mitchell of Topeka for 
a long period and we feel that his long and successful busi- 
ness experience and his continued active service in Rotary 
gives him unusual conviction for leadership in the twelfth 
district. 

THEREFORE, it is resolved by the Rotary Club of 
Herington that we urge Charlie to become candidate for 
governor of the twelfth district and request the Rotary 
Club of Topeka to make him the candidate of that club 
and we further bespeak for him the support of the Rotary 
clubs of the entire district, for his acquaintance and earnest 
desire to serve will be to the great credit of Rotary in this 
district. 

VIVIAN W. HUFFMAN, President. 
ELMER G. GIBSON, Secretary. 
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At Last! At Last! 
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THOS. H. BROWN & SON, 


YRACUSB, NEW YORK, 





You can now supply your customers with a 


Real One-Piece 
Window Envelope 


Profits and business you have missed for years 
are now yours 


Not necessary to carry a stock or invest a cent 
unless you so desire 


Di MARA REGISTERE, 





Strongest One-Piece WINDOW Envelope Made 


Write 


EAGLE ENVELOPE COMPANY 


1320-28 So. Wabash Avenue 
CHICAGO, ILL. 





' 





There Is Good Profit In 


HOFFMAN DESK PADS 


Hoffman’s Never Warp Desk Pads are 
produced in sufficient quantities to per- 
mit a low retail price. They sell easily 
in the strongest competition. Conse- 
quently, the turnover is rapid enough to 
assure good profit. The range of sixty 
styles takes care of any preference. 
Let us send catalog, with prices, and 
discounts. 


L. HOFFMAN 
145 Lafayette St. New York, N. Y. 


Manufacturers of cloth covered card cabinets, sheif boxes, 
stationery racks, legal and letter size supply cabinets, stor- 
age and transfer cases. 
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ARE YOU? 


Are you interested in 
trade doings in 


GREAT BRITAIN? 


If so, there is only one 
way of keeping abreast 
of the times and that 
is by the regular 
monthly receipt and 
perusal of the 


BRITISH STATIONER 


—a monthly journal 
for the Stationery and 
Allied Trade whose 
editorial pages are 
unique for news, in- 
struction, originality 
and general interest. 
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Substantial Loose Leaf Scrap Book. 
The Henry T. Adams Manufacturing Company, 8561-69 
South Chicago avenue, Chicago, 
loose leaf scrap books for economical service. 
on the cover has the semblance of leather, and is furnished 


Ill., produces a line of 
The material 


This substance is water 
title, Book,” is 
stamped on the front in imitation gold. Each binder is 


in either cobra or levant grain. 


proof and very durable. The “Scrap 


supplied with fifteen sheets of jute manila, and also strips 


Ser Look 





ADAMS LOOSE LEAF SCRAPBOOK. 


for the separation of the sheets. Two nickled screw posts 
Each scrap book is wrapped indi- 


Extra 


provide for expansion. 
vidually in onion skin paper, two to a package. 
fillers of twelve each, with separation strips, are wrapped 
ten in a package. 

These Adams scrap books are fitted for paper punched on 
six inch centers. No. 500 takes a sheet 11x834 inches, open 
side; No. 501, 834x11, open end. 





A New Metal Furniture Polish. 

A new Van Dorn product—a metal furniture polish called 
“Metaluster”"—is now on the market. This polish, it is 
claimed, was compounded especially for use in connection 
with baked enamel surfaces of steel office furniture. 

The salient features of Van Dorn “Metaluster” are: It 


cleans the surface; it imparts a lasting luster; it preserves 





NEW VAN DORN 
POLISH FOR METAL 
FURNITURE. 
the finish of the baked enamel; protects the steel; prevents 
water stains; will not gather dust; rubs dry; is economical 
to use, and contains no acids, soap, or other harmful in- 
gredients. The new polish is another indication of the Van 
Dorn policy of completeness and advancement in every 
phase of metal furniture merchandising. 
Van Dorn “Metaluster” is obtainable only from the Van 
Dorn Iron Works Company, Cleveland, Ohio. 
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There’s nothing like it in 
typewriter desks 


The Clemcoglide—the unusual in type- 
writer desks—has won the unqualified 
approval of visitors wherever shown. It 
has exclusive features that appeal strongly 
to the user from the standpoint of efh- 
ciency, appearance and real worth. Deal- 
ers who carry the line find from experience 
that the “Clemcoglide” moves rapidly. 
The fast turnover multiplies profits. Every 
office furniture dealer should acquaint 
himself with this typewriter desk sensa- 
tion. 














The Clemetsen Company 


3403 West Division Street 
CHICAGO ” ait 
LEMIGCO® 
IDIE SIX 


THE CLEMETSEN CO 
HICA 











Here are the Seven Points of 


Superiority: 
1. You do not lift the typewriter or plat- 
form. Finger strength lifting only the 
lid brings typewriter to working po- j 
sition. 


. No exposed metal parts—cannot soil 
or tear clothing. 

. Platform frame support is simple yet 
of great strength. 

. Tie rail holds frame square and com- 
pels smooth action of mechanism. 
Jamming of lid in closed position (a 
difficulty common to other center drop 
desks) is thus eliminated. } 

5. Open or closed, the “Clemcoglide” pro- q 

vides ample knee space—another ex- j 


-_ oo ww 


clusive feature. 
6. Ball-bearing wheels make light and 
easy operation 
- Platform itself is held firmly and 
without vibration. No matter how 
heavy the machine or how roughly 
handled, there is no quivering of plat- 
form or desk a feature insuring 
quicker transcribing and fewer mis- 
takes. 
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 Gentennial 
Jedger 


A PAPER BORN WITH A REPUTATION 


CENTENNIAL LEDGER is a new Byron Weston product. 

Many of the forms used in modern business demand a ledger paper of good 
quality, but extreme durability is not an essential factor. CENTENNIAL LEDGER 
is a medium-priced ledger paper of high quality especially manufactured to meet 
these specific requirements. 

CENTENNIAL LEDGER has a fine writing surface that withstands pen and ink 
erasure, it prints and rules well, and is of excellent strength, color and uniformity. 
By combining these essentials, CENTENNIAL LEDGER offers superior features 
not found in other papers in its price classification. “It does not conflict in either 
price or purpose with our Byron Weston Linen Record or Waverly I edger but 
distinctly fills the need for a remarkably fine ledger paper at a medium price.’ 

The Byron Weston Company’ s many generations of experience and continuous 
specialization i in the manufacture of ledger papers makes possible the exceptional 
combination of high quality and favorable price found in CENTENNIAL LEDGER. 

CENTENNIAL LEDGER rounds out the well-known Weston Line and its appear- 
ance on the market at this time is in keeping with Byron Weston Company’s 
business maxim, “Leaders in Ledger Paper.” 


WESTON 


LEADERS IN LEDGER PAPERS 











Byron Weston (sompany 


cA family of Paper Makers for over Sixty-three Years 
cNGlls at Dalton, Massachusetts, U.S. A. 
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Sold through Dealers por 





The Acme 


A new application 


RETAIL PRICE 


$4.00 EAcH 


BOUND IN BROWN 
SPANISH LEATHER 
ATTRACTIVELY 
GOLD LETTERED— 
CARDS VISIBLY 
INDEXED FRONT 
AND BACK. 
DIMENSIONS: 
71x11} INCHES. 


Visible Radio Log 


for Visible Equipment will be 
distributed through dealers, retail price $4.00 


A log of perpetual usefulness 


A list of broadcasting stations 
throughout the U. S., Canada, Mexico 
and U. S. Possessions, visibly indexed 
by states and cities for instant refer- 
ence, with provision for wave lengths, 
watts, dial settings and space for in- 
dicating reception. All stations cross 
indexed alphabetically by call letter. 
Capacity for adding up to 3,000 new 
stations. 


The great number of your cus- 
tomers owning radio sets will be 


eager to have one of the Acme Visible 
Radio-logs, if brought to their atten- 
tion, because it adds so much to the 
pleasure of radio. Thus a new ave- 
nue for added profits opens itself 
to you. 


Benefit by the demand now being 
created through announcements of 
the Acme Visible Radiolog through 
broadcasting stations and other 
forms of publicity. Regulation dis- 
count will apply to initial order 
without regard to quantity. 


ACME CARD SYSTEM COMPANY 


116 S. Michigan Ave. 


Chicago, Illinois 
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a Your Goods 
BRITISH 
MARKET 


sd HE BRITISH 


MARKET ISIN A 
SOUND FINANCIAL 
POSITION AND IS 
THE MOST STABLE 
MARKET IN EUROPE 


The depression that inevitably 
followed the war has given place 
to a new spirit of optimism and 
endeavour. As Britain lives main- 
ly on Foreign Trade the Locarno 
Pact has given a fillip to export. 
Buyers have already become more 
active, Manufacturers are search- 
ing the world’s markets for new 
appliances and up-to-the-minute 
equipment. 


The record of the British Motor 
Car Industry during the past three 
years is unparalleled in the whole 
history of industry. It’s astound- 
ing recovery is due to British en- 
terprise that has called to its aid 
the very latest Works and Office 
equipment obtainable. 


If you have anything to sell to 
British Industry, whether it be 
works or office equipment, trans- 
port facilities or a business serv- 
ice, you can cover the entire mar- 
ket thru SYSTEM—the British 
Magazine of Business. 


To American Manufacturers in- 
terested in the British Market, 
the SYSTEM Service Department 
offers information and advice free 
of charge and will report on local 
conditions without charge or 
obligation. 


SYSTEM 


The Magazine of Business 


43-44 Shoe Lane 
LONDON, E. C. 4 








Office Appliance Men Take Up Florida Real Estate. 
Among the captains of the realty cohorts in Florida who 
are helping to run the big intensive campaign of selling 
are three men who are well-known in the office equipment 
field. No doubt there are perhaps more to whom our at- 
tention has not yet been called. At the present moment we 
can vouch for the following: Charles E. Pelton, well- 
known in the office equipment field, for a number of years 
with the Crescent Brass & Pin Company, who is now con- 
nected with Phelps-Hendrickson, Inc., realtors of Fort 
Pierce, Fla.; Wendell P. Keene, formerly with the Under 
wood Typewriter Company, now sales manager for the 
Ilanda Realty Company, an island suburb of Jacksonville; 
and Charles Sweetland, for many years in the loose leaf 
business and widely known as an expert accountant who is 
now with the Florida Co-operative Properties at Miami. 

All of the foregoing gentlemen are enthusiasts on the sub- 
ject of Florida real estate. 

Speaking of Mr. Pelton reminds us that we received a 
short time ago a copy of the Fort Pierce (Fla.) Record, in 
which Robert Maynard, staff reporter, had contributed an 
interesting and characteristic interview with the former 
Michigan man. Mr. Pelton told of the remarkable things 
he saw one evening driving from Fort Pierce to Frost- 
proof by way of the Everglades. It had always been his 
desire, said Mr. Pelton, to see a genuine alligator. 

Knowing that he might be caught after dark right in the 
middle of the Everglades, he primed himself for anything 
that might happen. Clearing the outskirts of the City of 
Sunshine, he stepped on the gas and flew out on the new 
Fort Pierce-Tampa highway. Without making a long story 
of the matter, here is what Charlie said he saw. The first 
was a live alligator about eight feet long and as large 
around as a human being, referring, of course, to the aver- 
age human being. Passing on he finally came to the Ever- 
glades and switched on all his available lights. The next 
thing he saw was a large snake eight or ten feet long and 
about the size of a stove pipe. Going another ten miles, he 
ran through a flock of white crows, about four hundred 
in number, something which he had never seen before or 
never heard of. Feeling that the band of his hat was get- 
ting a little tight, he threw the headgear into the rear seat 
and kept his eyes fixed for what might come next. Some- 
thing black loomed up in front of the machine and he hit 
it. It proved to be a big black cow. The impact killed the 
cow and damaged the machine which thereafter refused to 
run. Friend Pelton thereupon went to sleep in the back 
seat and was awakened after a few hours by a gentleman 
with a Ford, who helped him remove the cow and gave him 
a tow to Frostproof, where he was able to close his deal. 

These things are all that Mr. Pelton remembers he saw 
on that memorable journey. He stated that he was primed 
for whatever might occur but did not intimate the nature 
of the priming he used. 


How to Isolate Machine Vibrations. 

This problem is fully treated in the new catalogue of the 
Korfund Company, Inc., 11 Waverly place, New York, N. 
Y. Korfund is a substance which absorbs vibration. It 
helps to do away with disturbing noises and undue shaking 
of walls and floors. Korfund is the application of natural 
cork, ingeniously treated by mechanical means without the 
use of artificial binder. The frames of all Korfund plates 
are made of heavy steel. The cork used is treated by a 
special process to preserve the normal degree of moisture. 
It is stated that Korfund will not decay. The plates are 
impervious to water and are not affected by acids and 
alkalies. They are found useful in large power plant in- 
stallations, printing presses or wherever great power pro- 
duces vibration. 
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Office Equipment Dealers: 


Do you give complete service? 


Do you supply all the needs of 
all your customers? 


Many of them require NEW typewriters; you want 
to be able to furnish the BEST in ALL lines. 


v— > 


Smith Pre 





4 


HERE is nobetter typewriter thanthe ing a complete range to fill all needs. 7 
new standard keyboard Smith # 
Premier. Itslight touchandagreeableac- And the dealership See - 
tion give it outstanding distinction. The tionis an attractive one. Let ff 
basket shift permits seven carriage us tell you about it. Just — /Smith Premier 


. ee ° sala . = . Typewriter 
widths, the widest with a writing line of _ fill out and mail to us / ta 


30.6 inches with no difference in touch,form- theattachedcoupon. ./ 376 Broadway 
P New York, N.Y. 
/ 
One of the latest standard keyboard Smith Premiers / Without obligation on 
will be sent on ten days’ examination, without obli- / my part, you may tell me 


gation of course, if you will include credit references. / more about your dealership plan. 
/ 


4 
Y 4 Firm Name 


Smith Premier Typewriter Co. // 


4 


376 Broadway, New York, New York # Street Address 


4 ‘ Stat 
f City ate 


Z 


4 
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There is Now No Necessity 
for Dealers Carrying Large 
Assortments of Guide Cards 





ACCO Metal Tabber for Attaching 
ACCO Metal Index Tabs 


— makers of Acco Products again dem- 
‘ onstrated their unusual appreciation of 
the dealer’s problems when they created this 
new Acco Metal Tabber. 


The Acco Metal Tabber is designed to 
quickly attach metal tabs to pressboard guide 
cards or folders. The use of this machine 
saves much trouble and expense to the dealer 
by making it unnecessary to carry a large 
stock of assorted guide cards, or to send to 
the makers for specials. 'With the Acco Tab- 
ber the dealer attaches his own tabs. 


The Acco Metal Tabber is designed to be used 
with Acco Metal Tabs. It is not sold but leased at 
a yearly rental of ten dollars, this amount to be re- 
bated if assorted guide cards purchased during one 
vear amount to $100 or over. 





Shows Angle Tabs 
Can Be Bent 


Acco Metal Index Tabs are made in three sizes 
—one, two or four inch widths. The tabs are per- 
manently attached by one quick, simple action of the 
lever on the Tabber. The same action, by a simple 
adjustment, bends the tabs to an angle of forty-five 
degrees—or they can be left straight if desired. 
Once attached the tabs are securely anchored and 
cannot be pulled off. 





ACCO Metal Index Tabs 


Write us immediately regarding how you can 
take advantage of this service. 


American Clip Company 
Long Island City, N. Y. 


ACCO PRODUCTS 


FOR SMOOTHER OFFICE OPERATION 
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Two Styles of Work Classifiers. 

The Office Specialty Company, Inc., 68 Beekman street, 
New York City, are putting on the market two styles of 
Work Classifiers, one style, the less expensive, being a flat 
device and the other being of the expanding style. The ex- 
panding style Work Classifier is made in four sizes—six, 
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WORK CLASSIFIER— 

EXPANDING. 
twelve and fifteen compartments—and is supplied in Fabri- 
coid, genuine black leather, brown leather and Spanish 
brown leather. It is 9% by 13 inches and there are metal 
guides for each compartment with tabs which can be easily 
changed. Press board partitions separate the compart- 
ments and there is a one-half inch expansion to each com- 
partment. 

The flat Work Classifier can be secured in six, ten or 
fifteen compartments. It is 10% by 13 inches and may be 
had in brown paper cover stock, black Fabricoid, green or 
brown Spanish leather or black and Spanish genuine 
leather. 

National Cash Register Men Meet. 

Optimism to the “nth” degree characterized the conven- 
tion of The National Cash Register Company’s “Hundred 
Point Club” held late in January at Dayton, Ohio, and New 
York City, according to reports of those who attended the 
meeting. 

During the convention at Dayton, a new model cash reg- 
ister was presented to the selling force and is now on the 
market. It is the most attractive in appearance of any cash 
register ever made by the company, being the first “stream- 
line” model. 

A feature of the convention was the declaration by Presi- 
dent Frederick B. Patterson, following a recent financial 
reorganization of the Company, that he was still in control 
and intended to devote his entire life to the conduct of the 
business, and that no changes in management or policies 
would take place. Great growth in the business is pre- 
dicted, and it was declared without question that, although 
1925 was the best year the company ever had, 1926 will be 
greater. 

The convention combined both business and pleasure, be- 
ing in the nature of a reward to the “Hundred Pointers” 
for unusual achievement. Those who attended qualified for 
the convention by producing 100 per cent or more of the 
established sales quota in 1925. In addition to these men, 
the company’s European advisory board members were 
present, representing eight different nations. The com- 
pany’s foreign business, these men said, is increasing by 
leaps and bounds and the outlook is bright for the coming 
year. 

Wednesday, January 27, the “Hundred Pointers” left 
Dayton in two special trains for New York City, where 
three days were spent among the notable financial and 
mercantile institutions of the metropolis. Announcement 
was made that a similar convention will be held next year. 
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Popular Priced 
Looseleaf 
Scrap Books 


For the live stationery store, this scrapbook is a profit- 
able item. Cover is of imitation Cobra or Levant leather, 
durable and waterproof, and stamped in imitation gold. 
Sheets are of jute manila bound with nickel plated screw 
posts, providing easy removal or insertion. Sheets are 
punched six inches center to center, and measure 8% by 
11 inches; the book is furnished both end and side opening. 
Send for circular on this item, or for catalog and price- 
list of the entire ADAMS line. 


HENRY T. ADAMS MFG. CO. 


8561-69 S. Chicago Ave. Chicago, Ill. 
Wm. E. Bassinger, 377 Broadway, New York 
Charles L. Lewis, 703 Market St., San Francisco, Calif. 
F. Raymond Hale, 266 4th St., Cuyahoga Falls, Ohio 














Extra Dollars for 
Your Spare Time 


AN you use a few extra dollars? 
If so, here's your opportunity. 
A local representative is wanted for 
Philadelphia, St. Louis, Cleveland, 
San Francisco and other large cities 
to look after new and renewal sub- 
scriptions for this journal. One 
familiar with the office equipment 
industry, or a person who is now 
representing other papers could 
handle the work. Representatives 
making a number of smaller towns 
will find the prospects good. Only 
a small amount of time needed each 
month although a liberal commission 
arrangement makes the work attrac- 
tive. In reply, kindly give the names 
of a few substantial business men 
with whom you are acquainted. For 
details, address 
Circulation Department 


The Office Appliance Compan 
417 So. Dearborn Chicago, Ill. 
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CERTIFIED 


ADDING MACHINE ROLLS 














Made for every 
purpose, with the best 
quality of paper. Packed 
in attractive containers 


of 12, 50 and 100 
rolls each. (2 D> 


Ask for Samples 
and Prices. 







U.S. LACE PAPER WORKS, Inc. 


163 Union Avenue’ Brooklyn, N. Y. 
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DESK WORK Classifiers 


OF EXCEPTIONAL MERIT 


Positive, Straight -Up, Half -Inch 
Expansion—No Sliding or Shuffling 


Of the numerous devices on the market for ar- 
ranging and classifying live papers at the desk, no 
one but the WORK CLASSIFIER has this posi- 
tive vertical expansion. This feature is a valuable 
additional convenience, and office workers will be 
quick to appreciate it. 

The expanding type WORK CLASSIFIER meas- 
ures 9% by 13 inches and is made in four capac- 
ities: six, nine, twelve and fifteen compartments. 
Metal guides attached to the pressboard partitions 
provide quick reference; the labels are easily 
changed or replaced. 

For stationery retailers, this WORK CLASSI- 
FIER is a specialty worth pushing. Write for our 


proposition. 
OFFICE SPECIALTY CO.,., Inc. 
68 Beekman Street New York, N.Y, 





Clever Advertising for Dealers. 

M. F. Devaney, printer of Geneva, N. Y., some of whose 
work appeared in Office Appliances for January and Feb- 
ruary, uses a style of impressing his customers through ad- 
vertising that has proved to be successful. For instance, 
if a clothier says, “Overcoats that sell for $55 now $39.50,” 
the statement would not be impressive. To get attention 
one must give it a different turn. For instance, suppose he 
said, “Overcoats that did not sell at $55, now $39.50,” he 
would attract attention and his statement would be believed. 

Mr. Devaney uses styles similar to this to get attention 
and is prepared to furnish the necessary data and materials 
to one dealer in each city. Mr. Devaney’s main business is 
printing and office supplies, but his engraving business 
alone, which advertising has built up, is such that Bates- 
Jackson of Buffalo, who do the work, state that Devaney’s 
account is one of the largest outside of the large cities 

Typewriter Exchanges Consolidate. 

Milton Wiener has bought the interest of his former asso- 
ciate, Charles H. Schott, at Pittsburgh, Penna., and has 
consolidated the business with that of the Pittsburgh Type- 
writer Exchange, thus associating himself with James P. 
Durkin, proprietor of the latter establishment. 
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“EMEWCO” POSTURE CHAIR.—This chair, referred to in 
previous issues of Office Appliances, is the invention of Frank 
Leslie Gridner of West Melbourne, Australia. Its principal fea— 
tures are disclosed in the two illustrations. This chair is now 
made by the Express Marine Engineering & Welding Company 
of Melbourne. The manager of the company, Mr. Gridner, and 
his partner, Mr. Levake, are now located at 1010 Santa Fe 
building, San Francisco. They are negotiating for the dispo— 
sition of their patent rights in the United States and Canada. 

















The Daily Call. 

The Lanston Monotype Machine Company publishes a 
little sheet in newspaper form known as The Daily Call, 
in the interests of the sale of the Barrett portable adding 
and listing machine. This gives the repeat orders from 
month to month, and letters from Barrett dealers and vari- 
ous items of interest concerning the features of the Bar- 
rett machine and news of the organization. 

One of the issues recently told of the many improvements 
and refinements which have been added to the Barrett 
machine since it was taken over by the Lanston Monotype 
Ccmpany. The Monotype people took over the Barrett 
four years ago the thirteenth of last December, since 
which time it has continuously bent its efforts to improve 
and perfect the machine. They now believe that they have 
what is almost a perfect portable adding and listing 
machine. 
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The New 
Personal 
Protectograph 


18 


Slightly higher on 
Pacific Coast a 
Canada 


bookkeeper has a list 
of worth while prospects 
for the Personal Protectograph 


Ask your bookkeeper to give you the list 
of your customers who pay their bills by 
check. Everyone who sends in a hand-writ- 
ten check is a prospect for a Personal Pro- 
tectograph. 








Already many sta- 
tioners are selling to 
such people with suc- 
cess. No shooting in 
the dark. No waste 
effort. Their  sales- 
men talk direct to the 
Personal Protecto- 
graph prospect when 
he comes in and find a willing listener. Some 
stationers even write personal letters to their 
prospects with gratifying results. We will 
supply attractive leaflets to enclose. 























The demonstration of the Personal Pro- 
tectograph is a sales argument that makes 
the prospect realize how much he needs it 
and what lasting protection he gets for the 


price—$18. He sees what a handsome ma- 
chine it is—how easily it operates—what an 
authoritative “look” it gives the check, and, 
above all, how the shredding of the figures in 
the fibre of the paper protects against the 
forger’s and check-raiser’s skill. 





We have a complete plan for helping sta- 
tioners sell Personal Protectographs that has 
worked wonderfully for all who have used it. 
Coupled with this assistance is the influence 
of our great national advertising campaign 
in the Saturday Evening Post and Literary 
Digest. When you take on the sale of the 
Personal Protectograph, you can expect our 
whole-hearted co-operation, including a com- 
plete line of dealer helps for window and 
counter. 

Write or wire today for information. 


THE TODD COMPANY 


Protectograph Division 
1129 University Ave., Rochester, New York 
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A Full Line for Stationers 


SAND 


DESK 
DIRECTORS 





These handy letter holders give valuable 
aid to correspondents, managers and all 
office workers in laying out and directing 
their work. They are made in five grades, 
including paper covered, fabrikoid and em- 
bossed leather. Each pocket has an in- 
dividual capacity of one-half inch, which 
prevents bulging and fanning out. 


Write for price-list and discounts. 


Sainberg & Co., Inc. 


77 East 130th St. New York, N. Y. 
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DIXON 
TICONDEROGA 


Pencil Department 
Joseph Dixon Crucible Company 
Jersey City, N. J. 





The logical Line 








DIETZ DESKS 





The Shipping Point Convenient to You * 
FREIGHT AND TIME SAVED ARE ADDED PROFITS 
Proof of the extraordinary convenience and usefulness and modern, attractive design is found in the line 
itself and in our complete new catalog. This book includes a number of additions and changes and is 


accompanied by a new, interesting price-list. Catalog and list are now ready for 
distribution—write for your copy. 


THE J. F. DIETZ CO., CINCINNATI, OHIO 
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Gum Tape Package Sealer. 

The Industrial Package Sealer is an ingenious and prac- 
tical device for sealing packages with gum tape. It is auto- 
matic and guaranteed indefinitely, and is used by many 
large mercantile establishments. 

The machine is made of solid brass and can always be 
kept bright and new in appearance. It is easily loaded and 





THE INDUSTRIAL PACKAGE SEALER. 


requires little attention except to keep it loaded with tape 
and supplied with water. It sells for $25, and is distributed 
by J. F. Ryan & Co. of New York City. It is the most 
recent addition to the “Ryco” line of office and shipping 
room equipment. Liberal discounts are offered to dealers. 


Dixon’s Ticonderoga Counter Stand. 

The Joseph Dixon Crucible Company has prepared for 
the trade a half gross display box of Ticonderoga pencils, 
showing old Fort Ticonderoga in a beautiful color repro- 


duction. This display box contains three dozen 1386 No. 2 





NEW HALF-GROSS “TICONDEROGA” DISPLAY PACKAGE 


soft; one dozen 1386 No. 1 very soft; one dozen 1386 No. 
2.05 firm and one dozen 1386 No. 3 medium. These pen- 
cils all have the new Ticonderoga metal tip with its two 
striking yellow rings. 


Storck on Trip Through West. 


F. W. Storck, general manager of the Standard Mailing 
Machines Company, Everett, Mass., is on an extended trip 
through the Western states. He expects to visit Denver, 
Salt Lake City, Los Angeles, San Francisco, Seattle, Spo- 
kane, Minneapolis and Chicago. 

He will be present at the San Francisco Business Expo- 
sition which takes place the week beginning March 8. 

Mr. Storck is the inventor of the Standard mailing ma- 
chines as well as the general manager and vice-president of 
the company. 
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STANDARD 
MAILING MACHINES 


create good-will for the dealer 


Their durable construction and simple 
operation appeal to the user and make the 
dealer’s selling easy. 
Standard Envelope Sealers are the most 
widely distributed sealing machines in the 
world. Seal up to 20,000 envelopes an 
hour at a cost of less than one cent 
a thousand. Now equipped with 
new Standard vacuum suc- 
@ tion-feed moistener,  elimi- 
—— nating the use of 
wicks or rollers and 
requiring no clean- 
ing or adjustments. 
} Hand and motor 
driven models to meet the requirements of every 
mailer. 










Standard Stamp Affixers are the 
simplest, the lightest and the speed- 
iest on the market. Stamp more 
securely, more neatly «ad five times 
as fast as hand stamping. Save time, 
labor, and postage. 

We now offer a Cooperative Selling 
Franchise to Dealers for the sale of 
Standard Mailing Machines without 
any investment by the dealer. Write 
for a copy of this Franchise for 
your consideration. 


Standard Mailing Machines Co. 


Manufacturers of Mailing Equipment for 16 years 
Revere Blvd. Everett, Mass. 














y 
SWING WING 
TRADE MARK 





Every Business, Office, Bank, Factory, 
School, College, Library, Museum, 
Hospital, Auto Club, Realtor, 
hae Chamber of Commerce, 

Welfare Organization, 
Government Office 
CAN USE 
‘“‘UNIVERSAL” Swing-Wing Displayors 


and 


‘‘UNIVERSAL”’ Bulletin Boards 


Write at once for 1926 catalog and New Office 
Equipment Distributor Plan. 


Gnibversal Fixture Corporation 
133-135-137 West 23rd Street 
New York City 
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WATER 
COOLERS 


NOW IS THE TIME TO 
ORDER WATER COOLERS 


x 


Coolers shipped now, billed 
as of May 25th. 


Complete descriptive litera- 


ture mailed on request 


x 


Automatic Machinery Company 
Distributors 


Terre Haute Indiana 

















The basket with a pedigree 


VUL-COT—the strongest waste basket ever 
built—comes to you with a definite, written 
guarantee of five years’ unfailing service... . 
And with ordinary care it should last from ten 
to twenty years longer. 

VUL-COT is made of National Vulcanized 
Fibre ... the super-strong material that will 
not dent, rust, splinter or in any other way 
suffer from the rough usage that quickly saps 


the life of common baskets. 

Business men who buy equipment on the basis of serv- 
ice are standardizing on VUL-COT for their banks, 
offices, stores and hotels. ... While the beauty of 
VUL-COT makes it the preferred basket for use in 
the home or school. 

VUL-COT!... At all stationers and office supply 
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National Vulcanized 
Fibre Co. 


Wilmington, Del., 
U. 8. A. 


We operate six great 
plants and maintain 
sales and service offices 
at New York, Chicago, 
Boston, Philadelphia, 
Pittsburgh, Cleveland, 
Milwaukee, Los Angeles, 
San Francisco, Detroit, 
Rochester, Birming- 
ham, Denver, Seattle, 
Toronto, Greenville, St. 
Louis, Baltimore, New 
Haven. 
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Western Typewriter Sales Takes Over Elsie 
Agency in Denver 

The Western Typewriter Sales Company, George S. 

Walker, president and sole owner, Denver, Colo., has 

announced to the people of the Rocky Mountain region 

that the branch office sales and service of the L. C. Smith 

and Corona Typewriters, Inc., heretofore conducted in the 


name of the L. C. Smith & Bros. Typewriter Company ir 





GEORGE 8S. WALKER. 


the Boston building, Denver, Colorado, has been taken 
over by the Western Typewriter Sales Company, 1538 
California street, Denver, together with the stock oi 
machines, repair equipment, parts and supplies. 

The Western Typewriter Sales Company, which has 
been established in Denver for more than thirty-five years 
and which for the last fifteen years has been the Colorado, 
Wyoming and New Mexico distributors for Corona port- 
able typewriters, will henceforth be the exclusive distribu- 
tors in Colorado, Wyoming and New Mexico for L. C. 
Smith typewriters, Corona portables and Corona portable 
adding machines. 

The Western Typewriter Sales Company is said to be 
one of the largest individually owned typewriter concerns 
in the country. It operates a large store located in the cen- 
ter of Denver’s retail district, an important mechanical 
department and a well organized store and city sales force, 
with nearly fifty sub-dealers and several road men who 
cover the vast intermountain country. For the last ten 
years Mr. Walker’s organization has always been up near 
the head of the company’s sales records. In the Corona 
national contests of 1921, ’22 and ’23 (there was no contest 
in 1924) the Western Typewriter Sales Company finished 
no worse than fifth at any time and in the contest of 1925, 
just closed, they finished second, defeating all of the 
twenty-five large cities in the country. Miss Taylor of 
Grand Rapids, Mich., won first place in this contest. In 
the national Corona salesmen’s contests in 1925, Mr. 
Walker’s city salesmen won several firsts, seconds and 
thirds, in competition with crack salesmen in the larger 
cities and always were among the first half dozen leaders. 





Old Town Company Takes More Space. 

The Old Town Ribbon and Carbon Company, New York 
City, New York, have taken over an additional floor at their 
factory, moving in a part of their equipment on February 1. 
This provides them with space needed for turning out their 
products to better advantage. The shipping department 
has been moved to the new floor. 
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ROBERTS LATEST 


CON DUP. Jo A 5-action machine which will fulfill 





OX RIP ' ay _ every usual numbering machine require- 
REP bss : QUAD 5, “YG ment. 
5 , ‘ ., 
aN 9 ; A DIAL SET MODEL OF HIGH QUALITY 
a AT A POPULAR PRICE! 
N 7 
Av ROBERTS MODEL 95 i Here is a superb model of exceptional quality, 
an* ’ —_— which retails at a price sure to give you a rapid 
turnover and steady sales. 
Dial Set—Utmost convenience and speed— 
This new ROBERTS Model 95 will find ins- 
tant favor with your trade. 
It is the general utility machine of office, shop 
or factory. Materials are the same as found in 
6 wheels-Style A, H, F or L-$12.00 the highest priced numbering machines, insuring 
7 wheels-Style A, H, F or L-$15.00 extraordinary durability, consistent service and 
8 wheels-Style A or H-$18.00 beautiful appearance which closes many sales to 
9 wheels-Style A or H-$21.00 hesitating customers. This factor, in itself, is 
most potent in providing you with a machine 
At Attractive Discounts— Write for particulars which will make your numbering machine business 
| ie can we er ghd a greater discount gan highly profitable. 
Bere Fe ae ee ee Note: DISPLAY prominently this hand- 


z of the BIG SIX ASSORTMENT. See next page.) 
La some and profitable item. 


THE ROBERTS NUMBERING MACHINE COMPANY 
694-710 Jamaica Ave., BROOKLYN, N. Y. 


Western Distributors: The Superior Type Company, 3940 Ravenswood Avenue, Chicago, ILL. 

















MODEL 66 (righ 


ting machine. 


MODEL 37 (right) Jeet 


bering machine. $7.59 2 
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MODEL 50 (righ 


numbering macning 





MODEL 49 (ab 
tomatic numbering 
Capacity | to 999,49 

$7.50 


P t, i 
action numbering machine $15.00 as 
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THE ROBERTS NUMBERING MACHINE CO., 694 -710 Jamaica Ave., Brooklyn, N. Y. 


Gentlemen; 
Kindly send me full particulars regarding your new Model 95 numbenng machine. 


Also all information on your special “Big Six” Dealer Sales Plan. 
Name Address 
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THe INEVITABLE ‘TYPEWRITER IS ‘HERE 











































































































MODERN BUSINESS EFFICIENCY DEMANDS IT 


O longer is it necessary to endure that thought- 

disturbing, nerve-racking tap-tap-tap of the 
typewriter. The New Model 6 Remington- Noiseless 
has solved that problem for all time. It is the only 
noiseless writing machine. 


This new machine has the complete four-row stand- 
ard keyboard—the keyboard with which all operators 
are familiar. It has the light, natural touch which is 
universally desired by operators. Its action is surpass- 
ingly easy, which insures a great volume of work. And 


its work is beautiful— worthy of any user’s signature. 


Business efficiency demands noiseless typewriting; 
comfort demands it; human nerves demand it; health 
demands it. And the new Remington-Noiseless No. 6 
is the complete answer to this demand. 

From the standpoint of efficiency—in fairness to your 
employees and yourself—you should investigate this 
new machine. We shall gladly place a New Reming- 
ton-Noiseless Model 6 in your office for examination 
without any obligation to you. 


REMINGTON TYPEWRITER CO., 374 Broadway, New York — Branches Everywhere 


Remington Typewriter Company of Canada Limited, 68 King Street West, Toronto 


New Remington-Noiseless 


WITH FOUR-ROW STANDARD KEYBOARD 
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Beauty, Strength and Price 


You cannot help but enthuse over the selling possibilities of 
this line, once you know its value. 


Beautiful, enduring finishes and ornamental solid bronze 
fittings express an individuality and always attract discriminat- 
ing file buyers. 


Reinforced case construction, exacting workmanship, pro- 
pensive roller bearing drawer suspension make the No. 900 
nvincible Line a gem to demonstrate. 


Price? That, Mr. Dealer, determines most sales you make! 
It is a factor you must recognize because the buyer does. After 
you receive the new Invincible Catalog and know the selling 
value of this number you will want this line. So write for that 


catalog today. 





Invincible Metal Furniture Co. 


Manitowoc - Wisconsin 


° « New York—R. Orthwine, 344 West 34th St. 
Display Rooms * Chicago—1521 South Wabash Avenue 
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Caution Urged in Reading Export Figures. 


Commerce Reports] In drawing conclusions from export 
and import statistics, both American and foreign, as to the 
trends of international commerce, it is necessary to remem- 
ber that— 

(1) All American goods actually arriving and solid in any 
specified country are not always included in American ex- 
port statistics as going to that country. 

(2) All American imports into any particular country are 
not always included in the statistics of that country as com- 
ing from the United States. 

Why is this so? It is due, principally, to the fact that, 
scattered throughout the world, particularly in central 
Europe, there are certain points of entry or transshipment 
which figure as the places of “destination” or “origin,” as 
the case may be, of goods proceeding from the United 
States. Our customs authorities cannot tell just what por- 
portion of the commodities exported to certain ports in 
Germany and Italy, or commercial centers in the interior of 
the continent, are actually intended for those points and 
what proportion is to be distributed to adjacent countries. 
The statistical bureaus of European governments, on the 
other hand, do not always know exactly the countries in 
which their imports originate. Many commodities from the 
United States are transshipped to certain European countries 
from different points on the continent (such distributing 
centers as Hamburg, Trieste, Budapest, Vienna and else- 
where) while others come from various European agents oi 
American manufacturers who are located in Berlin, Paris, 
London, or Vienna, and accordingly appear as of German, 
French, English or Austrian origin. 

Refore the war it was quite a general practice ior Ru- 
manians, Bulgarians and Serbs to purchase American goods 
from German and Austrian supply houses or agents, and 
this custom has not been abandoned. Taking the case of 
Rumania, and considering typewriters as an example, of the 
merchandise concerned, one finds upon investigation that 
nearly fifty per cent of the American goods destined ulti- 
mately for that country are still mentioned in our statistics 
as going to Vienna, Hamburg or Trieste, and not much 
more than half are credited directly to Rumania. That is 
typical of the conditions prevailing with respect to numer- 
ous other commodities. 

Because of this situation the total trade (both ways) be- 
tween the United States and some of these European coun- 
tries, particularly in the East, is not always correctly in- 
dicated by the export and import figures. 

This statement as to the inadequacy of certain trade sta 
tistics is true, in the main, only of those for individual coun- 
tries. When larger groups, or continents, are considered, 
there is an evening up. Figures for these large areas are 
much more likely to be accurate than those for single coun 
tries. The difficulty arises from the nature and direction of 
the channels of trade rather than from any inefficiency in 
statistical compilation. In any event, the figures of trade, as 
published, are of great utility and they can always be com- 
plemented and supplemented by data of a more general 
character. But it is well to bear in mind the facts above 
noted in studying trade figures for a single country. 


Government Circular on Mexican Routes. 


The Bureau of Foreign and Domestic Commerce, Wash- 
ington, D. C., has issued Special Circular No. 16/7, 
“Amended Commercial Travelers’ Routes in Mexico.” This 
is an amplification of No. 167, which has been revised. The 
circular is sent free on request. The trade regions are 
outlined, and routes, railroad fares and hotel accommoda- 
tions in various cities given. A sketch map accompanies 


the circular. 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





EVERY OFFICE NEEDS A CUTTER 





A SIZE FOR EVERY NEED 


No. 1. 6% inch blade. No. 4. 12% inch blade. 
No. 2. 8% inch blade. No. 5. 15 inch blade. 
No. 3. 10% inch blade. No. 6. 24 inch blade. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
3700-3702 Wentworth Avenue 
Chicago, Illinois 














THE NEW STANDARD 
BUSINESS CALENDAR 


Double the ordinary Memorandum 
space—over 20 square inches 


Made in the following finishes: 


Brown stand, white pad............ $1.50 
Brown stand, gold edge pad......... 2.00 
Brass stand, gold edge pad.......... 2.50 


Liberal discount to dealers. Order from 
your wholesaler. If he cannot supply you, 
write direct to 


THE JERSEY CITY PRINTING CO. 
Jersey City, New Jersey 


Also Manufacturers of the 


FORGET-ME-NOT CALENDAR 


FOR THE HOME 
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PEERLESS PRODUCTS 
PLEASE 


Letter trays and waste parer baskets, all sizes, 

mail and tape baskets, space baskets, build up 

trays, locker baskets, PEERLESS paper burn- 

ers, wire globe guards. office partitions, wire 

guards, etc. SPECIAL WIRE GOODS 
MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


6 N. Michigan Ave. 
Chicago, Ill. 


FACTORY 
LaFayette, Indiana 























PENCILS 


To try MOHICANS for a 
Change is to use them by 
Choice thereafter. 


Write for samples and prices. 


UNITED STATES PENCIL COMPANY 


Manufacturers 


Philadelphia 





Sproull Now Burroughs Acting Ad. Manager. 

The Burroughs Adding Machine Company has announced 
the appointment of William C. Sproull as acting advertis 
ing manager. He first became associated with the Bur- 
roughs organization in November, 
1919, as associate editor of “Busi- 
ness.” Later he was for more than 
a year associaie editor of the Bur- 
roughs Bulletin, followed by service 
in the direct mail division, and man- 
ager of magazine advertising. When 
consolidations were effected in sev- 
eral advertising divisions Mr. 
Sproull directed magazine, newspa- 
per, business paper and miscella- 
neous advertising. 

Returning recently from a year’s 
work in Europe as advertising rep- WILLIAM C. SPROULL 





resentative of the Burroughs Adding Machine Company, 
Mr. Sproull succeeded Norman O. Mick, who resigned as 
advertising manager to join the A. W. Shaw Company 
publisher, Chicago. 


Decisions Affecting Importations. 

A number of decisions have been made in connection 
with entries of foreign merchandise at United States cus- 
toms houses which are of interest to stationers. Some of 
these decisions affect stationery items; others are of in- 
terest as they create a precedent which may be paralleled 
at some future time in connection with imports by sta 
tioners. 

* * . 


Judge Miller found that certain imported metal thumb 
tacks should have been assessed with duty at the rate 
of 6-10c per pound under Paragraph 331, law of 1922, as 
tacks not specially provided for. The action of the col- 
lector in levying duty at the rate of forty per cent ad 
valorem under Paragraph 399 of the same law, as manu- 
factures of metal not specially provided for, is therefore 
reversed. This decision was based on protests by Will 
iam Goldenblum & Company, Inc., C. B. Richards & 
Company, the American Shipping Company, N. Solow 
F. M. Hill, the Keuffel & Esser Company and Irving 
Miller. 

Relief was denied to S. Max Bier, of St. Louis, in a 
decision of Board of Appraisers. The merchandise in 
question was returned by the appraiser as consisting of 
lead pencils of base metal, known as “mechanical pen- 
cils” with cigar or cigarette lighters attached. These, the 
appraiser ‘reported, are specifically provided for under 
Paragraph 352, Law of 1922, at forty-five cents per gross 
and twenty per cent ad valorem. According to the 
record, the collector apparently did not adopt the ap 
praiser’s advisory classification, since duty was assessed 
at the rate of eighty per cent ad valorem under Paragraph 
1428 of the 1922 Act. The importer’s claim for duty un- 
der Paragraph 352 was denied by Judge Fischer, who 
pointed out that the protestant did not prove to the 
board’s satisfaction that the articles in question are in 
fact mechanical pencils such as provided for in _ said 
Paragraph 352. 

A protest filed in the name of Bernard Judae & Com- 
pany in a matter of silver pencils was sustained by the 
board. It concerned the tariff classification of sterling 
silver mechanical pencils without clips. On entry through 
the customs, the pencils were assessed with duty under 
paragraph 1428, tariff act of 1922, at the rate of eighty per 
cent ad valorem. Judge Sullivan fixed duty on the mer 
chandise in question at forty-five cents per gross and 
twenty-five per cent ad valorem under paragraph 1451, 
same act, as claimed by the importers. 

The Customs Board upheld a claim by John Wana- 
maker regarding certain desk clocks provided with an 
outer case of leather with an inner watch case of metal 
containing a watch movement having six jewels, which 
were erroneously returned for duty as desk clocks, at 
forty-five per cent ad valorem and $4.00 each under par- 
agraph 368, 1922 act. In finding in favor of the protest- 
ants, Judge Fischer fixed duty on the watch movements 
at seventy-five cents each, on the watch cases at forty- 
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All Makes and 
DESCRIPTIONS 
of Typewriters 


Largest Wholesale 
DISTRIBUTORS 
in the World 











HE same spirit of helpfulness characterizes the staff of this or- 

ganization as was manifested in its beginning. It is a worth- 
while accomplishment to have retained this spirit while changing 
from the one-man shop to the largest wholesale distributor of type- 
writers in the world. This status in the industry probably reflects 
the soundness of our policy in dealing with those whose support has 
made possible a growth almost phenomenal. That this position offers 
a distinct advantage to you is evidenced in our price list. Ask 
for it today. 


THE WHOLESALE [YPENVRITER Co, 


428-430 Broadway, New York, N. Y. 
































When Other Carbons Fail 


TRIPLEKOTE 


The business public has never heretofore 
been satisfied with the service given by 


the average carbon paper. The copies OLD 
appear either very black and smudgy or 

entirely too light. With TRIPLEKOTE 

the result of a typewriter ribbon is TOWN 


duplicated. 

RIBBON & CARBON 
TRIPLEKOTE has given a new standard CO., INC. 
of carbon perfection. This new sheet 157-201 Center Street 
with a new appearance, combines qual- New York, N. Y. 


ity, durability, and economy without 
parallel. Every dealer should know the 
many superiorities of that most remark- 
able carbon—May be supplied in Old 
Town or specially imprinted boxes. 


I R } f C t KO ? e London Office: 17-21 Emerald St. W.C. 1 
Boston: 143 Federal St. 


The Carbon Sheet Extraordinary Chicago: 32 S. Clinton St. 
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STATIONERS! 
OFFICE EQUIPMENT MEN! 


Get Profitable Typewriter Orders 


FoR UNDERWOODS onper 
The arwaneew ARD Plan 


Requires no _ invest- 
ment—all clear profit 
and no limit to the 
amount youcan make. 


VERY live dealer wants to 
make more money, and 
here’s Your opportunity---deal- 
ers everywhere are taking ad- 
vantage of it. You donot even 
have to carry stock---all you do 
is take advantage of the im- 
mense demand we have created 
through national advertising 
for SHIPMAN-WARD RE- 
BUILTS. Under our plan you 
don’t need a typewriter depart- 
ment, nor previous typewriter 
experience. 


You Can’t Beat 
Our Big Dealer 
Sales Plan Be- 


cause It Means-- 


MORE BUSINESS 
WITHOUT MORE CAPITAL 






















We furnish signs, posters, streamers, banners, blotters, circulars, cuts, complete “PROFIT” 
ads, selling helps, co-operation—everything to make it easy for you to sell. Sn tenes ee 
Every dealer is given a big “‘Sales Manual’’ that is filled with valuable ideas and = Reagan 


suggestions. is featured in it each month. 
Are you on the mailing list? 


Write For This Money-Making Dealer Plan—To-Day. Lc ere 














Estebished SHIPMAN-WARD MEG. CO. ™ Si" 


“Typewriter Emporium” Underwood 
1772 Shipman Blidg., Montrose and Ravenswood Aves., Chicago 
(Take Ravenswood Elevated to Montrose. Plant is one block East) 
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five per cent ad valorem under paragraph 367, and on 
the outer cases of leather at thirty per cent under para- 
graph 1432, 1922 law. 

Ruling on Time Limit. 


Overruling claims of H. W. Robinson & Co. and 
Suzuki & Co., the board ruled that imported merchan- 


dise intended for export, but which had been taken pos- 
session of by the collector and had remained in ware- 
house for one year without entry haying been made and 
duties and charges paid, falls within the term “unclaimed 
goods” and is subject to the provisions of section 491 of 
the act of 1922, even though the insurance and warehouse 
charges thereon may have been paid by the importer. 
After the expiration of one year, it is pointed out, the 
importer forfeited his right to enter for export without 
the payment of duty. 

A decision against 
against the International 


importers of charts was rendered 
Forwarding Company and Ber- 


nard Judae & Company, both of Chicago. The Customs 
Board’s decision affirmed the collector’s assessment at 
twenty-five per cent ad valorem under Paragraph 1310, 
law of 1922, on certain imported charts. In overruling 
the protestants’ claims for duty as a lithographic print 
under paragraph 1306 of the said act, at a lower rate, 


Judge Fischer held: 

“The importer’s claim in this case is based on the friv- 
contention that a chart not a chart until it has 
mounted on a piece of muslin to give it durable 
Following this reasoning, a map is not a map 
In 


olous is 
been 
backing. 
and a photograph not a photograph unless mounted. 

its printed form the article is a chart and nothing else.” 

The Fairfax Textile Mills, Inc., lost before the Board 
of Appraisers in a decision affirming the collector’s ac- 
tion in levying ten per cent additional duty on certain 
cotton cloth classified not legally marked. The im- 
porters protested this assessment, claiming the merchan- 
dise in question to be material for manufacture and there- 
fore incapable of being marked in accordance with Sec- 
tion 304 of the present Tariff Act. The protestants fur- 
ther contended that the cotton cloth at issue was not sub- 
ject to the provisions of law because in a subsequent 
process of manufacture after importation, the markings 
on the bolts of cloth would be obliterated. Judge Adam- 
son, who wrote the opinion in this case, overruled the 
importers’ contention, conciuding as follows: 

“The fact that it can be cut up or dyed, or so treated 
after discharge from customs, and after going into com- 
merce, that the original markings may not remain on each 
article of merchandise, would not authorize its exemption 
from the operation of the law. When it is converted after 


as 


discharge from customs into a different form and char- 
acter, it has ceased to be the article of importation. 
When those bales arrived each bolt contained in each 
bale should have borne indelibly and conspicuously, to 


any person looking at the bolt, an indication of the coun- | 


try of production.” 
In another decision Judge Adamson held that certain 
dry powder in barrels, imported by Reichard-Coulston, 


Inc., also certain hen albumen, imported by MacAndrew 
& Forbes Company, should not have been assessed with 
the ten per cent extra duty. “The merchandise,” the 
general appraiser pointed out, “being itself the article of 
commerce and incapable of being marked, should not 
have been assessed with the extra ten per cent.” 

A ruling by the Treasury Department to the collector 
of customs at Boston was to the effect that rough tanned 
leather, although not a crude material, to be consid- 
ered an unfinished material and therefore when imported 
each roll must be marked to indicate the country of origin 


is 


under section 304, act of 1922. The letter to the col- | 
lector said: | 
“From the full text of the decision of the Board of 


General Appraisers it appears that the only question at 
issue in the case was the assessment of ten per cent 
additional duty under section 304 of the Tariff Act be- 
cause the leather imported was not marked on the rolls | 
in accordance with department ruling of July 7, 1923, to | 
the collector of customs at Detroit, Mich. The holding 
of the board, therefore, that each piece of imported 
leather was subject to marking, not being an issue in the 


case, was mere dictum, and therefore not a controlling 
decision. 
“While rough tanned leather is not ‘crude material,’ | 


it may be regarded as unfinished material, and it is the 
view of the department that marking such leather on 
each roll to indicate the country of origin all that 
should be required under section 304 of the Tariff Act 
You will be governed accordingly.” 


is 
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LOWEST PRICED 

9-COLUMN ADDING 

LISTING MACHINE 
IN THE WORLD 


Made by the Makers of the Marvelous Monotype 
Retail Price 





PORTABLE 
24-POUNDS 


ThRaorrett 


NOW DISTRIBUTED BY 


EXCLUSIVE 
BARRETT DEALERS 


ATTACH THIS ADVERTISEMENT TO YOUR LETTER- 
HEAD AND MAIL FOR COMPLETE DEALER PLAN 


Lanston Monotype Machine Co. 
Philadelphia, Pa., U. S. A. 








ZION 
SIMPLE: 


Duplicating Books 





| 


| Lies flat when} 
| open — easy to | 
| work on. 


Extra size tickets 
—easy to write on. 
Patented thumb 
notch—no hunting 
for page. 

Bond originals — 
yellow Manila du- 





plicates. 
| Pinhole perfora- 
| tions—tear easily, | 
| straight. F Bi S ] 
y 
| Name and ad-| or 1g ales 
| dress printed in if | 
desired Zion Simplex Books are proving 
“age : big leaders everywhere. Afford 
Extra carbons simple but complete records. Serve 


: . better. Sell better. Make steady 

—_ in back. customers. Stock these a oa 
oun corners, now: General Receipt, Credit e- 
higt lity black ceipt, Rent Receipt, Banker’s Re- 

| high quality biac ceipt, Order, Pocket Order, Re- 
| Skytogen cover. ceiving, Scale Estimate, Photo 
| : =~ Order, Goods Returned and Re- 





mittance Books. 


INSTITUTIONS 


ZIO AND INDUSTRIES 


Office Supply Dept. Zion, Ill. 
(Wilbur Glenn Voliva) 
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MULTIGRAPH SHOPS 
—a high grade, re-inking service 


We are prepared to give exceptional 
service in re-inking wide ribbons for 
duplicating machines. By means of our 
modern equipment and expert organiza- 
tion, we can guarantee real uniformity 
and clean results, from use of the re- 
inked ribbon. 


The next time you have inquiry for 
such service, forward the ribbons to us. 
We guarantee return of the identical 
ribbon sent, and pay express charges 
one way. 


Cooper Carbon Coated Paper Co. 


Makers of SILK-Y-KOTE carbons and 
SILK-Y-FIBER Ribbons 
Chicago, IIl. 


2756-8 South Trumbull Ave. 
Cooper Products Make Good IMPRESSIONS 





PIONEERS SINCE ’94—AND 
STILL THE LEADERS! 


‘a of practise—inventing, 
developing, perfecting—have given 
Hotchkiss Automatic PaperFasteners 
and Staples undisputed leadership. 






Perfect stapling 












Hotchkiss machines are therefore doubly 
easy and profitable. Only Hotchkiss has 
all the latest improvements—only Hotch- 
kiss cannot clog—only Hotchkiss gives 








lifelong satisfaction. Sell Hotchkiss are equipped 
ways! with this 
THE HOTCHKISS SALES Co. device. 


NORWALK CONN. 













is impossible with- 


Hotchkiss Machines 
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Foreign Trade Council Meets at Charleston. 
The 1926 meeting of the Foreign Trade Council will be 
held at Charleston, S. C., April 28-30. This is the first 
time such a meeting has been held on the South Atlantic 

coast since these conventions were organized in 1914. 
The American Manufacturers’ Export Association, the 
National Association of Credit men, the Export Managers’ 
Club of New York and national banking, advertising and 
importing organizations will co-operate with the National 
Foreign Trade Council in the convention and group ses 
sions will cover all these phases of foreign trade as well as 


export problems of the Southeast, education for foreign 
trade and modern policies in export salesmanship. 

Out of 1,500 delegates to the National Foreign Trade 
Convention last year at Seattle about 1,075 delegates were 
presidents and other executives of firms representing most 
of the important business houses of thirty-two states ac 
tively engaged in foreign trade. This percentage of busi 
ness leadership is expected to be fully as great at Charles 
ton, a convention city convenient to the great foreign trad 
ing centers of the country and in the midst of the awaken 
ing Southern area. 

Burroughs Consolidates Green Bay and Wausau. 

G. R. Bennett has been appointed manager of the con- 
solidated agencies of the Burroughs Adding Machine Com- 
pany at Green Bay and Wausau, Wis. He makes his head 


quarters at Green Bay. 


Mr. Bennett was in charge at 
Wausau formerly, having been ap- 
pointed manager there in February, 
1921. Prior to that he was a mem- 
ber of the Burroughs selling organ- 
ization. He joined the staff as a 
junior salesman with the Des 
Moines agency. Within a_ few 
months he attained seniority. Later 
he was connected with the agencies 
at Waterloo, Iowa, Kansas City, 
Mo., Milwaukee, Green Bay and 
Madison, Wis., agencies. G. R. BENNETT 





During four separate years Mr. Bennett qualified for 
membership in the Burroughs All Star club. 


Territorial Changes by Macey Travelers. 

The Macey Company, Grand Rapids, Mich., has made 
several changes in the territories covered by its salesmen. 
H. V. Boswell, who has been traveling the central West, 
extended his territory to include important cities in Penn 
sylvania, Western New York, New Jersey, Maryland and 
Virginia. These were covered previously by Robert S. 
Fowler. Mr. Boswell has dropped the state of Indiana, 
which has been undertaken by John H. Millar, Northwest- 
ern representative. Mr. Boswell has dropped certain cities 
in Tennessee, which have been added to the territory of 










out the improved William E. Patrick, Southern representative for The Macey 
Hotchkiss staple guide | Company. 
Your customers know this—and sales of or “‘ladd C al ) 


Fire at Chicago Didn’t Interrupt Regal. 

The Chicago branch of the Regal Typewriter Company, 
Inc., 16 South Jefferson street, was involved in a fire some 
weeks ago which damaged the lower floors of the building. 
There was practically no interruption to business, and the 
requirements of the trade were met with the usual dis- 


Soll patch. The Chicago branch continues at its old address, 
and is ready and willing to continue to serve the company’s 





RE CA STRIING MACHINES oni STAPLES accounts in the middle 


West. 


If you're late you're a nuisance.—The Chair Man (Murphy 
Chair Company). 
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Two yards away across the counter 


There’s a spot that tells 
what kind of merchant you are 


Fyre MERCHANT in  Phila- 
delphia said: “My customers’ 
shelves tell me a story. I believe the 
looks of the stationer’s or printer's 
stock make a powerful impression, 
good or otherwise, on people who 
come in to buy. 

*“No one item stacks up better in 
this regard than Improved Columbian 
Clasp Envelopes. They come in good, 
strong boxes that always reach us in 
nice shape. 

“These boxes make good-looking 
stock. They don’t easily get torn or 
broken in handling and shipping, as 
frail containers sometimes do. They 
keep the envelopes clean and fresh 
and dust-free. 

"When a customer comes in for 50 
or 100 Columbian Clasps, we don’t 
have to step behind a partition and 
dust them off, as we sometimes must 
with poorly packaged goods. I've 
never heard of any one having to take 


a loss on Columbian Clasps because of 


deterioration in stock. ”* 

This merchant might have added 
that the boxes and covers are strongly 
reinforced at the edges, in the larger 
sizes, with strong linen strips, and that 


COLUMBI 





Improved Columbian Clasp Envelopes 
are shipped to the wholesaler in strong, 
new wooden cases or corrugated car- 
tons, as preferred. 

These seemingly minor details are 
mighty important to the stationer, 
printer or paper merchant who sells 
envelopes, and cares about the way his 
stock and his store impress the public. 

Most people who buy envelopes know 
the Improved Columbian Clasp by name, 
and say it is the best catalog envelope made. 

There are thirty-one convenient sizes, 
from vest pocket to 114% x 14%. See your 
paper merchant, or write us here, at Spring- 
tield, Mass., and you will be put into touch 
with a nearby distributor. 


Unirepv States EnveELorpE Company 


Springfield Massachusetts 


The world’s largest manufacturers of envelopes 
With eleven divisions covering the country 


Location Division 

Worcester, Mass. Logan, Swift & Brigham Envelope Co. 
Rockville, Conn. White, Corbin & Co 
Hartford, Conn. Plimpton Manufacturing Co. 
Springfield, Mass. Morgan Envelope Co 
Waukegan, Ill. National Envelope Co 
Springfield, Mass. P. P. Kellogg & Co. 
Worcester, Mass. Whitcomb Envelope Co. 
Worcester, Mass. W. H. Hill Envelope Co. 
Indianapolis, Ind. Central States Envelope Co. 
San Francisco, Cal Pacific Coast Envelope Co. 
Philadelphia, Pa. Monarch Envelope Co 








This Improved Columbian 
Clasp Envelope traveled 


12,839 miles, equal to half the 
distance around the world, 
and reached its final destina- 
tion in the good shape the 


picture shows. 


It journeyed from New York 
to San Francisco; from the 
Golden Gate to Boston. From 
the Hub it was reforwarded 
to Los Angeles, and it finally 
reached the addressee at 
Summit, New Jersey. 


Thousands of miles of travel 
and repeated handling, sorting 
and inspection had not broken 
the envelope or impaired its 
contents in the slightest. 


PLQYEENVELOPES 
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NEW LINE OF 


No. 261 


. No. 263 


Write for com- 


Several other new items in the Polar Line. 
plete catalogue and price list 











HIGH GRADE EXCLUSIVE PERIOD DESK PADS 


To meet the recent demand for a 
high grade desk pad to harmonize 
with the many Period Suite desks of 
today we are manufacturing four 
different styles (two styles being 
illustrated herewith). 

The writing surfaces are of our reg- 
ular Genuine Battleship Linoleum 
(no blotters required), shaped side 
panels of different colors of genuine 
cowhide and morocco leathers. 


Certainly handsome merchandise 
and we can surely sell them is what 
all dealers tell us on sight. 

Many repeat orders received al- 
ready from the few dealers with 
whom we have introduced them. A 
most popular item for high-class of- 
fice furniture dealers who carry 
period suite furniture. 

Retail price, $9.00 each, subject to 
our regular dealer’s discount. 

Send us a sample order for one each 


of the four styles; we know you will 
be well pleased. 


POLAR MFG. CO., 119-125 N. 4th Street, Philadelphia, Pa. 





















THE WORLDS BEST : 
TY TYPEWRITERRIBBON * 
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Typewriter Ribbon 





Not a mere idle statement 
but a challenge to all 
competition. 










Manufactured by 


PHILLIPS RIBBON & CARBON CO., INC. 
ROCHESTER, N. Y. 





















WHY SAY 
MORE 


WRITE FOR YOUR FREE SAMPLE TODAY 














March, 1926 
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Supplies and Equipment Cost of a Utility. 

The official report of receipts and expenditures of the 
Sanitary District of Chicago for 1923 is an interesting 
demonstration of the small part expenditures for office 
equipment, supplies, maintenance and service play in a 
large operation. From this report have been selected items 
of this character, excluding printing and drafting room sup- 
plies and equipment. These totaled $33,178.15 for 1925, 
against a total expense account of $21,098,841.77. Payroll 
items are not included in this latter total. Millions are ex- 
pended for construction work of sewage disposal plants and 
maintenance. One item in 1925 was $1,000,000 bond filed 
with the war department as surety for the construction of 
retaining works to aid in maintaining the level of the Great 
Lakes. Some of the neighboring states hold that the diver- 
sion of water from Lake Michigan through the Chicago and 
Illinois Rivers to the Mississippi is responsible for the low 
water levels, and the Sanitary District proposes to help 
raise these levels. The territory served by the district ex- 
tends from Evanston on the north to the Illinois river 
valley. 

Supplies and Equipment for 1925. 

The following items have been abstracted from the report 
of the Sanitary District: 

Acme Card System Company, stationery, $117.50; Adler 
Furniture Company, office furniture, $33.00; American Seal 
& Stamp Company, plates, $582.18, and official star, $80.50; 
A. H. Andrews Company, office furniture, $192.00; Art 
Metal Construction Company, office equipment, $2,271.17; 
Automatic Addressing Company, envelopes, $3.77; Bur- 
roughs Adding Machine Company, repair work, $12.60; 
Burr-Vack Company, office supplies, $9,037.07; Business 
Equipment Company, office furniture, $195.60; Cameron, 
Amberg & Company, bond register, $358.50; Canode Ink 
Company, ink, $10.75; Carlson Bros., office furniture, $1,- 
105.45; S. D. Childs & Company, office supplies, $8.00; 
George E. Cole & Company, stationery, $8.90; Columbia 
Bank Note Company, printing of bonds, $8,582.50; Corona 
Typewriter Sales Company, typewriter, $67.50; Ralph O. 
Coxhead, electrical equipment, $2.00; Dalton Adding Ma- 
chine Company, rental of machines, $233.50; Dennison 
Manufacturing Company, tags, $4.20; A. B. Dick Company, 
office supplies, $414.06; Ditto, Inc., machine, $185.00; Du- 
rand Steel Locker Company, locker, $128.30; E. & H. 
Sheet Metal Works, office supplies, $87.75; “F. & E.” Check 
Writer Sales Company, check writer, $70.00; The Faithorn 
Company, office supplies, $2,076.51; Federal Steel Fixture 
Company, lockers, $108.80; Felt & Tarrant Manufacturing 
Company, Comptometer, $300.00; Franklin-Kelly Company, 
office supplies, $1,329.40; Heckman & Spengler Company, 
office furniture, $52.00; The Herring, Hall, Marvin Com- 
pany, repairing safe, $12.70; J. H. Hill, carbon paper, 
$301.75; Horder’s, Inc., envelopes, $3.65; Hush-A-Phone 
Company, Hush-A-Phones, $20.00; Kardex-Rand Com- 
pany, cabinets, $472.23; Robert S. Leete & Company, office 
supplies, $117.00; Line-A-Time Company, law _ books, 
$72.94; Marshall-Jackson Company, office supplies, $232.65; 
H. C. Miller Company, file case, $74.15; Munson Supply 
Company, typewriter keys, $4.00; Nelson Eismann Com- 
pany, office supplies, $216.35; New Process Company, brief 
case, $11.95; Newton & Hoit Company, office furniture, 
$669.50; Oswald Stamp Works, office supplies, $34.80; Pat- 
ent Reill Cover Company, stands, $7.50; Peoria Typewriter 
Company, typewriter, $93.15; Perfect Typewriter Key Com- 
pany, typewriter keys, $7.20; P. F. Pettibone & Company, 
office supplies, $10.38; Remington Typewriter Company, 
typewriter, $124.50; The Shaw-Walker Company, files, 
$93.79; T. M. Sheppard Company, paper fasteners, $72.00; 
Geo. W. Smith & Son, office furniture, $67.00; Sundstrand 
Adding Machine Company, adjusting machine, $192.40: The 
Tablet & Ticket Company, cards, $3.80; Underwood Type- 








Notice to the Trade 


Pelouze Scales are now equipped with parcel post 
rates by zones, an improvement which has neces- 
sitated the addition of wider dials in the various 
models of this line. The new line is finished in 
gray enamel or gold bronze both of which are 
very attractive for office use. 


Your trade will be pleased with the convenience of 
the new Pelouze Scales. Write for our booklet 
describing in detail the new line and its advan- 
tages. There will be NO ADVANCE IN THE 
PRICES OF PELOUZE SCALES in spite of the 
many improvements which have been incorporated 
in the line. Write today. 


Pelouze Manufacturing Co. 


232-242 East Ohio Street, Chicago, II. 











TO 


WIDE-AWAKE 
DEALERS 


PUUU Ty! 


ONCE MOREWE SAY 
HANDLE 


JOSLIN’S ECLIPSE stamp 


“THE CLOCK WITH A MEMORY” 





“HEARTY CO-OPERATION” 
‘*‘REAL SERVICE”’ 
““SPLENDID DISCOUNTS” 


Write NOW for complete information. 


A. D. Joslin Manufacturing Co. 
MANISTEE, MICH. 
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More Profits for 1926 


SELL D & T QUALITY PRODUCTS 


MR. BALDWIN 





CHANGEABLE LETTER DESK NAME PLATE 


Lists at $4.25 Complete, with Attractive Discount for 
the Dealer 


Return the coupon below and we will send, all charges pre- 
paid, one of these new—fast-selling—changeable letter desk 
name plate. 

It’s a real beauty, in Oak or Mahogany, and the pure 
white celluloid letters on the jet black background are all 
changeable. 

Easy to read—easy to change—excellence in appearance— 
and economy to your customer—gives you four strong sell- 
ing points that make profitable sales come easy. 

Return the coupon now—and we wil] send the plate, charges 
prepaid, at once. We will bill at $4.25 less our attractive 
discount. If you decide to return it—do so at our expense. 


Mail This Coupon—Now! 


Davenport-Taylor Mfg. Co. 
412 Orleans St., Chicago, Ill. 


You may send the — r name plate for our inspection. 
We will either keep it and pay your charge net, or return it 
to you at your expense within 10 days. 


Dn 223: 40¥ieanethdavdabetee sedees 
Street ... beabuawen hvéeeeeéeoe 


tat heb BOS tide een 4 —_ 0UCUe 
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writer Company, typewriters and repairs, $2,550.25; U. S. 
Duplicator Company, ribbon, $12.50; Vance Fitz Gibbons 
Furniture Company, office furniture, $42.50. 

From the Victor Adding Machine Company, the district 
purchased land valued at $1,250. 

Several of the items as recorded are rather more genéral 
in description than would be the case had the bookkeeper 
been versed in the nomenclature of the commercial equi 
ment and stationery field. 


F. W. May Directs Strathmore Advertising. 

Fred W. May has been appointed sales exploitation mana 
ger by the Strathmore Paper Company, Mittineague, Mass 
Mr. May had been with this company seventeen years. ( 
Walter Dearden, who was Mr. May’s predecessor, is now 
secretary and sales manager for the Rourke-Eno Papet 
Company, Hartford, Conn. Mr. Dearden spent twenty-five 
years in the Strathmore service, having been advertising 
manager seventeen years before becoming sales promotion 


manager. 
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No. S-1531 


BUSINESS BUILDERS 


Desks of quality within the price 
of the average business man are 
attractive sales producers. Hand- 
some and substantial in design, 
modern and thoroughly  con- 
venient, Evansville Desk Co. 
desks give full satisfaction and 
are real profit makers. We solicit 
inquiries from enterprising deal- 
ers in localities where we are not 
represented. 


Evansville Desk Company 


EVANSVILLE, IND. 



































SAN FRANCISCO OPERATORS OF BURROUGHS MA 


CHINES IN “GET TOGETHER” MEETING.—E. E. Englehardat, 
Manager of the San Francisco Burroughs Agency, was _ in 
Charge. The Meeting Included Demonstrations of the Most 


Efficient Methods of Machine Operation, and Short Cuts to Save 
the Operator Time in Handling Her Work. A Special Program 
was Arranged so that it Might Interest Operators of All Types 
of Burroughs Machines. The Meeting was Intensely Practical 
Replete with Suggestions and Information of Real Help. There 
Were Eighty Operators of Burroughs Machines in Attendance 

Most of Whom Were Graduates of Burroughs Schools A Nun 

ber of Employers Were Present Also 








“S-M” Office Staff in Smocks. 

The young ladies in the office of Stevens-Maloney & Con 
pany, Chicago, Ill, inaugurated a sensible plan in January 
Each provided herself with a substantial smock of pleasing 
hue, such as artists wear, to protect the street dresses. This 
is in line with a practice started by the clerks in La Sall 
street brokers’ office. Inasmuch as the Stevens-Maloney 
Company deals with many of the brokerage concerns, th: 
smocks make the “S-M” place look homelike to the La 
Salle street people. 

A February convention of the New Jersey Retail Clo 
thiers’ Association was told the following by the associa 
tion’s president: 

“Smocks hark back to the French revolution and its hor 
rors,” said President Harry R. Sellner, “and remind one of 
the terrors and hardships of peasant life. Americans work 
best when they know they are dressed right, and Ameri 
can custom calls for neat suits, clean, white collars and 
shined shoes. Yellow smocks and biack shirts are neithe 
pleasing to the eye nor uplifting to the morals of the 
American business man. 

“Tt is just as absurd to dress one’s office force in this 
uncouth and outlandish style as to ask one’s wife to enter 
tain in the living room dressed in a mother hubbard.” 
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ix Hundred FLEXIPOST Binders 
Sold to One County in Colorado! 


As an evidence of its potential sales possibilities, it may be cited that a 
single county in Colorado purchased six hundred 


PRACTIBILT 


FLEXIPOST 
BINDER 


to house the county and government auxiliary records. The outstanding superiority of Flexipost Binders 
is now so firmly established that they are rapidly being accepted as standard for housing general and 
auxiliary county and government records, bank records and records for public utilities, business houses, 
churches, lodges, etc. 


Dealers Who Are Doing Big Things Feature The Flexipost 


which today represents one of the greatest opportunities ever opened to the trade—an opportunity to 
which dealers everywhere are becoming keenly and intensely alive. 








Write for details of our proposition 


STATIONERS LOOSE LEAF CO. 


CHICAGO MILWAUKEE NEW YORK 





He bought chairs upside-down 


Told us most office chairs looked We are always glad to go over 
alike to him right side up....but Milwaukee Chairs, point by 
he wanted to see how they were point, with careful buyers. For 
made....good idea and good busi- then, they understand why over 
ness, too. 4,000,000 Milwaukee Chairs are 


Over 80% of the cost of Mil- einai 

waukee Chairs goes into honest Cost? No higher than other 
and rugged construction. Fine good chairs. Upon request we 
designs, selected woods and _ will send to interested executives 
handsome finishes attract you a complete catalogue, showing 
first: but the workmanship under- Milwaukee Chairs for every 
neath is what determines their office use. 


LWAUKEE 
Office Chairs (#) 


\ ity i—- 
wT 
THE MILWAUKEE CHAIR COMPANY 


Executive Offices: 642 South Michigan Avenue, Chicago 
Distributors in All Principal Cities 


Helping to sell good Milwaukee Chairs 


from COLLIER’S—The National Weekly 
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Som ees tae 


THE LINE OF LOWEST ULTIM 


Dependability 


There is an invaluable factor of prime importance in 
making one product superior to another. 

It is not just a matter of certain prescribed materials 
and methods, but it is that constant feeling of responsi- 
bility to one’s customers that prompts the utmost effort 
to justify their confidence and good-will. 

It is bound to find expression in the quality, uniformity 
and price of the goods, and in the dependability of service. 

Paramount to the certainty of supplying the best quality 
for each purpose lies this consistent dependability at all 
times. It is not only the goods and facilities, but the spirit 
back of them that counts. 

It is found in the “Line of Lowest Ultimate Cost.” 


NEIDICH PRocEss COMPANY 
Burlington, N. J., U. S. A. 


' 
; 


> 
a 








/mperital 


The Medium Priced Line of Good Quality 


Fibre Board Card Trays 





Reliable Quality Moderately Priced 
Write for price list No. 33 


IMPERIAL METHODS CO. - - - Forest Park, Illinois 


E. L. SIRUS, New York E. V. BOGART, Atlanta 
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Direct Mail Campaigns in Santiago. 


Commerce Reports] The use of circular letters to supple- 
ment other selling devices is being resorted to more frequently 
in Santiago, Chile. Concerns which heretofore have relied 
entirely upon newspaper or magazine advertising, city sales- 
men or retail stores for bringing their commodities to the 
attention of the purchasing public, are now making the more 
direct appeal to consumers by the use of mimeographed, or to 
a smaller degree, printed circulars. 

With this there has been a growing demand for mimeograph- 
ing machines. One concern reports the number sold to com- 
mercial houses within the past eighteen months has been 
greater than any similar previous period. 

Addressing machines have likewise felt the impetus of this 
development. While commercial houses have been slow to 
make use of this device, they are steadily learning to appre- 
ciate its great economy and a period of much larger sales is 
anticipated. Several of the larger banks have installed these 
for the purpose of their monthly depositors’ statements and 
others are gradually entering the ranks of users. 


American Typewriters in Canary Island Market. 


Commerce Reports] American makes of typewriters are the 
most popular in the Canary Islands. Of the six leading in 
sales the first four are all of American manufacture. Up to 
September 30, 1925, 221 American machines were sold, as com- 
pared to forty-five of other countries. 

Numerous German manufacturers have attempted to enter 
this market, selling their first three or four machines at below 
cost; their retail prices are fifty per cent less than the Ameri- 
can makes, but steady sales cannot be accomplished. One of 


the well known American portable typewriters is sold here 
for 500 pesetas, in competition with the German machine at 225 
pesetas. (The present value of the peseta is $0.145.) 


All typewriters in the market are now being sold on the 
installment plan, which has increased sales to a great extent. 
Payments often cover a period of two years. 





Atianta, Ga.—The 
at 26 Peachtree 


Parker Pen Company has opened a branch 
arcade. 

Chicago, Ill.—The 
fountain pen department, are 
following an extended illness. 


of the Fair’s 
back at work, 


friends of Mrs. Alford, 
happy to see her 


many 


Chicago, I!l.—H. E. Waldron, vice president and general sales 
manager of the W. A. Sheaffer Pen Company, took a winter 
vacation in Cuba during February. 

Chicago, IIl.—F. F. Harris, assistant manager of The Carter’s 
Ink Company, has membership in the 1926 committees on Illi- 
nois relations and reception, Chicago Association of Commerce. 
Miss Carpenter, who had been with the Mich- 
store of Cole & Company, has joined 
fountain pens and mechanical 


Chicago, IIl.— 
igan boulevard 
Brentano's, having charge 
pencils. 

Chicago, IlIl.—J. H. Hildreth, representative in this territory 
for the Esterbrook Steel Pen Company, made an extended trip 
into the Northwest in February. He took in the Twin Cities 
dinner held by the stationers during the course of this tour, 
which included Kansas City, Omaha and the Twin Cities. 

Chicago, I!l.—The Life Long Pen Company, 5153 North Clark 
street, has been chartered to manufacture and deal in fountain 
pens, pens and pencils; capital stock, $100,000; incorporators— 
Louis Grollman, Charles Harris and A. Allan Scheslinger; 
Grollman, 744 First National 


Geo. E. 


of the 


char- 
ter correspondent, Louis 3ank 
building. 

Chicago, IIl.—The local branch of The Parker Pen Company, 
formerly in the Majestic theater building, will locate March 1 
on the second floor of the Century building, State and Adams 
Within one block there are now six branches of pen 
and pencil making State and Adams a 
for the title, ‘‘Pen Corner,’”’ adopted originally by L. A. 
London, 

Chicago, 


streets. 
contender 
Sloan, 


companies, 


England. 


W.—The L. E. Waterman Company keeps right on 


doing business, even though the construction work on the State 
street side of the New Palmer House is some hindrance to 
pedestrian traffic. Excavation is under way for the new hotel 


building. Meanwhile the seven-story Waterman building looms 
up big from the North. An immense painted bulletin 
tising Waterman pens is visible several blocks away. 
command State several months, until the 
the new hotel building rises. 
New York, N. Y.—Sig H. Engelberg, of The Eagle 
(Continued on Page 190.) 
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REGAL REBUILT 
ROYALS 


Trade-marked— Nationally Advertised 
Approved by the Manufacturer 


ROUGH TYPEWRITERS 


Stock in 82 Cities 
All Makes - - - - 
All Series - - - 


Lowest Prices 


All Models 
All Types 


Write for the Regal Plan. 


REGAL TYPEWRITER COMPANY, Inc. 


314 Broadway, 12-14 So. Jefferson St., 
New York, N. Y. Chicago, I[linois 


Cable Address: REGALTYPE, N. Y. 











Write for Our New 


—Dealer’s Proposition— 


Our new dealer’s 
proposition is 
the most liberal 
we have ever 
made. It offers 
an amazing 
money -making 
opportunity for 
live dealers 
everywhere. 





Now you can 

add hundreds of 

dollars to your monthly sales by having the agency for this 
machine in your community. 


ROI. STENCI OSPEED 


The Rotospeed is a duplicating machine that reproduces pereeee, clean-cut copies 

of anything that can be handwritien, typewritten, drawn orruled. It prints on 

any kind of paper and any size form from a 3 x 5in. card to an 84 x 16 ip. sheet. 
And it requires neither type nor cuts. It prints as many as a thousand or more 

copies from one stencil. It saves time, work and money, and sells at a low price, 


Get Full Details of This Offer 


Mail the coupon for complete information about the Rotospeed agency. Let us 

tell you about the immediate profits you can make from the easy sale of the 

machine and the future progts that are automatically built up by the use of 
Rotospeed supplies. Mail the coupon now. 


THE ROTOSPEED COMPANY, 482 Fifth Street, Dayton, Ohio 


AIL THIS COUPO 


The Rotospeed Company, 
482 Fifth Street, Dayton, Ohio 
Send me full details of your Rotospeed Agency. Offer. 











ne casdaken 


Address 
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— he Pel. loose Leaf Lime— 
ORDER BLANKS 


BEARING YOUR IMPRINT 
BRING REPEAT BUSINESS 
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You can buy them here, in small or large 
quantities, at less than you usually pay 
for ordinary forms. 


Samples and prices on request 


WORKMAN 


Capital & Surplus over $400,000.00 


MANUFACTURING COMPANY 
1200 West Monroe St. | CHICAGO, ILLINOIS 

















A TIP TOP LINE 


FOR 1926 

















“TSP PAPER CLIPS 


do not require a selling talk. Merely place them 

beside other fasteners and your customers will 

invariably choose “Tip-Tops.” 

Ask your jobber—if he can’t serve you, then ask us. 
Write for Samples and Prices 


The Tip Top Mfg. Co., Inc. Syracuse, N. Y. 
Canadian Agents: Brown Bros., Ltd., Toronto 











ae : 
LOOSE LEAF 
S—— 


Chicago, I!l.—W. W. Buchanan, of The Baker-Vawter Com- 
pany, is a member of the 1926 senior council of the Chicago 




















Association of Commerce. 
Chicago, II|.—F. L. Coggin, 

Blank Book Company, attended the annual dinner of the sta- 

tioners of the Twin Cities. He says it was one of the best 


manager here for the National 


association dinners he had enjoyed 

Chicago, IIl.—Abont $1,000 water damage was done to stocks 
and plant of G. J. Aigner & Company in a fire adjacent, Feb- 
ruary 10. Extensive damage was done to the adjoining build- 
ings, but the fire did not penetrate into the Aigner plant 


Chicago, IlIl.—J. M. Campbell, 
National Biank Book Company, 
February. He was returning East after a trip which included 
St. Louis, Mo., Omaha, Nebr., Davenport 
lowe, and the Twin Cities of Minnesota On his way back to 
the factory at Holyoke, Mass., Mr. Campbell visited dealers in 
New York state and the New England states 

Philadelphia, Penna.—cC. W. 
Company, has been covering the Eastern states He 


representative of the 
trade in 


special 
called on the local 


Kansas City, Mo., 


Franklin, of the Sam’'l C. Tatum 
will travel 
the Southern states shortly. 

San Francisco, Calif.—Among the callers on the trade during 
February have been Hart Palmer, of the Boorum & 
Company, and Wallace R. Lovett of the Standard Dairy Com- 


Pease 


pany. 


(Pens and Pencils—Continued from Page 189.) 
Company, has been elected master of Columbian Lodge No. 454 
Visiting master masons will be welcomed to meetings, which 
are held in the Masonic Temple. 

New York, N. Y.—The Reliable Pen 
lished itself at 15 Park Row, opposite the Woolworth building 
and the postoffice, and one block from the city hall. The busi- 
ness has been conducted continuously since 1906, producing the 
Reliable pen; it is also the owner of the ‘“‘Smooth Point,’’ ‘“‘Tom 
Thumb” and “Giant’’ brands of fountain pens. S. A. Harris 
is the sales manager. 

Philadelphia, Penna.—The P. & C. 
pany, 900 Chestnut street, has been registered in the common 
pleas court by William M. Price, 5327 Stiles street. 

San Francisco, Calif.—F. C. Allen, representing the General 
Pencil Company, is looking after office 
reports business conditions very promising 

San Francisco, Calif.—We knew it would happen = 2 
Mathes, general sales manager of The Conklin Pen Manufac- 
turing Company, came to the coast last year and was well 
pleased with what he found that he is soon to be here again 
Tom Emerson reaffirms that he is going to find more reason to 
be interested than ever before. 

San Francisco, Calif.—Frank D. 
time in San Francisco, having come to be present at the open- 
ing of the new store at 609 Market street, which took place 
on February 12. Fred S. Waterman, who has been superin- 
tending the installation of the fixtures, returned to New York 
January 27. The eight outside salesmen came in to take part 
in the celebration. Hundreds of thronged the new 
building on the day of the opening. 

San Francisco, Calif.—A window trim that has attracted an 
unusual amount of attention has been the first exhibit in San 
Francisco of the Conklin fountain pen display that was made 
first at the National Association of Stationers, Office Outfitters 
and Manufacturers at Grand Rapids. It was in the beautiful 
windows of the Schwabacher-Frey Stationery Company, and 
Tom Emerson remarks that one of the great elements of suc- 
cess for them during the past year has been the 100 per cent 
co-operation of the retail trade of the coast. 

San Francisco, Calif.—Tom Emerson, Pacific coast manager 
of the Conklin Pen Manufacturing Company, is back at his desk 
in San Francisco. He states that the reports of the managers 
at the meeting held at the general offices in Toledo showed a 
year of prosperity. The Pacific coast territory is especially 
most promising. The two late new sizes, including the black 
oversize $1.00 pencil, have been a real stimulus in their pop- 
ularity, the difficulty being in keeping up with the orders. And 
Emerson is confident of doing great things with the new “En- 
dura’ pencil, the running-mate of what he describes as the 
unbeatable ‘‘Endurable”’ pen. 


Company has estab- 


Fountain Pen Service Com- 


work at present and 


Waterman spent some little 


people 
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The Goes Bordered Blanks 
Are Real ‘Printers Helps— 


because they help printers to produce high grade 

printed products quickly, easily, and economically. 

. They facilitate the production and enhance the appear- 

Business House ance and value of Membership Certificates, Licenses, 
in town Permits, Guarantees, Warranties, Charters, Lodge 

is a prospect for Passes, Commissions, Coupons of all descriptions and 

thousands of other varieties of printed matter. 

Goes 


The Goes Bordered Blanks will help Printers to 
open new business channels and to secure better prices 

Art Advertising and longer profits for their work. 
Blotters The Goes Bordered Blanks have been especially de- 
, signed for type overprinting. They are lithographed in 
Write for Samples rich appropriate colors. The assortment includes 100 


styles ranging in size from 2% by 6% ins. to 17 by 22 ins. 
—something for practically every conceivable purpose. 








Every 





Samples and prices will gladly be furnished upon request. 








GOES LITHOGRAPHING COMPANY, 49 W. 61st St., CHICAGO 








Better Business - Better Turn-Over - Better Profits 











If you have the usual problem 
of warehousing and investment, 
you will appreciate dealing in 
St. Johns tables for your greater 
convenience in supplying mer- 
chandise with less investment. 
Exceptional service is offered 
to the trade in this respect. 





Extremely favorable prices as- 


‘ sure unusual profits in the 
for Business handling of St. Johns Tables. 


Points in St. Johns Construction: A special catalog on Business 
pong —? ST aak a god = Tables, with current prices 

Gray Elm. F will be sent upon request. 

i oar ym nm: Aggy wher 

ers with 3-ply bottoms, nished inside. St. Johns Table Company 


Shipped K. D. with bolt construction. Cadillac Michi 
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SPECIAL EQUIPMENT 


AN AVENUE OF 


PROFIT WITHOUT A STOCK INVESTMENT 


Maintaining a stock of goods neces- 
sarily runs up the selling expense and 
cuts in on the profit. Supplying built to 
order equipment eliminates this burden. 


Of course the volume of such business 
varies in different centers, but almost 
every community affords a_ certain 
amount of it. Getting this simply means 
keeping your eyes open to the oppor- 
tunities. 

Banks, court houses, public institutions of 
all kinds and large corporations usually re- 
quire some equipment built to order. By keep- 
ing in touch with building plans, progressive 


dealers have been able to secure a consider- 
able amount of such business. 


To assist you, we cooperate in every way 
possible. Plans, with prices, will be furnished 
gladly. If you haven't been cultivating this 
field, why not start now by writing for 
particulars? 


IMPERIAL 
STEEL CABINET CO. 


2130 Fulton Street 
CHICAGO 
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GUNN JINO DESKS 


TRADE MARK REGISTERED 


With Inlaid LinoTops stented and All Styles‘All Finishes 


Eliminate Glare—Relieve Eyestrain 


The soft dull shade of Lino is rest- 
ful to the eyes because irritating 
light reflections are absorbed. Lino 
wears like iron. 


Gunn Lino Tables are popular for 

Libraries and Cafeterias 
Lino saves breakage 
of Tops and Dishes. 


Catalog and Sample of Top 
Mailed Without Charge 


THE GUNN 
FURNITURE 
COMPANY 


GRAND RAPIDS, MICH. 


New York Salesrooms: 11 East 36t" St. 
Los Angeles, 312 West Tenth Street 


ItIsn’ta 
INO” 
Unless It’s a 
Gunn’”’ 

















March, 1926 
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Alpena, Mich.—The Model Printing Company has undertaken 
the sale of Art Metal products here. 

Atlanta, Ga.—The Horne Desk & Fixture Company has taken 
over the office furniture department of Miller’s Book Store. 

Aurora, II|.—S. A. Barclay has joined the service organization 
of the Lyon Metallic Manufacturing Company. After a course 
of training at the factory he will be assigned to work in the 
territory. 

Aurora, Ili.—G. A. Beatty has joined the Lyon Metallic Manu- 
facturing Company as a copy writer in the advertising depart- 
ment. He had been with the Bunting Publications, Waukegan, 
previously.—Alvin H. Johnson, Batavia, is a new man in the 
advertising department, handling detail. 

Chanute, Kans.—The Office Equipment & Stationery Com- 
pany, 8 North Lincoln avenue, is a new enterprise, established 
by R. F. Dutch. The lines handled include ‘‘Security’’ steel 
equipment, business machines, Woodstock typewriters and 




















business supplies. 

Chicago, I!l.—Roy Edgren, representative here for the Corry- 
Jamestown Company, has moved from Suite 610, 440 South 
Dearborn street, to Suite 331 in the same building. 

Chicago, til_—John J. Williams, who has been in charge of the 
Kardex Rand interests here since the consolidation, has been 
transferred to New York where he has charge of the visible 
indexing division. B. R. Taber is acting manager here. 

Columbus, Ohio.—The Harry L. Morgan Company has leased 
approximately 10,000 square feet of space at 65-69 East Gay 
street for ten years. The company has been located at 6 East 
Long street the past six years. Among its lines are those of 
The Globe-Wernicke Company and the Commercial Furniture 
Company. 

Denver, Colo.—Herbert Kinney, Cooper building, has pur- 
chased the stock of store fixtures and equipment of the Stand- 
ard Store Fixture Company, 1617 Arapahoe street. The trans- 
action was made through G. W. Jackson, trustee. 

Detroit, Mich.—The Fred Medart Manufacturing Company 
has opened a branch office in the Murphy building. 

Detroit, Mich.—E. V. Freeman has been appointed direct fac- 
tory representative here for The Berger Manufacturing Com- 
pany, making temporary headquarters at the Wolverine hotel. 
He had been manager of the company’s branches at Buffalo and 
at St. Louis before his present assignment. 

Elizabeth City, N. C.—The Art Metal Construction Company 
has appointed W. O. Saunders local agent. 

Fayetteville, N. C.—The Cumberland Printing Company is a 
new agent for the Art Metal Construction Company. 

Jackson, Miss.—H. H. Boyd has purchased the Chambers 
Office Supply Company and will add office furniture and fix- 
tures. doing both wholesale and retail business. Mr. Boyd has 
been president and general manager of the H. H. Boyd Com- 
pany, Monroe, La. He disposed of his interest recently. 

Jamestown, N. Y.—Wm. A. Hill, of the London organization, 
Art Metal Construction Company, has returned to England 
after studying paint department methods and standards in the 





plant. 

Hutchinson, Kans.—The Mutual Press Corporation has been 
appointed local agent by the Art Metal Construction Company. 

Los Angeles, Calif.—A branch office has been opened in the 
Marquette National Bank building by the Fred Medart Manu- 
facturing Company. 

Manchester, N. H.—The A. A. Mooney Printing Company has 
undertaken the sale of Art Metal Construction Company prod- 
ucts here. 

Marshalltown, towa.—The Marshall Printing Company is a 
new agent tor the Art Metal Construction Company. 

Montgomery, Ala.—C. C. Johnson, formerly of the Kardex 
sales staff at Birmingham, is now in charge of the local office. 

Nappannee, Ind.—The Mutschler Bros. Company is complet- 
ing a new catalogue, which will be distributed to the trade in 
March. 

Newark, N. J.—The Danzig-Friedman Company has been 
chartered to deal in office furniture; capital stock, $125,000; 
incorporators—Samuel E. Danzig, Herman B. Friedman and 
Samuel Halperin; charter representative, Jacob Lubetkin, 
Newerk. 

New York, N. Y.—Quick & McKenna have moved from 390 
Broadway to 77 White street where the available area is 


(Continued on Page 202.) 





Patentec 
addition 






Sell One 
With 
Every 
Desk 


Trays are 
mutilation 
in the fine 


walnut with beautifully 
enameled electro-welded steel 


racks and 


add to the appearance of the 


finest sur 


easily and stand the rough 


usage of a 


The Automatic File & Only Files that Expand and Compress 


Index Co. 

| Home Offices, West lith St. Send for Catalogs 

Green Bay, Wisconsin 23A Desks, 24A Wood-Steel 
Central Factory Display Files, 25A Systems, 26A 

| 40 So. Wells St. Chicago Steel Files. 


| AuToO-DESK TRAYS 


The Only Sectional Sliding Desk Tray Sets 


| i 








i SECTIONAL racks permit the building of 
al sliding tray sections as requirements grow. 


oversize to eliminate the usual DIGGING for or 
of papers or correspondence folders. Made only 
-st of quartered white oak, genuine mahogany and 


runners. They will U Om ic 


roundings, operate IN) 


life time. Fr I Lc E Ss 














1830 


S. 


New Y 








ALMOST A CENTURY OF 1926 
ENDEAVOR and SERVICE 


No. 22656-W 


K. PIERCE & SON CO. 
GARDNER, MASSACHUSETTS 
ork Warerooms: 115-119 FourtH AVENUE, BROOKLYN 
Boston Warerooms: 96-102 Cross STREET 
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Why split your ribbon 
business with others by 
handling a brand everyone 
carries? Be independent. 
Sell.your own brand. Keep 
your customers coming 
back to you instead of 
jumping from one place to 
another as they do for 
factory brands. 
















You can build a profitable 
typewriter supplies business 
with our help. ' U. 8S. ribbons 
are made in a grade and 
weight for every purpose and 
are packed in neatly litho- 
graphed boxes with your im- 
print. Start after the ribbon 
business today by asking for 
further particulars. 













US ibbon 
e Mfg. Co., 
Sansom & 10th Ste. 
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CORONA 
Portable Adding Machine 


CORONA 
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Manufactured by Corona Typewriter Co. 


Dealers, this is your opportunity! 

Corona Adding Machine's popularity is 
increasing tremendously. 

Dealers everywhere are _ enthusiastic 
about it. 

Have you our agency in your city? If 
not write us for particulars. 





Portable Adding Machine Sales Co. 
343 S. Dearborn St., Chicago 
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Adrain, Mich.—A branch store has been opened here by the 
Office Supply House, Royal agent at Jackson It is in charge 
of Donald b. Tracey. This is the second branch established 
by the Office Supply House. 

Chicago, ill.—V. Fecuria and P. L. Caskey have joined the 
local sales office of the Woodstock Typewriter Company 

Chicago, IIi.—H. Martinetz has been assigned a loop territory 
by the Royal Typewriter Company, Inc. He has been in th: 
local typewriter field the past six years. 

Chicago, til—S. D. Lawrence of the general service depart- 
ment, Woodstock Typewriter Company, returned in February 
from an extended trip taking in several of the branches 

Chicago, ill.—The Regal Typewriter Company, Inc., suffered 
very little interruption to business in a fire late in January 
which damaged the lower floors of the building it occupies 

Chicago, Ill.—A. H. Kellstedt of the Peoria Typewriter Com- 
pany visited the general headquarters of the Woodstock Type- 
writer Company in February. His company is Woodstock dis- 
tributor in Peoria, Ill. 

Chicago, Iili.—George W. McClellan, manager here for the 
Underwood Typewriter Company, journeyed to Hot Springs, 
Ark., in February. He took his golf rigging along to relieve 
the tedium of the baths. 

Chicago, ill.—E. B. Morrow has joined the local sales or- 
ganization of the Royal Typewriter Company, Inc. He has sold 
his interest in the firm of Alward & Morrow. Mr. Morrow has 
been in the typewriter business fifteen years 

Chicago, ili.—Charles Smith, who had been head of the serv- 
ice department, Corona Typewriter Company, Inc., visited Chi- 
cago in February during the course of an extended trip taking 
in branches of the L. C. Smith & Corona Typewriters Inc He 
was familiarizing the Smith service men in the mechanism of 
the Corona typewriter. 

Chicago, Ill.—F. W. Kennedy, who had handled national ac- 
counts in the Chicago branch of the Royal Typewriter Com- 
pany, Inc., has been appointed manager of the company’s Kan 
sas City branch. He succeeds Paul W. Jones who has been 
appointed an assistant salesmanager in charge of national 
accounts. Mr. Jones makes his headquarters at the head office 
New York City. 

Detroit, Mich.—R. B. Warmbold has been appointed assistant 
to J. M. Hackney, local manager for the Woodstock Typewriter 
Company. 

Detroit, Mich.—J. M. Hackney, manager here for the Wood- 
stock Typewriter Company, landed two more fine school orders 
in February. They were the occasion of a special trip to head- 
quarters at Chicago where Mr. Hackney was congratulated 
again for his excellent work in school lines. 

Eureka, Calif.— Willis Fletcher is now in charge of the Rem- 
ington Typewriter Company’s sub-office here. He was with 
the Woodstock Typewriter Company at Los Angeles heretofore. 

Fresno, Calif.—Johnny Romano, the local Woodstock dealer 
seems to be putting it over in good shape. 

Fresno, Calif.—Glenn Terry, former Corona dealer, has been 
appointed manager of the Underwood Typewriter Company's 
local sub-office. Mr. Barnwell, his predecessor, has engaged in 
other business. Mr. Terry has a wide acquaintance in the type- 
writer field. 

Houston, Texas.—The Royal Typewriter Company, Inc., has 
moved its local branch to larger space in the Macon building. 
W. H. Courthey, Jr., manager, found it necessary to expand to 
handle the increase of business, and is very optimistic over the 
prospects for sales of Royal machines during this year. 

Kansas City, Mo.—Miss Edna Bloomcamp, cashier of the local 
branch, Woodstock Typewriter Company, has returned to work 
after a brief hospitalization, which included an operation for 
appendicitis. 

Kansas City, Mo.—The local branch of the L. C. Smith & 
Corona Typewriters Inc., has been established in its new 
offices at 117 West Tenth street. F. C. Gould, the manager, 
believes that he has one of the finest typewriter offices in the 
country. The entire store is occupied. It was remodeled and 
refitted to meet the requirements of the tenant. Mr. Gould came 
to the Smith organization recently; he had been with the 
Underwood Typewriter Company. . 

Los Angeles, Calif.—J. W. Godman, formerly of Seattle, 
Wash., is a recent addition to the local sales organization of 
the Woodstock Typewriter Company. 
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The Rubber 
Key of Quality 


—a 





ORE enthusiastic endorsement of experienced typists has 
(5 built up a steadily growing demand for Munson Inter- 
national Rubber Typewriter Keys. The favorable first 


impression of Munson Keys is more than realized when 
they are once used. 


ONE GRADE KEY ONLY---THE BEST 


MUNSON SUPPLY CO., 23 City Hall Place, New York 


The Largest Rubber Key Factory in the World Department D 



































’ A L ft B Years in im the Stationers | Trade- 





Quality the consideration 





We have resolved that 


OuR GOLDEN JUBILEE YEAR 
shall be the MOST SERVICEABLE in our history. 





Stationers who desire to supply their customers with the Best in Wallets and Filing Containers 
should give first place to the BUSHNELL LINE. 
THE OLDEST AND BEST KNOWN IN THE STATIONERY TRADE 


Made of Genuine Rope Fiber, 
Superbly Finished, Conveniently Boxed. 


ALVAH BUSHNELL COMPANY, - 925 FILBERT STREET, - PHILADELPHIA. PA 
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ts wide white 
edges keep a 
girls hands and 
peck. clean 
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These are in the Same Class with 
Storms Whitedge: 


- STORMTEX RIBBONS 
STORMTONE CARBON 
CAMEO RIBBONS 
PROCESSED CARBONS 
CAMEO CARBON 


When You Stock 


H. M. STORMS COMPANY 


561 GRAND AVE. 


STORMS 
W HITEDGE 


You will have at least one product on your shelves 
that will move without pushing! This very superior 
carbon paper lives up to every claim we make for it. 
It won’t take your customers long to find out that 
Storms Whitedge turns out work that is sharper 
than usual and absolutely clean. More than that— 
every stenographer prefers Whitedge—and will urge 
the stationery buyer to get it for her. 


A Postcard Will Bring Evidence 


We are anxious to send you generous 
samples of Storms Whitedge to put 
through any test. Just drop us a postcard. 


BROOKLYN, N. Y. 

































































Catheuotid 
QUALITY PARK ENVELOPE CO. 





Money Well Spent 


Sales Offices and Stock Carried at 


CHICAGO LOS ANGELES NEW YORK CITY 


Leatheroid, non-sag folders, represent money 
well spent. The investment is soon charged off 
to added service over ordinary manila folders. 
Their greater capacity and the fact that they 
will not tear, crumple or sag are strong selling 
points. Both flat and expanding styles are 
made and in several sizes. Leatheroid filing 
and mailing specialties stand in good repute 
wherever used. Catalog No. 10 describes the 
full line. May we send a copy? 


QUALITY PARK ENVELOPE CO. 


(Formerly The Northwestern Paper Goods Co.) 


At Quality Park St. Paul, Minn. 
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Los Angeles, Calif.—According to a rumor, ‘“‘Bob’’ Hutchinson 
of The Typewriter Shop, corner Eighth and Spring streets, 
received $20,000 from a local bank to give possession of the 
corner for banking purposes. 

Los Angeles, Calif.—B. Russell has been placed in charge of 
Sales here by the L. C. Smith & Corona Typewriters Inc., 440 
Broadway. He had been with the L. C. Smith & Bros. Type- 
writer Inc. at Seattle previously. 

Los Angeles, Calif.—F. E. Eskridge, formerly in charge of 
service for the Woodstock Typewriter Company in Chicago, is 
now in a similar capacity with the local branch, San Fernando 
building. J. D. Welch, branch manager, says Eskridge is 
bringing the Woodstock out of the kinks in Los Angeles. 

Los Angeles, Calif.—The local branch of the Woodstock Type- 
writer Company is now located in Suite 603-05, San Fernando 
building, Fourth and Main streets. There are four connecting 
rooms. J. D. Welch is in charge, the same “J. D.’’ who has 
been with the company a dozen years and has pioneered the 
Woodstock on the coast. 

McKeesport, Penna.—The Schaum-Vaughn Corporation, now 
at 415 Sixth street, will move about April 1 to 611 Locust street. 
The company is local distributor for the Woodstock Typewriter 
Company and does a general commercial furniture and sta- 
tionery business. 

New York, N. Y.—William T. Haines, of the Smith Premier 
Typewriter Company, sailed February 20 on the S. S. “‘Aqui- 
tania’’ for Southampton. 

New York, N. Y.—F. H. Brown has been assigned to an im- 
portant local territory by the Woodstock Typewriter Company. 
He has been prominent many years in typewriter circles. 

New York, N. Y.—I. Rubin has returned to the service of the 
Woodstock Typewriter Company’s Manhattan branch as special 
representative. Mr. Rubin is well known in the local field as 
a producer. 

Philadelphia, Penna.—A. Kopplin is covering a city territory 
for the local branch, Woodstock Typewriter Company. 

Philadelphia, Penna.—T. F. Grady has been appointed assis- 
tant to S. D. Ward, local manager for the Woodstock Type- 
writer Company. 

San Francisco, Calif.—D. R. Pinney, well known to the West- 
ern trade, has become representative in the West of the Claro- 
type Company and will make San Francisco his headquarters. 

San Francisco, Calif.—Joseph D. Patten, San Francisco man- 
ager of the American Writing Machine Company, reports the 
past month as a good one. The window sign announces forty- 
five years of service. The San Francisco branch has been 
operating some ten or twelve years. 

San Francisco, Calif.—Earl S. White, manager of the San 
Francisco branch of the Ames Supply Company, has again 
enlarged his space at 507 Mission street. This is in response to 
the ever increasing business on the Pacific coast. Steady 
growth has characterized the business since its establishment 
as a branch several years ago. 

San Francisco, Calif.—E. P. (“‘Pat’’) Ryan, manager of the 
San Francisco branch of the Underwood Typewriter Company, 
who succeeded C. A. Beamer in November last, reports good 
activity in Underwood circles. The office has lately been 
favored with a number of visitors, both those connected with 
the firm and those who are Underwood dealers.—Mr. Wright of 
Wright & Company, of Red Bluff, Calif., was a business visitor 
at the Underwood office.—Managers A. M. Funk of Seattle, F. 
G. Turney of Spokane, and J. A. Cleveland of Portland all 
stopped at the San Francisco office of the Underwood Com- 
pany en route to Los Angeles.—W. G. Matheson, auditor of the 
Underwood Company, is spending the winter on the Pacific 
coast inspecting the accounts of the different branches. He is 
in San Francisco now.—F. L. Sloat, manager of the Underwood 
branch at Davenport, Iowa, was a welcome visitor recently at 
the San Francisco office. He was taking in the winter weather 
and the attractions of California.—J. M. Johnson, manager of 
the Los Angeles branch, and George Gibson of the Tuscon sub- 
branch were recent visitors in San Francisco.—‘‘Pat’’ Ryan 
reports that the Underwood sub-branch at Santa Rosa has been 
doing some great work lately. 

Sacramento, Calif.—Harry Read, district manager for the 
Woodstock Typewriter Company, now makes headquarters here 
at 917 Tenth street. 

Salina, Kans.—The Central Typewriter Exchange, G. B 
Griffith, manager, has moved to a commodious store at 127 
South Santa Fe street. This is on the main thoroughfare of 
the city. The Exchange is a sub-dealer in the sale of Royal 
typewriters 

Santa Fe, N. M.—E. H. Johnson has joined Floyd N. Daugh- 
erty as a partner in the Santa Fe Typewriter Exchange. Mr. 
Johnson has had an extended experience in the typewriter field 
and was located formerly at Denver, Colo., and Casper, Wyo. 

Tulsa, Okla.—The Tulsa Typewriter Company, local dealer 
for the Royal Typewriter Company, Inc., has moved to 309 
South Boston street. 











‘‘Guth Tables’’ cover the entire field for 
use in Offices, Directors’ Rooms, Public 
Buildings, Schools, Libraries, Etc. 


A most comprehensive line; sizes 2x3 ft. to 

5x18 ft., tops 7/8” to 1-3/4" 5-ply. Three 

distinct grades, in Oak, Mahogany, Walnut. 
Catalog upon request 


Inquiries for Special Designing and Building 
in Table Equipment are Invit 


HENRY L. GUTH ASSOCIATES 


Executive Office—ALLENTOWN, PA. 














For over ten years the standard 


~@ COOK’S 


FILE SIGNALS 








>A TENTED 
4 UCO” enamelled in twelve 
Name bright colors, with the pat- 





ented raised lip at corner for at- 
Address | taching. Other cards can not 
Terms en catch under, an exclusive Cook 
feature. 
Now sold only under the Cook 
Label—see the new attractive 
package. 
Cook’s “Burro” paper clips with 
the two inner tongues. A clip 
which holds papers from slipping 
in any direction. 
To avoid imitations look for 
“Cook Co. Ansonia” on the re- 
verse side of each signal and 
paper clip. 











Write us for Free Samples, 
Our Prices and Full Particulars 


THE H. C. COOK CO., 


Ansonia, - - Connecticut 








STATIONERS! These products'are no longer sold 
by agents as formerly. Send for our samples and 
prove to yourself that only “Cooks” are standard. 
To offer substitutes is to risk your customers’ 
good will. 
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ACCOUNTING MACHINES 
































Continual re-orders from large cor- 
perations testify to “Whisper-It” 
value. Demonstrate this value. Price 
$1.00 is but a small fraction of its 
worth; satisfaction guaranteed. Dis- 
play easel sent free with trial dozen 
on memorandum account. Send us 
your order. Attractive discount. 


O. A. Colytt Laboratories 
565 W. Washington St. Chicago, Ill. 
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Chicago, Il!l.—R. H. Russell, general sales manager of the 
Powers Accounting Machine Company, called at the Chicago 
branch in February. 

Chicago, Ill._-J. W. Lamphier, manager here for the Ellis 
Adding Typewriter Company, left in February with his wife 
to spend a month at the Catalina Islands, Calif. During his 
absence the local branch ts in charge of F. W. Montgomery 

Little Rock, Ark.—E. Conway Atkerson has taken charge of 
the Elliott-Fisher Company's branch here, succeeding M. E 
Haar, who has joined the sales staff at Houston. Mr. Atkerson 
had been a member of the Elliott-Fisher organization at Mem- 
phis, Tenn., before becoming manager here. 

San Francisco, Calif.—C. B. Waters, manager of the San 


Francisco branch of the Remington Typewriter Company, cele- 
brated his thirtieth anniversary with the company February 4 
He boy in Washington, D. C., in 1896. He is 
the in point of service on the Pacific 
coast, having come to San Francisco twenty-four years 
when the was still small that Angeles 
handled merely as a sub-office. He has signed up for liberal 
space at the San Francisco business show March 8-13. 
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Government Examination for Under Card Punch Operator. 

The United States Civil Service Commission will receive 
applications until March 29 for under card punch operator. The 
examination will fill vacancies in the departmental service at 
Washington, D. and in positions requiring similar qualifica- 


i 
to operate card punching 


tions. Appointees will be required 
machines. These are hand or electric driven devices provided 
with perforators controlled by keys and used for perforating 


data symbols in small cards. 

The entrance salary is $1,140 a year, subject to advance with- 
out change in assignment up to $1,500 a year. Further advance 
be made in accordance with the regulations. Competitors 


may 
will be rated on clerical tests designed to demonstrate their 
ability to perform quickly and intelligently various kinds of 


actual clerical work. 


ADDING MACHINES 























is an ideal Ink and Typewriter 
Eraser; it does important work in 
the office and does it better than 
ible with the ordinary eraser. 
y means of the flexible diamond 
brush, blots or errors are quickly 
and thoroughly removed. It is 
used by the U. S. in engineering 
and governmental departments. 
It is made in 14K gold finish and 
packed by the dozen in handsome 
gold and silver display cartons. 


Sold through the Stationery trade, 
and liberal terms are offered deal- 


Used Like a Pencil 
Just a Stroke and the letter 

or figure is erased. For quick, 

clean, invisibie erasing, it is 

incomparable. 

ers. Prove its quality for yourself: 

send us 50 cents for a sample. 
Rush Eraser Company 
500 S. Clinton St. Syracuse, N. Y. 
Representatives for Holland and Dutch East Indies: 


BLIKMAN & SARTORIUS, Amsterdam and Sourabaia, Java 
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Amarillo, Texas.—A. J. Wright is covering the 
tory for the Monroe Calculating Machine Company. 
der the jurisdiction of the El Paso office 

Asheville, N. C.—Local interests of the 
Machine Company have been entrusted to P. 
works through the office at Charlotte, N. C. 

Brooklyn, N. Y.—The Monroe Calculating Machine Company 
has appointed L. H. Bouchard to the sales staff here. 

Chicago, I!il.—J. L. Soutter, manager here for the Add-Index 
Corporation, spent a week at St. Louis in February. 

Chicago, I!!|.—The Portable Adding Machine Export Company 
has moved from 208 South LaSalle street to Suite 1864, McCor- 
mick building. 

Chicago, Iil!l.—Jos. Gooch, Jr., general sales manager of 
Marchant Calculating Machine Company, included Chicago 
a February trip to Milwaukee, Detroit and Cleveland. 

Chicago, !!i.—T. L. O’Gara has joined the local sales staff of 
the Marchant Calculating Machine Company. He had been 
one of the oldest men in the Chicago organization of the 
Monroe Calculating Machine Company. 

Chicago, !!!.—Paul Kollmorgen recently took over 
cago retail sales of the Portable Adding Machine 
with offices at 128 North Wells street. Mr. Kollmorgen 
formerly with the Safe-Cabinet Company, for which he 
aged the Seattle office four years; prior to that he represented 
the American adding machine at San Francisco. 

Cincinnati, Ohio.—M. R. Lilly has assumed the post of agency 
manager here for the Monroe Calculating Machine Company.— 
G. J. Westmeyer is a new salesman in the Cincinnati organi- 
zation. 

Clarksburg, W. Va.—The Monroe Calculating Machine Com- 
pany’s office at Wheeling has assigned its local sales work to 
L. H. Lemaster. 


Calculating 
Stowell. He 


Monroe 
Ww. 


the 
in 


the Chi- 
Company, 
was 
man- 


Cleveland, Ohio.—The sales roster of the local office, Monroe 
Calculating Machine Company, has had added to it the name 
of D. N. Carty. 
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of all dealers sell 


CLARO TYP 


because the demand is created by 
consistent advertising. 













It assures neat, 
clean correspon- 
dence and carbon 
copies. Just apply 
with dauber and 
the type is cleaned 
instantly. Does 
not evaporate. 















Individual bottles to retail at 50c and 75c. 
Also pints, quarts and gallons. Liberal 
discounts to dealers. 






ASK US FOR SALES PRODUCERS 


The Clarotype Company, Inc. 


16-C Hudson Street New York 












Good Merchandise 


is always successful— 
for both Merchant, Manufac- 
turer, and User 






At no time has the C. A. 
Cook Co. “Quality” line of Ad- 
justabie Spring Back Chairs 
suffered an interruption in its 
twenty-five-year record of 
success, 


Nor is there any secret or 
mystery about that. It is 
merely invariable and uniform 
goodness of “Cook Quality,” a 
sign of good chairs found in 
all corners of the world. 


“Cook Quality” is a guarantee of the foremost devel- 
opments and improvements in Adjustable Spring Back 
Chairs conducive to good posture and COMFORT. 


In the same way that energetic Americans are raised 
from youth to manhood on Mother’s good roast-beef- 


mashed-potatoes-bread-and-gravy meals, do dealers lift 


their business to higher levels on “Cook Quality” Ad- 


justable Spring Back Chairs. 


C. A. Cook Company 


18 Osborn Street 
Cambridge 39 Mass. 
Write for Catalogue and Circulars 








—a stronger desk 
—a better finish 


They mean increased 
sales—better satisfied 
customers. 


Ask us to tell you all about it. 


ENGLEWOOD DESK COMPANY 
58th and Lowe Avenue 
Chicago 
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4 SUPERFINE 
U-KUT-EM INDEX TABS ae or 
The Original “‘Pyralin” Index Tab ff | ik” RN 
Made in 6-inch Strips i iciiaceal 
Opportunity 
Immediately after the first of the New Year, is presented sales 
agencies having 


quantities of Index Tabs will be used in re- 
arranging files and establishing new index- 
ing systems. Is your stock of U-KUT-EM 
INDEX TABS in shape to meet this ever- 
increasing demand? 


New dealers, write for prices and 
information. 


The U-KUT-EM INDEX TAB is fully 
protected by patents. 


Universal Index Tab Co. 


445 Central Bldg. Seattle, Wash. 


REPRESENTED BY 
ARTHUR E. PETERSON, 937 Drexel Bidg., Philadelphia 
ARCHIBALD RYAN, 337 BE. Adams 8St., Jacksonville, Fila. 
ALDERSON DISTRIB. CO.537 So. Dearborn S8t., Chicago 
ED. GOLD, Hotel Bellevue, San Francisco 










representatives 
calling on the 
trade. Some vir- 
gin territory east 
of Pittsburgh 
now open. 
Write us. 


CONTAINING 


INK Fountains 











MADE ONLY ay 
node Ink 
(anode Jnk Compan 


iT 
AGO, =—.S.A. 





Stationers Sell Them 
to Thousands of 
Satisfied Users 





Machines for speed, permanence and clarity of im- 
pression, offer a far advance in efficiency when func- 
tioning properly. CANODE INKS made up from 
formulae especially prepared for the particular 
machine or purpose, are of great importance in 
obtaining perfect results. We make over 168 inks 
of all colors. Tell us your problem. 


CANODE INK COMPANY 


3005 Carroll Avenue Chicago, Illinois 


The Canode Laboratory offers unique assistance to makers 
of stamping or recording machines. We are often able to 











improve the work of the machine by altering the character 


. « the ink. 




















V4 


RIBBONS AND CARBONS 
You Can Sell To Advantage 


(oo ribbons and carbons—ribbons 
and carbons you can sell with 
profit. Such is the Union Brand. 


Formule and laboratory experiments 
mean nothing to the user. His interest 
centers entirely on the results obtained. 
And in final analysis, this is the su- 
preme test. 


Union Ribbons and Carbons demon- 
strate their superior qualities when 
used side by side with more expen- 
sive makes. 


Dealers not satisfied with their pres- 
ent line or who can use an additional 
line will find it to their interest to in- 
vestigate Union Ribbons and Carbons. 
An inquiry brings you convincing in- 
formation. 


UNION RIBBON & CARBON CO. 











PHILADELPHIA, PA. 








\ Front and Laurel Streets 








a 








VICTORY 


VICTORY STAMP PADS ARE QUALITY 
PADS 

Made of the best material and inked with Pure 

Rubber Stamp Ink. These pads are not surpassed 


by any other, and are made in the following Col- 
ors: Red, Black, Blue, Violet and Green. 


Dimensions 
Dimensions 
Dimensions 
Dimensions 


Write for Price List 


LUTHER INK & STAMP PAD CO. 


East Park, Near Mulberry St. Newark, N. J. 
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Columbus, Ga.—C. H. Bane is now representing the Monroe 4 
Calculating Machine Company here. His activities are under = 
the control of the Macon office 

Houston, Texas.—Speece, Price & Murray, local selling agents 
for the Sundstrand Adding Machine Company, have taken on 
complete lines of rebuilt typewriters, office specialties and office 
supplies. The store at 515 Caroline street has been leased to 
house the new line. 

Los Angeles, Calif.—D. H. Dawson is a recent acquisition to 
the sales organization of the Monroe Calculating Machine 
Company. 

Loweli, Mass.—C. L. Sweeney has been appointed agency 
manager by the Monroe Calculating Machine Company 

Lynn, Mass.—The Boston office of the Monroe Calculating 
Machine Company has assigned sales promotion work here to 
D. B. Agan 

New Haven, Conn.—R. H. Osgood has joined the sales staff 
of the Monroe Calculating Machine Company here 

New York, N. Y.—The uptown sales office of the Monroe Cal- 
culating Machine Company has secured the services of G. D. 
Moore. 

New York, N. Y.—The Victor Adding Machine Company is 
now located in its new offices at 225 West Thirty-fourth street. 
W. F. Seranton is the manager of the New York office. 

New York, N. Y.—The Adding Machine Service Company, 23 
Union square, has been organized by A. H. Baus and James 


secocoece 


e¢ © 
e @ 
* @ 
o @ 
e° @ 
e608 
® © 
6 « 
° @ 


s 
= 





The ‘‘Madas’’ 


Calculating Machine 


For Multiplication, Automatic Division, Addition 
Subtraction 
A compact machine manufactured at the same factory at Zurich, Switser- 
land, as the well known ‘‘ Millionaire” Calculating Machine. 
AUTOMATIC DIVISION 

Set the Divisor and Dividend in the machine and 
then turn crank until desired number of digits have 
been obtained in Quotient. On electric model just 
press button. 

No mental work required. 

No shifting of carriage by hand. 

No stopping of the crank. 

In other words, you merely turn the crank and 
carriage shifts at proper time Automatically. 

Keyboard or Slideboard models in both Crank 
Operated or Electric Drive. 

Send for circulars. 


W. A. MORSCHHAUSER 
1 Madison Ave. New York City 
CUUUEDELEREEEEEREREREREEEEQQDQCREEEREEEEERQQEEEEEERGERRREECERODODEEOROEO TES 


Ream. A typewriter department is also conducted Both mem- 
bers of the corporation have had extended experience in the 
office machine line. 

Oklahoma City, Okla.—The Monroe Calculating Machine Com- 
pany has added M. V. Bailey to the sales staff here 

Philadelphia, Penna.—N. Lund is now connected with the 
Monroe Calculating Machine Company's sales organization in 
this city. 

Philadelphia, Penna.—Harvey D. Best, president of the Lans- 
ton Monotype Machine Company, and A. E. Pagola, export 
manager, are on an extended tour of South America 

Rochester, N. Y.—W. D. Hulbert has been appointed manager 
of the Monroe Calculating Machine Company’s agency in 
Rochester. 

Sacramento, Calif.—O. H. Ramsey has taken to the sales field 
under the banner of the Monroe Calculating Machine Company. 

Scranton, Penna.—The Wilkes-Barre agency of the Monroe 
Calculating Machine Company has assigned sales work to E. F. 


Kaeppel in this city. 
Springfield, Mass.—F. T. Nix has undertaken sales work here 
with the local agency of the Monroe Calculating Machine Com- 


pany. 
Tacoma, Wash.—L. Kelly is the new agency manager here D / E IVI E 3 
for the Monroe Calculating Machine Company. 
ee 4 
eins — PRODUCTS 
FOR 
OTHER MACHINES | 


SATISFACTION ano SERVICE 
TIIT— filing, mailing and 


ENVELOPES for 
Brooklyn, N. Y¥.—The Roberts Numbering Machine Company 


has acquired the “Kon Kave Kut”’’ pencil sharpener and will 























carrying purposes, 





market it as the “Triangle’’ pencil pointer. This had been in RED R¢ IPE and 
manufactured formerly by the Traut & Hine plant of the North Rea : 

& Judd Manufacturing Company. at | E, tor flat or 
Buffalo, N. Y.—S. J. Foote, manager of The Todd Sales Com- o x | 
pany, has moved his office from 973 Ellicott Square building to folded papel De A SO 
1811 Liberty Bank building. This is a new twenty-three-story 7 y filing 
structure located in the heart of the Buffalo business district. Me tal E n d I iling 

Chicago, IIl.—Jos. A. Oswald, vice-president, and C. T. Mut- Boxes. 


schler, sales manager, of The Rotospeed Company, were Feb- 











ruary visitors at the local branch. TI ill oy ae : . 

Chicago, Ill. Samuel M. Hastings, president of The Dayton < 1 ust! ations 
rar > ‘ompar saile “O New Tork “ebruz 20 the SS. ; > - z - i 
Scale Com} a y, ‘ail d from N ¥ York I uary on tl show a few of the 
‘Rotterdam,”’ taking in the Mediterranean luxury cruise. 

Chicago, I!l—Ray N. Fellows, advertising manager for the designs carried in 
Addressograph Company, is a member of the 1926 advertising 
council committee of the Chicago Association of Commerce. stock. 

Chicago, !!|.—Samuel M. Hastings, president of The Dayton 

Sc , is a membe r the 1926 governme yurchas- s ; ca 
Seale ¢ ompany, is a m ml r of the 192¢ governm nt purcha Samples fut nished 
ing committee of the Chicago Association of Commerce 

Chicago, IIl.—Heber Nielson, of the Utah School Supply Com- on request. 


pany, Salt Lake City, Utah, visited the headquarters of the i 4 

A. B. Dick Company, on his way home from the convention of 

the National School Supply Association held at Louisville, Ky. JOHN F. Di EM ER COMPANY 
Cincinnati, Ohio.—H. B. Gilmore, who had been with the 519 Broadway (Est. 1869) New York, N. Y. 


Multicolor Sales Agency at St. Louis, Mo., is now with the SEND FOR CATALOGUE No. 30 
Globe Register Company, 2412 Redding road. 
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Why Stick to Just 


“Ribbons and Carbons’”? 


The Typewriter Supplies Dealer has an op- 
portunity for much extra business with 
“Manifold Products.” The constant 
progress among makers of machines for 
writing, adding, stamping, manifold re- 
cording, etc., is building a very desirable 
volume in supplies for these machines. 





| 

| 

| 

| 

| 

re 

| We make carbonized rolls for all billing and 
| adding machines and inked ribbons of 
| any width. Dating machines, addressers, 
l duplicating machines require ribbons 
| made for the special purpose and “Mani- 
fold Products” fit in, accurately and effi- 
ciently. 


Typewriter ribbons and carbon papers from 
our factory are uniform quality mad@é 
and packed for a particular machine or 
requirement. We shall be glad to assist 
dealers with special orders or tell about 
our full line. Write us. 


American Manifold Products Co. 


2900 Darwin Terrace, Chicago 












This choir is Quarentoed etansy 
detecuve workmansing The 
bese ond serve! iron ore 
tuaramtoed for five 
veers 


WW 


Show it when demonstrating a Gun 
locke Chair. It is positive assurance 
that the customer’s expectations will 
be realized. 












Gunlocke Chairs are good chairs 
for your trade; just a line on your let- 
terhead brings full details. 


The 
W. H. Gunlocke 
Chair Company 


WAYLAND 
N. ¥. 





No. 894 a 











Kansas City, Mo.—J. B. F. Amos is now a special representa- 
tive here for The Todd Company. He had been cennected with 
the Omaha branch. 

Newark, N. J.—W. R. Rockhold, of the Addressograph Com- 
pany, has moved from 54 Clinton street to 287 Washington 
street. 

New York, N. Y.—G. W. Wark, vice president of The Na- 
tional Cash Register Company, sailed for Europe February 20 
on the S. S. “Aquitania.”’ 

New York, N. Y.—The Wilbur S. Pennington addressing and 
mailing service has leased approximately 9,600 square feet of 
space at 307-11 Sixth avenue. 

New York, N. Y¥Y.—The Metropolitan Dictating Machine Com- 
pany has located at 2 East Twenty-third street. It is operated 
by Oscar Rokeach, formerly with the Dictaphone Company. 

Omaha, Nebr.—H. M. Hollander, formerly at Scranton, Penna., 
for The Todd Company, is now branch manager here. 

Philadelphia, Penna.—Elizabeth Hildebrand, 1821 North Park 
avenue, trading as the Modern Multigraphing Company, has 
filed a cancellation of this firm name with the common pleas 
court. 

Philadelphia, Penna.—Mayer Shapiro and Arnold Freeman 
have filed notice in the common pleas court of the cancellation 
of the Star Multigraphing & Addressing Company, The title 
has been re-registered in the common pleas court by Anastasia 
F. Gravelle, 2722 North Twenty-third street, who will operate 
the Star Multigraphing & Addressing Company at 122 South 
Thirteenth street. 

San Francisco, Calif.—R. W. Ellis has opened an office in the 
Underwood building. He will be distributing agent for the 
Insto electric time stamp and electrically operated dating 
stamps. These are manufactured by the Automatic Electric 
Machine Company, Oakland, Calif The office is arranging 
for agencies in foreign territory, beginning with Central and 
South America. 

San Francisco, Calif.—Ernest Wallace, who took over the 
representation of the Acme Staple Company, Camden, N. J 
during his recent trip East, returned from a successful trip in 
the southern part of the state in time to take part in the greet- 
ing card displays at the Palace Hotel which began February 1. 
He is now about ready to make the northern part of the 
Pacific coast with his several lines. 

Wichita, Kans.—G. C. Wellington has been placed in charge 
of the local office of The American Multigraph Sales Company 
He had been a salesman with the Kansas City force prior to 
this promotion. 

Government Examination for Under Clerk Typist. 

The United States Civil Service Commission will receive ap- 
plications until March 29 for under clerk typist, to fill vacan- 
cies in the departmental service at Washington, D. C., and ir 
positions requiring similar qualifications. The duties are to 
perform typing work under direct supervision required of a 
junior typist, and in addition routine clerical work, such as 
sorting and filing, indexing papers, routing and dispatching 
mail, verifying lists, keeping simple records, or performing 
other clerical duties similar to those assigned to an under clerk 

The entrance salary is $1,440 a year, subject to advance 
without change in assignment up to $1,500 a year. Further 
advance may be made in accordance with the regulations. “om- 
petitors will be rated on spelling, penmanship, clerical tests, 
arithmetic and copying from plain copy 


(Furniture—Continued from Page 193.) 
greater. A branch has been opened at 15 West Forty-fifth 
street. Mr. McKenna has withdrawn from the business. 

New York, N. Y.—R. Orthwine has established his show 
room and warehouse at 344 West Thirty-fourth street. He 
carries a complete line of Invincible steel files and filing sup- 
plies, also desks and chairs. The Invincible Metal Furniture 
Company is supplying dealers in New York and vicinity from 
this warehouse. 

Oklahoma City, Okla.—The Western Bank & Office Supply 
Company has opened a modern store at 205-09 West First street. 
A three story building is occupied. 

Oklahoma City, Okla.—The Collins Stationery Company has 
been established to conduct a manufacturing stationery busi- 
ness, including bank and office equipment. D. W. Collins, the 
president of the new company, was one of the organizers of 
the Western Bank Supply Company and president of the corpo- 
ration fifteen years. 

Orlando, Fla.—Carpers Book Store has established a commer- 
cial furniture department at 21 West Pine street. The company 
has been in the book and stationery business a number of years 

Piqua, Ohio.—The Art Metal Construction Company has ap- 
pointed the Piqua Office Supply Company a local agent. 


(Continued on page 205.) 
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Advance Paper Boxes 
in Stationery Stores 


You will find a ready sale for our goods in your store, 
Every item is durably built for a long life of service. We 
eee all sorts of card and fibre board stationers’ 
specialties: 


arren Transfer Cases Card Index Trays 
Card Index Storage Cases Stationery Cabinets 
Pigeon Hole Boxes Document Storage Cases 
d Filing Boxes Transfer Cases 
(cloth or paper covered) (Invoice, letter and Cap 


z Sizes) 
Carbon Paper Boxes 
Check the list and let us replenish your stock of these 
goods. We shali be glad to send you catalog and full 
particulars. 


Advance Paper Box Co. 
2727 Franklin Avenue ST. LOUIS, MO. 





MONEY 


or the appearance of it always has its at- 
tractions for the investor. It is likewise 
axiomatic that the production of securities 
should be surrounded with the same safe- 
guards that surround the production of cur- 
rency. Cheaper production of high class se- 
curities of this type is made possible by the 
use of “K. B.” Blanks, a series of blank 
forms printed from steel engraved plates in 
banknote style after the same manner in 
which United States Bank Notes are pro- 
duced. These forms when overprinted have 
the appearance of high grade securities and 
a currency look and feel about them that 
is irresistible to the dealer and the investor, 
hence an unusually good source of profit for 
the printer. Numerous designs in six colors 
cover an infinite variety of financial and 
commercial requirements. 
SAMPLES ON REQUEST 








KIHN BROTHERS, BANK NOTE ENGRAVERS 
205-209 WEST 19th STREET 
NEW YORK CITY 


























Priced for Ouick Turnover 


A quartered oak, mahogany or walnut desk 
at a price that will enable you to meet com- 
petition successfully. The Winnebago No. A460 
F will help you build a volume desk business. 
Its price insures rapid sale. 

All exteriors of the No. A460 F are of selected 
quartered white oak, genuine mahogany or 
walnut, beautifully figured. The five-ply, built- 
up top is 1-34” thick. The drawers are made 
of seasoned hardwood, dovetailed front and 
back. The right-hand pedestal has a double 
drawer at the bottom. These desks have a dull 
rubbed top, the balance being in a wax finish, 
dull to match. 

Write us now! Further information will be 
of value to you. 


| WIRSEBAGO FURNITURE MFG. CO. 


Fond du Lac, Wisconsin 











CONFIDENTIAL WHOLESALE 


PRICE LIST No. 225 





The most complete — the most 
comprehensive wholesale price 
list ever issued on 


TYPEWRITERS 
ADDING MACHINES 
CALCULATING MACHINES 


All Makes 
NEW—USED—REBUILT 


Even if you buy elsewhere let 
the Reliable price list be your 
guide. 


It is truly a criterion of whole- 
sale values. 


PELIABLE 


Typewriter Adding Machine Corp 
"All That the Name Implies"’ 


170 W. Washington Street, Chicago, Hil. 





Cable Address: ‘‘RELIABLE” 
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You need not carry 
a large stock to 
have quality lamps 
at quantity prices. 


Aladdin Lamps are as- 
sorted at “Standard 
Package” price so that 
you can display a range of col- 
ors and designs with minimum 
investment. WRITE for your 
catalog of this well-known and widely ac- 
cepted line. 


Aladdin Lamp No. 74 


Verde Green, Pompeian Bronze or Statuary 
Bronze with metal shade. A very popular 
number due to its adaptability in the office, 
study and home. 


A sample at $2.16 net; quantity price in lots of 









12, $1.80. Packed in_ individual 
cartons. 

ALADDIN MFG. CO. 
609 East 18th St. Muncie, Ind 


ALADDIN 


&.. LAMPS -w. 


ie No STAIN 


Removes Ink.lodine, Fruit,and other Stains. 


FASTER-SURER-BETTER 


ARE YOU ACQUAINTED WITH *D 
THE ENTIRE ERADO FAMILY ® 


Write for our New Catalog of CARDINELL Products 













Single Fluid 
» Eradicator 


"Harmless 





S THE NEW 
¢, (joe pe- 2 


Saufuo = POCKET ERADICATOR sb, Q) 
“=o Retails at 50c “” 

“|S Refill Vials at 15¢ [ 
_ Aa Jumbo EradoVialsat25< {~~ 





wee 


aor 








INKe St Also Complete Ine Sy 

,.  Erado Fountain Pen = ; sy 

ae Self-Filler, with Vial of uty - THE NEW 
most = Eradoin Special Small niov' = 5¢¢ ERADOPEN 
= — No. 300, Small, Retail $3.00 <== | | On Display Cards 
\— <> No. 500, Large, Retail $5.00 \ & of 1 Dozen 


INKOUT MFG. CO., Inc. New 'lersev 











WESTERN DESKS 





For 
Uniformity in Construction 


For 
Uniformity as to Service 


Details and Catalog Upon 
Request 





Western Furniture Company 
Blair Ave. and Palm St. St. Louis, Mo. 


WESTERN 
DESKS 














You sell more Filing Cabinets when 
you show the Goods and mark the 
price. 





























Always your 
customer wants 
to see what 
value he is get- 
ting and how it 
compares. with 
the price. Show 
him this Bent- 
son cabinet, 
quote the cost 
and you will 
be sure to im- 
press him with 
the favorable 
comparison. 


Let us send you 
our illustrated 
folder detailing 
its features. 


Write today. 


New York 
Representative: 
JOSEPH WALLACE 
941 Leggett Ave. 


Chicago Supply House 
Stationers Wholesale Supply Co. 
160 North Wells Street 


The Bentson Manufacturing Co. 
AURORA ILLINOIS 
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STAMPS - STENCILS - SEALS 
. = —— 


field representative of the Inter- 
Association, called on the local 

















Chicago, II!.—‘‘Jim’’ Corbett, 
national Stamp Manufacturers 
trade in February. 

Chicago, !!!.—The Safford Stamp & Seal Company enjoyed its 
most prosperous January in several years. February made 
promise of showing excellent returns. 

Chicago, II!|.—M. W. Phillips, president of the American Num- 
bering Machine Company, visited the Chicago branch in Feb- 
ruary during the course of a trip which included Ohio points. 

Chicago, IIl—A. C. Davenport, president of the Davenport- 
Taylor Company, journeyed to Florida in February. Accom- 
panied by his wife he visited Miami, Tampa, Jacksonville and 
other cities, combining business with recreation. 

Chicago, Ili—When the Meyer & Wenthe staff was coming 
to work one morning late in January they found Jefferson street 
full of fire apparatus pumping furiously. They had visions of 
damage to their plant. Fortunately, the fire was across the 
alley, and the Meyer & Wenthe business was uninjured. The 
building sufficiently close to the fire that the firemen 
worked from one window in playing on the flames. 


was 


Nomenclature ser Exporters. 


American division, Bureau of Foreign and Domes— 
tic Commerce, has mimeographed a compilation, ‘“‘Some Span- 
ish and Portuguese Correspondence Terms and Abbreviations.’”’ 
This is Special Circular No. 185 of the Latin American division, 
and may be had upon application, addressed to the division at 
Washington, D. C. The conventional terms and abbreviations 
are arranged in three columns for convenience in reference. 


The Latin 


(Furniture—Continued from Page 202.) 

Portiand, Ore.—The office equipment department of the Irwin- 
Hodson Company, 391 Stark street, has been merged with the 
stationery stocks in the new store in the Fine Arts building. 
The stationery store has been located at 387 Washington street. 

Providence, R. 1.—E. L. Morris has moved from 36 Custom 
House street to 62 Weybosset street. 

Rochester, N. Y.—The Rochester Stationery Company, 108 
Mill street, has added office furniture to its lines. The products 
handled include “Lincoln” desks, Stow-Davis desks, B. L. 


Marble chairs, Van Dorn steel office equipment, etc. 
Rochester, N. Y.—David W. Duffield has been appointed di- 
rector of the school service department of the Yawman and 


Manufacturing Company. He succeeds Miss Estelle B. 
who has resigned and will spend some time in Europe. 
Colonial Desk Company, 2501 Ninth street, 
manufacture, buy and sell furniture; 
incorporators—F. A. Noling, P. W. 


Erbe 
Hunter, 

Rockford, ili.—The 
has been chartered to 
capital stock, 250,000: 
Lundell and Frank Johnson. 

St. Petersburg, Fla.—The 
Company has established a new 
known as The Office Outfitters. 
and supplies is carried. P. K. 
office He had been with Brockmann & Company, 
N. C., previously. 

San Francisco, 
Cary Safe Company, 
The office reports the new year starting out well. 
a large local stock for quick distribution. 

San Francisco, Calif.—The F. W. Wentworth Company, of 
Los Angeles and San Francisco, extensive dealers in office fur- 
niture and supplies, have just finished a sales contest of more 
than usual interest and success. Prizes were offered for all 
who passed a certain amount. The lead went to A. N. Searles, 
of the Los Angeles office. Jt isn't all wind at Los Angeles, at 
least wind is important to a good runner as well as a good 
salesman, so Los Angeles also took the second place, which 
went to F. Shields. 3ut San Francisco was in the running, for 
J. A. Rex and J. A. Murphy went under the line in time to get 
in on a free dinner. The San Francisco office entertained its 
winners at the States restaurant, while the Los Angeles office 
did similar honors in the south at one of the leading cafes.— 
B. R. Lindgren is now conducting a salesman’s training class 
at the San Francisco office of the Wentworth company. 

Seattle, Wash.—The Kardex Rand Sales Corporation has been 
authorized by the commonwealth to transact business in Oregon. 

Seattle, Wash.—H. S. Wintermute & Company has opened 
offices in the L. C. Smith building. This company is representa- 

(Continued on Page 206.) 


Pinellas Printing & Stationery 
store at 706 Central avenue, 
A full line of office furniture 

Smith is manager of the new 

Charlotte, 


B. Richardson, manager for The 
has been making a business trip to Seattle. 
They carry 








INDEX STAMP RACK 


The rubber stamp is used ex- 
tensively in all large modern busi- 
ness establishments, especially in 
banks, to save time and facilitate 
handling of a mass of detail. With- 
out an adequate filing arrangement 
much time is lost in searching for 
the right stamp—thus defeating its 
purpose. 

The Bankers’ Index Stamp Rack 
keeps all the stamps in order and in 
plain sight—ready for instant use. 


The illustration shows only one 
model. It is made in five capacities. 
Write for detailed information. 


Manufactured by 


LOUIS MELIND CO. 
362 W. ChicagoAve. CHICAGO, ILL. 


We are manufacturers to the trade of Rubber Stamps, 
Stencils and Automatic Numbering Machines. 

















Seals, : 
Made to order. Write for general catalog. 
\ } 








POCKET NOTARY 


ALL STEEL DESKS 


SEALS 

















FOR THE STATIONERY TRADE 





CAST BRONZE DESK SIGNS 





CASHIER LOANS 
PRIVATE ino = OFFICE 
re. NOTARY PUBLIC 


ALSO ENGRAVED BRASS SIGNS 





WE ARE WESTERN AGENTS FOR 


AJAX - FOLLET - AUTOMATIC 
TIME STAMPS 





WE MANUFACTURE 


STENCILS-RUBBER STAMPS 
BADGES-TOOL & TIME CHECKS 





AMERICAN SEAL & STAMP CO. 


120 So. CLARK STREET 
CHICAGO, ILL. 











WAX SEALS ALL KINDS OF CAR SEALS 
NUMBERING 
Bonn? MACHINES 
REPAIRED 
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4 WEBCO PRODUCT 


TRADE MARK 





Original and Best 
lye se 


Cleans your type | No type brushing 
Cleans your platens | No picking out of 
Cleans metal parts | particles from type 


Dissolves grease and cleans spots 
tom your desk 


WHEN TRADE Bh MAR. APPEARS 


DIRT OISAPPEARS 
MANUFACTURED BY 


The FS. Webster Company Inc. 
BOSTON 
MAKERS OF 


MULTI-KOPY Carbon Papers 
STAR-BRAND Typewriter Ribbons 














RIBBONS AND CARBONS | 



































U.8 and Canadian Patents Allowed. 
Other Patents Applied For 


The Rotary Lettergraph 
Tinakes copes of typewitten 9 35 


or handwritten matter quickly, 
clearly, easily, and retails for just 


The ROTARY LETTERGRAPH is a small machine 
with the ability of a large one. It produces excellent copies 
rapidly and it is so simple that anyone can operate it almost at 
sight. In letter size it costs only $30, complete with supplies. It 
does high grade work producing form letters, office forms, quota- 
tions, notices, specifications, menus and a hundred-and-one other 
things which are handled to best advantage ona stencil duplicator. 


Dealers --- Specialty Men 


The low price of this remarkable machine opens a wide new field. Offices, public 
secretaries and everyone else using duplicate letters or 
office forms are prospects. Introduce it in your community and you will be 
well repaid for your efforts. The discount is very liberal to dealers. 


The HEYER Duplicator Co., Inc. 


ESTABLISHED 1903 
18 and 20 South Wells Street Chicago 


Other Heyer Quality Products: 
THE ere DUPLICATOR—Price, ‘yw and up 


THE RAPH—Price $1.50 
REFILLING COMPOSITION—Put up 1, 24, 5 “Sand 10 Ib. cans 














Chicago, tlil.—W. H. Prickett, of The Ault & Wiborg Com- 
pany, has been appointed a member of the 1926 reception com- 
mittee by the Chicago Association of Commerce. 

Chicago, II!l.—The local sales staff of the Kee-Lox Manufac- 
turing Company profited greatly in the company’s annual dis- 
tribution of bonuses for sales production. 

Des Moines, lowa.—The Frey Manufacturing Company, Third 
street and University avenue, has moved into its new factory 

Detroit, Mich.—Charles K. Hellebush, general sales manager 
for the Kee-Lox Manufacturing Company, visited the Detroit 
branch in February during the course of a trip which included 
Cleveland and Toledo also. 

Los Angeles, Calif.—The Frankel Carbon & Ribbon Company, 
426 South Spring street, has added office supplies and station- 
ery to its lines. 

Los Angeles, Calif.—-The Vick-Far Company, San Fernando 
building, is now occupying offices twice the size of the former 
headquarters. <A large increase of business in 1925 necessitated 
additional space.—Wm. Drill has joined the company’s whole- 
sale sales staff; he had been formerly with the Morton Salt 
Company, a star salesman. 

Milwaukee, Wis.—Donald M. Downs, district manager for the 
Caxton Laboratories, has established a local office at 412 Loan 
& Trust building. Sales and service are in charge of George S. 
Hunter who had been with H. Niedecken & Company. 

New York, N. Y.—The Old Town Ribbon & Carbon Company 
has taken an additional floor, which now houses the shipping 
department. 

Portiand, Ore.—The P. D. Cunningham Company has stocked 
“Grand Prize’’ carbon paper, made by the Pacific Carbon & 
Ribbon Company, 1451 Harrison street, San Francisco, Calif 

Rochester, N. Y.—George R. Steele, export manager, Kee-Lox 
Manufacturing Company, sailed in February on a four-month 
tour of England and the continent 

San Francisco, Calif.—The Vick-Far Company, Los Angeles 
has opened a branch at 418 Monadnock building. Ray T. Conlan 
is in charge, serving northern California, Oregon and Wash- 
ington. Customers in those territories will now get better 
service in deliveries. 

San Francisco, Calif.—W. G. Huston, San Francisco manager 
for Mittag & Volger, Inc., with headquarters at 591 Mission 
street, announces that in the interest of better service for the 
Northwest it has put into operation the new office at 1006 
Terminal Sales building, Seattle. The manager is A. W. Stew- 
art, formerly salesman working out of the San Francisco office 
The new branch will cover Oregon, Washington, Idaho and 
Montana. 

Seattle, » Seattle Sales Book Company has leased 
space at 104-10 Cedar street. 

Seattle, Wash.—The Pratt Paper Company has undertaken 
the distribution of ‘“‘“Grand Prize’ typewriter ribbons and carbon 
paper. 

Seattle, Wash.—Mittag & Volger, Inc., has opened a loca! 
branch at 1006 Terminal Sales building. It is in charge of A. 
W. Stewart who had been a traveler from San Francisco branch 
before the present assignment. 





(Furniture—Continued from Page 205.) 

tive of The Berger Manufacturing Company in Oregon and 
Washington. 
*. M. Bogert has been appointed dis- 
trict manager by the Diamond State Fibre Company, making 
headquarters here. He covers the state of Connecticut. 

Stockton, Calif.—A line of steel office furniture has been 
added by Quinn's Book Store. The store's stocks were re- 
arranged to make space for these items, as well as some other 





lines. 

Syracuse, N. Y.—Sales of the products of the Art Metal Con- 
struction Company have been undertaken by the G. D. Kirtland 
Company. 

Syracuse, N. Y.—The Rothery Office Equipment Company has 
been chartered; capital stock, $15,000; incorporators—H. N 
Francis, C. Maxwell and G. English; Higbee & Malpass, charter 
representatives, Syracuse. 

West Palm Beach, Fla. 





The Northwood Office Equipment 


Company, conducted at 2032 North Poinsetta street by P. J 
McGuire, is growing rapidly. Among the lines represented are 
The Macey Company and the York Safe & Lock Company. 
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} Capacity Loads 





Republic transfer cases are built for 
capacity loads. Unusual strains do 
not weaken or cause the cases to be- 
come wobbly. Long, satisfactory serv- 
ice is thus assured. Only genuine red 
oak, thoroughly kiln dried, is used. 
The attractive finish, with bronze 
plated steel hardware and fibre rollers 
to make smooth operation give these 
cases a ready reception in any office. 
Letter, cap and bill sizes. Sold only 


to the trade; price lists to any reput- 7 Moving Time and 


able dealer on request. R l O “ O it 
3 : a Real Orpin ortunity 
; The Republic Box Co. March and April a m wey much activity 


1691-1709 Merwin St. Cleveland, Ohio among building managers, movers, etc., and they 





should be among office furniture dealers, as well. 
When the old furniture must be gotten out and 
moved around, its decrepit condition and the de- 
sirability of replacement is most obvious. 


Thus, Orpin sturdy quality and finished, inviting 
appearance has an added selling impetus. Fur- 
nished in plain oak, quartered oak and genuine 
mahogany, the line offers unusual value at medium 
price. We shall be glad to send full details to 
interested dealers. 


Orpin Desk Company 


121 Medford St. Charlestown, Mass. 














Office Chairs 
of Quality 











ADDING MACHIN E ROLLS 


Made from pure white 
SULPHITE BOND | i 


Sold in 
14th floor 


25°50-100 Roll Packages Section 1411 
and the HANDY HALF DOZEN American 


Furniture 
Mart 
Chicago 







No. 6666-2 


Width be- 
tween Arms 
19 inches 
Height of 
Back 16 
inches 


No. 6667-2P 


Perforated 
Leather Seat 
Over Cane 





Manufactured by 


Crocker Chair Company 


Sheboygan, Wisconsin 











YANKEE PAPER & SPECIALTY CO. Menasha Wis. 
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The “‘APSCO” Line of Pencil Sharpeners 


Chicago 
Giant 
* Junior 


Wizard 
x Dexter 
* Dandy 
Climax 
and 
U.S. 
Automatic 


The “JUNIOR” 


For Pencils of all sizes—one of the “‘higher 
type’ Pencil Sharpeners 


¥It pays to sell these ‘“‘STARS”’ 
of the APSCO Line — more 
satisfaction to the consumer 
— more profit to the dealer. 





The “Chicago” and The “Giant” 
are the most satisfactory Low Price 
pencil sharpeners made. 


Automatic Pencil Sharpener Co. 
58 East Washington Street 
Chicago, Ill. 








| 
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Just the Cutter for the Busy Office 


Engineers, draftsmen, sign-writers, advertising en—in 
fact the entire organization of any plant will find the 1 Boston 


Cutter a most efficient and practical appliance. 


The ‘‘Boston’’ Card Cutter No. 36-B 


Cuts and trims office forms, factory forms, legal forma, 

cial forms, photographs, cardboard, asbestos, insulation, 
thin leather, rubber, fabric, advertising layouts, etc., quickly 
and accurately. Furnished complete with adjustable front, 
side and back gages of steel. The knives are of a high- 
grade tool steel, the table is of mahogany and the frame is 
of iron. Cuts any length. Mounted on specially constructed 
— which makes it easy to move from one place 
© another. 


A full line of Cutters and Tabiecting Presses. 
Dealers Wanted. 


Golding Press Division 
American Type Founders Co. 


FRANKLIN, MASS. 

















Successful Specialty Selling 
Means Good Profits to You 
Mr. Dealer 





Mun-Kee Pads have proved themselves to be a 
high-grade office specialty which gives com- 
plete satisfaction to its users—at a low cost. 


Get in line for 1926 profits by stocking and 
recommending Mun-Kee Silent Stamp Pads 
and Inks. 


Send for details now 


Mun-Kee Products Corp. 


Newark, N. J. 























Large i Standardize on 


Krantz Shock Absorbers 


The remarkable improvement in typewriter operation 
through the use of Krantz Shock Absorbers has induced 
many managers of large offices to equip all their machines 
with this valuable device. Abating noise and jar, the Krantz 
Shock Absorber conserves operator’s strength, keeps machine 


longer in service and cuts down repairs. 


THE DEALER’S OPPORTUNITY 


Demonstration usually results in sale; large installations 
are almost constantly bringing extra profits to some Krantz 
dealer. The Krantz Shock Absorber is adjustable—one model 
fits all makes; no complicated stock to keep. Write for 


our liberal proposition. 


Edward Krantz Products Co. 


3847 Lincoln Ave. Seaatt-+.: Ill, U. S. A. 
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STATIONERY 


Aibany, Ga.—The Lonsbury Book & Music Company has 
moved to 168 East Washington street. The company had been 
located over twenty-five years in the building at 203 Broad 
street. In the old building they left a huge iron safe built by 
Silas Herring, New Yerk, which had been there over sixty 
years. It was left there because it was too heavy to move. 
The old safe is quite a curiosity. 

Attica, Ind.—The Ledger-Tribune has organized an office 
supplies department, in charge of Mrs. E. L. Ray. 

Chicago, ltll._—R. A. MacDougall, manager here for Whiting 
& Cook, Inc., made a trip to the mill at Holyoke, Mass., in 
February. 

Chicago, lil.—The Kellogg Switchboard & Supply Company 
has appointed A. D. Boall advertising manager, succeeding 
Edward I. Pratt. 

Chicago, Iill.—The Graver Stationery Company, Inc., has 
moved from 372 West Adams street to the Bailey building, 529 
South Franklin street. 

Chicago, lll.—H. O. Bliven, of the Stationery Manufacturing 
Company, is a member of the 1926 reception committee of the 
Chicago Association of Commerce. 

Chicago, I!l—Ogden T. McClurg, president of A. C. McClurg 
& Company, is chairman of the 1926 army and navy committee 
of the Chicago Association of Commerce. 

Chicago, tll—H. P. Seymour and his wife enjoyed a trip East 
in February. visiting New York and Boston. At the latter 
city Mr. Seymour attended the stationers’ dinner. 

Chicago, IIl—M. M. Ranstead, formerly a member of Just & 
Ranstead, has established M. M. Ranstead & Company, 166 
West Adams street. A general line of commercial stationery 
and furniture is handled. 

Chicago, !Il._—L. S. James, manager here for the Quality Park 
Envelope Company (formerly the Northwestern Paper Goods 
Company) expects to have a new catalogue in March. The 
company has adopted the standard size of 6x9 inches for the 











new issue. 

Chicago, I!!1.—The Telefo-Desk Company, 1466 South Michigan 
avenue, prides itself on the service given to dealers on 1926 
calenders. Many of the dealers ordered too closely, and have 
found fill-ins necessary. These have been supplied, in all num- 
bers, from the Telefo-Desk stock. 

Chicago, tll—H. G. Horder and his wife returned in February 
from a five-weeks’ tour. They traveled going and coming via 
the Santa Fe, taking in Los Angeles, San Diego, San Francisco 
and other points. The trip was enjoyed very much, and both 
Mr. and Mrs. Horder were benefited by the change. ‘‘H. G.” 
drew a mean cold when he got back to Chicago, and is dis- 
posed to favor California as a residence. 

Chicago, t!l.—The Monarch Stationery Company, 182 West 
Washington street, has to move again. The building now oc- 
cupied is to be wrecked to make way for a new skyscraper. 
Before locating at 182 West Washington street the Monarch 
Stationery Company had been located on North LaSalle street, 
in the same block. Its former home had also been wrecked 
for a new skyscraper Mr. Johnson says he’s going to get a 
premium from the owner of the next building he occupies for 
his ability to stimulate the sale of real estate. 

Easton, Maine.—Willis A. McPherson has been reported bank- 
rupt; assets, $3,342; liabilities, $5,280. 

Hartford, Conn.—The stationery and news store conducted by 
the late Francis A. Randall, Park place, has been bought by 
Herbert F. Porter and Claude.A. Mills. Both had been in Mr 
Randall's employ. The store is, to be improved. 

Lafayette, Ind.—The L. A. Young Industries, Inc., has taken 
over the plant and good will of the Barbee Wire & Iron Works. 

Los Angeles, Calif.—Van Veizer Brothers have disposed of 
their stationery business, and are now concentrating on the 
printing line. 

Midway, St. Paul, Minn.—The Quality Park Envelope Com- 
pany has moved into its new factory. The change of name 
from Northwestern Paper Goods Company was signalized by 
the occupancy of a new plant, in which modern equipment 
conspires with daylight to produce the company’s extensive line. 

Mittineague, Mass.—The Strathmore Paper Company has ap- 
pointed Ebbert M. Hughes sales promotion manager. He suc- 
ceeds Fred E. May, who has been placed in charge of adver- 
tising. 

New York, N. Y¥Y.—Samuel Jacoff, 423 Lennox avenue, suffered 
a fire loss to stock and fixtures January 25. 


| Well Equipped Offices 
Need These Accessories 


Well equipped offices require a number of small 
articles to give a finished appearance. Specializing in 
these articles—costumers, small tables, ward ‘ 
etc., puts us in a position to supply them advanta- 
geously. Quick turning articles of low price but large 
volume produce a satisfactory profit. If you haven't 
catalog No. 4, which illustrates and describes the line, 
better write for a copy today. 


FURNAS FURNITURE CO. 
INDIANAPOLIS, IND. 





















































Now Amronlites 
With Decorated Shades 


TCHED or hand-painted adjust- 

able shades now add to Amronlite 
appeal. This lamp is designed to pro- 
duce a diffused, soft flood of light 
which will not cause eye-strain. There 
are thirty-two pleasing and different 
designs with plain or decorated shades 
from which to chose, which means 
that at a reasonable price, Amronlites 
have every reason to sell. Write for 
your catalog. 


Faries Manufacturing Company 
| Dept. H-3 Decatur, Ill. 


























re 





See 


Ne Me PENA ed oe re 








210 OFFICE APPLIANCES March, 1926 














Aigner’s Special 
yw oe Tabs 


There’s an Aigner Index Tab 
for every indexing need—for 
card records, guides, folders, 
price lists, catalogs, books, as 
well as for special require- 
ments. 


Just find out what your cus- 
tomers need and then put it 
up to us. Let them know the 





























great relief Aigner’s match- 
less time-saving Index Tabs 
will bring. Service like this means more friends, 
more sales, more profits— all without a large 
investment of stock. 


Get It From Aigner 


Our Service Department is maintained for your benefit—to 

co-operate with you in solving the indexing problems which 

your customers put up to you. May we offer some suggestions? 
Ask for our Index Specialty Catalog. “‘It’s Free’’ 


Sh AIGNER SCO eee: 


Gold Stampers for Stationers and Bookbinders q 
Indexes for Loose-Leaf Systems oO 

ie) Titles Labels for Law Work 

Aigner's Patent Cut Index Strips (2806 B) 

































“SOLO” STAMP PAD INK 


Our new black ink is a revelation. It is 
as black as printers’ ink. Will not fade 
or turn off color. 


A rubber stamp impression from a 
black “Solo” Pad cannot be distinguished 


from printed matter. 


We know you have been waiting for this. 
Peerless Carbon & Ribbon Mfg. Co., Inc. 


476-478 Broome Street, New York 











New York, N. Y.—Milton Schwartz, 2 John street, has been 
petitioned into bankruptcy; assets, $7,000; liabilities, $7,902. 

New York, N. Y.—Himebaugh & Brown, Inc., 4 East Forty- 
sixth street, have taken membership in the Merchants’ Asso- 
ciation of New York. 

New York, N. Y.—The Globe Ink & Mucilage Company, Inc., 
41-42 South street, suffered a fire loss February 13 to its stock 
machinery and fixtures. 

New York, N. Y.—The assets and good will of the Thaddeus 
Davids Ink Company, Inc., 95-97 Van Dam street, are to be 
sold at a receiver’s auction sale March l. 

New York, N. Y.—The Blanchard Stationery Company has 
been chartered; capital stock, $10,000; incorporators—F. Blan- 
chard, D. McElwain and J. Coverbeck; S. Kornbluth, charter 
representative, 198 Broadway. 

New York, N. Y.—The Atlas Stationery Corporation, 52-54 
Duane street, is now exclusive distributor for the “L. E. B.”’ 
filing clip, made by the Cushman & Denison Manufacturing 
Company. 

New York, N. Y.—The Atlas Stationery Corporation has leased 
the basement, first and second floors at 109-11 Leonard street, 
and five floors in 2-3 Benson place, adjoining. Nearly 25,000 
square feet of space is covered by the lease. 

New York, N. Y.—Sidney Ritter, 11 West Twenty-seventh 
street, has established a manufacturing stationer and printer 
business. He bought the Twenty-seventh street store of Jacob 
Landsburg. Mr. Ritter had been secretary-treasurer of the 
Gresham-Ritter Corporation, blank book manufacturer. 

North Adams, Mass.—Harley R. and Albert J. Hunt, trading 
as Hunt Bros., have been petitioned into involuntary bank- 
ruptcy. 

Oakland, Calif.—Anita Thompson, formerly with the Edgar 
H. Barber Company, Oakland, has opened an engraving and 
social stationery department in the Blake Gift Shop, 593 Fif- 
teenth street. 

Oakland, Calif.—The E. H. Barber Stationery Company has 
added to its staff Amos G. Kramer, formerly of the Art & En- 
graving Company of Oakland, and since conducting a plant at 
San Jose. Edgar I. Jess is temporarily in charge of the print- 
ing department. The Barber Company has also added a favor 
department, with a lady in charge who is an expert in manu- 
facturing her own wares. The department is proving a win- 
ner right from the start. 

Philadeiphia, Penna.—W. R. Eisenhans has been appointed 
district manager here by the Diamond State Fiber Company 
His offices are at 822 Drexel building. 

Philadelphia, Penna.—The C. E. Howe Addressing & Printing 
Corporation has been chartered; capital stock, $10,000; incor- 
porator, S. M. Feldenheimer, Wyncote. 

Philadelphia, Penna.—L. L. Lord has resigned from the ser- 
vice of S. S. Stafford, Inc. For the present he will reside at 
the Green hotel, Eighth and Chestnut streets. 

Portiand, Ore.—The A. W. Schmale Book & Stationery Com- 
pany. formerly at 290 Morrison street, is now located at 380 
Morrison street. This store had been occupied by the Tansing 
Book & Stationery Company, which assigned for the benefit 
of its creditors in December, 1925. 

St. Louis, Mo.—Guy E. Golterman, president of the Golter- 
man Printing & Stationery Company, 105 South Ninth street, 
has undertaken civic duties. He was elected vice president of 
the Business Men’s Association of South St. Louis. 

San Francisco, Calif.—Charles Wood has taken charge of the 
Ingrim-Rutledge Company stationery department, succeeding 
Charles Dixon. 

San Francisco, Calif.—Thomas W. Moore has added to his 
lines the ‘‘Komfort Kushins’’ manufactured by the Feather- 
edge Cushion Company, Chicago, III. 

San Francisco, Calif.—Robert B. Marsh is now retail man- 
ager for the Schwabacher-Frey Stationery Company, 735 Mis- 
sion street. He succeeds Lawrie Wilson, who has taken a 
traveling position for a manufacturer of household items. 

San Francisco, Calif.—Among the visitors of the stationery 
trade on occasion of the opening of the new Waterman build- 
ing were John Coe, Eugene, Oregon; George Hackett, of the 
Stationers’ Corporation, Los Angeles, and Stanley Hosmer, 
Santa Rosa. 

San Francisco, Calif.—Thomas W. Moore, representing a num- 
ber of well known stationery lines, while on his recent trip 
through the South part of the state, made arrangements to 
represent the Quality Pad & Novelty Company, Los Angeles, 
from Denver West. 


San Francisco, Calif.—G. E. McNulty, recently with The Wahl 
Company, has joined the A. L. Jones sales organization, 55 New 
Montgomery street, which covers the Pacific coast and Rocky 
Mountain states for a number of well known stationery and 
school supply lines. Mr. McNulty was formerly with Sanborn, 
Vail & Company, and has just returned from a pleasure trip 
to the Orient and the Philippines. 
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All Triner Scales 


of the computing type are being equipped 
to show the new rates of postage, in 
effect April 15, 1925. 


The new post office regulations show marked 
difference from the old, in certain classes of 
mail and users of the postal service will find it 
profitable to take full advantage of them. 


Stationers and Office Appliance Dealers owe it 
to their trade to be fully posted and stocked 
with up-to-date scales. 






Write for information 
TRINER SCALE & MFG. CO. 
2714 West 21st Street, Chicago 
Te TU Pf 
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For Safety’s Sake > 





Banks, insurance companies, in fact, any 
who require protection for valuable papers, 
documents, etc., find Amestyle Safety En- 
velopes fully adequate. Substantial busi- 
ness men demand dependable, strong filing 
and mailing containers. 

Highest grades of red rope, iron manila, 
kraft and cloth-lined papers, cut and 
folded to exact dimension and strongly 
glued, make possible the Amestyle. Se- 
curity of contents is assured. Every sta- 
tioner should offer such good quality; can 
vou afford not to? 

Write for price information. 


Ames Safety Envelope Co. 
55 Sudbury Street 
BOSTON, MASS. 
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Feature PRESTO 
Awomatc INK STANDS 


REAL FRIENDS are better than great riches—— 
one ought to remember them often with a 
letter. “Grapple them to thy soul with bands 
of steel,” said Shakespeare. 


Feature that thought in your display; tell them 
that PRESTO is always ready. Automatic 
closing, instant opening, it keeps ink fresh and 
clean. Write us for catalog and discounts. 


BACHRACH 
SPECIALTY CO. 


Manufacturers 
2275 Third Ave., New York, N. Y. 














Pronounced NO-STING 


PEERLESS 
PAPER CLIPS 





LIS LI 











——, 


No. 1 No. 3 





THEY HOLD LAY FLAT 
DO NOT PICK UP OTHER PAPERS 


Noesting Pin Ticket Co. 


INCORPORATED 


‘““MILLIONS DAILY”? 


Mount Vernon New York 
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No. 1 


Typewriter 
Stand 


for 
Sitting Position 






Tubular 
Construction Write for 
No Castings Used. Circular. 


Fowler-Manson-Sherman 
Cycle Mfg. Co. 


1445-1455 W. Austin Ave., CHICAGO, ILL. 




















JUMBO GEM 


%&' 





PERFECTION No. 50 


PERFECTION No. 70 


STANDARDIZE ON THE 


GENUINE GEM AND PERFECTION 


DESK MEMORANDUM CALENDARS 


Handsome Bases of heavy, cold rolled, pressed 
steel in black enamel, statuary bronze, nickel and 
brush brass finishes. Snap-in arches easily at- 
tached; no nuts, screws or levers. 


“The House of Service” 


| 3 = 


Stationers’ Glassware, Hardware and Specialties 


72 SPRING STREET NEW YORK 







































March, 1926 






SQUCGUUEUAUEOUEEOGEOUEUOSGAELGOOUAOOOOCOOUSOREDUGAOOEOOOOUUCCUEEOCEUREEOUETELE 
TSU RY RY RR SRG, 

Vip SIS TSYISGR GRU TISAI RIES 

es VRUN RY SYS 


~, 


WP 
CK 


Ss 


> 


4 
en 


S242 
SSS 


« 


y 
ei 
Qi 
« 
>» 


CARYN 
GNI 
~ 
SS 

SK 


YY 
Sy» 
Kk 
>>. 


y 


VARS 
SITS 
YY 


YieH fs 


Pegs 
4s GE Se 

r PY A> SS Le 
COSTE IT COTES 


Drip yyy: 
£S QE EES 
RY 
S 


. 
WA 

ev ZAS 

WY 


“ 
4S 


SS 
oN 


WI, 
VY 
UU 


4, 
WAS 
M, 

$; 


bi, ap 


49 $ 


2 oe 


YN 
“~~ 
VS 


fe KS F Che 
>> >>» Sy 
KR 
« Re : 
SESE 
SSO 
Xi Ke 
<< ul F 
yoy 
RE. 
UC CK 
Sp 4 . 
RUM rips Zeecepiecler. Re 
S 6 SE AES; fy Sy SN SASSO << 
RR Psy RIG AERE PRR. 
EE ING APIS 
SSS RNR ORR KKK 


<a KG 
The Smead Manufacturing Company 
t 


> Department C, HASTINGS, MINNESOTA, U. S. A. 
TOPDAEDEDODODAGROGOEEORGEOROROGEORGRERRORORODODEGEOROGOROOROROROREGNOROROOOOEE 


oes 


C ¥, r, g 4 


THE ESCO CHAIR CUSHION T 





—s 





WHY SELLS 


A comfort-giving convenience is always in demand. 
If, in addition, the convenience has a good appear- 
ance and maintains in service the quality indicated 
by its appearance, the easy sale of it is assured 
Esco cushions and pads have been enthusiastically 
accepted by office-workers because they are comfort- 
able, convenient and durable. It will be a pleasure 
to send you complete information, 


ECONOMY SEAT COMPANY 
1824 South Albert Street Chicago, Ill. 


**MAKES A WORK CHAIR A REST CHAIR” 











* 











March, 1926 


Springfield, Mass.—Fred W. Nash plans selling his stationery 
store and will spend the remainder of the winter in Florida. 
He has property in Claremont and may open a stationery store 
there. Mr. Nash has conducted the stationery store at 371 
Main street, Springfield, the past twenty years. 

Syracuse, N. Y.—The Miller Paper Company, Inc., has been 
chartered to manufacture paper, stationery and school sup- 
plies; capital stock, $250,000; Frank F. Miller, incorporator, 
Liverpool, N. Y. 

White Plains, N. Y.—The Vickerman Stationery Stores has 
been chartered; capital stock, $5,000; incorporators—W. H. 
Vickerman, E. J. McArdle and K. F. Kelly; F. J. Lamb, charter 
representative. 


Argentine Purchases of Writing Paper. 


Commerce Reports] In addition to the combined printing 
and writing paper, Argentina also imports considerable quan- 
tities of sulphite bonds, superfine writings, flat writings, linens 
and ledgers, and all kinds of correspondence papers. Note and 
letter paper for personal correspondence is chiefly of German 
and British manufacture. The fancy shapes, shades, and 
boxes of German and Italian papeteries make them very popu- 
lar in this market. Writing pads are used considerably by 
the middle classes and are made in large quantities by the 
local stationers from imported and domestic papers. 

Writing paper imports into Argentina averaged over 5,000 
metric tons annually during the past three years, amounting to 
5,053 tons in 1922, 5,602 tons in 1923, and 4,992 tons in 1924. 
Germany supplied fifty-two per cent of the total, followed by 
Sweden, the Netherlands, and the United Kingdom with seven 
per cent each, Norway with six per cent, and the United 
States with five per cent. 

Receipts of papeteries rose from fourteen tons in 1923 to 
twenty-three tons in 1924. Over seventy-one per cent of the 
1923 quantity came from Germany and fourteen per cent from 
Italy. 


—— "EK 
CATALOGUES 
GW 


Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 
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Manufacturer. 

Ditto, Inc., 125 West Austin avenue, Chicago, Ill., has pub- 
lished a brochure, ‘‘Cutting Costs with Ditto.” 

“What Is Required to Make the Retail Business of Today 
More Profitable and More Permanent?” is a booklet distributed 
by the W. A. Sheaffer Pen Company, Fort Madison, Iowa. It 
analyzes the factors to be considered, and lists ten reasons for 
many business failures 

The Woodstock Typewriter Company, Chicago, Ill., has pub- 
lished a leaflet reporting on a special investigation made by an 
efficiency organization. It describes the performance of the 
Woodstock “Electrite”’ in the office of one user. In addition to 
turning out fifty per cent more business correspondence, a big 
saving is shown in the production of Mimeograph stencils. 

From The Herring-Hall-Marvin Company, Cincinnati, Ohio, 
come twa new bulletins. One is devoted to burglar-proof chests, 
which are furnished as entities, or installed in fireproof safes. 
Included in these are types built to the specifications of the 
United States Post Office Department. One illustration showed 
a chest which has been attacked by burglars five different times 
—and never “cracked.’’ The other bulletin proclaims ‘‘How 
Thousands of Filling Stations Are Outwitting Burglars.’’ Har- 
veyized steel chests are furnished to leading oil distributors for 
this service 

From the L. D. Van Valkenburg Company, Holyoke, Mass., 
comes Catalogue No. 5, of pen, pencil and paper clips. The 
comprehensive line is fully described and illustrated, many of 
the pages in color. Clips for use as advertising specialties ar« 
shown. In addition to the pen clip lines with which stationers 
are familiar, the company makes clips for permanent attach- 
ment to fountain pens, the latter being supplied to manufac- 
turers, with tools for fastening the clips in place. The Van 
Valkenburg Company also undertakes the manufacture of special 
small stampings in quantity on a job shop basis. This work 
includes forming, hardening, polishing and nickel plating. 

Dealer. 

Trick & Murray, Seattle, Wash., have distributed a new 312- 
page catalogue to the country trade and to Alaska addresses 
This is the third catalogue the company has issued, the last 
having been distributed in 1916. The first catalogue contained 
sixty pages 

From The Pruitt Company, 117 North Market street, Chi- 
cago, Ill., comes a new pocket size catalogue of rebuilt office 
machines and supplies. This comprises the entire range of 
equipment—adding, addressing, stencil, gelatine and type du- 
plicating, folding, sealing and stamping, check writing, type- 
writers. Cabinets for machines requiring filing accessories are 
furnished also. 

Direct Mail—Manufacturer. 

The A. S. Gilman Company, Cleveland, Ohio, sent to the trade 
an announcement showing its facilities for the production of 
ledger sheets and binders for every type of binder in use. 

The Acme Card System Company, 116 South Michigan ave- 
nue, Chicago, Ill., mailed a blotter featuring the new Acme 
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Concentrate 


Push Office Accessories. Astonish- 
ing Are the Profits. Here Is 
a Good Number. 


In Oak, Mahogany and Walnut, can be used 
for twenty and one things. Have you our 
complete Catalogue of accessories? 


The Quigley Furniture Co. 
Whitesboro, N. Y. 


Suburb of Utica 




















This Chair is 
No. A-1456 \\\ 
5X Y-S-4G \) 





many 
styles 


The Last Word 
In Office Chairs 


The Heywood - Wakefield line 
covers every type of chair for 
every office use. Each one is 
built to a standard of excellence 
and salability established 100 
years ago. Any H-W warehouse 
will gladly give you details. 





Heywood -Wiakefield 


Baltimore, Maryland Los Angeles, California 








Boston 45, Mass. New York, N. Y. 

Buffalo, New York Philadelphia, Pa. 

Chicago, Illinois Portland, 

Kansas City, Missouri St. Louis, Missouri 
San Francisco, California 
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The Patent 
Opening 
Does It! 












ECLIPSE Pneumatic INK WELLS 


are made of 


ACID-PROOF MATERIAL 


That feature assures long life. In fact, any 
Eclipse Well that may prove defective at 
any time, regardless of how long you have 
had it, may be returned to your dealer or 
us and will be replaced with a new one free 
of charge. 

See the broad variety of hand- 

some styles at your stationer’s. 












Eclipse 3-Well Set 







General Eclipse Co. 
Dept. A 


DANIELSON, 
CONN. 
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Tell City Excellen 


From the oak forests of Indiana to the 
finished desks in our shipping room, the 
unusual Tell City Excellence is main- 
tained. Nowhere along the line is our vig- 
ilance relaxed; nowhere is the high stand- 
ard forgotten. From carefully selected 
trees comes the wood which, after rigid 
inspection, is dried in our own kilns. Per- 
fectly seasoned wood, modern improved 
machinery and skilled workmen combine 
to produce desks of undoubted utility, 
expressing in appearance and service the 
Tell City Excellence which has been built 
into every desk manufactured in our 
plant. May we send you our latest catalog? 


| TELL CITY DESK CO. 


TELL CITY, IND. 
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“RadioLog.”” This is a visible index in book form, listing 
broadcasting stations with call numbers. 

The industrial printing division of the Shakun Industrial Com- 
pany, 154 Nassau street, New York, N. Y., told its list about 
the facilities for producing perforated gummed shipping labels 
in roll form. 

A sparkling mail piece from The Wahl Company, 1800 Roscoe 
street, Chicago, Ill., featured the company’s advertising plans 
for the early months of 1926. Color was used lavishiy to 
brighten this mailing. 

A very striking, yet harmonious, mailing from the Strathmore 
Paper Company, Mittineague, Mass., tells ‘“‘How Industry Ad- 
vertises in Strathmore Town.” Some “hypothetical’’ specimens 
of effective advertising are shown. 

A mailing from the Kardex Institute 
service of the Institute, and cited an 
opinion on the stock market anticipated 
ment of Secretary Mellon by six weeks. 

A broadside from the W. A. Sheaffer Pen Company featured 
the advertising campaign back of the merchandising of Sheaffer 
“Lifetime’’ pen sets. Both newspaper and periodical adver-— 
tising will aid in bringing customers to the dealer. 

Branches of the Kee-Lox Manufacturing Company, Rochester 
N. Y., distribute to consumers a blotter presenting an analysis 
of the elements of correspondence cost, showing the minute 
part contributed by typewriter ribbons and carbon paper. 

The “Aladdin” loose leaf bookkeeping system was featured 
in a mailing from the National Blank Book Company. It was 
circulated in time to permit dealers to take advantage of the 


featured the bulletin 
instance in which an 
the published state- 


advertising campaign in a national weekly telling about the 
“Aladdin” system. 
From the Addressograph Company, 903 West Van Buren 


street, Chicago, Ill., comes a mailing telling ‘“‘How to Make 1926 
Your Best Year.’’ Successful executives were quoted on the 
policies to follow, and the machinery for solicitation was shown 
in text and picture. 

A mailing by the Boorum & Pease Company, 84 Hudson 
avenue, New York, N. featured the profits to be had in 


memorandum book sales. A folder accompanying it showed 


the company’s leaders in bound memos, account and address 
books, and specialties in the memo and price book line, loose 
leaf style. 

The durability of Elliott address plates was explained in a 


mailing—one of a complete series—sent by the Elliott Address- 
ing Machine Company. Each unit of the series brings out an 
important feature of the device; the series runs through twelve 
mailings. Other mailings elaborated on “Elliott Address Cards 
are Clean to Handle’; “Elliott Addressing Machines Print in 
Sight’; “Elliott Cards Never Jam in Machine’; “You Don’t 
Have to Feed Each Envelope Separately Into the Elliott Ad- 


dressing Machine’’; “Elliott Addressing Machines Always Print 
Clear, Neat Looking Addresses”; “‘Elliott Addressing Machines 
are Quiet in Operation.” 
Direct Mail—Dealer. 
From the Automatic Addressing Machine Company, Chicago, 


Ill., comes a mailing featuring the company’s facilities. It 
handles mailing compaigns complete, making up the mail lists 
for addressing machines and carries the entire operation to the 
post office. 

Accessory Advertising Matter. 

The Shipman-Ward Manufacturing Company, 
Ravenswood avenues, Chicago, Ill., offers dealers a 
mail folder for developing retail sales. 

The Steel Equipment Corporation, Avenel, N. J., has a stock of 
loose catalogue pages for the use of dealers. These are used to 
illustrate a sales proposition, and avoid the necessity of cutting 
pages of illustrations from bound catalogues for this purpose. 

A series of five new advertisements, each available in single 
and double column plates, is furnished to the dealers of the Art 
Metal Construction Company. The complete line of Art Metal 
desks, filing equipment and steel shelving can be advertised by 
dealers. 


Montrose and 
powerful 


The Wagemaker Company, Grand Rapids, Mich., has ready 
for dealers some new and attractive window and counter dis- 
play cards on the ‘“File-Fitting Trays.’’ These are the Wage- 


maker card trays for correspondence files, known heretofore as 
the “F. C.”’ trays. 

Shaw-Walker dealers have been provided with a new element 
of human interest for display purposes. He is the “skyscraper 
man,” garbed like a structural steel worker. He is a running 
mate for the ‘“‘jumping man’’ who has become a familiar figure 
in all Shaw-—Walker displays. Suitable cards are furnished 
with the ‘“‘skyscraper man” for use in window dressing. 

Price Revisions. 

A new price list covering Catalogue No. 24, dated February 
10, has been sent the trade by The Weis Manufacturing Com 
pany, Monroe, Mich. 
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HOUSE ORGANS 
. =F KI — 


Paragraphic reviews of current issues from 


the house organ field, classified for convenient 
reference. 

















Manufacturer. 

“Planning for 1926’ in the Faultless Bulletin (The Stationers 
Loose Leaf Company) visioned the present year in the light of 
its potential demand for quality merchandise. 

The Webster Way (F. S. Webster Company, Inc.) editorialized 
on service. There is no menial service. All is enobling, and the 
doing of trivial things for others fits one to do the world’s 
service, and to be served in return. 

Profit for Dealers (Shipman-Ward Manufacturing Company) 
announced details of a typewriter sales contest for dealers. This 
is a ‘“‘Paddle” contest, each paddle representing the sale of one 
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has a proposition for a live wire sales 
representative in each city and com- 
munity, which we will gladly explain 
to responsible inquirers. 


Our products are of very excellent 
quality and cover every requirement 
in ribbons and carbons and a very 
wide range of competitive conditions. 
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STORE: 108 N.DEARBORN ST. 





FACTORY:24 to 30 So. Jefferson St. 


CHICAGO 5 





























Paper Fastener 


—eliminates the use of un- No. 2 
| sightly and annoying pins, 

clips or staples. It utilizes a 

part of the papers to be fast- 


ened and binds them neatly 
securely. Two styles; 
information on request. 


and 

price 
THE 

Bump Paper Fastener Co. 


La Crosse, Wis. 


Eastern 
Representative : 
Seymour-Con- 
over Co., 350 
Broadway, 
N. Y. City 






















HUNTS PENS 


ROUND POINTED PENS 
SILVERINE PENS 
SPEEDBALL PENS 
SPRING PENCILCLIPS 
BULL DOG {LIPS 
DUAL USE CARD CLIPS 
PEN HOLDERS 
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F: SleeliAge 


FILING CASES 


A very high grade line 
of steel filing cases 
massively built and 
handsomely finished 
at attractive prices. 


Every drawer 
equipped with anti- 
noise-and-friction pro- 
gressive suspension. 


Built - to - Order 
Cases and Equip- 
ment of every de- 
scription. 





Corry- Jamestown Mfg. Corp. 


CORRY, PENNSYLVANIA 
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THE 


SUPERIOR FURNITURE CO. 





Formerly Grand Rapids Office Chair Co. 
MAKERS OF HIGH GRADE OFFICE CHAIRS 





No. 429% 





Catalog and price list on request 


SUPERIOR FURNITURE CO. 


37 LOGAN ST., S. W., GRAND RAPIDS, MICH. 
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SATELLITE 
Its SERVICE Sells 








Grand Rapids, Michigan 








LAMP BRACKET 


Will place light just where needed 





For the business man, physician, dentist, optician, 
draftsman, artist, or, in fact, anyone desiring well 
lighted work. 

A demonstration 
adjustments of the Burns Lamp Bracket. 
your trade with this serviceable appliance. 


practical 
Supply 


will show the many 


Ask for trade prices and data now 
State and 64th Streets, Chicago, U. S. A. 


Makers of Burns Telephone Brackets 
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machine. Merchandise prizes were awarded weekly, and grand 
prizes at the end of the contest. 

Methods and devices used in testing out carbon paper and 
typewriter ribbons were described in Typing Tips (The Miller- 
Bryant-Pierce Company). 

A rollicking feature of Weston’s Record (Byron Weston Com- 
pany) is the ‘“Almanack.’”’ This is done in colonial style, as far 
as format goes, but the text is highly up-to-date. Whimsical 
entries are provided for every day in the month. 

The Lyon Standard (Lyon Metallic Manufacturing Company) 
showed how lack of co-ordination between departments causes 
loss in business. There may be an actual money loss, but in- 
evitably there is loss of time, and possibly loss of prestige with 
the customer. 

The Monotype (Lanston Monotype Machine Company) dis- 
played specimen pages of representative American magazines 
composed and cast on the Monotype. Each specimen was 
identified by the Monotype font number for convenience in 
duplicating the effects secured. 

The January issue of Globe-Wernicke Doings (The Globe- 
Wernicke Company) was a “dealer help number.” It showed 
the various pieces for mail campaigns and window displays that 
are provided the company’s dealers, classified by the lines which 
they were designed to help sell. 

The Du-—Plex Postal Advisor (Du-Plex Onvelope Company) 
printed “‘Uncle Sam’s Policy in Mailing List Revision.’’ The 
post office assigns clerks, paid by the advertiser, to revise their 
mailing lists in various cities. Lists are brought up to date, 
with accurate addresses, and dead material weeded out. 

Helpful information for dealers who find it necessary to carry 
some office equipment jobs on the installment payment plan 
was given in The Macey Monthly (The Macey Company). A 
form of order blank for this class of business was suggested, 
with the recommendation that the dealer adapt it to the laws 
of his own commonwealth. 

“The Evolution of the Steel Desk’’ was told in Art Metal 
Service (Art Metal Construction Company). A desk of thirty- 
eight years ago was contrasted with the ‘De Luxe Executive” 
type of today. The contrast of appearances is striking—one 
who had used both kinds might add some remarks on the 
greater convenience, smoother operation and handsomer ap- 
pearance of today’s product. 

Association. 


How a card index box was the basis of a dramatic entertain-— 
ment was described in The File (The Filing Association of New 
York). The various acts and scenes has been rehearsed but 
not assembled. The card index box was the guide for the pro- 
ducer in planning the performance—and this was done within 
twenty-four hours of the curtain. 

Dealer. 

“When You Were Born” in Quality (Clarke & Courts) listed 
celebrities who were born in February, and by inference held 
out the same prospect for others who have a February birth-— 
day. 

The Fifth Wheel (Bradley & Scoville, Inc.) printed a spread 
advertising ‘“‘I-P’’ memo books as handy accouterments for the 
business man. The advantages of a loose leaf memo book were 
described temptingly. 

An effective filler in The Blank Book News (The Columbus 
Blank Book Manufacturing Company) might be adapted to 
other dealer publications: ‘7,500 Square Feet of Floor Space 
Devoted Exclusively to Office Furniture.” The filler elaborated 
on this theme and made many readers ‘‘furniture conscious.’’ 

Price appreciation is a hardship for most of us, but The 
Shepard Staff (The Henry O. Shepard Company) told the best 
hard luck tale. His domestic stock of anthracite cost $17.00 a 
ton when it crashed into his bin last fall. Now he’s burning 
$35.00 coal from the same lot, figured down to twenty cents per 
shovelful 

Internal. 

“They Laughed and Understood’ in the Strathmorean 
(Strathmore Paper Company) narrated incidents about Lincoln. 

The Dixonite (Joseph Dixon Crucible Company) narrates a 
thrilling episode of four Dixon men in Pittsburgh. They were 
debating which of two Pittsburgh restaurants at which to dine, 
and made a lucky pick. ’Tother restaurant was raided by the 
prohibition squad, and the Dixonites dined well and safely in 
the restaurant of their fortunate choice. 


Metal Office Furniture Exports 


United States exports of metal furniture by countries during 
December, 1925. By the Division of Statistics, Department of 
Commerce: 





Safety Other 
deposit office 
boxes, furni- Other 
vaults ture metal 
Filing cases. Safes. and and fix- furni- 
Countries No. No. lockers. tures. tures. 
Py) re 66 § 2,300 ... 5 ae 10 $ 745 - 
ea 51 2,723 1 $ 60 ion 3,263 $ 5 
Bulgaria ....... vr - 11 
Denmark ...... 63 233 58 
Pinland ........ 42 198 es 
France nenlawe 79 4,121 311 
OPEN occsece ee 2,567 213 
Greece + oak Staind 30 1 77 ine 872 
Irish Fr. St. ' one 123 
SU 6 & aris 3 alata 50 1,074 548 
Netherlands ... 40 236 481 
PN biacusae 0 4 con ee fi 191 1,798 
Poland & Danzig .. ae ‘xe es 30 
ag | re 2 ee pad ase TT’ 
OO — Eee 218 10,097 ... ae ee 3,977 1,210 
Sweden ........ 50 3,649 2 137 ee 597 424 
Switzerland .... 8 Lae wes hes - 354 83 
United Kingdom.1217 34,968 2 33 304 7,054 12,862 
Ch. sinehaes 115 4,403 141 10,893 1,312 4,703 13,612 
Br. Honduras — < oi 4 315 kat 123 416 
Costa Rica ..... 2 150 sh er oes 2,468 
Guatemala ..... 4 137 1 135 ae 3,415 
Honduras ...... alte ae 14 1,459 
Nicaragua ..... 2 53 18 904 1,068 
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NATIONAL DESKS 


SERIES FIFTY-SEVEN 








Persuasive appearance and quality make 
this new “National” Desk a winner for 
the office furniture dealer. Its quality is 
readily demonstrated and proven, and 
almost every detail of construction adds a 
feature of superiority. Furnished in ma- 
hogany and walnut, with concave beveled 
corners and distinguished by neatly 
turned legs, this series is a worthy rep- 
resentative of “National” construction. 
Let us send you full information of the line. 


National Desk Company 


HERKIMER, NEW YORK 
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SEEDY 

















% Display cards and sales helps 
are furnished dealers free. 
Write now for Folder 15. 


A Liberal 
Trial Offer 


OR the month of March, in order to 
help out the upswing of your spring 
sales, Sanymetal has an exceptionally 
generous trial offer to make to dealers 
who have never handled this Costumer. 
This is the original Sanymetal long-life, 
non-tipping, all-metal Costumer. The 
base is guaranteed to stay secure. Made 
in all desirable wood finishes. 
Write now for details on the special 
trial offer. 


Sonu motel 


Costumer 


The Sanymetal Products Co. 
1695 Urbana Rd. Cleveland, O 
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EUREKA 


The Old Reliable Sanitary 
Copying Cloth and Bath 


This standard equipment for the letter press copy 
method is of good repute with all users of that type 
equipment. Features of the EUREKA Bath include non- 
rusting metal construction, and an arrangement prevent- 
ing mustiness or mildew. EUREKA cloths are non-ravel- 
ing and treated so as to insure clear-cut, sharp copies 
and absolutely accurate results. Now supplied in new 
office green in addition to the standard aluminum finish. 


DON’T TURN DOWN ORDERS 


for these goods—just forward them to us; we'll fill them 
satisfactorily with neat profit to you and no trouble. 
Write for the EUREKA booklet. 


The EUREKA Blotter Bath Co. 


3732-34-36 South Wallace St., Chicago, U. S. A. 

















Wouldn't Your Rather Sell 
Typewriter Supplies of Uni- 
form High Quality? 


MEARLES 


CARBON PAPER 


A no-smear, clear copy carbon of 
remarkable durability, making rec- 
ords of unfading brilliance. 


WEAREBES] 


TYPEWRITER RIBBONS 


woven of tough, long - wearing 
threads and inked in all standard 
colors and degrees. 


Traveling representatives wanted. Let us 
send you specimens and price-list. Write 
for them and tell us about your territory 
and connections. 


Vacuo-Static Carbon Co. 


Rochester, New York 






































Safety Other 
deposit office 
boxes, furni- Other 


vaults ture metal 
Filing cases. Safes. and and fix- furni- 
Countries. No. No. lockers, tures. tures. 
Panama ....... 22 2,016 6 922 325 251 8,391 
Salvador ....... a aan 6 401 tie ate 3,719 
0 —E ery 663 30,176 59 3,304 865 5,166 17,336 
Newfid. & Lab.. 2 65 11 294 ; 176 148 
Bermuda ...... = Pag oe ae 33 392 
Barbados .... oe 2 111 
Jamaica ..... 5 258 3 200 : 3.639 
Trin. & Tob... ar re : 15 
Other Br. W. 
ee { EE me : : 578 
oO ae - 167 5,290 75 9,634 108 1.861 45,789 
Dom. Repub.. 19 894 11 513 157 104 7,561 
a a, Ms. « 1 nad oe e ; avs 98 
ll lr 12 .—l - 2 624 
Argentina . 37 Ee “wes ’ 9,500 1,994 7.738 
Bolivia .. ; 6 225 3 293 151 1,187 
re 63 4,280 : 3,858 > 166 
CRM 2-20. 80 3,509 oe 374 2,411 
Colombia 13 2,088 93 12,139 597 19,243 
Ecuador ... 1 47 1 168 ‘a 53 
nn casas 10 467 12 928 1,914 5,780 
Uruguay . 9 585... et 180 6,053 
Venezuela . 84 3,218 127 6,528 37 24 7,250 
Br. India . 23 1,288 oy 5 614 151 
| a 5 285 , 
Str. Settle... , ae re ‘ 849 
See cases. 51 1,860 6 570 1,311 9,628 
Java & Mad.. 30 1,151 23 1,504 0 1,237 
Other D. E. L.. — ; 298 
Fr. Indo-China. ne ore ee “43 979 
Hejaz, Arabia, etc “oe a : - 13 
Hongkong .... 2 160 9 656 1,350 85 
WOM accccccs 20 1,013 36 4.195 15,044 3,832 2.845 
Kwangtung ... BERRI Yo a ; 1,620 
Palest. & Syr... ... ad 2 500 : 2,189 
Philippine Is. .. 31 2,402 120 5,139 1,633 6,615 
EE 8 A S ; 
Australia .... 16 619 : ; 1,424 2,029 
Br. Oceania . 1  _—_ 25 
Fr. Oceania ... . ate ; : 182 
New Zealand . 56 2.660 . 589 1,591 
Other Oceania . ; ee 22 
Belgian Kongo hy ; ; tat 59 
me. Ww. Afr.... + ; 129 
me Oe wae... 11 429 1 260 3.812 1,571 
Canary Is. 3 140 1 50 
Ea oe 201 1,915 
Liberia ..... 2 ee 17 
Moroceo ...... hid 1 122 : pan 
Port. B. Afr..... 5 ae ; 321 24 
Other Port. Afr ms sat ; 267 
Total . ....3,933 $166,692 T78 $61,283 $20,312 $63,170 $219,725 
Shipments to Non-Contiguous Territories. 
Alaska. Hawaii Porto Rico 
Safes and vaults 
[number] ... 9 100 18 $ 2,881 12 $ 879 
Metal furniture 
[pounds] . 26,636 5,656 97,168 19,543 243,502 34,871 


Carbons, Ribbons and Filing Supplies Exports 


United States exports of carbon paper, typewriter ribbons 
filing folders, index cards and other office forms in December, 
1925. By the Division of Statistics, United States Department 
of Commerce: 

Filing 
folders, index 
ecards and 


other Carbon Typewriter 
office paper ribbons. 
Countries forms. Pounds Pounds. 

Austria .. rie LF 254 $ 331 603 $ 1,071 
meGnenmma «jj ww se dais 990 883 745 1,405 
| ree , wed ; “"F 36 63 
Czechoslovakia knee ~— 91 57 54 166 
Denmark .... : ; ‘i 282 241 306 459 
Esthonia .... 7 218 118 56 44 
Finland .... — ie 683 723 495 825 
France .... ‘ 305 255 172 1,736 4,530 
Germany .. rat nae > 743 640 545 669 
Greece .... bedi iar 165 y ; aa 
Hungary..... Hees vr 119 191 
So aedaes os 3 1,792 1,265 101 148 
0 eee ! pge Oe 159 148 236 344 
ee eee eee 35 637 583 424 753 
a ay re =? 136 69 90 50 46 
Poland and Danzig .... nee 178 254 335 858 
Portugal ae 27 106 150 27 19 
Ge ne me 102 76 63 111 
Se Regan 24 1,470 1,866 06 646 
Sweden ....... de Fae 800 1,355 97 128 
Switzerland ... ; 163 1,600 1,852 863 2,191 
Turkey in Europe . sas 290 179 77 128 
United Kingdom ....... 2,965 30,415 22,122 5,791 13,021 
», SP) Baa own 313 166 259 378 
<r coxses 7,338 4,374 3,603 6,983 
Guatemala ...... ane 52 57 56 128 345 
ng ba Sais al eae 2,368 265 265 65 188 
eee 947 60 73 pais Ian 
Panama ..... i ek aee a 349 679 539 12 29 
ED. <6 6 aad cone nee s 4a 126 alae we pees eats 
Sha 5.6.i6.5.4) 0.0 044.04 2,063 7,710 5,054 2,213 4,199 
Newfid. and Lab. ...... Wie 51 61 61 130 
IE fans dain 6:0. S06 0.0-00'8 25 aon ine na +e 
ES 60 Sa acne h 6 m0 ee 29 169 227 
i Ce i ccscesses 55 12 10 
Other Br. W. Ind........ s 50 88 


EY See raed aan isiawe cx ai 3,084 3,112 4,198 568 1,337 
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| tN 
66 9? 
mae" Werfect” | PRODUCTS 
| FOLLOW THE RED LINE R 
? | ‘“UPTODATE’’ CALENDAR 
A complete line ofall | : E 
loose leafdevices,and | j D 
also metal parts only, * an ri 
| 6| 27/28 
is now available. aE TE E 
Dealers who have not D 
that cancels past dates and refers to the present date simply 
received copies of our : > ae 
recent catalogs should a 
write us at once. EYE-LET-ER 
IT WORKS AUTOMATICALLY 
NICKEL FINISH, FORMED INTO 
Chicago Binder & File Co. WASTR — CANDO GURL — ie 
500-508 West 31st Street | CHICAGO, ILL. eterna 
HIGH GRADE PRINTING LOOSE LEAF DEVICES Write for Particulars 
er noone py — 491-493 ka New York 
S a J Broadway aE ee CORP. "N. y. 


























STEEL DIE ENGRAVED 


Business 
Motto Cards 


can be used to good advantage in your 
correspondence especially where quota- 
tions are being made. They are steel die 
engraved on a paneled card, size 3}x4} 
inches, and are enclosed in folded wed- 
ding tissue. We give below the wording 
of a few of the cards. 


Beware of the higher cost of the 
lower price. 

Cost is measured by the results 
obtained and in no other way. 
It’s what you get, not what you 
pay. 

Anybody can cut prices but it 
takes Brains to make a better 
article. 


We have samples and price list ; send for them. 


The American Embossing Co. 


Steel Die and Copper Plate Engraving 
and Printing in All its branches 


192-96 Seneca Street Buffalo, New York 























L 


Old Hampshire 
Typewriter Papers 


If you would like to see a sample book 
of a complete and worth while line of 
typewriter papers, write for the 


Old Hampshire Typewriter Book 


without delay. 


Two new medium-grade numbers have 
been added in five different weights as 
well as other changes made which we 
believe will be of interest to you and 
which keeps the Old Hampshire Line 
ever in the ranks of Quality and Pro- 
gressiveness. 


Write us for full information. 
will be glad to serve you. 


We 


FINE STATIONERY DEPARTMENT 


Bampshire Paper Co. 


South Badlep Falls, Mass. 




















ee 
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BOSTON 


PENCIL SHARPENER 








ted throughout. 
receptacle, $5.00. 









Model B is nickel-silver ers 
Removable transparent chip 





This de luxe sharpener is the autocrat of its kind. The 
adjustable thumb latch at top enables operator to insert 
and firmly hold any size pencils—either lead or color. 
Twin milling cutters do the work. Automatically stops 
cutting when pencil is properly pointed—no waste. Can 
be attached to horizontal or vertical surface. Durable, 
practical, economical, has a place in every office, home, 
studio, or class room. Can be obtained specially adapted 
to architects’ and engineers’ pencils. 

Model L—Black enamel, $1.00. 

Model KS — Black enamel stand, new 4-hole size 


, $1.50 
KA— 
~ Nickel stand, chip receptacle, universal 
C. HOWARD HUNT PEN CO. 
Camden J., U. S. A. 


Owners of BOSTON SPECIALTY CORPORATION 

























The Perfect Loose Leaf Ring 
The Morden Swivel Ring 

TS exceptional popularity of the Morden 

Swivel Ring is due to its strong, simple, 
smooth, efficient joint—a joint scientifically con- 
structed. As the name denotes, it is a swivel 
joint (an exclusive feature of Morden rings, all 
other rings being of the hinged style, opening 
with a pull). The swivel joint insures dependa- 
bility to remain closed, since it counteracts the 
pulling strain of sheets and covers. For the same 
reason the ring cannot be put out of commission 
by a side-wise strain. Since it has no enlarged 
joint the ring will not mar surfaces, nor become 
wedged in the holes of sheets, to tear them. The 
ring is beautifully finished; does not weaken 
under constant use; throws out no sharp pro- 
jections, when opened, to jag sheets; does not 
scratch or pinch fingers when manipulated. When 
closed, remains securely closed, yet is easily 
opened. The locking mechanism is as simple, 
smooth and secure as the joint. 


Ten sizes, } in. to 2 in. 
beral discount to the trade 


The Morden Manufacturing Corporation 
WATERBURY, CONNECTICUT 














THE NEW 


ATIAX 


TIME STAMP 


(Patented) 





Front View 
Showing Attrac- 
tive 


and Sturdy Con- 
struction. 


All metal with a SETH THOMAS CLOCK MOVE- 
MENT. Establishes a new standard in time stamp 
construction. The Clock Movement is so located as 
to make it impossible for the jar of stamping to 
affect its accuracy. The materials used in its con- 
struction and the workmanship are the best money 
can buy, insuring Durability, Service and Economy. 


Retail Price $40.00: 00 Era ni DEALERS—Send your order now. 


Engraving Extra a profit that satishes you 


Ajax Time S Stamp Co. 


136 Washington St. BOSTON, MASS., he! S. A. 


Eastern Representative: §. A. Sous & Co. Duane St., New 
ner Base Sask Co. OR. ‘hs Sen Leste 


Calloraia Resresesnatiog: Lea’ 
[Hineis Representative: Lohettione tne 3 Cet Chicago 








The Superior 


MULTIPOST 


STAMP AFFIXER and RECORDER 
SAVES STAMPS, TIME and MONEY 





GUARANTEE 


The MULTIPOST is 
guaranteed to the 
original purchaser 
for one year from 
date of purchase. 
During that time all 
repairs, irrespective 
of cause, will be 
made free of charge 
provided machine is 
delivered to the 
factory of The Mul- 
tipost Company at 
Rochester, N. Y., by 
parcel post or ex- 
press prepaid. 











The above explains WHY 
Stationers, Office Appli- 
ance Dealers and others 
who have occasion to sug- 
est such devices AL- 
AYS RECOMMEND 
THE MULTIPOST 
Stamp Affixer—IT SUP- 
PORTS THEIR REC- 
OMMENDATION. 


The Multipost Company 


Rochester, les 


N.Y. (ee ff 
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Filing 
folders, index 
cards and 





other Carbon Typewriter 
office paper. ribbons. 
Countries forms. Pounds. Pounds, 

Dom. Repub. ..... Bia cieded 603 306 220 37 80 
A A” ee eer 10 ian ae ace TS 
Eee eae ; - ae aaa 64 111 
Wey me GE GD. Bice ie vee ~_e ods “e 3 11 
PE. oc b:aevie eae. ¢a 185 12,144 5,535 1,081 4,102 
ee ere ee : is 100 211 re sai 
re eee 727 2,334 1,025 319 642 
NN Aaa as ie beast ol GT Kah on 644 909 751 806 1,401 
NN OC rere 872 2,283 1,914 1,340 2,649 
re ere , con 103 112 40 156 
Br. Guiana ...... rer eos 106 69 79 102 
Dutch Guiana ........ ; ied 40 25 10 18 
.. SPARS ere 184 390 631 261 708 
Dn ‘<casscwadese< 156 59 97 295 667 
Lo) Pee eee 607 306 369 107 261 
) aa re iota 3,239 2,295 1,609 2,403 
SRR eee ma 113 13 284 49 101 
Se Ss fs By terete ko see eat 153 107 ibe er 
CN 9:5 octiitee wed ae 205 1,707 1,350 304 609 
Se. so '. icn cg aeeen dees ‘= 10 27 ven Rae 
Java and Madura ..... : eae sae oes 74 78 
I Gk coc ae eb bwd ase apes 130 106 89 112 
CS ee . ie 23,597 15,126 299 517 
Philippine Is. ........ ; 551 2,889 1,349 80 175 
ee re exe 26 sé — vo rr 
0 ES 146 14,810 9,092 2,704 4,279 
New Zealand ....... = 290 1,392 1,136 470 1,020 
en Hn Knees we gacied ‘cn ade ae 1 3 
a SO See ; 79 829 610 259 401 
ee” Ee re ee hou 80 48 20 32 
LOS rer 254 238 150 rye on 
EEE se dinleesds0s ied me out 131 204 
, te SS SPS 30 oon bow eee ee 
Othe? Port. Alf. 2.0.2... — ar aed 20 25 
BE. tik skid ahcee ori ..$23,536 129,240 $90,855 30,423 $62,302 


Learning to Typewrite. 

The Gregg Publishing Company, 20 West Forty-seventh 
street, New York, N. Y., has published “Learning to Type- 
write,” by Dr. W. F. Book, professor of psychology, Indi- 
ana University. Price $2.80. 

The author believes that emphasis should be shifted from 
a discussion of methods of teaching and methods of instruc- 
tion to methods of learning. He holds that a series of books 
should be produced which will stress this more basic ap- 
proach to efficient methods of instruction. His thought is to 
determine the most economical and most efficient method of 
directing learners in any subject or course what they must 
do to acquire proficiency. To this end one fundamental 
type of human learning has been analyzed scientifically in 
this book. 

Part I, presents the general psychology of skill and the 
laws which govern its acquision in every field. 

Part II, gives the results of a detailed scientific analysis 
of a specific type of learning the processes involved in the 
learning of typewriting. These facts are set forth sepa- 
rately to demonstrate by concrete example how any in- 
stance of learning might be analyzed to obtain the facts that 
are needed to evolve the best means of directing students in 

Part III is based on these facts, and the specific role which 
the teacher plays in the most expeditious learning, setting 
forth in detail the exact kind and amount of direction that a 
teacher should give to his students to make their progress 
most economical and sure. 

The book should prove useful to teachers who desire to 
improve their own methods of instruction, and those fol- 
lowing special training courses making an intensive study 
of learning processes. Psychologists and those interested 
in the psychology of learning or the acquistion of skill will 
find the book interesting because most mental processes are 
involved when an animal or human being is engaged in 
learning. 

Dr. Book is well known to teachers of typewriting and to 
psychologists through his earlier publication, “The Psychol- 
ogy of Skill,’ which was published in 1904. This volume 
has been revised thoroughly and reprinted by The Gregg 
Publishing Company; price, $2.00. 


Promotions in Burroughs Service Organization. 
In recent weeks the Burroughs Adding Machine Com- 
pany, Detroit, Mich., has announced a number of promo- 





WRITE FOR THE 
N EW 
CUTLER Noein 


It is a beautiful new catalog that deserves 
a convenient place on your desk. It 
illustrates the strikingly original Cutler 
conceptions of the best in modern office 


furniture. 
The Cutler Line 


is now the most complete in the industry, 
embracing designs from the’ Banker’s 
DeLuxe Suite to the lower priced com- 
mercial desks at 

Prices you have always wanted 


Quality you have always had. 


Address Dept. F. 





CUTLER DESK CO. 


Raymond Bissell, Pres. 
Established 1824 BUFFALO, N. Y. 














Chicago Glass Desk Pad: Raised. 


Plate Glass Tops for Desks 


Plate Glass Tops are furnished in any size accord- 


ing to specifications, and with either square or bev- 
eled edges. The glass is approximately %” thick and 
highly polished, thus presenting a smooth, hard and 
even surface for writing. No modern office should be 
without the use of these tops. 


The Chicago Glass Desk Pad is indispensable to the 


busy office executive as it affords a place to keep 
memoranda, lists and other data in orderly arrangement 
under the glass, always visible for ready reference. 
Sizes: 18x24 and 20x36 inches. 


Plate Glass Letter Trays and Window Ventilators 


belong to our other specialties which we manu- 
facture for office use. They offer many advantag 
and our descriptive folder will furnish complete infor- 
mation as to sizes and prices. 


The Chicago Mirror & Art Glass Co. 
216-224 N. Clinton St. Chicago, Il. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


~eererererererrrrrrrerrrrrrrrrer,rTgTtjTjg Tt 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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“THE BEST IN A CLINCH’! 


= i) 


PAPER FASTENERS 


“MAKES ITS OWN STAPLES” 





Improved Medel D—Weight Two Peurds 
Metal Knob—Rubber Silence Posts—Nickel Plate Finish 


MODEL F (Weighs Nine Pounds) 
Capacity 2 to 40 Sheets 
Get Away From Old-Fashioned Methods !! 
Too Slow—Insecure—and Expensive !! 
We Make Power Machines (Electric Driven) 
For Heavy and Rapid Work 
SOLD BY STATIONERS AND STAMP DEALERS 
EVEREADY MFG. CO. of BOSTON 


General Sales Office: 50 Church Street, New York City 
SEND FOR NEW DESCRIPTIVE LITERATURE 
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tions in its domestic service organization. In many cases 
these advancements promote service chiefs to larger terri- 
tories. The following men, all graduates of the Burroughs 
mechanical service school, have been advanced: 

J. R. Ranney, formerly acting service chief at the Fort 
Smith, Ark., agency has been appointed service chief at 
Beaumont, Texas. He had served in the Muskogee, Tulsa 
and Fort Smith agencies. 

M. A. Farley is now service chief at the Greensboro, 
N. C., agency, as a result of his work there as acting chief 
since he graduated from the factory training course in Sep- 
tember. He joined the Burroughs staff in 1918. 

W. P. McCarthy, service chief at Utica, N. Y., since 
January, 1924, is now service chief at the Evansville, Ind., 
agency. He started with Burroughs at New York in 1917, 
and has since worked at the Reading, Penna., agency, the 
home office and the Honolulu, H. I., agency 

J. W. K. Cluff has been promoted from assistant inspec- 
tor at the Harrisburg, Penna., agency, to service chief of 
the Burroughs agency at Tampa, Fla. He began at the 
Burroughs factory in 1910; later he was transferred to serv- 
ice work, and since has had experience at a number of 
agencies. 

G. Y. Barrett, formerly service chief at Sioux [alls, S. 
Dak., has become service chief at Quincy, Ill. He joined 
the Burroughs organization in 1917 as a student. 

L. O. Collins has been made service chief of the agency 
at Lexington, Ky., advancing from assistant inspector at 
Louisville. He began with the company in 1913, and has 
had valuable experience in a number of Burroughs agencies. 

E. L. Conover is now service chief at Little Rock, Ark. 
He joined up in 1919, and was connected with agencies at 
Minneapolis, Minn., Cedar Rapids, Iowa, and Lexington, 
Ky. 

H. Compton becomes service chief at Oklahoma City, 
Okla., having transferred from like work at Little Rock, 
Ark. In 1910 he joined the Burroughs agency at St. 
Joseph, Mo., and has had experience in a number of 
agencies. 

D. M. Corwin was transferred from Oklahoma City to 
service chief of the agency at Dallas, Texas. He made his 
first connection with the company in 1913, and has worked 
at San Antonio, Texas, Austin, Texas, Joplin, Mo., Omaha, 
Nebr., Kansas City, Mo., and Oklahoma City, Okla. 

R. T. Eaton, service chief, moved from Dallas, Texas, to 
Houston. He has been working for the company since 
1915, and has held many positions of responsibility. 

J. J. Scanlon is the new service chief at Wilkes-Barre, 
Penna. He had been assistant inspector at Philadelphia, 
joining the company in 1905. 

R. L. Smith goes from Norfolk, Va., as service chief of 
the Indianapolis agency. His first Burroughs position was 
at the factory in 1917. 

R. J. Delier, former service chief at Indianapolis, has 
been attached to the Omaha agency as service chief. Prior 
to his work at Indianapolis, he was employed at the agency 
at Waterloo, Iowa. He has been with the company since 
1913. 

R. J. Shutts, service chief at Omaha, has been trans- 
ferred to the agency at Youngstown, Ohio. He has worked 
in many agencies, and his experience includes a term of 
service in the commercial inspection department at the 
factory. 

J. A. Hohn has gone from Youngstown, Ohio, to become 
service chief at Cincinnati. He began as a shipping clerk 
with the Pittsburgh agency in 1910, and shortly after began 
training for work in the service department. In June, 1913, 

he became an assistant inspector at the Johnstown, Penna., 
agency of the Burroughs Adding Machine Company. 











March, 1926 





BOOMERANG 


BOOMERANG — a con- 
venient chair pad—gets 
its name because it al- 
ways returns to its orig- 
inal position on the chair. 
Unlike many chair pads, 
you don’t have to adjust 
the Boomeiang every 
time you sit down 

The extra henvy, all-wool 
felt provides a durable, 
comfortable pad to 
cushion the hardest seat 
and protect clothing from 
wear and shine it is an 
all year sales producer. 
Dealers and agents should 
write for complete information and proposition. 


The Boomerang Chair Pad Co. 
P. O. Box 391 Passaic, N. J. 
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GUMMED CLOTH PATCHES 
FOR REINFORCING 
LOOSE LEAF SHEETS 
Put up in boxes of 100, Packed 1000 to the Carton 


MANUFACTURED BY 
CROWNOLO MEG. CO., 12 WEST 17th ST., N. Y, 











DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 
advantages and merits 
no other key possesses. 
You'll get MORE key 
business by selling 


The Master Key 


(No rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Inc. 
29 Columbus Place 
Brooklyn |. # 





The Clear Signal 
—No Delay Wertias wim 
Medearis fvoer Stamps 
Save your time i 
Prevent errors 






ae 






Stop losing val- 
uable time by mis- 
takes and hunting \ ~ 
the right stamp, as 
you do when you N AMP 
use the old-fash- / DEXED ST 
ioned “blind” rubber stamp. 

Put a stop to these time leaks in your office today. Clean 
out the wasteful ones and modernize with “Indexed.” 





Any stamp-maker can supply you—or write us. 
Medearis Moulding Co., Winston-Salem, N.C.,@& A. 














A. W. FABER Thin COLORED LEADS 


Red, Blue, Green, Purple, Yellow and Brown 
THE TRIUMPH OF EXPERT LEAD MAKERS 
No other lead in the 
world is like it. 


Into this brand is concen- 
trated the skill and ex- 
perience of the oldest 
lead mills in existence. 


ORIGINAL — DURABLE — UNIFORM 


Remember : Sufficiently firm to withstand writing pressure 


A. W. FABER, Inc., Newark, N. J. 


** Pencil Factories Established in 1761" 











MR. STATIONERY DEALER— 
Have you accepted our offer to send you one of 
our NEW COUNTER DISPLAY CARDS with 
WINDOW CARD, of 12 assorted widths, COIT’S 
LETTERING PENS, on 30 days’ trial? 
A STANDARD STATIONERY ITEM— 
Every merchant, real estate agent and school 
student can use them to make his own show cards in 


a neat and professional appearing manner. 


Sold by All Leading Stationery Jobbers 


THE BRIDGEPORT PEN CO. 
Bridgeport Conn., U. S&S. A. 








Itis important that those who sell office equipment 
shall have authentic knowledge of important changes 
and development in this field. 

Competent news of the industry spread regularly. 


OFFICE 
APPLIANCES 


The 230 page news and technical 
trade journal of office equipment 








A BUSINESS FORUM 


New things are being placed upon the market con- 
stantly and changes are made in older lines. Each 
month OFFICE APPLIANCES gives its readers de- 
scriptions of new things just ready for the market. It 
tells of new developments which affect the industry; 
important business shows and conventions are described 
and in various other ways the journal is made of im- 
mense benefit to subscribers the world over. 


Ask for a sample copy and see for yourself its merits. 


The Office Appliance Company, 417 S. Dearborn St., Chicago, U. S. A. 
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E The business public knows that type- Dealers know that these supplies are 

= writer ribbons and carbon paper can be an important part of their business 

= bought at many different prices. It is a ahs asad Saati the habit f 

= fact that the purchase of cheap supplies is ' , wre y : ies 

= a waste of money far greater than the in- depending upon uniform good quality at 

= voice amount. fair prices. 

: For thirty years, COBWEB and SATIN FINISH carbons and SATIN 
MULTUM FINISH and LD SEAL ribbons have given strong, permanent im- 

UL pressions; they are durable and dependably uniform. 

= IN PARVO 

= A. P. LITTLE, INC., Factory: Rochester, N. Y. 

= **Much in Little’’ 

= NEW YORK OFFICE—BIBLE HOUSE, ASTOR PLACE 

Fi WOMONTUUINOIOONYOLAUSNNASOTOOVOLNUNLONOASA NAAN IVLHO ALAA: OALVLSN4NLVONUNOUIOHUNVE! ONO LULYOAPFUAYPGAOOUHPOUNGAO GDA. 1 104 L0G SNOLOLDSADLUULLLUULNLULAi ULI ANWNLIODOULAONLUOOUSOOOLAOOU LUAU HVNLIVOULAAOGOIVEYENSNNSI SHON a 











‘*Hanging Up Things”’ in Millions of Homes 


pucn-pins f\ 
ort my \ Assortment 


BOEHNER IMPROVED 
Metal PUSH 
$ “8 of 150 


CARD HOLDER 








. “Style L’’ = 
ey y packets. 
uires no expensive per- Counter Great 
S"'becss. goer corte Display D 
pa, holds one card Cc bi emand. 
securely as well as a abinet Good Profits 


full case of cards. 
When a card is with- 








Grawn the others are 
not only held in place 
but are kept on the 
bottom of the holder. 


Furnished in twenty-eight different sizes; bound in imported 
morocco; metal parts highly nickel plated. 












In writing, please mention “Office Appliances.” Moor d, | 
. Push-Pins Push-less Hangers 
Improved Boehner Binder Co. PE ae Aww Sctentefeally Constracted for Strength 
142-144 Fox Street Aurora, Illinois For “Hanging Up Things’’ Without Marring Walls 






We manufacture Leather Novelties only and are not Engravers. 





——_—_——_—_==E=>= 














AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are 
making typewriting easier for thou- 
sands of users. Sales, both new and 
replacement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets, 
CICERO, ILLINOIS 









brush that 
thoroughly 
cleans all 


VICES, Typecieaning end 
made of stiff China Bristies, 
General cleaning end made of 
soft substantial Camel Hair. 

attractive colored display 
ecard with each order. Big profit to 
dealers. Write for interesting prices. 


ARTHUR W. HAHN Dept. A 


32 Years of Brush Manufacturing 
195-201 Lafayette Street, New Y: 


Abeve 
THE AZORA THE AZORA 


TWIRLER 
e RING (Cross-Section View) 
PAT. DECEMBER 21, 1916 





















































TRINER “Every Desk Needs a Dozen” 
ALL-STEEL ’ 
Counting and Receiving Room 


SCALES 


are giving the same efficient 
service as the well known 
Triner Parcel Post Scale used 
daily in 52,000 U. S. Post 
Offices. 






















Write us your Two Sizes 
requirements. 334” retails @ 50c per doz.—5 54" retails @ $1.50 per doz. 
TRINER SALES CO. Order a few dozen and see how every- 
53 W. Jackson Bivd. one in the office will want them 
Chicago, Illinois 
L. D. VAN VALKENBURG CO., Holyoke, Mass. 
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McGILL UTILITY PUNCH 








UST 


a WITH RENEWABLE DIE 


so Punch need not be thrown away when die wears out. 


1% inch reach. Made entirely of steel. 
Outwears 5 ordinary punches. 
Round holes only 4% 32. 3/16, % inch. 


McGill Metal Products Company 
128A N. Wells Street CHICAGO 








PATENTS 


Trademarks and Copyrights 


Difficult and rejected cases specially solicited. No 
misleading inducements made to secure business. 
Over 30 years’ active practice. Experienced, personal 


conscientious service. Write for terms. Book free. 
Specialty:—Typewriting and Adding Machines. Address 


E. G. SIGGERS 


Suite 33 N. U. Building 
Washington, D. C. 





Quick Sellers—Big Money Makers 


“Instant” Desk 


and * 
Handy Files 
Their pocket pages keep 
papers in order but instantly 
accessible, indexed A to Z, 1 to 


31, or specially classified by 
celluloid covered, removable in- 


dex tabs. 
dea Books 


with pasteless pocket pages for 
news clippings, striking advts., 
etc. The storehouse for val- 
uable ideas, instantly accessible. 
Albums for Every Purpose 
Autograph, Camera, Portrait, 
Postcard, Dise Record, Greeting 
Card, Memory, School Day Mem- 
ories. 
Scrap Books _ Games 
Double Dummy Bridge Boards 
Write for prices and special discounts. 


W. C, Horn, Bro. & Co. c%6 200 Sth Ave., New York 

















TIME STAMPS were never needed 
until TIME Acquired a Value. 


THOMPSON TIME STAMPS 
a ’ Record the hour and minute A. M. & 
Bed Phis P. M., firm name and character of the 
transaction—such as Received, Sent 










Out, Started, Finished, etc. 
MODEL A 
“Visible” Printing 
TIME STAMP 
Prints on top of 

the paper. 
Write for Folder No. § 


THE THOMPSON TIME STAMP CO., Inc. 
106 Church Street New York, N. Y. 






MODEL B MODEL A 











SILVER- 
ALLOY 


sPrciALists <p) PENS 


The Turner & Harrison Pen Mfg. Co., Inc. 
FALCON PEN WORKS PHILADELPHIA, PA. 
Mlastrated Catalog and New Discount List on Application 








STATIONERS SELL BRISTOW 
FOR EVERY DESK 


The model four is a 
convenience for every 
clerk; it clears the desk 
of baskets and trays 
and provides orderly 
and handy arrangement. 
Because it is adaptable 
for the needs of every 
clerk and _ correspond- 
ent, it can be sold in 
quantities with real 
profit. When you con- 
sider its usefulness, the 
price is very low. Write 
for circular and prices. 


STANLEY R. BRISTOW 


22-24 Central Ave. West Orange, N. J. 











Travelers’ Weekly 
Travelers’ Monthly 
Personal Expenses 
Radio Record 


Send for Samples 
Beach Publishing Co. 


750 Book Building 
DETROIT - MICH, 











The Winning re mmo 
CARDS 


when detached 
You have the “drop” on Wey : 
i “Ase _ 
your competitors when 


you offer business cards 
to your prospects in this 
attractive manner. 


For they can see the advan- 
tages of Wiggins Patent 
Scored Cards and Wearwell Lever Binder 
Cases at a glance and will never be content 
to carry loose cards again. 

Wearwell Cases hold the cards firmly 
and keep them always clean and fresh. As 


WIGGINS THE JOHN B. WIGGINS CO. 


. 1157 Fullerton Ave. 
Bocktorm CARDS 1s r copies GasBide., mI 











Stubs of cards held 
ly by lever binder in ease 
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One Hand Operates a 


Meilicke. 


Interest Calculators 


Time Calculators 

Pay Roll Calculatore 
Bonus Calculators 

Unit Basis Calculators 
Dozen Basis Calculators 


your business. Write now. 





The Other Writes 


STOP FIGURING 
End Mistakes — Double Speed with Precalculated Verified Answers 


Meilicke ready-made answers to routine problems, cut calculating time in half for Western 
Union, Western Electric and many other users. Any employee can use Meilicke Systems without 
training. There are no keys to punch, no levers to pull. Just turn the card and copy the answer. 


The Meilicke line consists of the following devices: 


Savings Bank Calculators 


The Dictaform for letters, paragraphs and all data. 


Meilicke Systems meet every need, and special Calculators can be supplied to meet any special 
requirements. Let us show you without obligation how Meilicke Systems can save money for 


AGENTS—SOME VALUABLE TERRITORIES ARE STILL OPEN. WRITE TODAY. 


MEILICKE SYSTEMS, INC. 


3471 North Clark Street 


Freight Calculators Discount Calculators 
Express Calculators Water Bill Extenders 
Lumber Calculators Electric Bill Extenders 
Coal Calculators Gas Bill Extenders 
Commercial Calculators Price Checkers 
Butter-fat Calculators Vertical Cataloging 
Yard Goods Calculators Phone Indexes 


CHICAGO 











ULRICH 


PLANFILING EQUIPMENT 
COMPANY 


ULRICH Visible Indexing System 

ULRICH Compression Guides 

ULRICH Index Clips for Rolled Drawings 

Planfile Folders for Filing Large Drawings 

1100 Line Folders for Small Drawings 

ULRICH Sorting Trays for Checks and Correspondence 


Special Guides and Folders Made-to-order 
Send Us Your Inquiry. 


ULRICH PLANFILING EQUIPMENT CO. 


JAMESTOWN, NEW YORK 








Nothing But 


GOLD PENS 


i gzoctiogs 


a 
= ~*~ © 


1@KT 


Buy your supply from experts. We make gold pens ex- 
clusively and can fill any requirement in that line with 
guaranteed satisfaction. We offer especial service to fountain 
pen manufacturers, and the imprint trade. Write us about 
your requirements. 


E. O. WEIGEL & SONS 


587 South Tenth St. _ Newark, N. J. 


























Made of Sheet Steel 


Nesting and interlocking—a real storage 
system. Enameled in red. blue, green, 
orange, gray and black—a different color for 
each denomination 


Best for vault or counter 


“Steel-Strong’’ Coin Bage. Mailing Bags, 
Seal Presses, Lead Seals rapper Cabinets, 
Teller’s Moisteners, Manual Counters, Bill 
Straps and Coin Wrappers are unexcelled. 


Sold by Dealers Everywhere 


FOR STORING WRAPPED COINS 


The C.L.Downey Co. 


941-943 Clark St. Oilaleiialal- lien OF 


REYNOLDS SEALER 
The Most Simple Sealer Made — also Most Durable 


Don’t buy a demon- 
stration — buy use. 


Pay for your Sealer 
ONLY ONCE— 
when you buy it. 
TheREYNOLDS 
equires no sup- 
olies or lace- 
ments. Willlasta 
ousiness lifetime. 








Jffice appliance 
ae A Be 
eynolds 

chem friends. 


REYNOLDS ENVELOPE SEALER CO. 


Guuees!!1 NO. MARKET ST., CHICAGO 














THE HOGE MANUFACTURING CO., Inc. 
215-217 FULTON STREET, NEW YORK CITY 


Pal, the Pencil, and Pal Leads 

Clutch Pencils 

Modern Thumb Tacks, Steel and Brass 
Modern One-Piece Cut-Out Tacks 
Modern Paper Fasteners 

Modern Paper Clips 

Modern Pen and Pencil Clips 

Modern Strip Racks 

Modern Pen Racks 

Modern Telephone Tablets 

















“MADE TO MEASURE MEMOS’”’ 


An Economical Convenience for every 
Executive or Professional 


Good Profit and Quick 







Retails 
Sales for Jobber:, for 
Dealers and 3.50 
Demonstrators $3. 
(25¢ 
additional 
in East) 


SS 2 Write for Prices 
MARK-MOR-AN-DUM 


TRADE MARK REGISTERED 
326 Highland Drive SEATTLE, U. S. A. 
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SIMONSON, 


For Vertical Letter Files, Ledger 
Check Files, Are 








NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. 











MANUFACTURERS 


PATENTED 

METAL TIP GUID ES 
Posting Trays, Card Systems and 
Indestructible 





Send for Free Sampleand __ oy 
Dealers’ Discount 


122 S. Michigan Ave., Chicago 














POLK’S 
REFERENCE 
BOOK 
For Direct Mail 
Advertisers 


Shows how to in- 
crease your business 
by the use of Direct 
Mail Advertising. 60 
pages full of vital 
business facts and 
figures. Who, where 
and how many 
prospects you have. 
Over 8,000 lines of 
business covered. 

Write for your 

FREE copy. 


R. L. POLK & CO. 


Branches in princi- 
pal cities of U. 8. 











NICKEL PLATED ' 
BRASS | iii 
RINGS | 


WILL NOT RUST 
FOR 


LOOSELEAF BOOKS == 
PAMPHLETS, BLUE PRINTS, ETC. 


EXCELLENT ARTICLE TO HAVE IN OFFICES 
FOR BINDING DAILY REPORTS 
—$2.50 


PRICE PER 100 | }) —*309 











PACKED 100 IN A BOX. 


The E. W. Carpenter Mfg. Co., Bridgeport, Conn. 
























spilling, clip-equipped, pat- 
marked ashstand—a product 
. Nationally advertised. Sells 
scustomers. Repeats. See 
left. Write today for catalog. 


Retail Price | 


tipping, n 
ented, 
: 








Pat. $10.50 East of the Mississippi 
Oct. 27 $11.00 West of the Mississippi 
1925 & (Freight paid on 5 or more) 


SMOKADOR MFG. CO. INC, 
130 W. 42nd St. New York, N.Y. 


SMOKADOR 


The Ashless Ashstand 























MARKIT TICKET PRINTER 


Every Store and Stockroom should have it 









For printing 
price tickets, 
numbering 
bins, boxes, 
shelves, etc. 


HOLDERS MAY BE FASTENED TO ANY ARTICLE OR 
SURFACE: wood, glass, tin, paper, etc., by means of a 
lasting adhesive material furnished. Made in two sizes. 
Write for prices and discounts to 


HANS H. HELLESOE, 2444 Ainslie St., Chicago 


Solidhed Ghumb Gacks 





NUMBERS 
BRASS LETTERS 
LIBERTY COLORS 
SILVER MARKING 
TACKS TACKS 





Solidhed “Eyelet Pliers 


ACOMBINATION PUNCH . 
AND EYELET SET . 


Solidhed “Eyelets 


SOLIDHED TACK CO. 
S37 Murray St.,N. ¥ 






\ 











The OLIVER Speedster 


MODEL ELEVEN 


Our finest product, pre- 
senting the latest features, 
a velvet touch and Standard 
Three Bank Keyboard. 





Write for attractive dealer terms. 


The OLIVER Typewriter G. 
WOODSTOCK, ILLINOIS 
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FOUNTAIN PENS in BLACK—-RED and MOTTLED RUBBER 
ALL SIZES in ALL MODERN DESIGNS 
PRICES THAT ASSURE GOOD PROFITS 
IMPRINT LINES A SPECIALTY 


ESTABLISHED 1884 
D. W. BEAUMEL & CO., Inc. Office and Factory: 17-27 Vandewater St., New York, N. Y¥, 





tdi 


PLEASES USERS 





TT 














4 —— 
The SIHHALLCROSS COMPANY 
~ Inks-Ribbons-Carbonys » 


FORTY CIGIHiTl4 and SRAYWS FERRY ROAD 
PI4ILADELPHIA,VU.S.R 








N sD 


No Other Wood Pencil 
in the World Like It! 


Manufactured by 


Scripto Manufacturing Co. 
ATLANTA, GEORGIA 














Steel Boxes for Filing and Storage 
Card Index Trays, Bond Boxes, Cash Boxes 

REAL DURABILITY—cold rolled steel, 
electrically welded. REAL ECONOMY— 
cost no more than tin lines. 

Pleasing Appearance—attractively fin- 


7 4\ ished in green with nickeled locks and 


handles and packed in individual cartons assuring perfect 
condition. Write for illustrated price-list. 


ART STEEL COMPANY, 401 East 23rd Street, New York 













SOLVENE FOUNTAIN BRUSH 

provides the easiest, most efficient and quickest way to 
clean typewriter type. No dirt; no spatter; send $1.00 
for sample. 
PLATEN LIFE applied once or twice a month to the type- 
writer roller preserves a smooth, gripping surface, preserving 
good alignment and clear, unbroken impressions. 3-02. 
bottle, $1.00. 

Leading stationers and typewriter sup- 

ply dealers sell this mechandise; write 

for full details and trade discounts. 


SERVICE PRODUCTS MFG, CO., 174 N. Clinton St., Chicago 











c 
«Se q - ~~ < holds Gil- 
~< holds RazorBlades Re 
strop, No. 
106 Durham Duplex, No. 103 special pointed blade. No. 108 
Twine cutter, Gem or Gillette. Retail prices 25c and up. Order 
trial dozen $2.00 prepaid, assorted if desired. Mounted on cut- 
out display card. GITS CO., 5419 W. Chicago Ave., Chicago. 





CTC oUNRNTEED 


PERFECT MACHINES LOWEST PRICES 


WRITE —-SPECIAL DISCOUNTS TO DEALERS 


TO FLAVEN, MANHATTAN BLDG., CHICAGO 








EGGENS-HAMBLER COMPANY 


MANUFACTURERS OF 


FOUNTAIN PENS PENCILS 
STYLOGRAPHIC PENS 
180 BROADWAY NEW YORK 


Addac |, 94! 


The World’s lowest priced practical Adding 
and Direct Subtracting Machine. Terri- 
tories open. 


Addac Co., 333 Houseman Bldg., Grand Rapids, Mich. 











Markilo 
Envelopes 


With chemically 
united edge seam 
Patented Sept.30, 
1924. (G. Perry) 














The Markilo Envelope is a great protector of cards, 
papers, loose leaves, etc. A beautiful piece of cellu- 
loid work. Every business institution can use 
Markilo envelopes to profitable advantage.. Made in 
any size for loose leaf ring books, file cards and 
special purposes. 

The Markilo is already regular merchandise with 
many stationers. Samples, prices, etc., for the asking. 


Markilo Co., Mfrs., 6252 S. Halsted St., Chicago, U.S. A. 





Fashioned from 
green celluloid, 
bound on both 
edges, properly 
ventilated and 
adjustable. Ask 
for catalog of 
complete line. 


a CHICAGO EYE SHIELD CO. 
2300 Warren Ave. Chicago, Ill. 


EUREKA EYE SHADE 




























Precision Typewriter Platens 


Ground on dead centers; guaranteed accurate. 
Black or light grey rubber. Delivered free. 


BUSHNELL MFG. CO. 


3314 S. Spring St. Los Angeles, Cal. 
91 Spring St., Seattle 
30 years’ experience making Ink Ribbons and Platens 
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meets a wide range of 
demands, being effica- 
cious in erasing either 


The New Suede Eraser 


An Unusually Good Seller 





ink or pencil marks. 


WELDON ROBERTS RUBBER CO... NEWARK, N, 








Office and Furniture Equipment 
NEW AND USED FURNITURE OF ALL KINDS 


Save money on New and Used Reed and Fiber Furniture. 
Office equipment—iargest stock in Chicago to select from. 

We build and repair railing, partitions, booths and furni- 
ture. We deliver or ship to any point in the U. 8. 


CHICAGO SAFE AND MERCHANDISE CO. 
114 W. Lake St., Chicago. Telephone Central 5439 











GUIDES 


Celluloid Index Guides—Metal Tip Guides 


Wo cansiostase « Sigh potolins of Gey apie. Our equipment enables us 
to prompt, satisfactory service on special ai veh An investigation 
alanis t possibilities this line offers you. Wedo not sell to 
consumers direct. 


DACO GUIDE COMPANY 


154 Pearl Street Boston, Mase. 








Typewriter Ribbons and Carbon Paper 


pes Chairs, 5 se. ye romey 
Rugs, Carpets, Reed an er at reduced prices. . Addi M 

writer in, achines 
WERENT WEBUY WESELL WE SAVE YOU MONBY For the Type , g 


Time Clocks. Put up for the trade. 
Official and Empire Brands, er in plain bexes with imprint if desired 


SNELLING & SON ™*""fsgturere, Bush Torsainal 


Exclusive Territory Rights Not Entertained 








v 


GOLD PEN S--All Shapes ané Styles 





All makes Gold, Fountain, Stylographic Pens. Pencil Cases 
repaired and returned day received. Satisfaction guaran’ 


GAYDOUL GOLD PEN CO., ine, 64-68 Fulton St, New York 











Real Eye Protection 
Werking unter aGvesee tahaing conditions esp ek of 
> imes more serious injury. The Feather- 

cted to protect the wearer's 


eyes from giaring Cg or e, adjustable or brilliant 
Where it touches the forehead’ the the ceillulo! sears 

















—— www v 
i i el » 4 we 


Typewriter Brush Sells Rapidly Because 
it is made gent os 4 she ta the brush to is ay The bstetien ose - oop houat. 


nnnias a 
<6) 














harden. No matter where the finger or 


nail touches, rub- ber and air absorbs 


Not 





the shock which is the cause of that 
marin, Nata he ei L. L. BROWN PAPER co 
day. $4. a set. Adams Press, 19 Park Place, e ° bs 
Y. City. Money back if net 
Agents esis than satisfied. The im- Now Adams, Mass. ” - - 1849-1925 
Wanted portant thing is to do it right 


presenting = smooth, round surface—no bind MORTON'S Washable Bristle 
ger aire ty, Bo parts to out. TYPEWRITER CLEANING BRUSH 
our inquiry will senstve prompt attention. Send 20c for sample postpaid and ask for dealer's terms. 
The Featherwergnt Eyeshade Co. Merchantville, N. J. MORTON MANUFACTURING CO., Louisville, Kentucky 
W Accept the ordinary. For effciency 
h and service chose the best, abs« 
y lutely. Our patented all-rubber e is * Linens 
MAGIC-TOUCH air-cushion type Psa ers 
writer (no metal) key caps are guaranteed not to 














EASY SNAP DOUBLE FOLD 
Collapsible Storage Files 
(Corrugated Fiber 


Board 






Patent 
lied 
or) 


“It Snaps Shut” 
shossmantetel as very satisfactory by hundreds of Bankers 
now using them. 


Bank Supply Salesmen Here’s Your Chance 
Strayer Coin Bag Co., New Brighton, Pa. 


MANUFACTURERS s. COIN BAGS—WALLETS—FPILE BOXES 














COLUMNAR PADS 


“THE EFFICIENCY LINE” 


COLUMNAR P "PADS ‘ 





= 

= 

2 

— 
= 
= 
= 
— 
— 
a 





The Most Complete Line on the Market 
Catalog and prices gladly supplied upon request 
American Pad & Paper Co. 
19 Appleton St. Holyoke, Mass. 
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Premier Steel Filing Cabinets 





Premier Steel Filing Cabinets 


are good enough for use in any cffice, since 
they are constructed the same as higher 
priced cabinets and we offer them at a price 
that is even lower than wooden cabinets, 
with much better protection. These cab- 
inets are fire-resisting and practically inde- 
structible. 
Finish—Beautiful 

Premier Cabinets are beautifully finished in 
Olive Green, Mahogany or Walnut grained 
enamel which is oven baked assuring a per- 
manent finish, with label holders and drawer 
pulls in satin brass finish. 


Locks—Automatic 


*‘Built for Business’’ 





Constructed for Unlimited Service 
The Premier File is rigid in construction, all 
drawers and the cases are electrically and 
acetylene welded, nothing to become loos- 
ened, warp or split as so often happens with 
wooden cabinets. Steel does not deteriorate 
with age. 


Perfect in Operation 
The drawers operate smoothly and noiseless ly 
on perfectly adjusted roller bearings regard- 
less of the weight that is placed in them 
and are very easily removed from the cabinet 
or replaced. 








Prices are F. O. B. Mishawaka, Indiana 














Premier Cabinets can be Stock | PRICE Shipping 
equipped with an automatic No. DESCRIPTION “Olive | Mahg & — 
locking device secured and Green | Walnut | 
operated by a paracentrickey 554 | 4 Drawer Letter File $33.00 |$39.00 | 135 
— controlling all drawers. 504-L| 4 Drawer Letter File-Lock | 39.00| 45.00 | 135 
it i i 506 4 Drawer Legal File 39.00 | 45.00 45 
d “oe y 25 filing inches _ 506-L| 4 Drawer — —_— —s a os 
. : 304 3 Drawer Letter File 9. d 5 
304-1L.| 3 Drawer Letter File-Lock | 35.00; 41.00 | 115 
Costumers, Tables, 306 | 3 Drawer Legal File 35.00] 41.00 | 125 





306-L| 3 Drawer Legal File-Lock | 41.00! 47.00 | 125 





Typewriter Stands 





The Usual Discounts Extended to the Trade 


Address All Communications to 


The Premier Metal Products Company 


JOHN W. MESSIMORE, SALES DIRECTOR 


2808 Logan Boulevard 


Chicago, Illinois 


We have some open territory for MANUFACTURERS AGENTS 











*.* 
ya 


Ravenswo 





References Perfectly 
Protected, Yet Kept 
in Sight 








1800 Newport Avenue 
CHICAGO 











Under the smooth, clear 
glass of Ravenswood and 
Rosco desk pads, refer- 
ences, tabulations, charts, 
etc., are perfectly pro- 
tected, yet kept in sight, 
convenient to constant ref- 
erence. The finger hole, an ex- 
clusive feature, facilitates the 
changes of references, an ad- 
vantage which appeals to every 
desk pad user. 


Not being seasonal, desk pads 
are continually in demand. 
Ravenswood and Rosco pads 
will enjoy a preference in the 
demand, if you stock them. 
Complete information on re- 
quest. 


od Office Specialties Co. 
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ROCKBARNES 


BOXED 


TYPEWRITER PAPERS 
and MANUSCRIPT COVERS 


GRADES AND WEIGHTS FOR ALL PURPOSES. 


UNIFORM QUALITY. 


HANDSOMELY BOXED IN GRAY LITHOGRAPHED 
BOXES—-MAKING ATTRACTIVE DISPLAY MATERIAL. 


Write for NEW CATALOG No. 1025, 
AND EXCLUSIVE DEALER PROPOSITION. 


ROCKWELL- BARNES COMPANY 


815-823 SOUTH WABASH AVE CHICAGO, ILLINOIS 














6 
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keeps the matter you want 
where you want it 


when you want it 


Holding at the finger ends all paper and letters that require attention and must be 
located instantly. 

Eliminates searching through files; 

Does away with baskets, paper-weights, etc.; 

Keeps the desk cleared and private papers are secure from prying eyes. 

The device is very neat and attractive, adding tone to any desk or filing equipment. 
May be carried about without danger of spilling contents. 


THE KOHLHAAS 


Pending Matter File 


is just one of the many time, labor and religion saving de- 
vices in the long line of unusually popular Kohlhaas products. 
And that popularity has been gained through the perform- 
ance of the articles themselves. Each device is a permanent 
investment, yields a permanent profit and it satisfies that 
craving for something that lasts. Kohlhaas dealers wear a 
smile—they know their merchandise. 


THE KOHLHAAS COMPANY 
183 N. Dearborn St. CHICAGO 
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Hand Boarded Grain 


At Amazing Prices 


Another Trussell scoop. On a 
par with the surprising values of- 
fered in the J and JP line of black 
levant grain cowhide, is the worthy 
companion line in mahogany cow- 


hide, the 


LP Price Books 


and Memos 


These covers are one-piece, solid 
leather, mahogany cowhide, hand 
boarded grain (second grade), and 
the resale prices are real business- 
builders. All exposed nickel parts 
are of brass or nickel silver, abso- 
lutely rust proof. A few of the 
resale prices: 
Style 36LP—with pocket — 
sheet size 11”x8%”. 3 rings 
%” capacity—resale price 
$3.50. Cover only. 


Style 76 LP — with pocket — 


Ti GENUINE YY 
sheet size 11” x 8%”. 3 rings 


PRICE BOOKS and MEMOS peypciy ~ rele" pe 











TRUSSELL MANUFACTURING COMPANY, 3 Trussell Park, Poughkeepsie, N. Y. 














because it is the progressive business publication “par 
excellence.” As a matter of fact, M. B. was the first to 


Ce ee 
3 6 ” 6 ” = 
: “Mi ky 99 To us “M. B.” stands for “MON BUREAU 

a 6 ” 6 ” 

: e #7%- To you “M. B.” stands for “MORE BUSINESS” — 
s if you want to extend or enlarge your trade, here is an opportunity for _ = 
___ American goods are extremely popular in France and much needed too. is = 
_ especially applies to office furniture and all modern business appliances. __ 
2 To sell your goods in France, you should advertise in the 

3 right French medium. Now, this right medium is M. B. 


advocate highly efficient business methods in France and 
was the pioneer of modern office equipment in this country. 
So it is no wonder that it is read all over France, Belgium, 
Switzerland, Spain, Italy and Rumania, by the most 
progressive firms, that is by the firm that is likely to be 
interested in your goods. 


Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public you 
are anxious to get at. 

Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. His depart- 
ment will write ads that pull for you or translate your copy into 
French just as you like. 


“MON BUREAU,” 186, Faubourg St-Martin, PARIS, Xéme Arrt. ( FRANCE) 
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7e MOST POPULAR 
Utme Saving Device 


/ 












O. K. 


PaperFasteners 


Washburne's New 
Improved 2 in | Paper 
Fasteners are the most 













Order more 
and keep 
the sales 











Keep up 










—e. fast — r your 
am neatest on the mar- going strong st o ck 







This popular time sav- 
ing device is recognized 
as standard office equi 
ment in many of ¢ “Just 
largest and most modern , g 
offices in the country. < no 

For permanent use, heres 


merely turn the point 

with a paper knife. This Increasing 
in | 

Popularity 


locks the papers between 
the two fastener mem- 
bers. May we send you 
our catalog and pricelist ? 

Our sales are rapidly 

increasing. O.K. Paper 

Fasteners are being na- 

tionally advertised inthe 


We also manufacture the 
Ries O. K. Letter Opener 

leading magazines and 

by street carcards. Wh 


and the O.K. Sanitary 
not tie up with this ad- 


eraser. Write for 
prices 

vertising with a display 

] carton on your counter? 


Seen 
Cverywhere 
Sold 
Everywhere 


380m" 
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Y%, OK.MANUFACTURING CO. 
Oswego , NY., U.S.A. 





B & G Desks are 
built for specific needs; 
they appeal to the good 
judgment of your cus- 
tomer, 





HE largest outlet for furniture in your com- BENTLEY & 
munity (in the world, for that matter) is to GERWIG 


~ that market where the better quality at mod- 
“14 ¢ ) 
erate price is demanded. B and G Desks are built for FURNITURE CO. 


this market. A most interesting catalog is yours for PARKERSBURG 
the asking. W. VA. 























234 


OFFICE APPLIANCES 














THE LYMETCO LINE 


OF STEEL CABINETS 





Combination TU-DOR 


This new combination Tu-Dor combines in unusually 
compact form storage space for coats, cloaks and hats 
and for office supplies or other items where protection 
and accessibility is desired. 

In outward appearance and in construction this com- 
bination Tu-Dor is like the regular Tu-Dor Cabinet. 
The stock finish is Lymetco Green, but you can offer 
it in Oak, Walnut, Mahogany or Ivory Grey at slightly 
higher prices. 

This cabinet is now ready for distribution. Add it to your 
Lymetco Line. And if you are not handling the Lymetco 
Line start with this combination Tu-Dor. Write us. 


Yon 





LYON METALLIC MANUFACTURING COMPANY 
AURORA ee ILLINOIS 


AND TABLES 





—s rT + ; 4| 

| 

| Wy 
Steel Tables | Oo 


4 
as Lymetco Steel Tables. 1] 
in three sizes, are rigid 
with reinforced tops, f 
covered with linoleum. 


Handsome — Rugged. 





> a 
Counter-hi | ; 
| ny 


Exactly counter : 
high,42 inches; 1 i 
%6inches wide. 

Three shelves | | | 
adjustable on 
one-inch cen- | 
ters. It has a | | 
large numberof t { 


useful applica- 


tions in stores | = 
and offices. ; a 


= 
1 | 
Won-dor 
| Acompactcabinet,that 
: ti can be used as a ward- 
I robe cabinet or for 


|| | storing office supplies. 
|| | Shelves adjustable. 





Li-flat 
An excellent cabinet for storing drawings, 
blueprints or other materials that should 


be stored flat. 





M7. 
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A Few of Our 
Repeat Users 


American Brake Shoe & 
Foundry Company 

American Bridge Company 

American Can Company 

American Car & Foundry 
0. 

Bonbright & Company, Inc. 

Boston & Albany Railroad 

Boston Elevated Railways 

Bronx Gas & Electric Com- 
pany 

Brooklyn Edison Company 

Campbell Soup Company 

Carnegie Steel Company 

Chatham & Phoenix Na- 
tional Bank 

Chicago Daily News 

Chicago Herald & Examiner 

Chicle Development Com- 
pany 

City of Chicago 

City of Los Angeles 

City of Richmond, Va. 

City of New York 

City of San Francisco 

City Treasurer—Milwaukee 

City Treasurer—Utica, N. Y. 

Columbian National Life In- 
surance Company 

Commonwealth of Massa- 
chusetts 

Co-Operative Milk Company 

Dairymen’s League Co-Op- 
erative Ass'n 

Delaware, Lackawanna & 
Western R. R. 

R. G. Dun & Company 

Durant Motors Company 

Equitable Trust Company 

Erie Railroad 

Federal Reserve Bank 

Fidelity & Casualty Co. 

Greenebaum Sons Banking & 
Trust Company 

John Hancock Mutual Life 
Insurance Company 

Horlick’s Malted Milk Co. 

Illinois Steel Company 

International Time Record- 
ing Company 

— Bank-Columbia Trust 
‘o. 

B,. F. Keith Theatrical Co. 

Loew’s Theatres 

Loyal Order of Moose 

Metal & Thermit Corp. 

Minnesota Co-Operative 
Creamery Ass’n 

Missouri Can Company 

Marshall Field Company 

Missouri, Kansas & Texas 
Railroad 

National City Bank of New 
York 

New England Telephone & 
Telegraph Co. 

New Jersey Title Guarantee 
& Trust Co. 

New York & New England 
Cement & Lime Company 

New York Central Railroad 
Company 

New York Evening Journal 

New York State Commission 
for the Blind 

New York Underwriters 
Agency 

The New York World 

North River Savings Bank 

Passaic National Bank & 
Trust Co. 

Pennsylvania Railroad 

Postal Telegraph Company 

Radio Corporation of 
America 

Remington Typewriter Co. 

Reyal Insurance Co. 

Seaboard National Bank 

A. G. Spalding & Bros. 

E. R. Squibb & Sons 

Standard Oil Company 

State of New Jersey 

State of New York 

Sun Indemnity Company 

The Texas Company 

Tabulating Machine Co. 

Underwood Typewriter Co. 

United States Casualty Co. 

Universal Portland Cement 
Company 

United States Steel Corp. 

U. S. Rubber Company 

Utility Securities Company 

Wall Street Journal 

L. E. Waterman Company 

Western Electric Company 

Willard Storage Battery 
Company 
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zO REASONS 


Why such careful buyers as shown on this list 


“Prefer” Add-Index 


9. All Totals and Sub-Totals 
Printed in Red Figures 
Automatically. 





15. Automatic Ribbon Re- 
verse. 


16. Flexible 


1. Automatic Clear Signal. 
One Hand Control. 
3. Cast Out Item Fea- 


N 


and Positive 


ture. 10. Correction and Error Lock Keyboard. 
4. Non Add After Print. Key. 17. Adjustable Margin Liner. 
5. Repeated Item Counter. 11. Repeat Key. 18. Double, Single and Non- 
6. Triple Visibility. 12. Non-Print Key. Spacing. 
7. Total and Clearing Key. 13. Non-Add Key. 19. Portable—26 Ibs. 
8. Sub-Total Key. 14. Two-Color Ribbon. 20. Any Width Carriage. 


53 REASONS Why they “REPEAT” and use 


from 4 to 70 Machines each. They appreciate 
Nationwide Service. 


















COMPLETE SERVICE STATIONS 


St. Paul, Minn 
San Francisco, Cal. 
San Jose, Cal 
Seattle, Wash. 
Toledo, O. 
Waukegan, I! 
Honolulu, T. H. 


New York, N. Y. 
New Orleans, La. 
New Castle, Pa, 
Ogden, Utah 
Oakland, Cal. 
Portland, Me 
Portland, Oregon 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Richmond, Va. 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Bridgeton, N. J 
Brooklyn, N. Y 
Buffalo, N. Y. 
Chicago, Il! 
Cleveland, O 
Cincinnati, O. 
Dallas, Tex. 


Denver, Col. Rome, N. Y. 
Detroit, Mich Savannah, Ga. 
Eastport, Me St. Louis, Mo 


Fairport, N. Y. 
Fruitvale, Col. 
Grand Rapids, Mich 
Geneva, N. Y 
Green Bay, Wis 
Hamilton, O. 
Hoopston, Ill 
Indianapolis, Ind 
Jersey City, N 
Joliet, Ill. 

Kansas City, Mo 
Lubec, Me. 

Los Angeles, Cal. 
Maywood, Ill 
Minneapolis, Minn 
Milwaukee, Wis 
Newark, N. J 


CANADIAN 


Hamilton, Ont. 
Montreal, Can. 
Niagara Falls, Ont 
Vancouver, B. C. 


73 REASONS 


WHY YOU SHOULD SHARE 
THE PROFITS UNDER 


OUR DEALER PLAN-PLUS TO / 


7 


DEALERS-JOBBERS-DISTRIBUTORS 


INVESTIGATE AND THEN COMPARE 


Any other Adding Machine Sales Plan in t he Country 
for Your Profit—Dependability of Machine and Man- 


PRICES 
752 to 225% in U.S. 


Except Pacific Coast 


4 > 


ufacturer and You Will Join Our Forces. Ss De 
SESS 
ns PH” 02° 92 
Add-Index Corporation . ASSES 
GENERAL OFFICES AND FACTORY 4; Sg hon oe 
Grand Rapids Michigan P tel” of ae 
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ELLIOTT 


ADDRESSING 
MACHINES 











have always been sold exclusively by the Elliott 
Addressing Machine Company's own salesmen:— 
but we now have a special selling proposition to 
offer the Office Equipment and Stationery Trade 
in the smaller cities. 


If you think you can sell Addressing Machines, 
write at once to H. P. Elliott, 143 Albany St., 
Cambridge, Mass., for this new proposition. 








The only Mechanical Name Writing System in the World that prints 
IN SIGHT from INDEX CARDS instead of Type. 
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SCHWAB 


The Most Efficient Equipment , 


is the Best to Sell 


Any sort of fire in os cities of the U. S. brings 
out an array of fire fighting apparatus unheard of 
a few years ago. The reason is that fire is just as 
terrible a destroyer as ever and the most modern 
and efficient equipment for combating and prevent- 
ing its destruction is the cheapest in the end and 
most desired. 


Schwab Safes belong in this class of modern, 
efficient equipment. Their reliability has been 
proved in hundreds of disastrous fires; they have 


passed the underwriters laboratories’ tests for the 
“A” and “B” labels. 


With this remarkable equipment, Schwab sup- 
plies its representatives with real selling plans and 


aids. Full details both of merchandise and method, 


are available for interested dealers. 


The Schwab Safe Co. 


LAFAYETTE, INDIANA 
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‘Calculs tor 








se 


No larger than a letterhead, weighs only eleven 
pounds—easily portable—never in the way. This 
machine is unfailingly accurate and amazingly 
speedy. Its life is the lifetime of your business And 
it costs less than any other machine of its type. No 
wonder business shows an increasing preference 
for the compact and sturdy Burroughs Calculator. 


Burroughs Adding Machine Company 
Detroit, Michigan 


Other Factories at Windsor, Canada, and Nottingham, England 
Sales and Service Offices in All the Principal Cities of the World 


__ ADDING -: BOOKKEEPING - CALCULATING AND BILLING MACHINES 





1926 











PB gM, 





ee MO pice 


Pee Seen a a 


DESK CLEAN — letters in the mail—nose all powdered 
to go! No -need for “overtime’—no spotty work—no 
wrists and aching backs where there’s a Woodstock E 
It’s the modern typewriter—a fing st 

electricity. It means faster, easi€r 

_ better, clearer, smarter lettets Res you. Send for the wi 
_ Electrite booklet and learn how iter 
things up in your office. 

WOODSTOCK TYPEWAITER < 
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ELLIOTT 


ADDRESSING 
MACHINES 








have always been sold exclusively by the Elhott 
Addressing Machine Company's own salesmen:— 
but we now have a special selling proposition to 
offer the Office Equipment and Stationery Trade 
in the smaller cities. 


If you think you can sell Addressing Machines, 
write at once to H. P. Elhott, 143 Albany St., 


Cambridge, Mass., for this new proposition. 





The only Mechanical Name Writing System in the World that prints 
IN SIGHT from INDEX CARDS instead of Type. 
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The Most Efficient es 















is the Best to Sell 


Any sort of fire in big cities of the U. S. brings 
out an array of fire fighting apparatus unheard of 
a few years ago. The reason is that fire is just as 
terrible a destroyer as ever and the most modern 
and efficient equipment for combating and prevent- 
ing its destruction is the cheapest in the end and 
most desired. 


Schwab Safes belong in this class of modern, 
efficient equipment. Their reliability has been 
proved in hundreds of disastrous fires; they have 
passed the underwriters laboratories’ tests for the 


“A” and “B” labels. 


With this remarkable equipment, Schwab sup- 
plies its representatives with real selling plans and 
aids. Full details both of merchandise and method, 
are available for interested dealers. 


The Schwab Safe Co. 


LAFAYETTE, INDIANA 
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No larger than a letterhead, weighs only eleven 
pounds —easily portable—never in the way. This 
machine is unfailingly accurate and amazingly 
speedy. Its life is the lifetime of your business And 
it costs less than any other machine of its type. No 
wonder business shows an increasing preference 
for the compact and sturdy Burroughs Calculator. 


Burroughs Adding Machine Company 
Detroit, Michigan 


Other Factories at Windsor, Canada, and Nottingham, England 
Sales and Service Offices in All the Principal Cities of the World 


ADDING » BOOKKEEPING - CALCULATING AND BILLING MACHINES 








DESK CLEAN-—letters in the mail—nose all powdered—tea 
to go! No need for “overtime’’—no spotty work—no tit 
wrists and aching backs where there’s a Woodstock Elet 

It’s the modern typewriter—a fine standard machine powered 
electricity. It means faster, easiér, more pleasant work 

better, clearer, smarter letters for you. Send for the Woodstox 
Electrite booklet and learn how this modern typewriter can $ 
things up in your office. Seat 














